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2 Newly Cataloged Display Packages 
of IRWIN SPEEDBOR ‘‘88’’ Wood Bits 


Specially Priced Until May 1, 1955 


Set of 6 Speedbor ‘‘88"’ 
lees |) rable and 


Ui 


work | ( 


Spring Special Dealer Price: $2.80 per set to May |, only 
Spring Special Retail Price: $4.19 per set to May |, only 
You make $1.39 on every Spring Special set 

Best Selling Sizes. 3/8, 1/2, 5/8, 3/4, 7/8, 1 
Regular Dealer Price After May 1, 1955 $3.07 per set 
Regular Retail Price After May 1, 1955.. $4.59 per set 


Weight: 12 Ibs. per doz. set Packed 1 set to box—24 sets to shipp ng container 


Irwin 
No. 8808 “<> Set of 8 Speedbor ‘'88’’ 
= sto tainer. Made of 


} 
i 


Spring Special Dealer Price: $3.33 per set to Moy |}, only 


Spring Special Retail Price: $4.98 per set to may |, only 





You make $1.65 on every Spring Special set 
Best Selling Sizes. 3/8, 7/16, 1/2, 5/8, 11/16, 3/4, 7/8, 1” 
Regular Dealer Price After May 1, 1955.....$3.67 per set 
Regular Retail Price After May 1, 1955.....$5.49 per set 


1 doz. sets. Packed | set to box — 24 sets to shipping container 


. x 
Irwin Speedbor “88” Features 


Exclusive hollow ground point 

Hardened full length 

Size markings on head for easy size selection 
Hang-a-bit hole for hanging on nail or pin 
3-Fiat shank fits perfectly in 1/4”, 5/16", 3/8” 


"tetens Couiten and 1/2” electric drills and drill presses 


order today 
The Irwin Auger Bit Co. * Wilmington, Ohio, USA 


















MORE Five Super Values for Hardware Week only 


HOT ITE MS Check the prices on these five specials — all built and priced solely for Hard- 


FROM ware Week. True Temper’s big bold ad in the April 16 Saturday Evening Post 
, will help you sell them, 
True TEMPER 
ANVIL-TYPE PRUNER, FREE HOLDER 


Pruner has powerful drawcut action, bites 
through heavy branches...crisp and clean. 
Dynami -hinge bolt and nut won't loosen. 
Nonslip corrugated handle has palm-fitting 
shape. Finished in bright chrome, lustrous 
black. Handy plastic belt sheath is in- 


cluded free with pruner. Cat. No. 350 


8° BLADE HEDGE SHEARS 


Here’s a terrific buy —-rugged keen-edged 
shears. Blades are serrated and notched. 
Fully tempered, streamlined. Self-locking 
nut won't loosen from hardened hinge bolt. 
Shears have wonderful eye appeal! 
gleaming chrome ferrules, rich black han- 
dies, bevel and inside of blades polished. 
Cat. No. 222 


Special 











_— Special 
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A SET OF 3 REAL TOOLS 
eli . 
r lhe hottest item in Hardware Wee} 


Ss 


True Temper’s Sturde Tool Set—-real 
working tools in a small size. [deal ior 
children. Adults use them too for close-in 


WOrTk Sturdy asn handies, hign-grade 


ise, 4 





Special 


stee! heads. Plenty or eve appeal. 


Cat. No. 3GT 
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SOLID GLASS SPINNING ROD 


> _ ‘Two-piece design ror easy paCniIng ind 
ad 


carrying. Stainiess steel spinning guides 





and tip top. A beautiful rod-——clear white 


finish with contrasting black and yellow 
| 


siik windings. Fine-grain extruded cork 


Special 


handle is 14° long, has sliding reel bands. 





Pac ked in strong piastic Case. 
Cat. No. 706 


aa we ome 7am 
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— SOLID GLASS CASTING ROD 


<s One-piece tip with large diameters gives 
responsive action. Extra glass fibers pro- 
vide more power. Has famous Speed | o« in 
aluminum alloy offset handle and chuck- 
type foregrip. Guides and tip top are stain- 
less steel. Select cork malin Prip. Pac ked 
in brown cloth case. Cat. No. 906 












Completely New From Top to Bottom! 









eee 


LITTLE hi 
JUG. 















Than You've Ever Seen 
in One Jug! 








NEW Streamlined Design « NEW ‘Two-Toned 
Baked Enamel Finish « INCREASED Fiberglas 
Insulation to Hold Cold and Heat Longer « NEW 
Insulated Chrome-Plated Faucet - NEW Larger, 
Deeper Drinking Cup « HEAVIER Gauge Steel 
Patented TEMPSEAL Stopper. 







I) /Y £077 
LLAY L 
= HOT-DIPPED Galvanized Interiors « EXCLUSIVE 
2-Piece Deep-Drawn Construction « TWO-TONED 
FROM YOUR Baked Enamel Finish « SLIP-IN Food Tray 
JOBBER DOUBLE-THICK Insulation » WATERTIGHT Rubber 
OR WRITE FOR Lid Seal « PLATED Hardwore. 


LITERATURE 


joy WATTLE BROWN CHESTS Se 





MANUFACTURED BY 


HEMP AND COMPANY, INCORPORATED 
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Hove are the four best-selling files vou can stock. 
They have the widest use—hence the largest number 
of users. They get the quickest customer acceptance 
because in either NICHOLSON or BLACK DIAMOND 
brand they re the best-known quality files in the world. 
Here's a quick descriptive rundown (left to right): 


MILL — For general sharpening, smoothing, parts fitting, etc. Popu- 
lar sizes, 8” and 10”. 


SLIM TAPER (triangular) — For handsaw and sharp-corner filing. 


sizes and slimnesses for fine- to coarse-toothed saws. 


ROUND SAW CHAIN —F or sharpening round-hooded, or “chipper.” 


type saw chain teeth (the most widely used). 


“4-IN-HAND”" — Four files in one: Half Round file and rasp on 
one side; Flat file and rasp on other. Everybody's favorite! 

These files are being advertised in farm. lumber and 
craftsmen publications. Some recent ads are shown 
above in miniature. So tie in and cash in. 


YOUR WHOLESALER IS READY TO HELP YOU 


NICHOLSON FILE COMPANY 
25 Acorn S$t., Providence |, R. I. 


(in Canada: Nichotson Fle Company of Caneda ita Port Hope Ontario 


oO 
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A FILE FOR EVERY PURPOSE 
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ACCO 


product 






- Sales-building Farm Chain 


@ Fill the everyday chain needs of your farm and suburban 
customers with the items illustrated here. Keep a few bags 
of each in prominent counter locations for the convenience 





of your trade. Doing so will stimulate your sales and profits. icin aa DOG 
Your AMERICAN CHAIN wholesaler will give you prompt CHAINS 


service on orders for these items—as well as many other 
ACCO quality products. Check your stock—send your order 
NO. 516 —today. 
UTILITY CHAIN 


y 


r 





NO. 201 
SWING CHAIN 
@ These tie-out or picket chains are made in 4 sizes— 
1, 1/0, 2/0, and 3, 0. Two lengths—20 and 30 feet. Fur- EL-WEL-TRA 
nished with a swivel every 10 feet. Bright or zinc plated TRACE CHAINS 
finish. Packed one chain in a strong cloth bag. 


SS 





NO. 22 
SLIP HOOK 





STYLE NO. 120 © Grab hook on one end, slip hook on 
other end, and swivel in center when so ordered. Furnished 
self-colored, bright, or coppered. Made in sizes—\”, 
5/16", %", 7/16", 4%", and %". Lengths as desired. 





Get This FREE a Miao el 
NO. 41 “Fingertip Facts about Hardware Chains” 


Contains useful information for all 
hardware people. Write today. 












AMERICAN CHAIN pivision American 


AMERICAN CHAIN & CABLE Chain 


York, Pa. Boston, Chicago, Denver, Detroit, Houston, Los Angeles, New York 
Philadelphia, Pittsburgh, Portland, Ore. San Francisco, Bridgeport, Conn. 
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Just Among Ourselves 





Informal Editorial Comments 


By W. A. Phair 


Back to school .. . 


As I stood in the hall of the sixth floor of a midwest hotel, I heard a bell 
ring. The door of a nearby room opened and out of the room walked a group of 
hardware dealers and wholesaler’s salesmen. Under their arms they carried a 
collection of envelopes and folders. The leader of the group studied for a moment 
a printed form he carried, then he led the group to another room farther down 


the hall. 


The room that this group of dealers had just left was promptly filled by 
another group of dealers coming from the floor below. I followed this group 
into the room and we all sat down in chairs arranged in a semi-circle at one 
end of the room. Facing the semi-circle of chairs was a series of tables contain- 
ing products made by a well-known manufacturer. In back of this were blow-ups 
of various store displays of these products. 


The door was closed. The group leader was asked if everyone was present. 
Then the speaker, a manufacturer’s salesman, began a discussion, for the eighth 
time that day, of display and promotion ideas that experience had shown would 
improve the sale of his company’s products. He touched briefly on the display 
problems of the narrow store, and the large store; of the shopping center store 
and the neighborhood store. Then he described some of the features of several 
new items in the line. He invited the dealers to try using the items themselves. 


The group listened attentively. They asked some questions Some made 
notes. Then a bell rang and the group filed out the room, moving to another 
room, as indicated in the printed schedule they had, where the same procedure 
was repeated, but with a different line of products. 


This scene was repeated all day long, in 11 different rooms in the hotel. Each 
session lasted a half hour. The only break was for lunch. 


This experience I have just described was a sales clinic on housewares, spon- 
sored by a wholesaler. The people attending the classes were some 200 dealers 
from all types of stores in several states. A number of the wholesaler’s salesmen 
also attended the classes on the same schedule as the dealers. 


These dealers were not young people. They were mostly middle-aged people 
who had spent many, many years in the hardware business. Yet, here they were, 
at their own expense, going back to school. This particular clinic was not unique. 
Similar clinics have been held in many areas this year. And in almost every 
instance, the deaiers have given the clinics their wholehearted support. 
Why were these dealers going back to schoo!? 
For one thing, they are farsighted enough to realize that we can never stop 
learning if we are to hold our position in our field. These people were intelli- 
gent enough to realize that the most effective way of meeting the stiffer competi- 


tion of today is through better knowledge of the products they sell. 


To those who like to tell us that the independent dealer is doomed and will 
never be able to keep up with the competition, I would heartily recommend that 
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Just Among Ourselves 





informal editorial comments 


he attend one of these clinics and learn for himself how wrong he is. He would 
learn for himself, too, the source of the strength of the independent dealer. 


As long as we have hardware dealers who are willing to learn, who are willing 
to listen to new ideas; who are willing to voluntarily give up time and spend 
their own money to learn how to do a better job in their store, then I don’t think 
we have to worry too much about the continued success of the independent hard- ° 
ware trade. Nor do we need worry about the future of wholesalers farsighted 
enough to use their facilities to bring this new type of schooling to their dealers. 


HARDWARE AGE has described a number of these clinics over the past year 
and would be happy to send copies of these articles to anyone interested in know- 
ing more about how they are run. 


Growing pains gees 


Packaging is slowly coming into its own in the hardware trade. Spurred by 
the demands of dealers for packaging that will fit into the modern self-service 


store, many manufacturers have introduced new packaging of outstanding merit. 


Now that the manufacturer has put his time and money into perfecting these 
packages, it’s up to the dealer to make good use of this new selling tool. The 
whole purpose of this new packaging is defeated if a dealer stocks only one of 
a kind of the packaged item for display purposes and then sells from loose, open 
stock from the back of the store. The cost saving potentials of the new packages 
are lost if they are handled in this fashion. 


The most effective way to get the full benefit of these packages is to have a 
representative stock, in reasonable depth, on display either on a wall or other 


’ 


hanger, or in a bin. They must be all priced so that a customer can serve him- 
self without the aid of a sales person. Since many of these packages are also 
designed to encourage impulse buying, it is obvious that they must be out where 


they can be seen if they are to be bought on impulse. 


Even in those cases where a customer may want advice on the finish or quality 
he should buy, these packages speed up tne transaction by the tact na tne 


necessary screws and fittings are always with the item, and the item is priced 


The rapid growth of hardware packaging has brought along with it a few 
headaches. One of these is the tremendous variety of sizes of cards being used 


| 


Practically every manufacturer uses a different size, or sizes. We can under- 


stand his motives in establishing his own card size, yet from a practical retail 
viewpoint, it would be very helpful if the number of sizes were reduced through 


some form of standardizatio: 


There is also a tendency to use cards far larger than needed to carry the item 
This takes up too much room and the dealer is naturally going to favor a card 
that takes the minimum amount of room. 


_ , 
I price, ana 


Another point that is going to need careful study is the matter « 
the spread between open stock and carded stock. No doubt as time passes, the 
present cost of packaging hardware items will be reduced, both through better 
volume and through new production methods. In any event, the trade must keep 
a careful eye on the consumer to be certain that the cost of par kaging does not 
exceed the consumer’s willingness to pay. 


There is no question that this new trend in packaging is making important 
contributions to helping dealers cut their sales costs. It is natural that some 
growing pains be encountered. These will no doubt be overcome with the same 
skill and ingenuity that has been displayed in the development of the new 
packaging. 
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I1LCO's NEW LOCK SET in satin 
aluminum for metal combination 
doors .. . advanced design, 
exclusive features: “ backset; 
cylinder lock security; fully 
reversible for right or left 

hand doors. Available as locking 
set or latch set only 





CYLINDER LOCK SET. Provides real security for combination 
doors. Locks by key in cylinder outside — or by slide button 
inside. Compact, easy to install, attractively designed. Available 
as locking set or latch set only, in polished brass or aluminum. 


| fines ee ot at Leen 33 Oe Lie: 
aati? 
at 


“” ORDER from 
INE 


eT 





Sb PE yaa DE aa 





No. 3002 





No. 3001 


RIM LATCH SET — Reavires PUSH-PULL LATCH SET — 

no mortising. Slide stop inside This streamlined push-pull catch CLOSERS FOR COMBINATION DOORS — Deluxe 
locks both knob ond lever. installs easily on doors as thin as 4 model No. 3002, top quality in combination door closers, 
For use on right or left hand — bore through door stile, only. has protective cushion spring, metallescent gray finish 
doors. Latch case is cast iron, Push lever inside, or pull from Senior model No. 3001, medium grade closer, offering 
trim is wrought steel; dull brass outside. Slide button locks outside excellent valve at moderate cost, has protective cushion 
finish. Backset 1%". lever. Brass lacquer finish. spring, metallescent gray finish. Both closers reversible 


——), cm 


—— 


mere 
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NEWS and VIEWS 


By Washington Bureau of 
HARDWARE AGE 


Fair Trade Fight May Be Based 
On Economies of Distribution 


Basis of the Justic Department’s attack on Fair 
Trade, if approved by the White House, will probably 
be that it denies the consumer the economies of 
streamlined distribution methods. 

Attorney-General Herbert Brownell, Jr., hinted this 
in a speech recently discussing the forthcoming re- 
port of his special committee studying anti-trust laws. 
He placed the term “Fair Trade” in quotes and im- 
plied that he and the committee consider it a mis- 
nomer. 

Meanwhile, a Federal Trade Commission hearing 
examiner ruled that a manufacturer cannot bind one 
group of dealers to Fair Trade prices and permit a 
competing group to sell at lower prices. 

The ruling came in the FTC’s case against Double- 
day & Co., Inc., book publisher, which had signed 
Fair Trade agreements with dealers but offered the 
same books at cut prices through its own book club. 


OUTLOOK—The Doubleday ruling does not 
entire ly clear up fhe p? Oblem of discrimina- 
tory Far Tradé eniorcement hi manutactur- 

# ers because it involves makers who sell to 
dealers and also retail their aqoods. It could 


hye the forerunne r of fl favorable decision hy 


FTC. 


Budget Bureau Acts To Halt 
Competition with Business 


Congressional pressure has resulted in a stern new 
directive from the Budget Bureau calling for a 
thorough review and elimination of all “unnecessary” 
government activities which compete with private 
enterprise. 

All government departments are directed to have 
the first complete inventory of business-type opera- 
tions finished by April 15. Three months later al! 
manufacturing operations which compete with in- 
dustry are to be evaluated: made ready to be closed 
down or justified as essential. 


10 


Evaluation of competing operations in retail and 
service trades, including post exchanges, repair and 
business services and other areas will be made later. 

Budget Director Rowland Hughes stresses that “it 
is the general policy of the administration that the 
federal government will not start or carry on any 
commercial activity’ where goods may be procured 
from ordinary business channels. 


OUTLOOK—While the directive is stern, 
the real test will come when age ncy heads try 
to justify activities as essential which are 

* obviously COTM pe tative VW ‘ the } hie Budge f 
Bure (ii worll follow iTS annouUuTnCE d policy mill 
determine whether this business headache will 


finally end. 


Consumer Goods Rating Bill 
Is Re-Introduced in House 


A bill to establish a “consumers’ advisory bureau 


in the Commerce Department to “rate” consumer 
goods for the public has again been introduced in 
the house by Rep. Isidore Dollinger, Dem., New York. 

The bill, which failed to win passage in earlier 
sessions, would create a new agency which would es- 
tablish categories of consumer goods and “investigate, 
analyze, test and evaluate” them to “determine their 
relative quality, utility and abundance.” 

Results of the “tests” would be published and made 
available to the public 

Consumer goods are defined as “all commodites, 
goods, products and materials which are available to 
the consuming public on the retail market.” 

The bureau would be empowered to establish its 
own testing laboratories and set up field offices any- 
where in the country. 


OUTLOOK—Chanceces of the Dollinger bill 

passing are considered poor now. But there 

+ is a great deal of vote trading shaping up 
between liberal and conservative lawmakers 

SO that S07 € support could di velop as the 


session wears on, 


(Continued on page 186} 
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KWIKSET’S new “400” line Trim Rosettes 


are designed to enhance every doorway, 
manufactured to please your most particular 
customer. Five distinctively different rosettes are 


now available in all popular finishes 
xy 


The brilliant star-shaped rosette is made of 
cast brass, all other models are of wrought.brass 


The large diameter models are installed with 








KWIKSET’S #2469 one-piece 5” backset latch. 


Stock beautiful and durable kwikseTt “400” Line 


No. 3150 No. 3155 [rim Rosettes to supply that DRAMATK 


oan neon 


DOORWAY DISTINCTION sought by builders and 





buyers everywhere 


a 
4 “400” LINE 


The Quality Lock for Budget Building 
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No. 1355 No. 1333 Anaheim, California 











Steak Knife Set 
Constellation steak knife set fea- 
tray 


drawer 


tures a styron which can be 


set into kitchen and then 


removed for use as an accessory 


for patio dining. Tray is unbreak- 
able with the left-edges trimmed in 
ivory or copper to harmonize with 
steak handles. 


are chromium plated stee! 


ehoice of Knives 


and Cail 






SS 





be safely cleaned in dish washing 
comes with 


6 or 8 knives with ivory, or 


Set either 


black 


Six 


machines. 


and copper handles and trim. 
piece set lists at $9.95; eight piece 
at $12.95. Charles D. Briddell, Inc. 


Fer more data circle No. 1 on postcard, p. 195 


Rotary Turf Edger 
This 


carbon 


rotary turf edger has high 


steel whee! 
Coil axle 
bolt allows tension adjustment for 


forged cutting 


and blades spring on 


fine or 


coarse grass. Nut won't 
loosen since bolt is mounted on 
bushing and doesn’t turn when 
whee! revolves. Space between 


wheel and cutter permits full wheel 
Also 
grass to fall free with- 
falling under wheels to cause 
slippage. Edger 


traction on any hard surface. 
allows cut 
out 
can be used in 


12 





either direction. Cutting wheel is 


614 in. in diameter: rubber-tired 


wheel is 4% in. In diameter and 
l'4 in. wide. No. REI, one whee! 
model (illustrated) lists for abou 
$4.95; No. RE2, two wheel mode! 


lists for about $5.95. 
Corp. 


True T¢ i pe 
For more data circle No. 2 on postcard, p. 195 


New Spinning Reel 

This reel is 
signed for perfect balance on glass 
Called the H-I Spin No. 1903, 
it has full bail, synthetic sapphire 
roller 


new spinning de- 


rods. 


spool flange on outside of 


housing to prevent line entangle- 


ment, built-in drag on spool and 








counterbalanced housing. Also has 
for left-or-right 


operation, without 


reversible handle 


hand interlor 


adjustment, and antil-reverse but- 


ton and cork arbor spool. All parts 
are made from non-corrosive metal 


and fittings are hard chromium 


Horrocks-Ibbotson f i). 


For more data circle No. 3 on postcard, p. 195 
Open-End Wrench Kit 
Hy-Bar “Knuckle 


end wrenches in a five-piece kit will! 


.. , 
niated. 


. ; 
saver Open- 


be introduced Hardware 


during 





Week. Kit comprises five of the 
offset wrenches rangi! from 5/16 
to *4 in. In size. Wrenches ar 
forged Trom high-c:; rpon ste 


heat-treated and tempered, and are 


nickel-plated. Angie provides cA 
safeguard against skinned knuckles, 
and vives an added Lord ue (‘an be 
sed where flat wrenches mig 
slip. Bridgeport Hardware Mfg 


(‘ys 


For more data circle No. 4 on pestcard. p. 195 


Air Conditioners 

Complete new line of 
Aire air conditioners for 1955 in- 
cludes the Deluxe, Custom and 
Standard series, plus new “In 


Wall” model. Deluxe models have 
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Want more information on these 
products? Then use free post 
card on page 195. 


in hardware merchandise... 


FOR THE HARDWARE DEALER 
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oe 
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eight electromagnetic 


push-button 
controls. Cabinets 
trimmed in gold. 


able in %, %4, 1 
pacities. ( 


are gray-green 
Units are avall- 


and 1} 9 


ustom series consists of 


ton ca- 


4, 34 and 1 ton units with four 
electromagnetic nush-button con- 
trols. Cabinets are sand beige 


trimmed in gold. Standard series 


three push- 


air conditioners have 


button controls. yprav-pyreen cabi- 


nets trimmed in gold and come in 
‘4. lL and 14% ton capacities. Cory 
Corn. 

For more data circle No. 5 on postcard, p. 195 


Electric Deep Fryer 
Model! F-3B. latest 
deep frver Frvyrvyte I/ine, 


addition to 
is finished 
in hammertone chrome with dark 
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brown trim. Operates on 110-120 
volts, A.C., 1320 watts. Thermo- 
stat control maintains proper cook- 
ing temperatures automatically 
Fryer also has cooking guide for 
selecting proper cooking tempera- 
for different 
well keeps oil clean. 
tail price is $19.95. 


For more data circle No 


tures foods. Filter 
Suggested re- 
Nie SCO. 


6 on postcard, p. 195 


Do-it-Yourself Furniture 


This drop-leaf coffee table is one 
of six articles of furniture de- 
signed for home craftsmen by six 
leading designers. Table is made 
of rift oak plywood 
with black Micarta 


structions for 


and topped 


Plans and in- 


building each 


piece 





are 25¢ each Other furniture 


pieces are: storage or toy chest of 


pis wood 


maple Storagewall of 
Korina plywood, Novoply and Weld- 


wood hardwood: room divider 


made of red birch plywood, pro 


viding both shelf and cabinet 


combination Dar and screen- 


room 


space; 
type divider of walnut ply- 
black Micarta 


bar top and for alternate leaves of 


wood, with for the 


screen; and drop-leaf table cart 


African mahogany ply- 
wood with a green Micarta drawer 


made of 


(Continued on page 192) 





TO HELP YOU 





3 SEE 


NEW DISPLAYS 






AND OTHER DEALER 
Ah Be "wer. Ss 


Paint Accessory Display 

New paint accessory bar is de- 
signed as a permanent merchan- 
diser to serve as a complete depart 
ment of brushes and other paint- 


aids Structure is a vondola 


ing 
form of all steel construction, with 
three adjustable perforated shelves 
on brackets. cabinets a 
fitted 


eve-level 


storage 


bottom with sliding doors 


and an platform 


is let 


top 


fenced in glass. Glass 


pane! 
tered in decals, “Su per kleen 
Brushes and Rollers.” 

ture is 4% ft 1 ft. long 
33 in wide and available to dealers 
until April 30 Brus/ 
Div., Devoe & 


For more data circle No 


Paint Fix 


high, and 


; ,% 
Supe reifvevr 


Rauno ds (“ 


7 on postcard, p. 1% 


Housewares Displays 


Two self-service merchandising 


display packs of Lustro-Ware plas 
PP-] 


tic housewares are available 





(Continued on page 214) 
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>» 1955 Purchasing Power Surveyed 


» Shopping Center Boom Continues 


» Job Rise Forecasts More Buying 








The Federal 


surveying 66 areas now to deter- 


teserve Board is 
mine how consumers changed 
their spending and saving habits 
the and what 
their prospects are for 1955. 


during past year 

Results will be a valuable guide 
not only to the general expected 
level of purchases in the sample 
areas, but also as a guide as to 
similar financial 
circumstances plan to save or in- 
vest their money. 


how families in 


the Univer- 
sity of Michigan Survey Research 


Interviewers from 


Center are conducting surveys in 
the metropolitan centers of Bal- 
timore, Boston, Cleve- 
land, Detroit, Los Angeles. New 
York, Philadelphia, Pittsburgh, 
San Francisco, St. Louis 
Washington, and in 54 
smaller cities and rural 
throughout the country. 

Individual addresses 
lected at random, and informa- 
tion obtained is confidential. 
Names are not requested. 

The survey includes questions 
regarding consumers’ 


Chicago, 


and 
other 
areas 


are se- 


incomes, 


i4 


Consumer Buying Habits Survey to Determine 
General Level of Purchasing for This Year 





general financial positions and at- 
about their current and 
prospective financial situation. 
Other questions relate to present 
housing arrangements and any 
changes which may be made in 
the near future. Information is 
asked about plans to buy cars and 
household appliances in 1955, and 
amounts of savings and debts. 


titudes 


instalment Purchases 
Total $22.5 Billion 


Instalment buying by American 
consumers $453 million in 
December to reach a new peak of 
$22.5 billion, announces the Fed- 
eral Reserve Board. 

For the comparable month a year 
earlier, instalment purchases 
climbed $280 million to total $22.2 
billion, the previous record of this 
type of credit outstanding. 

Automobile credit, reflecting the 
early model changeover by the in- 
dustry, went up $100 million dur- 
ing December, although it normally 
declines during that month. 

Non-instalment credit also rose 
during December. 


rose 








December Retail Sales 

Increase $27 Million 
Retail 

reflect heavy Christmas holiday 


hardware store sales 
buying and climbed sharply in 
December, the U. S. Department 
of Commerce estimates. 
December sales were esti- 
mated at $319,000,000, up $27,- 
000,000 over December, 1953, 
sales of $292,000,000. 

December sales were $73,000.,- 
000 ahead of the revised 
mate of $246,000,000 for 
vember, 1954. 

All estimates are unadjusted. 


esti- 


No- 











Job Pickup Is Forecast 
During First Quarter 


The Labor Department forecasts 
a “slight to moderate” rise in jobs 
in 100 major industrial areas dur- 
ing the first three months of 1955. 

New hiring in automobile and 
other hard goods plants, those 
hardest hit by the 1954 recession, 
will pace the job pickup, says the 
department. 

In line with seasonal trends the 
nation’s unemployment total is ex- 
pected to rise in January and 

(Continued on page 238) 
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ow RBaW backs up the 


"sellingest” fasteners you can handle 


1s Sa oA 
OE 


NEW DRAWING CARD for the “Do-It-Yourself” market is RB&W’'s 
pace-setting Handy-Man Bolt and Nut Kit. It boosts unit sales, 
saves Customers’ time. Up-to-the-minute merchandising like this 
shows why survey after survey proves RB&W the best-known 
fastener brand, why it pays to stock and sell RB&W products. 





tomer satisfaction. With RB&W carriage bolts, machine bolts, 
lag bolts and-stove bolts, you can fill all orders promptly. And, 
uniformly accurate threading plus uniform strength make for 
easy application, tight holding power. 


NEW STRONGER PACKAGES of rigid kratt-board (larger sizes are 
corrugated) cut spillage, breakage. Upside-down box (another 
RB&W first) is fumble-proof, eases handling. Oversized labels 
speed product identification. New packaging is part of RB&W’'s 
continuing effort to help you increase sales. 


HARDEST WORKING CATALOG is this RB&W sales aid with heavy 
flexible cover, first choice of countermen everywhere. Jammed 
with facts and double tab-indexed by product for instant refer- 
ence. Stock up on RB&W fasteners — the top-quality line. Russell, 
Burdsall & Ward Bolt and Nut Company, Port Chester, N.Y. 


ted RUSSELL, BURDSALL & WARD 


109 YEARS MAKING STRONG THE THINGS THAT MAKE AMERICA STRONG 


Plants ot: PORT CHESTER, N. Y.; CORAOPOLIS, PA.; ROCK FALLS, ILL.; LOS ANGELES, CALIF. Addifione! soles offices of: ARDMORE (PHILA). PA.- 


PITTSBURGH; DETROIT; CHICAGO; DALLAS: SAN FRANCISCO 
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Soles ogents of: SEATTLE. Distributors from coast fo coast 





© Le announces 


a great new line of 





_ ee 
° ; (): 
Priced from $2 to $9.95 
eee 

Here’s the line you’ve been looking for 

There’s a saw for every purse and purpose— 

a saw to meet the needs of the prolessional| 

carpenter or the ““Do-It-Yourselfer.”’ 

This great new line meets the rapidly growing 
demand by the home owner—farmer—handyman— 

for better tools. For a bigger share of the 

booming tool business, for more satisfied 

customers, for substantial profit margins—stocé 

and display the complete Disston line of hand saws. 

‘Tie in and cash in with the best-known name 

in hand saws—DISSTON. Cut yourself a larger 

share of tool business in 1955. 

en ae ee TC, 2. Mean satan sigt hen eeerclnammiaialiaiatitas: 

ama Eecien 
\ r - 
\ / 

\ / 

\ / 
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\ HAS THE EDGE, | 











a saw for every 


New Popularly-priced line 
for ‘‘do-it-yourselfers’’ 


t 





METROPOLITAN M-1 
The finest npewave Be 1 saw mbining pri 
and GU al ty F | 


Suggested retail | price, $4. 95 








-- 








RANCHER R-1 7 
A good high quality serviceable saw for house- |_Lenath cre mat Re. 
holders and “‘d eller Taper ground g Su 
Suggested ste et $3. 95 (26 ‘) 





f = 

COUNTRYSIDE C-1 — my 
Length Cyt 

Good qualit ae 8 aw designed for every ss-Cu 

day [e ar if 7 








Sinead ooncony price, °, $2. 95 (26'’) 


f <<" 
TOWNSMAN T-1 : ne 


L w priced leade Lengt? Cross-cut | 


mais ary canis price, $2. 00 





New decimal packaging units 


make ordering easter! 


> 

"The Mi iT). Ran | rand ( QO} (rvs le ire packed 

[wo Saw mn corrugated shipping container: 10 Saws 
, ) ; rm0 ted } rt fey 

Cat ! { y | ) { UIvatlet SHippine COMntLaALNCT. 

The Ti packed five saws per corrugated ship- 

)? ’ ’ + ’ 

p Con Z£ Cartons oj] pe! juter cor- 
I ted shipping contal el 


Nationally Advertised- - - - - - - 


in THE SATURDAY 
HOMES & GARDENS 


EVENING 
Disston at 


POS]! and 


is like this are 


customers the story of Disston saws. Combined. these two maga- 
Zire ' ( 00.000 readers. And all ads Say, 
"* &, ; 


Henry Disston & Sons, Inc., 254 Tacony, Philadelphia 35, Pa. U.S.A. 


Canadian Factory, Toronto 3, Ont. 





BETTER 


telling your 


purpose 


Plus —these established 
DISSTON Favorites 


— —— 


x 
a 
oo 
a aN 
a has s 
a - 4 aj =e 
” » * toe 
ee oe 
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DISSTON D-95 





Pe ts s | 
' ng Cross Cut 
The masterpiece of Disston saws. Individually j tong | — . 
boxed. 2 per shipping carton 6 e 6 
Suggested retail price, $9.95 








DISSTON D-23 " ‘ma << gag oot 
Largest-selling lightweight, st: - back pattern engt! Rig 
saw. Packed “ dozen in shipg 
Suggested retail price, °, $7. 95 (26'') 

| =.) aa a WT 
DISSTON D-8 : 
Best-known medium wet o. shew-back pattern . net t Ri | 
saw. Packed “% dozen g 
Suggested retail price, $7. 50 (26'’) 





DISSTON D-7 
Lightweight 


nt hack > 
Packed % doze hips 


> 


Suggested retail price, 




















SPECIAL 


<i 
Ve 


for National 
Hardware 





set of three basic tools retail 


less than price of three tools if bought separately 


| PACKED IN ATTRACTIVE ACETATE-PROTECTED DISPLAY BOX 


' AND COLORFUL, STRIKING “HARDWARE WEEK SPECIAL’ SLEEVE. 


90-6” ADJUSTABLE WRENCH 810-4” SCREW DRIVER 7-6” SLIP-JOINT PLIERS 


Blade is of forged alloy steel, spe- Basic tool of 1000 uses. Bolt and nut 

cially hardened. Yellow handle of 

Tenite I! is shockproof and break. 
proof in normal use. 


Jaw surfaces, hardened by UTICA'S elec- 





tronic induction method, resist nicks and joint. Barrel nickel finish resists rust and 


burrs. Stay smooth. Hold tight. corrosion. Serrated jaws with wire cutter. 










Y NATIONALLY ADVERTISED Order from your distributor. If he does not have it, order direct, 


giving us name of distributor through whom you wish to be billed. 


and the world’s best tools 
are made in U.S.A. 













it pays to sell quality tools 





THE HALLMARK OF QUALITY 


UTICA DROP FORGE AND TOOL 


CORPORATION 






UTICA 4, NEW YORK In Canada: ADLAM TOOL & SUPPLY CO., LTD. 
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EVERY SALE 
MOVES 13 DRILLS 


... Multiples your profits 





STAN 





@ Display and sell this Standard 
Sturdy Drill Set and you profit from 
the sale of not one ... but 13 drills. 
These Standard Drills are made of 
high speed steel for longer life .. . 
less breakage. Hobbyists recognize 
the name Standard for industrial 
quality tools, so sales are sure... 
turnover is greater. 

Ask your hardware wholesaler for 
Standard Drill Set S-13. Also 
available in sets of 8 and 11 drills. 





STANDARD STURDY DRILL SET $-13 
rteen High Speed Stee! Drills — 'Ay", *ds y 


iY , 3 , 4 
oe AA fe FA Ms a 


Ms 


HIGH SPEED AND CARBON DRILLS FOR METAL, WOOD AND MASONRY 


DARD TOOL (“o. | 


3950 CHESTER AVENUE 







CLEVELAND 14, OHIO 


FACTORY BRANCHES IN: NEW YORK @ DETROIT «© CHICAGO «+ DALLAS «© SAN FRANCISCO 


THE STANDARD LINE: [wist Drills - Reamers - Taps - Dies - Milling Cutters - End Mills - Hobs - Counterbores - Special and Carbide-Tipped Tools 


Sometimes the easy way is the best 


time VOu Save That S 


“In buying bolts. asinad {ou 1g anything else. the simpler youc an make it ¢ he more 
bolts come in a com- 


why we take the easy way of buying all our bolts from Bethlehem. Bethlehem 
lete range of types and sizes, and they have the dependable quality that our people like.”’ 
q peo} 


BETHLEHEM, PA 


Corporation 


BETHLEHEM STEEL COMPANY 


Bethiehem Stee! Export 


On the Pacific Coast Bethlehem products ore sold by Bethlehem Pacific Coast Steel Corporation. Export Distributo 


Litleion sygelies coo Gye of Fastrec 
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No. ZDL-1: 13 Open end wrenches 


No. ZDL-2: 20 Box wrenches 
BON-E-CON PYRAMIDS 


Here’s an eye-catching, self-selling display you can set up quickly 
anywhere—on counters, display tables, shelves, or in display cases. 
Broad base assures stability. Displays include the most popular, No. ZDL-3: 23 Combination wrenches 
fastest-selling sizes of open end, box, and combination wrenches. 
Prices, tool numbers, and sizes of all openings are prominently 
displayed—tools sell themselves, and many stocking problems 
are eliminated. 


You'll sell a lot more tools - 
if you put these 


BON-E-CON MERCHANDISERS 


to work! 






BON-E-CON MERRY-GO-ROUNDS 
A tool department in only three square feet of counter space. Com- 
bines both display and self-service features. ‘Tools include all the 
popular sizes in *.” and !.” socket drives as well as open end, box, 
and combination wrenches. Original cost is low, turnover fast, and 
profit high. 


You can get into the tool business right with Bon-E-Con Tools and Bon-E- 
Con merchandisers. Send the coupon in foday to get the complete story. 


BONNEY FORGE & TOOL WORKS 
ALLENTOWN, PENNSYLVANIA 


| want to know all ahout the Bon-E-Con Tools and Bon-E-Con 


merchandisers. 


Nome 











Firm 


i a 
BT OOLS N Address 


BONNEY FORGE & TOOL WORKS ...ALLENTOWN ... PENNSYLVANIA 
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STANLEY 


This Is Really Putting 
Power Behind Tool Sales! 


yf STANLEY 
ELECTRIC 
; AWN TOOLS 




















































7 
oe a 2. ¥ 
* th. 
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There’s at least one thing ua . 

that packs more sales 
punch than a completely 
integrated, pre-merchan- 
dised display of Stanley 
Hand Tools! And that’s 
the same package PLUS Gad 
an on-the-other-side dis- 
play of Stanley Electric 


Tools. Here it is! 


On the other side of your Stanley 
Hand Tools HT-1 Island Fixture, 
we've arranged a display of Stanley 
Electric Tools that will double the 
interest appeal, and sales sock of this 
successful merchandiser. It’s our 
new HSS Assortment which we'll 
ship complete, prepaid freight, direct 
to you with all necessary hooks, 
Electric Tool Handyman sign and . 
price clips included free. HS5S5 
Assortment includes router, saw, 2 
drills, drill kit, plane adapter kit and 
selected, fast moving accessories. 
Total retail value — $297.15. 








Put this big one and one together. 
Back a winner with another. This is 


See your wholesaler or for full details, write Stanley tne te Sages on Ate sep ae 
Electric Tools, 382 Myrtle St., New Britain, Conn. Ask for the only complete Power and Hand 


Tool display on the market — 
matched tools for unmatched profits 
all from Stanley, The Toolbox of 
the World. 


H55 information. 





THE STANLEY WORKS ¢ NEW BRITAIN, CONNECTICUT 
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C/chamlllser \ STANLEY 


ee The First Household Hardware 
est... amMers Danartment On A Display Rack 
By einn eyez eaeeeeeee« ANd Still The Best! 


Three Stanley hammers — every one 
with these top grade features typical of 
) 
Here's What 
Some of You Say 


the quality built in to all Stanley Tools: 
polished head, “‘Evertite’’ processed 
hickory handle triple wedged for lasting 
tightness, bell face, choice of curved or 
ripping claw. 
“This Stanley unit eliminated 
our lost and found screws and 
spare hinge department” 
“When they see it, they buy 
sald 
Straight, young hickory handle. Popu- from it : 
lar priced. No. 101% 16 oz. — $2.75. “Takes 57 good stock items off 
our worrying list’’ 
‘‘Most profitable items per 
square foot in our store” 
“Stan, the super salesman — 
knows no season” 





















Good — The Jobmaster. New name. new 
look for old standard. Polished head. 





Better — The Nailmaster. Something new 
in hammers — nail holding slot behind 
the claw for a hold and reach start. 


Sleeve tells all at point of sale. Mirror 
finished head. All white selected hick- 
ory handle. No. N51'2 16 oz. — $3.35. 


These are typical deaier raves over 
a compact silent salesman that 
shouts sales success wherever you 














put it. All of the 57 items on this rack 
are popular, often needed pieces of 
hardware. They're carded for con- 
venience — yours and your custom- 
ers — and open to the touch of the 
buyer — the touch that often makes 
the sale. 








Best — The “100 PLUS”. Distinctive pat- 
tern. Perfect balance. Forged alloy steel 
head with mirror polish finish. All white 
selected hickory, semi-octagon handle. 
The champion. No. 11% 16 oz. — $3.75. 
Others from $1.45. 


All western prices slightly higher. See 
your wholesaler or write for hammer 
details to Stanley Tools, 382 Elm St., 
New Britain, Conn. 





If you're not one of the dealers who talks like those we've 
quoted, see your wholesaler. Ask him about Stanley Household 
Hardware Merchandiser N-102, or write Stanley Hardware, 
382 Lake St., New Britain, Conn. 








HARDWARE + TOOLS «+ ELECTRIC TOOLS - 


STEEL STRAPPING «+ STEEL 
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EXCLUSIVE BWA COATING STOPS 
HANDLING RUST ON EVERY ATKINS SAW 


@ No More Customer Complaints! 
@ No More Lost Sales From Rusted Blades! 
@ No More Loss From Dampness or Salt Air! 


ATKINS SAW DIVISION - BORG-WARNER 


INDIANAPOLIS 9, INDIANA 


HARDW ARI 


AGE. 





FEBRLARY 


1955 








HOLLOW WALL SCREW ANCHORS 


PLASTIC 
BUSTER 
CARD 


® DESIGNED TO DO 
A BETTER 


sass sos... EASIER! 
e TO CREATE GREATER 


IMPULSE BUYING ! 


QUICK “KNEE ACTION” 
FOR EASIER TIGHTENING. 
Reliefs af knees allows ex 
pansion of wings with much 


less screwdriver torave ™~ 


RIBBED WINGS FOR 
POSITIVE STOP. 

Specio! rib feature pro- 
a ee a 


Assures @ secure inctal- 


ation 


NO MARRING OF WALLS 

OR FINISHES. 

Exclusive outside wrench 
prevents WALLGRIP from 

turning while tightening 

Slips out eutematiceally 

when WALLGRIP is set.—— 


a 


~ 1s 
foo J] fo) Tt 


CABINETS 
TOWEL BAR 


— 


DRAPERIES 
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NATIONWIDE CONSUMER ADVERTISING 
REACHING EVERY “DO-IT-YOURSELFER 


Consumer advertising in magazines such 
as Better Homes and Gardens, Popular 
Science, Popular Mechanics, Mechanix 
Illustrated, The American Home, Sunset 
Magazine, Small Homes Guide and 
others. 


© Six sizes for light, medium and heavy fixtures. 


© Packed 12 cards to a box—compact metal edge 
package for easy storage. 


¢ Simple A 8 C instructions to install Rocket 
WALLGRIPS printed on reverse side of card. 


Rocket WALLGRIPS also packaged in Standard Boxes and in 


Seif 
Service Merchandiser Assortment. See Your Jobber Today 


ocket Devices Corporation 


142 LIBERTY STREET 
NEW YORK 6, WN yY. 


—_ 


BRANCHES in Ail PRINCIPAL Serra s 
Ps EXPANSION Bo.tt COMPANY 












QU ME 


The one vise 


-_ 
_ 
- - 
aa anwaana oe] 


Locks in any position 












for every purpose! 


én) Float-LOCK* 





Most versatile vise on the market! 








“floats’’ to any position on drill press or workbench— 

locks instantly, surely! 

holds work at any angle— 

always the most convenient working position! 

handles anything from a toothpick to a garage door— 

jaws open to a full 7 inches! 

extends off the table or workbench to hold objects no other vise 
can handle—swings out of the way when not in use! 

can be used as a 9 inch “C”’ clamp! 

substitutes as a wrench for the “‘big’”’ jobs! 

serves as a bandsaw vise for maximum accuracy and safety! 
high-quality, all-steel construction, 

precision machined, and fully guaranteed 

complete with mounting bracket for drill press 

and anchor plate for bench mounting 


There’s never been anything like the Mity 7—the first produc- 

tion run sold out on word-of-mouth advertising alone! Patterned 

after the famous AMF Float-Lock Industrial Vise that’s swept 

the field in 4 short years, it’s a sure profit maker. So get in on it r ‘ 
. now. Practically everyone who enters your store is a “hot 

prospect”’ for the one vise that does everything. 


Write for full data and price list today 





FLOAT-LOCK CORPORATION 
261 Madison Ave., New York 16, N. Y. 
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Special Deals... 


® TO CONSUMERS 
® TO DEALERS 
°eTO JOBBERS 


Your customers will buy these Bernz-O-Matic Hardware 
Week Kits because they'll save at least $2.00 on each one, 
and because each incorporates that proven seller—the 
Bernz-O-Matic Master Torch. And, every time they buy 
one, your sales, profits and “repeat” cylinder volume will 
multiply fast! 
Look these packages over. There'll be a big demand for 
. these products—sparked by a half-page ad in the Hard- 
™X-11 * ware Week issue of THE SATURDAY EVENING PosT and 


Reg. $6.95 & ‘lie ba an many other national magazines throughout the year. 


3D-200 Bernz-O-Matic Master Torch, 
Flame Spreader, Box of Kester Solder 


Here’s the leader. Dealers themselves spent more to ad- 
vertise this same kit during last Spring's Hardware Week 
than they did for amy other product! 

Order Bernz-O-Matic Package 3D-200 to retail at $6.95 
—a regular $9.15 value! 


A $9.15 Value—Only $6.95 


mm eee ea 


3D-300 Bernz-O-Matic Lantern 
Reg. $9.95* and Master Torch Burner Unit 


/ Look at this brand-new item—the only “trouble-free” 

propane gas lantern! The Bernz-O-Matic Lantern lights in- 

f stantly in any weather, at any altitude—without pumping 

2 } or priming. It’s powered by the Bernz-O-Matic Master 
. 


1% You get the extra selling power of the Bernz-O-Matic 
TX-1 Reg. $5.00 Master Torch in this package. There’s a TX-1 Burner Unit 
that can use the same cylinder interchangeably with the 
lantern. 


Cylinder—the same cylinder used for the Master Torch. 


A $14.95 Value—Only $12.95* 


Bernz-O-Matic Cook Stove 
Reg. $8.95" Mf and Master Torch Burner Unit 


——_ “ > 
} , 
— 


*, 


Here's another “hot,” new item—the Bernz-O-Matic Cook 
Stove. So light, compact and portable that everyone will 
TX-1 Reg. $5.00 find hundreds of places to use it, indoors or outdoors. The 
Bernz-O-Matic Cook Stove uses the same cylinder as the 
& Master Torch for a hot, clean, instant flame. 
t| This package includes a Bernz-O-Matic Master Burner 
Unit, too, for extra value and more sales. 
A $13.95 Value—Only $11.95* 
9 ae nite Rind ee ths Ce The big sales you're sure to make throughout the year will 
bring customers to your store continually for the Bernz-O- 
4:40) 7. i ee a ee Matic Disposable Fuel Cylinders for these handy appli- 
“ ances. You'll build up your store trafiic—and profits, too — 
. Quality : Safety . Economy with every cylinder sale at $1.95. 
Get in on these big profits. Order from your jobber now' 


OTTO BERNZ CO., INC. e ROCHESTER, N.Y. 
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THE FAMOUS 
THREESOME 


EC-8 SANDER 
Fastest cutting 
machine in the 
rental field 


HERE'S 
CLARKE 














P.11 
MAINTAINER 
Woxes, scrubs, 
polishes and 
stee! wools 
C-5 EDGER 
Perfect for 
those hord- 
to-reach spots 


~~ eeeeeeeeneeneenseaenreeeaeeeeneeees 


CLARKE SANDING MACHINE CO. 


230 East Clay Avenue Muskegon, Mich. 


Please send me the complete Renta Clarke soles 
plon thet will build extra rentol profits for me. 
There's no obligetion, of course. 


NAME — — 





STORE — ————— 


Eee 


a 

















The most profitable 
sales plan in the floor 
machine rental 
field is yours FREE — 
compliments of Renta 
Clarke. The plan 
shows you how to get 
the most profit in 
rentals and sales of 
sandpaper, sealers, 
varnishes, waxes and 
> related items. 
Send the coupon for 
your plan today! 


Authorized Soles Representatives and 
Service Branches in All Principal Cities 





Clarke 


SANDING MACHINE COMPANY 





230 East Clay Avenue . 
PIONEERS 


28 





Muskegon, Mich. 
IN THE DO-IT-YOURSELF RENTAL FIELD 


$288.00 Income per Square Foot 
from Floor Machine 
Rental Department 


Average per year income from three stores 
renting Clarke Floor Machines 








William J. Goggin of the Gog- 
gin Paint Store, Kalamazoo, 
Michigan, takes time to acquaint 
his rental customers with the 


operation of a Clarke sander. 


“Renta Clarke’s More Business Plan 
really works,” says Bill Goggin. “It 
brings regular and dozens of new 
customers into the store. It creates 
‘double-sales’ — because we always 
sell related items such as sandpaper, 
paint, varnish and stain, as well as 
merchandise from other depart- 
ments. In fact, we average about 
$1,000 a year in rental fees from 
each set of Clarke machines alone! 
Plus $3.00 worth of related items 
for every dollar in rentals. That is 
really profit. Our Clarke rental de- 


partment more than pays our rent.” 





Frank Januzzi, owner of the 
Watchung Hordwore Store, Wat- 
chung, N. J., credits Clarke mo- 
much of the $7400 


rental income he receives. 


chines for 


“There’s no question in my mind 
that much of the success of our 
rental department is due to the fact 
that we rent Clarke equipment,” 
Januzzi says. “We find our custo- 
mers like to work with Clarke ma- 
chines and that we have very few 
on-the-job difficulties.” 


Actually, according to Januzzi, it’s 
the sale of related items and im- 
pulse purchases that make the 
rental department doubly attractive 


from a business standpoint. 


“I just wouldn’t think of abandon- 
ing this rental business. And I can 
recommend Clarke rental equipment 
to any owner in this field who wants 
to provide a service to his customers 
and build a profitable business.” 





“Last year 1,095 customers rented our 
fourteen Clarke machines.” 


There’s little wonder that William 
B. Webster and William W. Atchi- 
son, co-partners in Wolverine Paint 
& Supply Co., Grand Rapids, Mich., 
are happy they bought Clarke floor 
sanders, edgers and polishers for 
rental use of their customers. Wol- 
verine’s floor machine rental depart- 
ment income topped $6,000, 


Webster explained it was impossible 
to determine the value of impulse 
items purchased by rental custo- 
mers when they visited Wolverine 
to pick up or return floor machines. 
“But we know it was considerable. 
After all, we need plenty of store 
traffic to build profits in this busi- 
ness. And we sure build it 
we stress our floor machine 
department.” 


when 
rental 


Dozens of new customers also ap- 
peared in the store after he adver- 
tised the rental department, Web- 
ster reported. 
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/ Do nl Yourself 
“Sey DARRA-JAMES 


QUALITY POWER TOOLS 


IN ADDITION TO THIS 
FREE DISPLAY 
TOOLKRAFT HAS ALSO 
PREPARED THESE 
FREE DEALER SALES HELPS: 


@ 44-Page POWER TOOL 
HANDBOOK — With YOUR 
own imprint 

@ 3 different sizes of 
2-color WINDOW STREAMERS 

@ NEWSPAPER MATS 

@ SELF-SELLING TAGS for 





; each tool 
Pad 
on oa aul : a ann 


Fill out and mail this Coupon... TODAY 
START MAKING REAL PROFITS with 


Va eri - 


Quality Power Tools 


serie’ n 


COR PORATION 
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your chance for REAL PROFITS in '55 


Toolkraft’s outstanding 


& 


with these 5 fastest moving 
Parra-James POWER TOOLS 


Will give you your share of 
THE “DO-IT-YOURSELF” MARKET 


WITH A PROFIT OF *15.83 


averaged on every tool sold! 





HERE’S THE DEAL... 





8” Tilting Arbor Saw $54.50 

12” Drill Press 56.50 

912” Band Saw 54.50 

15” Jig Saw 33.95 

Belt-Disc Sander 64.50 

Free Merchandising $263.95 

Display Valued at . . 20.00 
YOU RECEIVE A TOTAL VALUE $283.95 
YOUR COST IS ONLY 184.77 
YOU MAKE A PROFIT OF $ 79.18 


AND the attractive merchandising display /S YOURS 
FREE!! it will keep on selling DARRA-JAMES Power 
Tools to make still more profits. 


COMPLETE YOUR POWER TOOL DEPT. WITH 


THIS FREE PROFIT-MAKING DEAL AND 
DARRA-JAMES QUALITY POWER TOOLS! 


TOOLKRAFT CORPORATION 
7500 Plainfield Street, Springfield, Mass. 


Send us the complete Merchandising Plan and 
Display, together with the 5 Power Tools 


Send us all Promotione! Decler Helps FREE 
Ovr jobber is 


Nome 


Se eee & Go 


City State 


Las eee eee eee eee 










Watch your sales of electrical supplies 


BLOSSOM 


. 4 








i 


Y 


\ BIG 
PROFIT-MAKING io 

























EXTENSION CORD SETS. The biggest profit producers on 
electrical counters —can average 20 to 30 percent of 
total volume. 6 to 100 ft. lengths . . . service block, 


‘ ; socket, single, and multiple connectors, 
SILENT MERCURY SWITCH with LIGHTED TRIGGER. Combines the 


luxury of the truly silent mercury switch with the convenient \ NIGHT LIGHT. The specialty that has become a staple. 
gentle glow of a locator light in the trigger. Gives completely 1 15 years of volume sales — proved profits. No electrical 
silent operation .. . extra long life .. . light makes switch department is complete — or fully successful — without 
easy to find in a darkened room. the G-E Night Light. 


12 VOLT AUTO SPOT LIGHT. New companion to the popular CURRENT TAP. Typical of the whole line of advanced 
6 volt spot light now available for the newer 12 volt pas- \\\ design G-E staple items . . . steady, profitable sellers. 
senger cars. 50° of 1955 automobiles will feature the 12 volt \ These are the “bread and butter” devices that build 
electrical system as standard equipment. Now a G-E portable repeat store trafhc — make customers come to you for 
spot light —6 or 12 volt — for every motorist, \ ali their electrical needs. 
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WIRE RACK MERCHANDISERS. A nominal 
initial investment puts you in the elec- 
trical business! Cat. No. 2583-0 FLOOR 
STAND displays and sells a complete 
assortment of electrical items in less 
than 3 feet of floor space. Cat. No. 
2584-0 COUNTER RACK merchandises 
a balanced assortment on island or 
counter fixtures. 







MERCURY SWITCH DEMONSTRATOR. Con- 
vincing Try-It-Yourself Silent Mercury 
Switch Demonstrator Unit included free 
with each carton of 10 single pole mer- 
cury switches. New Lighted Trigger 
Mercury Switches packed in handsome 
self-selling display carton. 
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this Spring with these 


products and merchandising 


MERCHANDISE DISPLAYER. New sample 
board displays representative items of 
houseware electrics to stop trafic — 
headline your electrical department. 
2 ft. x 3 ft. molded panel is mounted 
on metal frame with wire easel . . . also 
hangs on wall. Gleaming fitted plastic 
cover is air-sealed — protects against pil- 
ferage and keeps merchandise fresh 
and attractive. A showcase that sells! 























SELF-SELLING DISPLAYS. Attractive display 
cards that feature two of the fastest 
selling items in the G-E line: the Night 
Light, merchandised 10 to a card, and 
Auto Spot Light (6 toa card). Put these 
silent salesmen in full view near cash 
register for more sales. 


GENERAL QB ELECTRIC and (i>nowan products 


helps from G. E. 





SIMPLIFIED SALES-RATED CATALOG. Helps 
solve ordering and inventory problems. 
An important feature of G. E.'s Spring 
promotion program, it’s designed to 
produce more business for the electric 
counter, and help you handle that busi- 
ness more profitably, 





ORDER NOW! Now is the 





time to check your stock, to 
be sure you have a full line 
of General Electric specialty 
products and staples, to order 
the point-of-purchase mer- 
chandising material shown 
here. Do it today —and watch 
your sales and profits spring 
up this Spring! Wiring Device 
Department, General Electric 


Company, Providence 7, R. I. 
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STANDARD SHOWERITE ENCLOSURE DELUXE SHOWERITE ENCLOSURE 
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ADJUSTABLE JAMBS AND 
SAND BLAST DESIGNS 
AVAILABLE AT ADDI- 
TIONAL COST ——_ -———* ae 
ShoweRite with Grill Top 


THEODORE EFRON MFG. CO. 


GENERAL OFFICES AND FACTORY: 6434 S. WENTWORTH AVE., CHICAGO 2}, HLL. 
DALLAS, TEXAS, BRANCH: 336 MERCHANDISE MART 
EASTERN. DISTRIBUTOR: STYLON CO., CLIFTON, N. Jj. 
CANADIAN DISTRIBUTOR: SPENCE SALES, LTD., WINNIPEG 2, CANADA 



























HARDWARE AGE, FEBRUARY 17, 1955 


Wonderful new Soule Fiberglas Screening . . . backed 
by Owens-Corning Fiberglas ““Lire’’ and NBC-TV 
advertising is ‘magic’ this year. 


Facts: It’s not metal it's woven glass. Can't 
corrode even in salt spray or factory ‘‘smog.’’ Never 
needs painting. Can be left up year ‘round . . . years 
longer. Ends streaks or stains on house. 


Higher bursting strength than metal . . . takes a 
beating without bulging. Fiberglas core is flame- 
resistant . . . proof against cigarettes and embers. In- 
stalls easily . . . cuts with household scissors . . . no 
wire ends . . . easy to patch. 


32”, 34°, 36°, 40”, 42”, 48”. Roll length: 100 ft 


COLOR: Silver Gray. Mesh: 18 x 14. Sizes: 24”. 26°, 28°. 30”, 


"TM O.C.F. Corp 


( WRITE TODAY / 








SOULE MILL 


NEW BEDFORD, MASS. 
Pioneer Manufacturer of Fiberglas Screening 


Oh accprerseeeneceenn aes en an SAS 
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FIBERGLAS:’ 


SCREENING 


TO HELP YOU SELL! 


* * 


FREE SOULE 
COUNTER OR 
WINDOW 
DISPLAY 
AND 
SAMPLES 


STREAMERS IN 
2 SIZES 


St ll it 





ein 


Mow 


= 
i 
a f ENVELOPE 


STUFFERS 


2s n . 
NEWSPAPER AD 
MATS IN 
3 SIZES 













































































VIRGIL PARTCH 








"EVERYTHING HINGES ON HACER /" | 


a © 





*® 


om, 


FREE! If you enjoyed laughing af Virgil Portch’s mirth-moking cartoon this 
| month, send for Hager's new book containing 28 fu'l-size populor ‘Everything 
Hinges on Hager” cortoons! It's FREE! Just oddress 


a a 


C. Heger & Sens Hinge Mfg. Co. + 139 Victor Street + Si. Lowis 4, Mo. 
Founded 1849—Every Hager Hinge Swings on 109 Years of Experience e 
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WESLOCK | 




































FASTEST =. 
INSTALLATION; 
bore one hole - 
insert two machine 5 

. screws into lock housing - 
pvmount surface strike - 


~ THAT'S AUE: 


NO. 95 SCREEN DOOR LATC 


W estern’s new Screen Door Latch for wood or 
metal screen, storm and combination doors. 


Here is a latch which has every feature to 
* NO wood screws in door 
make it the outstanding screen door latch on * NO mortising 


the market: Machine screw installation... * NO adjusting 


* NO assembling 
completely factory assembled... 


Available in brass, bronze, chrome, 
black, aluminum and cadmium finishes. 





automatically fits doors 34” to 13” thick... 








simple push-pull action... finger-tip locking. 





SPECIAL INTRODUCTORY DEAL! 


Contact your jobber or write to us 
for details. 















WESTERN LOCK MFG. 


Manufacturers of Weslock Residential Locksets and Builders Hardware 





CO. 












GENERAL OFFICES: 211 NORTH MADISON AVE., LOS ANGELES 4, CALIF. © FACTORY: HUNTINGTON PARK, CALIF. 
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EDWARD R. MURROW SELLS 
ALUMINUM SCREENING 


FOR YOU! 
Aluminum s 





It's time to screen with 


featured by Dave Garroway, 
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For Hardware Week! 


Cash in with these 3 self-selling screen door selling 
kits, timed just nght for Hardware Week. 


Features They Want... 
A Name They Trust... SARGENT! 


' 

' 

' 

' 

' 

' 

' 

' 

‘ 

: The Powerful Sargent Closer No. 2000. 
Adjustable for light and heavy screen and storm 
doors. Easy to apply to either right or left- 
' hand doors, WITHOUT CHANGING PARTS. 
1 Large 1°s” diameter tube gives 20° more 
; checking capacity than usual 1'4” tube. Easily 
' operated hold-open device opens up to 120 
1 degrees. Packed with both jamb and soffit 
; brackets. Attractive design, beautiful brass finish. 
' 

' 

' 

' 

' 

' 

' 

' 

' 

' 

' 

' 

' 

' 

' 

i 

' 

' 

i 

' 

' 


The All-New Sargent "‘One-Bore”’ No. 2010... 
Easy, “Do-it-yourself’’ application. No mortis- 
ing. Popular. Convenient. Push-Pull action. Posi- 
tive, “‘jiggle-proof” locking. Rustproof metal. 


The newly designed Bored-In Catch No. B5777. 
Easy toinstall. Top quality. Attractively designed 
in solid polished brass. Rugged forged brass 
handle. Tough drop-forged spindle. Stainless steel 
slide stop for positive “‘jiggle-proof’’ locking. 


Get the free goods, the free attractive, sales- 
producing mounts, the free literature, the extra big 
profits. Call your supplier, or write us, Dept. 4B. 





SARGENT & COMPANY 
New York + NEWHAVEN, CONN. « Chicago 


38 














KIT No. 15-S. 


6 Screen s 

& Storm Door f 
Closers 
No. 2000. 

6 One-Bore 
Screen & Storm 
Door Catches 
No. 2010. 


FREE! 1 One-Bore Catch 


No. 2010 on attractive display. 
Consumer literature. Total retail value 
—$36.83. Dealer cost—$21.07. 











KIT No. 16-8. rai 

One-Bore ee 
Screen o: 
& Storm alae 
Door 
Catches 

No. 2010. 
















] One-Bore Catch No. 2010 

on self-selling display. Consumer 
literature. T otal ré tail ralus — 

$25.78. Dealer cost —$15.87. 


> 








—_— 


gsr nasal 










KIT No. 17-S. 
12 
Bored-In 
Screen 

& Storm 
Door 
Catches 
No. B5d777. 


FREE! 


1 Bored-In Catch No. B5777 
on eye-catching display. 
Consumer literature. Total 
retail ralue—$30.40. Dealer 


cost —$18.70. 
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Look to NATIONAL 


for quick sales A 2% 4g Minute 
o 28 nice e profits Preview 


" OF FAST-MOVING 
NATIONAL 
PRODUCTS 





THRESHOLDS, SILLS, SADDLES 


All are furnished pre-cut to standard sizes, highly polished, 
completely machined and individually wrapped with neces- 
sary hooks and screws—ready for simple, speedy installa- 
tion. They're made of highest-quality aluminum or bronze 
in a wide range of styles to suit your customers’ varied 
requirements. 


LINOLEUM BINDING AND EDGING 


Colorfully-packaged National and Columbia Binding is 
truly a best-seller. Each convenient, self-service carton 
contains one dozen clear plastic packages of 4%" linoleum 
binding—12’ long, punched for installation and with nail 
supply enclosed. Comes in brass, aluminum or stainless 
steel. Edging is available in plastic package (12’ roll) and 
in 75’ lengths. 


METAL AND FELT DOOR SWEEPS 


Made of 26-gauge metal and tough, durable felt, National 
Door Sweeps can be readily installed by any home-owner 
with only a screwdriver. They're 1%" wide... have slotted 
holes for simple adjustment . . . come in brass, steel or 
aluminum ... and are attractively packaged. Stock National 
Door Sweeps and watch how fast they move. 


PACKAGED WEATHERSTRIPPING FOR 
DOORS AND WINDOWS 


Available in sizes for all standard windows and doors, 
National's Packaged Weatherstripping has been a popular 
item for years. It's packed in individual cartons that contain 
Wears Ta? enough prefabricated material to weatherstrip one window 


Research wie or one door, along with sufficient screws and nails plus 
INSTITUTE ; 7 
i 


installation instructions. In addition, National makes Pack- 
aged Spring Bronze which comes in a handy, eye-catching 
plastic case—17' or 100’ rolls. 


Order from 

your jobber , > [1] Pleose send catalog and price list. 

today—or | ["] Advice nome of my necrest jobber. 
MAIL NATIONAL METAL 

COUPON PRODUCTS COMPANY — 

for catalog Address 


and price 
P 1001 Ridge Avenve Pittsburgh 33, Pa. City_ 
schedule. P.O. Box 9965 
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@ Here’s big news—here’s good news for 
hardware dealers. Republic Steel will be 
pre-selling for you all through 1955 in 
these mass circulation consumer and busi- 


e | ness management publications. 
Re i hi i C Republic’s advertising will deliver over 
55 million sales messages to this big market 


to help you sell more in 1955. 


Is doing 10 Gi REPUBLIC 


Werlels Wier Range of 





p y THE WALL STREET JOURNAL. _ 





eS 


- 





me 


40 
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Join in—get all the benefits of this big, full 
market advertising program. Stock and sell 
these fast-moving, profit-building Republic 
products: — Bolts and Nuts; Plastic Pipe; 
Chain for Farm and Home; Gutters and 
Downspouts; Steel Pipe; Wire Products; 
Nails and Staples. 


Order from your wholesaler. Or write us 


for more information. : 
To help you sell a complete line of fasteners, Republic makes and 
stocks over 20,000 types, styles and sizes of headed and threaded 
products. You can count on Republic for a wide range of high- 


Sie a quality fasteners to meet your customers’ requirements. 
Studard, Slels and, Stk, pedi 


*,. 


—_ end 





~ 
sauuert ee « 


ERM CANS rerait TRADE TO 
Wo: ld Keport SET RECORD IN ‘55 


REPUB EAA 


Republic Flexible Plastic Pipe is ideal for irrigation and sprinkling 
systems. It's widely used on farms for jet pumps, livestock watering. 
It will not fail with temperature changes. Available coiled, in 
diameters ‘2” thru 3”— in up to 400-foot lengths. 






















At home on every home — that’s Republic’s complete line of com- 
petitively priced, ready-to-use roof-drainage products. Each piece 
is uniform. Installation is fast and easy. Available in galvanized 
stee! and in rust-resisting Toncan Iron or Enduro Stainless Steel. 


Reel em te ae ed aie Slectsethendl Sanaiiteel eal mee aes emer oe ee 


REPUBLIC STEEL CORPORATION 
3154 East 45th Street * Cleveland 27, Ohic 


















Sell Republic Chain, 


, Pi n inf ; 
the complete line of ease send more information on 


welded and weldiess Bolts and Nuts Plastic Pipe [| Roof Drainage Products 
chain for every home [_} Chain Steel Pipe | Wire Products [| Nails and Staples 
and farm requirement. 

Republic Chain Prod- Nome . i ae ee ee oF 
ucts are packaged for 

ease of handling, stor- Company _ ee. Ae Cas ke a 
ing, displaying, sell- 

ing. Also available in poy 


self-selling display as 
illustrated. 


ee mae te ere ae Saleeieal we s meinmend ——4s 








ES eee See 


Mi tis 


mame on te —— —_—— se a —— sores ——_—— © 
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To help yow sell the 










































F iliaditen Colpack Rope | 


These sturdy octagonal cartons dispense 
your choice of Columbian Pure Manila or 
Radium Sisal in diameters from %” through 
3/44". No lashings to cut. . . simply draw rope 
through hole in top, leaving uncut portion 
perfectly coiled and protected from dust in 
carton. Easy to handle, store, display, and 
sell! 








Columbian Gaztox Coils 


Nion-kink dispenser feeds factory-clean 
Columbian Pure Manila or Radium Sisal 


zes 
through hole in top of sturdy carton. bs., 90 Ibs 
Three sizes of rope are packaged in each ) fo 
three-coil shipping container— 4", 4”, a 
and 2” diameters. Approximately 20 Ibs 
per carton, or 60 Ibs. of rope for full con- 
tainer. Light in weight, colorfully printed 
for attractive, easy-to-reach display on 
counter or shelf 

* 








Columbian @o(Zack 


DISPLAY RACK 











Combines neot, handy 
Colpock Cartons of all 
sizes in a single compact, 
eye-compel!l: ng di spla 
aimed at high Peete 
soles! In 20” x 29” of 
floor spoce, rack holds 
one Colpack 25, two 
20's and one box of 
100 ft. connected coils 
Comes completely as- 
sembied, ready to use. 





Columbian Rope Wlerchandiser 








Seven sizes of rope attroctively displayed in 22° x 12 
of floor spoce! The 52”-high Columbian Rope Merchan- f\, 
diser meosures the required length of rope ond cuts it ee 


making for fast, easy, convenient selling. Your rope supply 
is all together in one location 
—forcefully reminding 
your customer of his 
rope needs ' 





Columbian Displays Make Money... 
| Ask Your Jobber to Prove It! 





Auburn ‘The Cordage City”, N. Y. 
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_ _BOLEN aa pant a 


WITH THIS COMPLETE LINE 
OF POWER MOWERS 


RUGGED ROTARY MOWERS 


Model 421A 20” Self-Propelled 
Model 420B 20” Side-Trimmer 

Model 412B 21” Front-Trimmer 

Model 361E 18” Front-Trimmer 

Model 363E 18 Side-Trimmer 

Model 360 18” Electric 


SELF-PROPELLED 


POWER TO MOW- 
POWER TO GO 


GREAT REEL TYPE MOWERS 


© 451B 21” 1.6 h.p. 
© 433¢ 18° Special 1.1 h.p. 
¢ 4438 18 Deluxe 1.1 h.p. 


Bolens offers a complete line of both gasoline and electric powered 
models, with power units and cutting widths to suit every budget 
and need, from cottage to estate. All as smartly styled as a sports car. 
Powertul, easy to handle. All designed for volume sales. Whatever 
type your customers prefer, it's in the Bolens line — along with 
more and better selling aids that multiply inventory turnover. 


GRIND-A-LEAF 
ATTACHMENT 
No leaf raking, burning 

sposal problem 
ondertul, easily at- 


BOLENS 471A 20 INCH | tached device puiverizes 


autumn leaves and dis- 

. o tributes them evenly 

ROTARY 2) H. P. \. 4 i = “. overlawn as fine 
” , fertilizer. 





hd 
Po 





WITH BOLENS 4-STAR LINE YOU'LL OFFER MORE... MAKE MORE 
BOLENS GARDEN TRACTORS BOLENS CHAIN SAWS BOLENS M-E ROTARY TILLERS 


7 
DO 
eT, 


/ ROTARY TILLERS lead the 
: equipped with non-winding tines g¢ 
i GARDEN TRACTORS power packed 6 CHAIN SAWS at new low prices, ne’ teed against oOrcakage ariabl 
with sales points. Compiecte range from periorn ance theres a BOLENS un peeds [o ect all $01 tior 
one-wheel HANDI-HO to 8 hp. RIDE- saw for every wood cutting job. 14", 16", from 2°43 to 6 hp. Wid 
MASTER. Two-wheel POWER-HO 20”, 26” and 30” sizes plus a 16” bowsaw. | around attachments avail 


> lee " " . : iT 
(shown) features Versa-Matic drive with Profitable engine exchange plan. 








“ 
variabie forward speeds and safety reverse 


lll attachments 


Mail Coupon Now for details on 
BOLENS POWER PROFIT PLAN 


BOLENS PRODUCTS DIVISION 

FOOD MACHINERY AND CHEMICAL CORPORATION 

283-2 Sovth Park Street, Port Washington, Wisconsin 

DIVISION Please send information on BOLENS money making Dealer Franchise Offer. 
FOOD MACHINERY AND 

CHEMICAL CORPORATION 


Nome 


Address 
City. Zone Stete _ 


ce en aemaemeasenanarascnarc=asapapasepe~enanan en epenanasasasan 





| 
| 
| 
Compony eee siinieiaahs | 
| 
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Real Carpenter's Apron only 39¢ 

with True Temper Hammer 
A POTENT SALES STIMULATOR 
Six-hammer assortment includes six 
high-quality carpenter's aprons, regu- 
lar $1.50-$2.00 value. Sell one for just 
39¢. Men can’t resist them. Sales re- 
sponse is terrific. Handy nail-size chart 
on front. Aprons packed inside ham- 
mer carton. 











New Hammer Promotion... 


A six-hammer assortment that SELLS! 





All over the U.S., dealers are selling Rocket hammers like hot 
cakes! Consumer response is terrific. Now, this new hammer as- 
sortment includes three Rocket hammers and three True Temper 
hammers with famous fire-hardened hickory handles. It’s a fast- 
selling combination. 

The hammer carton opens into an eye-catching display. Doesn't 
take up much counter space, just 15” x 10”, but it sure packs a 
sales wallop! Assembles in a minute. See how Rocket hammers 
stick out .. . almost sell themselves. 


Each carton (Cat. No. HA6) contains these six hammers... 


No 
No 
No 
No 
No 
No 


.Al6 ... 16-02. 
. Al6R ... 16-07. 


, MUS .oe ta-Oe. 
.O16 ... 16-02. 
. er | 
- 116 ... 16-02. 


Pius 6 deluxe 


Rocket Nail Hammer 
Rocket Ripper Hammer 
Rocket Nail Hammer 

Kelly Perfect Nail Hammer 
Target (new) Nail Hammer 
Falls City Nail Hammer 
corpenter aprons 
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| Stops ’em...sells Hammers! 


HERE’S HOW TRUE TEMPER GOES =<| TRUE TEMPER |= 
ALL OUT TO HELP YOU SELL HAMMERS een oom soa Fane wee | ee 


Each six-hammer carton includes a “business-builder” promo- 
tion kit containing the following: 


Hard-selling newspaper ad mat 


1 col. x 2”. Describes sensational Rocket ham- 


mer sales features. 





True Pacts cbout THUR [ mecaner | 


WORLD 5 S'ROOGEST nanemeaR 














Dramatic “‘stopper”’ 


A “hot” new display item that 
mounts on your hammer display 
board. Fits regular hardware brack- 


et—takes no extra space. 



























Hammer News | =~ 


oo — 


























Colorful counter card 


5%” x 7”. Fits counter-card displav 
and is punched for hanging. Double 
sided. Tells your customers why True 
Temper Rocket is finest hammer ever 
built. 


sign 





NEW NO-SHOCK HAMMER ) 
handle won't break...ever! { 

























ACT NOW! 


If your True Temper 
wholesaler has not made 
you this offer yet, place 
your order with him at 
once for prompt ship- 
ment. True Temper 
Corp., Cleveland 15, O. 
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le SELL Them ™ Here's the new True Temper Rocker  rubber-fiber composition, acts like | 
. completely different from any a cushim (mp and hollow shaft 
Solel te 3] Six folders other hammer in the world. It's soak up impact of hammering | 
Pre: ; shockproof, it's indestructible in all Gnp wslp-proof even when wet 
- et pac ked with sales facts. Lise as normal use. The handle is a tube It's bonded permanentiy to the ) 
eee on » of boron alloy steel. It won't bend snait. Cant “mer mt turn 
counter Biveaways or envelope or break even when you pull the The Rocker is priced at $4.35 | 
wr es OW BLES OE stuffers. ( Additional quantities heaviest nails. The head can t corm lees than a dollar more than a ) 
loose. can't flv off —it's locked to the good wood wudie hammer ; 
ay ailable on request. ) shaft with a heavy steel pin use it for the reet of ywour life Sex 
This is the best balanced hammer it at your hardware store. And look 
you ever swung. You can drive nails for more wonderful new produ 
Saturday Evening Post ad blow-up Be SE SE HD Oe Re I ements | 


oy 
or wall poster. 





















x 29”. Designed for use as window banner 





we heme lee ’ lbempoer / arvh eee fr ‘ 


Carpenter's Apron "5" Only 39¢ 





TRUE TEMPER. 


FINEST QUALITY (8 HAMMERS, HATCHETS AND AXES LAWN GARDEN 
AnO Farm TOOLS FigeimG TACHLE GOLF -c.Lve SearTs 















True Temper hammer advertising starts in the April 9th 
issue of The Saturday Evening Post and the March issues 
of Popular Science, Popular Mechanics, and Carpenter. 
Each ad enters more than 7'-million homes, inviting your 
customers to visit your store for this great hammer special. 


RUE lLEMPER 
You Can Look to | Fr for Leadership 































—N"S""“|O GOULDS 


for more pump profits in 1955! 





If you really want to go places with your pump department this year, then 
go with GOULDS! It’s a bigger line than ever . . . with more pumps, more 
features, more value for your customers. And — Goulds helps you sell more, 
too — with a complete pump promotion plan for you backed by the most 
powerful national advertising program in Goulds history! 


SEE YOUR GOULDS DISTRIBUTOR... see these great Goulds Pumps... 


and get the facts that will help you set new sales figures in ‘55. 


Dept. HA-25 





Goulds Pumps, Inc. Seneca Falls, N.Y. 


Ay =] y) 


LOOK AT THIS GOULDS LINE-UP! 


\ L ii 
)\ 





DEEP WELL JET 















Jaa, MULTI- 
aa — 

STAGE 

JET 
FIG. 3371 
FIG. 3680 
BALANCED-FLOW 
JET 
The only complete shallow-well water system that Designed especially for low cost installetion in Goulds 


engineered to deliver higher pressures 





needs no tank. Gives instant flow of really fresh 
running water, odjusts avtomatically to give 
exact flow wanted at one or more taps, within 
capacity, trouble-free, quiet, only one moving 
port — cen't lose its prime. 


You get more with 


deep wells where pumping levels do not exceed 
150 ft. Completely packaged units — in ‘2 H.P. 
or % H.P. sizes — capacities up to 670 G.P.H. 
Famous Jet-O-Matic features — at popular prices! 


from those extra-deep wells (up to 200 f1.). 
2-stage and 3-stage models . . . capacities to 
1175 G.P.H.— automatic pressure control guar- 


antees maximum capacity at all times. 


WATER SYSTEMS 


FOR EVERY FARM AND HOME NEED 
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This is the year to sell— 


and only Buch’s patented Aerators have the 
features your customers are looking for! 


The educational job is over! For many years, now, magazines 
and newspaper lawn care experts have been telling the public 
about the importance of aeration in lawn care. The public 
has learned and tested—they’re ready to buy. And the 
Aerator they’!l be buying is BUCH’S! Because only BUCH’S 
patented HL Aerator actually cores the soil. Hollow 
spoons core the soil, admit plenty of air and water, make 
the soil loose and healthy. At the same time, the HL 
Aerator’s exclusive Flexi-Press springs keep the sod in 
place, preserve the beauty of the lawn. This 1s the 
Aerator your customers want! 


Write now for complete information about 
BUCH’S complete line of Aerators and other 
garden care equipment. 


Buch Fork Aerator 


For small lawns and hard-to-get-at 
spots. Black rubber hand grips, coring 
spoons and Flexi-Press springs. Also 
tractor drawn GT model. 





Buch works a packaging miracle! 


Special new barrow costs you less, saves you freight, handling, 
tirne and space, gives your customers a low-cost barrow with 
carry-home convenience. The barrow is Buch’s new SP-55, a 
sturdy, economy-priced barrow in Buch’s popular red and beige 
colors. Parts for each barrow packed in individual carton, trays 
nested. You and your customers share the advantages! 





BUCH GIVES YOU NATIONAL ADVERTISING! 


You can’t beat the selling help you’ll get from BUCH! Hard-hitting ads in Life and 
Better Homes & Gardens turn readers into potential customers for you. And BUCH 
gives you merchandising and point-of-sale help, too. Remember, only BUCH gives you 
a complete line of rolling garden equipment to sell, and plenty of help in selling it! 


Carrying the loed 
since 1868 


GARDEN CARE EQUIPMENT 


BUCH MANUFACTURING CO.., Elizabethtown, Pa. 













America’s Leading Line of Rolling Garden Care Equipment 
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PLYMOUTH 


It’s no trick for the hardware retailer to provide a space-saving, sell-on-sight rope 



















buy rope and twine. The real job is to sell. and twine department. Packages display 
With Plymouth merchandise and merchan- themselves, inventory islow, turnover above 
dising you sell and do so at a decent profit! average. Buy the complete Plymouth line 


Whatever your location and the needsof and make your rope and twine sales ring up 
your trade, you get from your Plymouth maximum profit. Ask your distributor’s 


Cistributcr the products and the merchan- representative to show you the displays 
Gising suppert that add to your inccme at and packaging best suited for your part*cu- 
little cr no extra expense. You can offer a lar store. 


wide variety of in-demand products that 
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4 THE SALESRAK — 
o takes little floor 
4 space. Equips you to 
Y sell rope off the spoo! 
y in any length up to 


300". 





THE HANDYPAK—sells rope in 50' and 
100' lengths. May be obtained in 13 
assorted coils to serve as your basic, 


low inventory stock. 
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ANCHOR LINE— 


ideal for the boating 









CARTON PACKED 
COIL ROPE— idea! for 


shelf or counter dis- 


enthusiast. A pre- 
mium line especially 
play, easy to handle, for rope exposed to 
easy to use. easy to water. Minimum 
sell. swell, mildew proof, 
stands abuse. Pack- 


aged in 50', 100' and 
150' lengths. 
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ROPE:cTWINE | 


‘ 


FIBRE-WHITE CLOTHES- 
LINE—'The clean looking 
line that stays white, 
does not absorb water or 
dirt, won't swell, holds 
any type clothespin 
firmly. It’s a low cost 
PlymKraft product that 


oe attioe . 
ovtbeerde + town @owere 


on is doubling in sales. 
NYLON MOT 
itself from eye catching display. Has 
that extra spring that gets the motor 
going. 
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PLYMOUTH HARVEST 
TWINES—Red ‘Top Baler 
Twine and Green Top 
Binder ‘Il wine are the easi- 


THE SALESMAKER— 
measures and cuts to 
order, the quickest, 
fastest way to handle 
large-volume rope 


est to sell because they 

carry the best 
sales. Rope feeds 
from basement, over- 
head, shelves or floor 


known name in 
harvest twines, 
are tops in quality 

. counter or floor 
units. 


and competitive 


in price. 
PLYMOUTH ' 
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ar 


Sell these top quality products, backed by the best known 
manufacturer in the field, and set your business up as tops 
for the buyers of rope and twine. 


Plymouth Cordage Company 


Plymouth, Massachusetts - New Orleans, Louisiana 
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...new money 


Sell it by the foot 
any length the 
customer needs 


Gates '»” Riviera and Gates |.” 
Springtime now available in continuous 


200 ft. lengths. 








Surveys prove that thousands of hose buyers would 
like to buy just the length of hose they need. Extra long 
lengths for today’s large lots—short lengths for utility 
use. 





Cash in on this big year-’round market. Display 
this colorful, merchandising carton and sell more hose! 
Simply cut off length wanted with knife or anvil- 


Coupling tool and 18 sets of type pruning shears. (Hose marked every 5 feet for easy 
re-attachable couplings with measuring.) Precision-made couplings are then easily, 


quickly attached with tool provided. 

Hose and couplings priced sepa- 
rately. Order from your wholesaler to- 
day.—The Gates Rubber Co., Denver, 
® Colorado. 


washers included with each 
500-ft. carton. 





TPA 23 
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World's most popular pruner—the one more people ask 
for than any other. And here's why—finest chrome finish, 
replaceable too! steel blade, long-lasting bronze anvil— 
and it's aggressively advertised. Smart dealers ofter their 
trade the ‘‘real McCoy"’—not a substitute. 


The “Snap-Cut'™ Pruner has been making friends for 
Seymour Smith & Son and for dealers for 25 years. There's 
still nothing else that equals it—nor that sells so fast. 


GRASS SHEARS 


$2.75 


Retoil 


Same quality, same 
performance as Seymour 
Smith “Snap-Cut’’® pruners. 


No. 277 — Finest hand grass shears 
available. Blade tension automati- 
cally increases with toughness of ma- 
terial being cut. 


No. 057 —stu rdy, easy action, good 
cutter at popular price. Moves fast, in 
volume. $1.29 retail 


Also other styles and “stand-up” 
model, No. 1575 





HEDGE SHEARS 


$3.95 


Retail 


Right balance 

and keen cutting 
edges make a hard 
job go easy. 


No. 54-9_— Seymour Smith's 
popular “Lightning Clipper’ now with 
new oval design handles. They look 
good. They feel good. They are good: 
Shears seem lighter. 


No. 64-9 —The finest, English forged 
blades, hollow ground. $5.75 retail. 
Other models from $2.25 and a new, 
long handled model, No. 564, with 
9” blades and 22” handles. 


Also 


No. 118-6" 


Ladies’ model 
$2.49 Retail 


$5.50 Retoil 


And No. 149 ~ ™ 

long handled “Snap-Cut’ "> 
pruner. Same efficient ‘Snap- aD 
Cut’ ® cutting action. 


Ask your jobber also about Seymour Smith PRUNING SAWS, 
with blades of finest Swedish steel and the new Seymour 
Smith electric LAWN TRIMMERS at $19.95 and $29.95, the 
finest trimmers, backed by the best known name in garden fools. 


uatity Tools 


SEYMOUR SMITH € SON, INC., Oakville, Conn. 
Sales Representatives: 


Swce 7850 John H. Graham & Co., Inc., 105 Duane St., New York 8, N. Y. 
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another reason why 






you make more profit selling 
DEMPSTER WATER SYSTEMS 







Whatever a customer's water sup- 


ply problem may be, 


Dempster 


dealers have the best and latest 
pump to answer it! in more than 75 
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Dempster : ‘. 
it will pay you to investigate the valuable 
Dempster franchise. For full details write: 
DEMPSTER MILL MFG. CO. 
BEATRICE, NEBRASKA 
Brench worehouses ond offices in Omaho, Nebr ; Des Moines, ta.; 
Sioux Folls. S. O.; Denver, Colo; Oklahoma Amarillo, Tex.; 
Son Antonio. Tex 
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YOU'LL MAKE MORE 


by displaying these ‘“most- 
wanted” milk filter discs 


It's the only line of milk filter pads designed to meet the needs of 
all milk producers, large and small. UP FRONT, with dairy supplies, 
DISPLAY THIS LINE that “makes good” for you, all year ‘round, 
with profitable turnover and repeat profits. 


1— Perfection DUBL-CHEM-FACED Milk Filter Discs: 


Popular because of their triple-filtering efficiency, speed 
and economy. 


2— Perfection: AMERICA’S FINEST Milk Filter Discs: 


Extra strong, for big volume... speedy, thorough, supe- 
rior depth-fiitration ... tough (won’t channel or rupture). 


3—Elgrade MILK FILTER DISCS for smaller producers: 


Lighter in construction, popular on farms of small or 
medium milk production. 


BEST SELLERS — BEST ADVERTISED: Over 40 million ads in leading 


farm magazines in 1954. Dairy farmers come to you “pre-sold”, 





citer filters 


ae 


FREE SAMPLES 
ON REQUEST 


Made only by 


SCHWARTZ 
MANUFACTURING CO. 


First ian Filters 
TWO RIVERS, WISCONSIN 
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mm ON DISPLAY 


they “make good” 
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SFEREAK 
also expand your profit opportunities 


Put this counter display carton alongside your coffeemokers and woarch BLUE STREAK 
Coffee Filter Discs SELL! 


ASK YOUR SUPPLIER or MAIL THIS COUPON 


SCHWARTZ MFG. CO., Two Rivers, Wis 


Please send samples, prices and merchandising data on 


Schwartz-made 


Milk Filters 


Name 
Address 


City & State 


Nationally odvertised (over 12 million ads in 1954 


Jobber’'s Nome 


~————— — = 



































BLUE STREAK Coffee Filters 
























this wire makes the 
difference 
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m The only fence line that sells on sight 


77 “A 
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BRAND 


a new Poultry Netting that 
stretches without bulging 


Keyline is the first basic improvement in 
poultry netting in years! Goes up with- 
out bagging or bulging. 

The secret is the reinforcing line wires. Keyline 
netting is actually woven around these reinforcing 
wires. 

You stretch these wires. The “reverse twist”’ 
weave of Keyline adjusts to give a neat, flat 
surface. 


No bulges. No bagging. It stretches as neatly 







KEYSTONE STEEL & WIRE 


@= Se en ee heen hee ee nee 
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EXTRA...the only poultry netting with a promotion 
to build sales for your full line of poultry supplies. 
Get the details from your Keystone representative. 





KEYLINE? 


as woven wire... but, oh, so much easier. Yet 
it’s stronger and heavier than ordinary netting. 

We’re so proud of this improved fence that 
we've given it a special name— Keyline! And new 
Keyline will be merchandised and advertised in 
the same strong way as the famous Red Brand 
Fence family. 

Poultry raisers everywhere will be asking for 
this sensational new netting. Be sure you have a 


supply available. Send your order in today 


COMPANY 


PEORIA 7, ILLINOIS 


Save more baby chicks 


’ , 








measure-marked to save you time 


For those who handle rope, no other time saver 
ever devised has been as effective as H & A 
measure-marking. The clearly visible marks, 





accurately mill printed every five feet, make 





the usual fuss and bother of taking measure- 
ments completely unnecessary. When a given 
length is called for, almost anyone can count 
the marks and cut it off. Today, all sizes of 
H & A “Blue Heart” Manila and “Red Heart” 
Sisal Rope, from 3/16” to 7/8” inclusive, are 
measure-marked. Add this time saving feature 
to the reputation for highest quality which is 
enjoyed by these well known H & A brands. 
You will then find it easy to understand why 
an ever increasing number of rope users, rope 
merchants and industrial stock room keepers 
show a decided preference for 


Salo. be ba) 
‘ 


Rep 


= ie bs 
> 





Attractive, two color, H & A octagonal rope cartons like 
the one pictured above are rapidly growing in popularity. 
This new method of packaging is strong, neat and rugged. 
Easy to dispense from, yet protects its contents to the last 
foot. Compact in shape and readily stacked for display or 
storage. Slotted hand holds on opposite sides make 
package simple to lift and carry. 3 sizes of cartons (33 Ib.; 
65 lb.; 90 lb.) appropriate for rope from 3/16” to 3/4”. 
H & A “Blue Heart” Manila and “Red Heart” Sisal Rope 
are available also in other wanted packages: such as 
standard full coils and half coils in sturdy multi-walled 
bags and 20 lb. Display Coils. 


H & A Rope and 
other products are 
distributed through 
leading jobbers of 
modern merchandise. 


Complete informa- 
tion on any item will 
be mailed on request 
Write to us today. 


Other H & A products include cordage of al! standard commercial grades: — 
Transmission Rope, Drilling Cable, Lariat Rope, Yacht Rope, Twisted and braided 
Jute Packing, Jute and Hemp Twines, Hard Fibre Twines, Lath Yarn, Tarred 
Marlines, Plumbers and Marine Ookum. 


THE HOOVEN & ALLISON COMPANY 


“Spinner | Fine Cordage Since 1869” 
XENIA, OHIO 


BRANCHES. KANSAS CITY, MO OMAHA NEB . MINNEAPOLIS. MINN. 
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ya Introducing the We Y/ Ingersoll 


Closed-Back Shovel Line featuring the 







~ STAR 


EXTRA LIGHT — 


342 TO 3% POUNDS 
* 


EXTRA STRONG — 
WELDED PAD 


iN BACK 


Ask your distributor or write 
direct for full details 
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1X 
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Lightweight Models 


Here they are—the new Ingersoll ‘‘Star-Lite’’ Shovels. 
Closed back! Extra light! Extra strong! 


* One-piece blade and socket 


—blade specially heat treated 
for maximum strength. Easily 
passes U.S. Government 
strength tests. 


* Smooth, closed-back — steel 
pad electrically welded to 
back of blade. 

* Straight taper handle 
makes handle replacement 
easy—no handle bend to 
worry about. 


* Smaller frog gives greater 
capacity. 


INGERSOLL STEEL DIVISION 


Borg-Warner Corporation « New Castle « Indiana 


* Perfect balance means eas- 
ier handling. 


* Blade steel made by In- 
gersoll—famous TEM-CROSS* 
electric furnace cross rolled 
steel—blade edges guaran- 
teed not to split or curl. 

* Round and square point 
models — Dee or long handle 
in light and regular weights. 
* Aluminum finish on blades 
for added buy-appeal. 





IN HARDWARE STORES COVERED 


Latest Du Pont Survey 














Aerosol Department in up-to-date hardware outlet features a special display of aerosol products. The 


fact that “the aerosol way is the easy way’ gives retailers an idea they can build sales-winning promotions on. After all, what 


customer doesn't want a product that will make his or her work easier? 


How an aerosol works 


The illustration on the right may help you 
explain to customers how aerosol products 
work. Most aerosols get their “push’’ from 
Du Pont “Freon’’* fluorinated hydrocarbon 
propellents. 

Filling the head space in thecan, the ““Freon’’ 
propellent exerts a downward pressure on the 
surface of the product. Some of the “Freon’’ 
is dissolved in the product. With the valve 
pressed open, the downward push of the 
“Freon” forces the product up the standpipe 
and out. In the air the dissolved propellent 
expands tremendously, breaking up the prod- 
uct into particles of the most effective size. 

Most manufacturers choose “‘Freon”’ pro- 
pellents because they know they can count 
on Du Pont’s rigid quality controls. They 
know their “Freon” propellents will be pure 
and uniform, safe and dependable. 


58 





OPERATES BY 


Pe Some Down 
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INTERESTING INFORMATION about 
a wide variety of aerosol products 
will be found in the pamphlet offered 
on the right. Find out how many 
aerosol products are sold annually. 
what new aerosol packaging develop- 
ments are on the way, why aerosol 
packaging is ideal for so many house- 
hold and persona! products, and what 
new aerosol products are being de- 
veloped. Fill in the coupon and mail 
it today for your free copy. 











Finds 97% Sell Aerosols 


"50°51 °52°54 


AMAZING GROWTH OF AEROSOL 
DISTRIBUTION IN HARDWARE STORES 


As the above chart shows, aerosol product distribu- 
tion in hardware stores is still growing. This sales 
vitality, together with the wide distribution they’ve 
already won, is really impressive when you consider 
that most aerosol products are quite recent additions 


to the market. Few—with the possible exception of 


some insecticides— have been on sale much more than 
five years. Now customers have come to expect aero- 
sols in their hardware stores... and they're ready to 
buy them 








SAFE PROPELLENTS 


*“ Freon” is Du Pont's registered trade-mark 


for its fluorinated hydrocarbon prope 


Store eens 








4ease send me your free pamphlet with information that can help me 
sell more aerosol products—‘‘ Work Made Easier.’ 


Name ie ie 


This finding— proof of the tremendous impact aerosols 
have had on hardware retailing—is only one of the um- 
portant facts uncovered in Du Pont’s 8th Annual Sur- 
vey of the Aerosol Market. 1,983 retailers who operate 
six types of stores were interviewed. And of the 334 
hardware dealers interviewed, 324 now stock at least 
one type of aerosol product! 


TWO BIG REASONS 


Dealer acceptance like this doesn’t “just happen.’’ Other 
facts revealed in the survey help explain how it came 
about: 


1. Dealers like to sell them. We asked the re- 
tailers who stock aerosols whether or not they like to 


sell them. As the accompanying chart shows, almost 9 





% of deolers stocking ceroro!s 





out of 10 said they do. Their reasons were: “Aerosols 
are good sellers,”’ ““They’re easy for my customers to 


use,’ “I’ve had no breakage or spoilage with aerosols.”’ 


2. Customers like to buy them. 0f course. 
the chief reason the dealers like aerosols is that aerosols 
sell! Wherever a product is sold in both aerosol and 
ordinary form, the aerosol product has been winning an 
increasing share of sales. For example, hardware dealers 
who handle both aerosol and non-aerosol room deodor- 
ants report that the aerosols average 64°; of their room- 
deodorant sales. Figures for other products— all the way 
from paints and lacquers to mothproofers —similarly 
show that consumers are glad to buy aercvsols in hard- 


ware stores 


(fe. MAIL COUPON TODAY FOR YOUR PAMPHLET 


r 3 c 3 M EK I. du Pont de Nemours & Co. (Inc. 


Room 11500. Nemours Bidg.. Wilmington 98, Delaware 











BETTER THINGS FOR BETTER LIVING 
. +.» THROUGH CHEMISTRY 
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these AMERICAN rence Ads 


are some of your 





best salesmen 





Factual, consistent advertising of USS Amenrt- 
CAN Fence keeps your old customers loyal and 
helps to educate your prospective customers to the 
advantages of using AMERICAN Fence. Big, colorful 
ads like these are appearing in the most popular 
national and state farm magazines—reaching some 
six million farm homes, many of them right in your 
community. 

Testimonial ads coming from fellow-farmers 
are believable and are often far more persuasive 
than facts presented by a dealer or a salesman. 
When a farmer reads about another farmer’s favor- 
able experiences with AMERICAN Fence, it’s sort of 
like one neighbor letting another in on a good 
thing. 

Of course AMERICAN Fence is_ publicized 
through other media, too. Radio, television ( Mary 
Kay and Johnny on the U.S. Steel Hour), direct 
mail literature, catalogs and folders—all are used 
to pre-sell the AMERICAN brand for you. And don’t 
forget important “word-of-mouth” advertising by 
the farmers who have used AMERICAN products, 
liked them, and have passed on the good word to 
their friends. All of these publicity agents are sell- 
ing AMERICAN products for you. Are you ready to 
close the deal? Better check your supply. 


USS AMERICAN FENCE and POSTS 


AMERICAN STEEL & WIRE DIVISION, UNITED STATES STEEL CORPORATION, GENERAL OFFICES: CLEVELAND, OHIO 


COLUMBIA-GENEVA STEEL DIVISION, SAN FRANCISCO + TENNESSEE COAL & IRON DIVISION, FAIRFIELD, ALA. 
UNITED STATES STEEL EXPORT COMPANY, NEW YORK 
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POWER 
Lightielg PRODUCTS - ; 
TT 


Engines a” 






_ 


PRODUCTS 
Lightweight 


Engines 






the Lightweight can i your power mower sales this season 


These features make the Power Products 

/ Lightweight engine the choice of most leading 

lawn mower manufacturers and merchandisers 
Lightweight — So light a 3 year old boy can lift it 

Rugged — Strong enough to drive a lumberjacks 

chain saw 
Convenient — Can be filled with gas and maintained 
without even soiling a lady's hands 
One out of every four power mowers sold this 
year will be equipped with a Power Products 


engine. Be sure your line this season includes 
the Power Products Lightweight 











¢5 aie Products Corporatiom 


20118 N. 12th STREET * GRAFTON, WISCONSIN 
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COLD CASH 





. 
uP TO 15° COOLER INSIDE! 


EXTRA EGG PRODUCTION uncer Alcoa FASTER BROILER GROWTH RATE unce! MORE MILK PRODUCTION 


um Roofime. 15° lower inside tem Aicoa Alun un Roofing. When poultry Alu " Loofing. It wall pay larmers in 
perature mcans cxtra eggs large! eves nous temperatures reach the cighties ‘ by ilk to house dairy cattle 


inact Alcoa 


with increased shell strength. Farmers keep broiler growth rate drops. Farmers protect 


poultry cooler. more profitable with Alcoa broilers with cool Alcoa Aluminum Roofing 
Aluminum Roofing. 


ium roofing. Beef cattle. 


inder Aicoa Aluminum 
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from a COOL ROOF 


ALCOA ALUMINUM FARM ROOFING DEALERS 9i)PPIT 1 AMT 
REPORT RECORD SALES, RECORD PROFITS! f}/)))) 7! sueer 


Alcoa Aluminum Farm Roofing Dealers are making more sales, more profits HH | i] 
than ever before! Hot on the heels of the biggest, most spectacular promotion 
and advertising campaign in the history of aluminum farm roofing have come 
the reports: 
‘‘Business terrific . . . Better than ever.’ 
‘45% increase ... Best month since war.”’ 
‘Sales up 60 over last vear.”’ 
Every report brings a reorder! Why? Because these dealers have tied in with 
a selling program that’s more than big. 


It’s local! That’s right! It’s not just another national campaign. It’s a cam 


| NEW 48 -WIDE ALCOA ALUMINUM ROOF. 
paign concentrated in your state, your county. It uses state and regional! ING SHEET. | | 


farm magazines, local radio stations, direct mail to get to your customers. 


' 


Want to add a fast-moving, money-making line? Sign up now to be an Alcoa 
Aluminum Farm Roofing Dealer. Reap the profits of Alcoa’s sales surge. Re- 
member, there'll be another great Alcoa Aluminum Farm Roofing promotion 
this spring! 


To get into the profit picture, call your local Alcoa Jobber or mail the 
coupon to us. Do it today! 


COMPLETE PLANS 


Aluminum Company of America 
2128-B Alcoa Building 
Pittsb jrgn lg Pennsy yvoma 


Please rush me full information on Alcoa's complete line t 
ALC oA 2m aiuminum roofing and accessories, and details of the big spring 


promotion campaign 


ALU AAIN U AA Name 


Firm 








ALUMINUM COMPANY OF AMERICA 


Address 
City 
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SIMPLE STEPS 
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WINDROW while you cut. Work clock- 
wise from outside of lawn to center. 
WINDROWER rides smoothly, catches 
grass “spray” from discharge chute. 


WINDROWER ATTACHMENT — Here's an 
amazing new improvement for lawn 
care, exclusive with Lawn-Boy. This 
revolutionary yet simple attachment 
keeps lawns meticulously groomed 
without a grass sweeper or grass 


” 
' catcher. The Lawn-Boy WIND- 
\ ROWER puts an end to superflu- 

| ous raking and fussing, gives 
the neatest cleanest lawns you 


ever dreamed of. No nuts or 
bolts, either! The WINDROWER at- 
taches easily to any 1955 Lawn-Boy 

in 2 seconds flat! Try it! Stock it! 
Sell it! Here’s another opportunity 
for year-round profit with Lawn-Boy. 


; +. mm”. 3 f “ i tekanedanenions 
i = 

oo Ld a 
., om | 


7. Trimmings accumulate in one long row 


in center of lawn. Just cart them off! 
Leaves the lawn looking j 
Ivy League campus. 


_ > ie 
ust like al 


LAWN-BOYW attachments help year-round sales 


LEAF-MULCHER 


Thousands of home-owners are using the Lawn-Boy leaf- 
mulcher. Millions more need it. The Lawn-Boy leaf-mulcher 
gets rid of leaves, ends old-fashioned raking and burning. 
This revolutionary idea has tripled the power mower 
season. Spring, summer and fall, you can sell Lawn-Boy 
power mowers and leaf-mulcher attachments. 


THE WINDROWER 


Be the first to introduce the WINDROWER principle in your 
community. It’s another step forward in Lawn-Boy 
progress. It’s the newest idea in lawn care. Practical . 
proven in use... the WINDROWER helps you to build greater 
year-round profits from the Lawn-Boy line. Made only by 
RPM Manufacturing Company, Lamar, Mo. 


= 
RPM Manufacturing Company, Lamar, Missouri. A subsidiary of Outboard, Marine & Mtg. Co. Makers of Johnson and Evinrude outboard motors 
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DEALERS! JOBBERS! 


Dont miss the boat 

















See next page 
for big SIMONIZ 


OFFER! Then see your 


supplier to get your share. 
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Them Higher 
Full-page, four col 
LIFE and Saturda 
Other full pes 
Magazine sections. 
pLUS-NATIONWIDE Radio Spots at 
peak driving and listening hours! 


6) @® you Too CAN WIN AN OLDS 
OUR CUSTOMER WIN! 


LOE» 
Mak 
em 
ore money! Call your Simon} 
niz 


Than Ever! 
or contest ads in 
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| gives you 
1 with Ls E More profits 


© for you! 





SUPPLIER TODAY! 


RESTORES 
COLORS 














Fastest-Growing Caf 
Polish! 


season — Tie in with this tested consumer pre- 
gord h, every week Polish mium offer and watch BODY SHEEN 
[5 these hiai. B sell even faster! 

Big Full-Page Ads in LIFE, SATURDAY 
EVENING POST, THIS WEEK (Sunday 
Magazine Section). 


All through the 





NATIONWIDE Tv suPPCRT ON — 
“BIG STORY” * ‘BEST IN MYSTERY” 





supplier to get your FREE GOODS DEALS 


H , : : 
ARDWARE AGE, FEBRUARY 17, 1955 








We're scaring up 


; 
4 
g 













April-May 


TRAY CART PROMOTION 


It’s out of this world! 


Full-color pages in the Post and 
Good Housekeeping... plus strong > 
supporting ads in the Journal 


and House Beautiful! A) 






a 


TIED IN WIT 
HARDWARE WEEK CT 


HAMILTON MANUFACTURING CORPORATION - COLUMBUS, INDIANA 


L05l@ Metal Household Furniture 


HARDWARE AGE, FEBRUARY 17, 1955 





a 


—_ 








ome Set OH ae FE SOS 
‘ 


HOUSEKEEPING 
WEY 


i 
Cattery, Gleam 


Mart by 
blac) name 


Bong 


13,790,238 © ee ow Plus quarter-page 
oletation oth ie: ads in House Beautiful © 


for April and Ladies’ 
in all! 


Home Journal for May! 


Get in the spirit! Send now for free tie-in promotion kit! 


* No bones about it . . . this promotion is great! Look at Put yourself right in the middle of this profit-packed 

the line-up: promotion! Order stock and free sales aids today and 

T America’s top utility cart value, the sensational Cosco find out about other Cosco display material available at 
Tray Cart. A sturdy work-a-day cart that shines at less than cost. Act today! 

parties! It’s all steel, with chromium or black enamel legs, 

and COSCOAT wood-grain finish in blonde, gray, green or A ae 

charcoal. Styled and priced for volume sales! “yrs SELL WITH CONFIDENCE! 

2 Dramatic national advertising, selling both the useful- as . 
ness and beauty of the Cosco Tray Cart! LaSLA 


3 A free promotion kit, containing easeled reprint of four- being featured in COSCO’s national adver- 
color ad, banners, spotties, display diagrams, newspaper tising. One more reason why you sell more 

ads, copy slants, radio spots and T-V scripts—all new for when you sell COSCO! 

this full-scale Cosco sales effort! 


GENUINE This assurance of quolity and valve now 
PRODUC! oppeors on every COSCO product, and is 
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CAN OPENER“ KN 







*i = 
Be | 


~ 
_ 


Get it on the counter! Get it in your ads! Sell the award winning, new 
Combination Can Opener and Knife Sharpener for the regular price of 
$3.98, and give your customers a $1.00 Magnetic Lid-Lifter absolutely 
FREE! YOO MAKE FULL PROFIT. Don't miss out on this sales - making, 
traffic - making special. 


THIS SHE BUYS 2) THIS SHE GETS FREE! QS) 


3 | mbination re ae 
“ [FE SHARPE 


~ 








*441 HARDWARE WEEK SPECIAL 
4 — +907 Combination Can Openers and Knife Sharpeners $3.98 
4 — #612 Magnetic Lid-Lifters (regular $1.00 value) FREE 
Order the «441 Promotion -Pak at $15.92 less your regular discount 
THIS 1S A LIMITED TIME OFFER! 








HHESS BROTHERS 4th Annual Award Winner in Field of Kitchen Gadgets 


SwinG-A-Way FIRST IN SALES BECAUSE IT'S FIRST IN VALUE! 
4100 BECK AVENUE. SAINT LOUIS 16. MISSOURI 
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Camus? 


‘ 


\ 


The new Camillus display case sells pocket 
knives on sight! 


Here is the modern display case, tested in stores NEW PRICE 


like yours, with proven ability to increase | STRUCTURE 
sales while reducing selling time and keeping : OFFERS 


’ 
costs down! 


40 PROFIT 
TO DEALERS! 


e All knives are shown with blades open... 
questions are answered before they can be asked! 


Knives are wired on panel to prevent pilferage, and 
treated to keep them bright and gleaming! 


Ample storage space is provided in base for 
back-up stock! 


The Camillus selling story is right there, 
on the back, to help you sell! 


Take advantage of this modern merchandising 
aid. Order Camillus pocket knife display case 


55 from your distributor today! Its FREE! 


has 
CAMILLUS :: 
edge 


ieee CAMILLUS 
CAMILLUS CUTLERY COMPANY CAMILLUS NEW YORK —(“ “«% 
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TORSTMASTE ERS 
Buy These...) 


2 NEW 
TOASTMASTER 2-SLICE 1-SLICE 


$22.50 $17.50 
TOASTERS ULTRA COMPACT—40% SMALLER 


Here’s a new idea in automatic toasters to suit today’s 
plus any three shown below ees trend toward smaller dining areas! 


® Two new compact toasters matched in style and size! 
. A N D 


@ They take less space on a crowded table! 
ss 
Get f h | $ eee 


3-SLICE 
POWERMATIC TOASTER 


For Only 17 
$ 


Regular retailer cost $2487 retail : 
Your special cost 1767 


vousave * 720 






SS 








f 


@ Easy to store in small space ; new 2-slice 40°, smaller than B14. 
@ American families are larger, their tables smaller. Sell them the 
toaster that fits their needs! 


Big Extra-Profit Offer! 


MILLIONS OF 
KING-SIZE FAMILIES 


ARE PROSPECTS 
for this 3-slice toaster! 


Only recently introduced, and 
it’s been a sensation from the 
start! And there are over 17 
million families of four per- 
sons or more in this country! 









You make $21.83 or 55°< profit on the C4 Toaster. 

You save $7.20 or 29°, of regular retailer cost. 

You average 40°, profit on the assortment. 

You enjoy an average of $1.20 extra profit on each toaster. 
You get the 3-slice for only 35¢ more than the B16 2-slice 


Powermatic Toaster. 













Call Your Distributor! Offer Ends March 31, 1955 
CHOOSE FROM AMERICA’S FAMILY OF FINE TOASTERS! 








Bi4 AUTOMATIC, $23.00 BIG POWERMATIC,$2750 C4 POWERMATIC, $39.50 SUPER DE LUXE 
Special thru Merch 31 “TOAST WN JAM” SET, $34.95 
$19.95, Feir Trade Min. Available with B14 toaster, 


FULL-COLOR COUNTER DISPLAY and POWER-PACKED SALES KIT Oe ee 
is yours FREE with TOASTMASTER* introductory Offer 


* Toastmasren™ and “Toast ‘6 Jam” are regietered trademarks of McGraw Electric Company. Elgin. iiinots 


AG AUTOMATIC, $1750 818 AUTOMATIC, $22.50 
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Sure-Fire Profit Trio! 
Z 


Regularly 
8 0 


retail 


sd) sa now 
OFFER GOOD iY pitted bb 





ONLY UNTIL 


| Fair Tr inimum 
MAR. 31 : — 
DE LUXE eee ser sf 
Regularly *29°° retail 


Now onl 
y- 


BE FIRS [ to promote this Spec; 


in your community! onniniiiuaiaiied 


Window Posters Direct from 

















\ TOASTMASTER PRODUCTS DIVISION TOASTMASTER PRODUCTS DIVISION 
PRODUCTS: OF M; NteCrraw Llectrie Co. McGraw Electric Co., Elgin, Illinois 
‘ ELGIN, ILLINOIS © 1955 
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Light a match, start a sale! 
















 f 
| 


F-200 Complete sur- 
face signal unit and 
2 detectors, $19.95. 
Flush model for new 
home builders, F-100. 
$19.95. Your profit — 
$7.98. ‘Additional de- 
tectors, $3.50) 


~ 


Operating Displays D-61 Surface Model 
above, or D-60 Flush Model, $22.95 


7 











$19.95 


Epwarps HOME FIRE ALARM 


OFFER FREEDOM FROM 
FEAR OF FIRE 


for only 7 


It's a low priced, high ($7.98) profit, high volume item! It 
offers something everyone needs and wants—freedom from 
fear of fire. It's the Edwards Home Fire Alarm. Easy to 
demonstrate ... easy to sell! Just hold a match under 
detector on Edward's dramatic demo-display—or let your 
prospects do it! They'll hear the loud clear life-saver bell! 
Explain that detectors give 400 sq. ft. safe coverage each, 
set off alarm at 140°. Explain that system is foolproof, 
automatic, electric, permanent. Never needs servicing or 
adjustment. Uses current only when sounding alarm. Uses 
low cost easily installed bell wire. Tell them that in most 
fires it’s the first five minutes that count—that the 
Edwards home fire warning system can save their homes, 
their family’s lives! Here's a sure-fire seller. Order from your 
wholesaler or write for details, Department HA-2, 

Edwards Company, Norwalk, Conn. In Canada, Owens Sound. 
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Here’ plenty of honey 
to make ve Money! 


© Ceierep *: canes aadnesen 
i 


NESCO ADVERTISING 
DOUBLED FOR ‘55 


PROFITABLE PROMOTIONS NEW RETAIL SALES HELPS LEADING QUALITY LINE 


New profitable promotions 
Nesco is doubling its sched- to stimulate sales of Nesco 
vile of national advertising appliances in your store are 


. week-after-week in Sun- A being introduced regularly. 


Even Nesco cartons are “Si- 
lent Solesmen’’. What's more 


Nesco is ovtstanding in the 
manufacture of best quality 
merchandise. First to produce 
an Electric Roaster first in 
log pages, envelope stuffers style and design of decor- 


line-up of direct mail, cata g 
and newspaper mats to help Fy ated and galvonized wore 


day newspaper magazine These ideas are “honeys”! Be 
sections, ‘‘Parade’’ and sure you get the money-making 
“American Weekly”... plus details from your Nesco dis- 
“Good Housekeeping" to tributor. 

help you sell the complete 


line. a 
© a = = 

NESCO STREAK-O-STRENGTH REFUSE CAN 
Here's the new Nesco Streak-O-Strength Refuse Can... 
in a modern, new design. It’s leak-proof... built to the 
highest standards of the industry. Especially designed to re- 
sist rough use, Streak-O-Strengthhas SUPER STRENGTH 
at the point where ordinary refuse cans wear out first. 
LOK-TITE covers stay locked on even when can is 
tipped over. It's animal proof...insect proof... and 
over-size handles make it easy to move. Concave bottom 
avoids moisture collection and helps prevent rust. Hot- 
dipped galvanized for longer life. Heavy Duty and Extra 
Heavy Duty models available in full capacity 16, 20, 
24 and 32 gallon sizes 
AND REMEMBER!... NESCO offers the most complete 
line of galvanized ware in America today! New designs 

.new features and the most distinctive, colorful, 
informative labeling make NESCO easy to sell. 
APPROVED... by users everywhere. 


you sell the complete line. .and first in the hearts 
of Americas homemakers! 


i theres a completely new 





? 


enone ate 
i eo aod - 
Le ee he 


© 1955 NESCO, EXECUTIVE OFFICES 
MILWAUKEE 1, WIS. 
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FLOUR 


NEW ou 
CEED ¢ nist Set 


BLACK ENAMEL and LACQUERED POLISHED ALUMINUM 


ae RRNA 
FOR IDENTIFICATION ka 


~ 


Unique, stylized silhouettes of Grandma's 

flour sifter, sugar bowl, coffee grinder 

and tea pot identify the contents of each 

of these new canisters. Black enameled 

covers and silhouettes contrast with 

the bright lacquered aluminum canisters. COFFEE 
Conveniently sized for standard holds 


package quantities. Easy-grasp plastic 1% Ibs 
knobs are recessed in covers. Canisters 
nest for packing. Retail, per set, $7.95. 


GET SET FOR ACTION! 


=n CALE! 


ON WEST BEND ALUMINUM 
RETAILS AS LOW AS $1.49 


Here is a big assortment of top aluminum 
values at special retails to really 
step up traffic in the housewares 
department. Window banners, counter 
cards, newspaper mats and photos help 
you promote the sale. 
No minimum order requirements. 


@e Jumbo Griddle 

© French Fryer 

© 2¥e at. Pitcher 

© 4 wp percolctor 

* Angel coke pon 

* 2 qt. tea kettle 

© 3-—¢. sovce pon set 
* Junior Broiler 

@ Bun wormer 


WRITE DEPT. 142: WEST BEND ALUMINUM CO., West Bend, Wisconsin 
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MAKE MORE SALES 
” UNIVERSAL 


The Complete Line of Electric Irons 





UNIVERSAL gives you five top quality irons to make 
The only iron easy sales to any customer. Steam or dry, lightweight 
endorsed for ) 


ame Pressing , or standard, there’s a Universal iron to suit. And here's 
y Custom 


Toilers and your chance to make TWO sales . . . sell "em the 


Designers 
Association 


large iron for regular home ironing and a 
travel iron for “freshen up” ironing at home 
or away. You can double your sales! 


UNIVERSAL 
L ightiveig 5 STEAM ’N DRY IRON 


















= UNIVERSAL 
More selling features than any other iron | | 3 
: ' ; STEAM 
* CLICK IT’S STEAM — CLICK IT’S DRY 
° SWITCH-OVER CORD TRAVEL IRON 






© USES TAP WATER $ 95 The Only Self-contained Steam Travel tron 
© BIGGER STEAM AREA now only 17 e FOLDS FOR EASY PACKING oe USES TAP WATER 
© WRINKLEPROOF HEEL @ STEAMS FOR 30 MINUTES e WEIGHS 28 OUNCES 


@ ACCURATE FABRIC DIAL 


> 






os es, 
LEADER 
IRONS 


nt “a 
a Standard or 
Lightweight Models 
«e AUTOMATIC HEAT CONTROL 


@ LARGE SOLEPLATE 
$995 @ ALL "ROUND BEVEL 





UNIVERSAL DRY TRAVEL IRON Either model — 


The Small tron for Home or Traveil 


e FOLOING HANDLE 
e HEAT INDICATOR DIAL 
e BIG SOLEPLATE 


LANDERS, FRARY & CLARK, NEW BRITAIN, CONN. 
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WRITE FOR 
YOUR 1955 
DAYTON FAN 


CATALOG Jee @ 


DAYTON WINDOW EXHAUST FAN 





IT’S A SELLOUT EVERY FAN SEASON 


Sell the big, powerful 20° Dayton room cooler and ventilator 
priced for the mass market: Gets fast sales action because it 
provides the summer comfort features millions of apartment 
dwellers, home owners and business people prefer. And it 
is Underwriters’ approved for safety. 

Easily installed in 30 to 39°" windows. Fan will exhaust 
large volume of hot, stuffy room air and replace it with cool, 
refreshing outside air. 


Quiet 20” fan blade is powered with a 2-speed, dual- 
wound Dayton Fan Motor that will deliver 3000 CFM at top 
speed and 1540 CFM at low speed. Chromed blade guard. 
Sturdy steel panel, 22” high x 30" wide extends to 39°’. Baked 

ivory enamel finish. Recommended list 
price, $46.50. Liberal dealer discount. 
Order a sample—it is a sales-maker. 





















MANUFACTURERS of Dayton Fans and Blowers — Dayton Electric 
} Motors—Teel Pumps and Water Systems—Speedaire Air Compressors 
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DAZEY takes 
the lid off 


the Biggest Hardware Week Value 
in the book! 


A hs VALUE 


with magnetic lid lifter 


$989 


Special Sale Price 


‘ 


> 
ae T : > 


lt PEE EE 


Model No. 68 


IT’S DAZEY’S “KLEAN-KUT” CAN OPENER 


Feature it in windows, on counters, in For all the facts on this extra special 
mass displays. It’s an outstanding value value, write us today or contact your 
for every one of your best customers. local distributor. 


@ Baked chip-resistant white enamel finish 
@ Lifetime grease-sealed cutting wheel 

@ Magnet holds cut-off can lids 

@ Swings flush to wall when not in use 


@ Colorful package. Display band on carton . Louis 7, Mo. 
features special sale price 
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paper Yo ‘ wvarbon \ equired ) 


Makes Copies without Carbon! 


National has important news for business business machine. And NCR Paper provides 
everywhere | Lhe duplicate ' / f th 


arrie iavantages when making 
’ : : , . i ; - : ’ 
al ve were made rrfthnoul Cat : « Dit \ Pha } rece ipt Saics SilD ruest 


is ti ack possible 
developed by the | 
| . 
he National ¢ ash Regist mpans ' Better Copies. VW hen torms are piace 
allied \( IR Paper ' Ni { <al rT getnel il i written o by\ (vie writer 
ness ma - 
Papet puts an end t\ ’ _ , fi 
. CO} ics AT 
of carbon paper insertiny moving 


storing 


Ends €arben Paper Disp 
Saves Time. Avoids Smudges. | aster NCR Paper, t NesoOmMe remo 


(‘an t smmudee copies or finecrs posal! a ' A td n sheets are av 
an (’ 


Vai dail 
®TRADE MARK REG. U.S. PAT. OFF 


Making multiple records 1s now as easy as Irs per and be 
micking up 3, 4 wr more) torms tron at the new ease mplicitv. cle 


and inserting them in a ty} rit ’ time-saving it brings to multple 


THE NATIONAL CASH REGISTER COMPANY. Dagton 9, Ohio 


949 OFFICES IN 94 COUNTRIES 
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At best: / a practical, popular-priced 
dispenser for HOME...SCHOOL... 
SMALL OFFICE and SHOP 


: New Tru-Test 
y Gummed Tape Dispenser 


a 
a 


os 


Now everyone can enjoy the 
convenience of sealing parcel-post packages, | 

, . Yields 33 to 40% 
boxes, and parcels the easy professional way! 


prorit on seliing 
price when retailed aft 


Yes... the new TRU-TEST Bantam Dispenser moistens 98 
and dispenses gummed tape with the precision of $]. 
expensive commercial-type equipment. It’s sturdy, attractive- 

ly styled, and compact enough to fit in desk or table drawer. 
And this handy dispenser is exclusive with TRU-TEST. 


ncluding roll of Tape 


tly higher in some areas.) 


Because it fills a genuine need you'll find a ready, 
enthusiastic. and profitable market for the 
new Bantam Dispenser. Order a supply now. If your 3 


wholesaler can’t fill your order write direct. 4 Z 


TRU-TEST 


corwne (es 
orereaneaenr 


epee 


For a Twin Selling Opportunity... 

Feature Both TRU-TEST Bantam 

Dispensers and Gummed Tape 
Display them together and you create twice the 
interest .. . make a double sale. Packed in colorful 
counter displays cartons! Dispensers — 6 to the carton, 
Tape — 12 rolls to the carton. You'll want both. 


Mfd. by TAPE, inc., Green Bay, Wis. 
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CLARIDGE | CHILTON 
No. 201 - Retail $2.95° No 220 - Retail $3.85" 













CONQUEROR 


: LEBANON 
No. 237 - Retail $3.25" 


_’ No. 203 - Retail $2.95* 
DATE MINDER CALENDAR CLOCK | 


No. 5121 Electric—— Retail $9.95* 


GRIST MILL MINUTE MINDER 
No. 272 - Retail $3.50* No. 2428 - Retail $3.95 


The C59“Time-Reminder Line’’ should be your line 
...f0F Quality, Service and Profit! 


Millions of Lux alarms and Minute Minders are 
helping people all over the world maintain their 
daily schedules. The Lux electric Calendar Clock, 
unique in its field, brings a new and important 
convenience to modern living . . . and at a modest 
price. You can always rely on Lux for the three 





most important factors a dealer should consider: 


*Plus Ped. E-rcise Taz. West Coast Prices on 
Quality, Service and Profit Margins! Calendar Clock slightly higher. 










THE LUX CLOCK MANUFACTURING COMPANY © WATERBURY 20, CONNECTICUT 


- : ~ - - ~ ‘o/ J 
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merica’s fastest selling 
Ome freezing container 


Ot, “a% 


Vapocan moves fast—because it gives your customers 


just what they want for home freezing! 


Economy: A paperboard carton—plastic lids that 


can be re-used again and again 


Convenience: Wide, square opening saves fill-and- 
empty time. Rigid body and recessed top make 


for safe, easy stacking—in less space 


For all foods: Vapocan is ideal tor berries, fruits, 
meats, water-packed poultry and fish, juices, vege 


tables, liquids 


Vapocan now comes in pint, 
1'2-pint and quart sizes. The 
same plastic lid fits all three sizes 
Vapocan gives you a moisture- ie 2 pint 
proof, liquid-tight container for 
maximum protection of flavor and 
freshness. Lid is re-usable year 


after year. 


Vapocan is available in handsome, self-merchandis 
ing packages. All ready for display. Try Vapocan and 


see what a really high-profit paper item it is! 





CONTAINER CORPORATION 
OF AMERICA 


CHICAGO, ILLINOIS, and 42 other cities meetin oo petro acc esie pr 
m uf med lid save space 
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COMPLETE PACKAGE 


a 



















The Stewart “build-it-yourself” fan 
outfit is right in line with the hot- 
test trend in the country. An item 
that will increase your summer 
profits with good high-profit turn- 
over. They're 
easy to han- 
die, easy to 
store and 
most impor- 
tant, easy to 
sell. Priced 
so they’ll 
buy two or 
three. 


Ww 


+e. ON ar wt re a Ie 






. = 
> 


- — 








>» 
~. 
. 
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f222gR21 20" 


Mr. Dealor! 


Wake up summer 























Outside View 


QUALITY: Only finest materials are 
used. All moving parts precision 
tooled insuring maximum air move- 
ment and smooth, silent, vibrationless 
operation. Composition blades (wash- 
able) do not warp, bend or rust. All 
necessary parts supplied as illus- 


trated. 


PACKAGING: 
All parts in 
one easy-to- 
handle pack- 
age. Takes lit- 
tle storage 
space. 3” x 18” 
x 38”°—ship- 
ping weight 
25 lbs. 





















* & 

protits with low- se 
ASSEMBLY: E 
Easy to follow 
instructions 
included in 
package. Sim- 
ple enough for 
women to as- 
semble. 
















2 cost, high-profit 7 
Stewart 









PRICE: Wholesale, extremely low cost. 
Set your own retail prices. 


SIZES: 24” and 30” (blade size). 


THE-IN SALES: Selling fan makes cus- 
tomer strong prospect for companion 
items: paint, brushes, tools, motors, 
etc. 


WRITE — WIRE — PHONE TODAY FOR 
FULL DETAILS—BULLETIN WA 2153 


S. J. STEWART 
[ELECTRIC] 


56 yeors in business — same location 
529 St. Joseph St., New Orleans 12, La. 
Phone RA 4308 














Read column left 
for details 
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WANTED and NEEDED 


IN A MILLION HOMES 
a ae : 


PULVERIZES 


CHURN “Bs SO USABLE + SO PRACTICAL 


BEAT q 
naa = SO INEXPENSIVE 


CRUMBS 








cave ~—sIT- ALMOST SELLS ITSELF! 


MIXES 


Se or ie 7 “It almost sells itself’’ is a pretty strong statement— 
CRUSHES ICE ‘ | i i but the new TASTE-MASTER has a price and feature 

: e e appeal unsurpassed by any unit of its kind ever intro- 
WHIPS fe 4 duced on the market. 

’ i> Tested, approved and stocked by major department 
stores all over the country, TASTE-MASTER is 
capable of competing with units costing three and 
four times its price. 

The TASTE-MASTER, made of thick durable 
glass and high quality stainless steel, and with its 
three attachments, is a household item that’s sure to 

, < , | < become the fastest moving ‘‘blender-chopper-mixer”’ 
= eS ever to hit the market. 


BLENDER-MIXER CHOPPER CRUSHER 





Blends meringues, Chops vegetables, rel- Crushes up to eight ice 
whips omelettes and ishes and crumbs in a cubes in leas than a min- 
mixes cake batter fraction of the time ute, and aleo serves as a 
with effortless ease. of a hand operation. cocktail mixer and server. 


SEE YOUR LOCAL JOBBER SALESMAN OR WRITE: 


ALLEN PRODUCTS CORPORATION 


20450 SHERWOOD AVENUE e DETROIT 34, MICHIGAN 
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A Big New Bissell 
...planned to make 






ARLENE FRANCIS 


AND 


DAVE GARROWAY 


TV’s Star Salesmen will be 
demonstrating and selling 


BISSELL 
Sweepers 
for you on TV 














"A 
_— 


* 5,000,000 “'live’’ demonstrations a week, week after week! 
*% 223,000,000 such demonstrations during 1955! 


* Arlene and Dave will show their audiences in their own homes, just how 


indispensable the Bissell is to modern cleaning! 





HARDWARE AGE, FEBRUARY L7, 1955 





Sweeper Sales Program 
— your profits SOAR! 


* NEW simplified line—only 4 sweepers! 





* BIGGER profits for you on every sweeper! 
* NEW tv advertising to insure faster turnover! 


* NEW powerful sales aids to help you tie-in and cash-in! 










Two top TV programs working for you — beginning 
January 4 and continuing through 1955!—3 to 4 times a week. 


“Home” with Arlene Francis ) 


> NBC-TV 
“Today” with Dave Garroway ) sah . 


Be sure your customers know you carry the exciting new sweepers 
they see on TV! Get your order in right away! 


NEW simplified line includes 
SWEEPMASTER, %14.95"* 


* Prices slightly higher in the West 


A Bissell Sweeper to fit every need and every budget! Easier display and stock control! 
Faster turnover! Quicker selling, with see-at-a-glance differences in 4 sweeper models. 


NEW prices that mean higher profits for you on every sweeper! 
NEW sales aids—designed to help you sell! 





NEW rack topper, counter card and handle card featuring 
Arlene and Dave's TV message. 





NEW consumer leaflets; colorfully illustrated “How to Sell” 
books for salespeople; newspaper mats—all FREE for the asking! 
Send your order in today. 


Let BISSELL help YOU build a BIGGER SWEEPER BUSINESS in 1955! 


HARDWARE AGE, FEBRUARY 17, 1955 87 












16mm prints of two new color movies — produced 
by Monsanto—are now available for screening in 
your store, 


Dealers coast-to-coast are reporting exceptional 
results. These films provide positive proof for your 
customers that plastic wall tile is easy to install. 
Seeing is believing—and believing means buying. 
One movie —called ‘* Transformagic ’’ — pictures 
how a typical housewife changes a drab, uninter- 
esting bathroom into a glamorous beauty spot. 


New 
movie star 


triples 





wall tile 


sales 


wall tile made of 





Hynone Pladie 





This seal tells your customers they are getting 
quality wall tile that meets the standards set 
by the wal! tile industry. Feature tile that 
arries this seal 
~4STYa 
aor % 
ar e 
. Pr , 





The other — called ‘‘Double Duty Rooms’’ —sug- 
gests how plastic tile can be used to create an 
infinite variety of colorful wall patterns. 


Starred in both movies is beautifully tinted wall 
tile molded of Monsanto’s Lustrex Styrene Plastic. 


For information on how you can book these movies 
into your store without cost, get in touch with 
your wall tile distributor. Or write Monsanto 
Chemical Company, Plastics Division, Dept. HA-2, 
Springfield 2, Mass. 


~ MONSANTO 

















esto is poppimg| 


Presto is celebrating its 50th year in the appliance 
business with a “profit party!” Join in and you are 
guaranteed a record-breaking sales year. BIGGER 
PROMOTION. BIGGER ADVERTISING. BIGGER 
PROFITS. SELL PRESTO IN °55! 


SELL AMERICA’S MOST EXCITING APPLIANCES! 


5 





NEW PRESTO AUTOMATIC 
ELECTRIC FRY-PAN CASSEROLE 
Another best seller! For 1,000 and 
1 dishes @ Exclusive Sweep Heat 
Selector @ Twin, stay-cool handles 
® Stickproof interior @ Safe for table 
@ Silversmith finish. 


Heat Resistant Glass Cover, $2.00 
Matching Silversmith Cover, $3.00 





$24.95* 


PRESTO 
AUTOMATIC ELECTRIC SKILLET 
The sales sensation of the year! 
4-IN-1 sales story. A frypan, Sauce- 
pan, casserole and chafing dish— 
all in one! @ Exclusive Sweep Heat 
Selector @ Safe for table. 
Matching Silversmith Cover, $3.00 
FREE! 50th Anniversary Bonus 
(fer limited time only) 
Heat resistant glass cover! $2.00 Value! 




















INDUSTRIES 








NEW PRESTO ELECTRIC 



















$11.95 


Fair Trade Price 


NEW PRESTO® COOKER 

Greatest pressure cooking advance 
in 15 years! © New Automatic Air 
Vent automatically releases air... 
automatically retains pressure © New 
Pressure-Tru Indicator @ Conven- 
ient New Cooking Guide on handle. 


PRESTO COOKERS FROM 






Only 
4$17.95* 


PRESTO VAPOR STEAM 

AND DRY IRON 

Sell the Exclusive Scorch Preventer 
and sell faster. Indicates when iron 
has automatically adjusted steam 
and heat for the fabric @ It’s packed 
with easy-to-show and sell features! 










Big Triple Bonus! 


1. TO THE DEALER 
A Presto Trivet and display 


order of § 


‘ resto sales 
cinch with terrific Triver of 


No Trivet inventory needed. 


zm. TO THE DISTRIB UTOR 
ensational offer and pr 

— free. No big vival ideas 
Ory. Increased volume sales 


all wrapped up! ' 
your — A big plus to 


3. TO THE CONSUMER 


Big, de luxe Presto Electric 





PRESTO AUTOMATIC 
COFFEE MAKER 


$29.95* 


Exclusive Therma- \ 
trol makes sales. 
Makes perfect cof- 
fee twice as fast ® 
All automatic fea- 
tures @ Exclusive 
Lock-Tite Cover 
and Silversmith 
finish clinch sales. 


*Fair Trode Price, Federai Tox included. 


BEST STYLED...BEST PROMOTED LINE 
NATIONALLY ADVERTISED 








4 





$28.95" 


Complete with 
cover and 
fry basket 


PRESTO COOKER/FRYER 

You sell cooker and deep fryer cus- 

tomers easier because you sell beauty, 

too! @ Exclusive Sweep Heat Selector ® 

All automatic features @ Silversmith 

finish @ An eye-and-buy seller! 
Complete with cover and fry besket. 
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Trivet complete wi 
with cord f, 
50. A $4.95 valnas 


sumer from Presto. Off, 
with every Presto iat” 


Offer good in Continental United States onty 





ONT ay | aliiitete Satisfied Users 


Presto 


N 
ATIONAL PRESTO INDUSTRIES INC 


EAU CLAIRE WISCONSIN 


@ 


89 












Gain SYLVANIALamp 


-_ _ . —— 
——— — 


_— 


ME tee 


FAST-ACTION PRE-PACKED 4 HEAT LAMPS ARE HOT 


180 ASSORTMENT 


Just set it on the floor, and 
it’s ready to go to work. Here’s another fast- 
Merchandise is always at moving Sylvania pre- 
. . ‘ ; 
shopping level. Stocking i! packed assortment 
and preparation of dis- (nine-lamp self display ) 
play are done for you and ; takes only 2'4 sa. ft. 
your customer by Sylvania. | of counter space— 










> Pre-pricemarking available. carries a suggested 
Suggested list of $37.56. list of $15.45. 








MERCHANDISERS IN ANY SHAPE 
OR SIZE FOR ANY 
TYPE OF STORE 


SMALL PACKAGE 








Sylvania sunlamps in beauti- 
ful, full-color carton sell the 
sunlamp idea on sight. Full- 
color display packed in every 
carton of six. Each sunlamp 
carries suggested list of $9.95 


Every retailer can build 
extra light-bulb volume 
with Sylvania lamps, 
because there’s a Sylvania 
merchandiser built to do a 
job in his store. Shelf racks, 
wire racks, large wooden 
racks—they’re all available 
from Sylvania to help 











you sell. AF» 
Nt 4 

Sylvania special-purpose, Sylvania “‘spectaculars”’ For more profit now—for more profit 
premium-price READING for SPECIAL IN- over the years, get the facts now, on the 
Livre +« Krrcuen Litre STorRE EvENTs merchandising-minded Sylvania line. 
Dept. 5L-3302, Sylvania Electric 
Sylvania pre-pricemarking Syivania’s special pack- pt. o | Sylvania Electric 

: st) On BULB 7 am Products Inc., Lighting Division, Salem, 
on reque: Ls, aging for easy fluorescent M; InC i Ri aadietiies Minne 
S.Leeve. ANp 4-Pack lemme eales VMiass. (in Canada: University lower 





Bidg., Montreal, P. Q.) 


LIGHTING + RADIO + ELECTRONICS 
yy TELEVISION +- ATOMIC ENERGY 


Keep your eve on GYWYI VANIA 


... fastest growing name in sight 





ot) 
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rim wicks 
FOR QUICK PROFITS 











KINDLERITE 


R/M’‘s standard quality 
woven asbestos kindler 


No matter which of these three wicks 

your customers select, you get a gen- : 
erous profit. R/M Wicks are the pick 

of the wicks. They give clean, reliable 
burning. They’re made to last, and to 

keep your customers happy. 


A sturdy, long-lived 
wicking with wire core 
in both warp and filling 
yarn. Packaged 512 ft., 6 ft 
and 100 ft. to the box, in widths of 
or 7%", 1", 1 %” and | 








. 
fu, g3 
The most efficient ¢: rie 
kindler ever devel- 
oped for range | ° se - Oe | in stove kindlers, assur- 
: ss, ft ) é mum stove performance. 
tion provides best possible x ste ted : Tie ool as sckin 
. Re : 5" ~~. , wicki 
results with distillate oils. The an 2 ; a v | 9 
extra-heavy wire core yarn keeps - — a apencinn seen 
the kindler upright in the burner channel. Glass Renin J ane  preee ws 
yarn at burning edge facilitates the removal of burning edge. Packaged 3 2 Ht. 
carbon deposits. Packaged 6 ft. to the box, 7” 6 ft. and 100 ft. to the box, in widths of 
and 1 %” wide. Ya", 1", 1 %” and 1 


QUIK FLAME esr ___ © WOVEN GLASS 


The acme of perfection 














RAYBESTOS-MANHATTAN, INC. 
ASBESTOS TEXTILE DIVISION, MANHEIM, PA. 


Factories: Manheim, Pa. @ Bridgeport, Conn. © No. Charleston, S.C. © Passaic, N_J. 
Neenah, Wis. e Crawfordsville, Ind. ¢ Peterborough, Ontario, Canada 
RAYBESTOS-MANHATTAN, INC. Asbestos Textiles « Pack 


ran elt e Raciat r ee Rubber Ci ered ta roment 
J J ,OF¥ } uit 


ngs ¢ Brake Linings e Brake Blocks « Clutch Facing 
e industrial Rubber Engineered Plastic and Sintered 


: Ball 


Metal Products « Abrasive and Diamond Wheels e Bowling 
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“It breaks where you want it to break 

















says R. R. RAWSON, owner 
Princeton Hardware Co., 
West Puliman, Ill. 


“Brand ‘C’ was far easier to cut than any of the 
other three I tried.”’ said Mr. Rawson. He had just 
finished testing four well-known brands of single- 
strength window glass. These brands were identi- 


hed only by letters—A, B, C and D. After trying 


several cuts on each, he picked **¢ every time! 

“C” was L°O-F. And more than 9 out of every 
10 dealers who took this ““blindfold test” picked 
L:O-F. 


L.-O-F Window Glass is easiest to cut into bre, 
little. angled or curved pieces. As a matte! of fact. 
Mr Rawson Cut a in” strip off one side, and VOt a 
straight, clean break! 

L-O-F cuts easier because it’s annealed more 
slowly, more patiently. That makes it less brittle 
and more “‘even’’ in structure—so it’s a safer buy 
for your customers, too. 





| 
| 
| 
| 
| 
! 
i 
I 
| 
| 
ond 


TRY THE 
‘“BLINDFOLD TEST” 
YOURSELF! 


Cut L-O-F first, last, or in-between the other 
brands. Run any kind of a cut you want. 
You'll see why you have fewer bad cuts, less 


waste and more profit with L-O-F. 

Call your nearest L-O-F Distributor. These 
local businessmen are listed under “Glass’’ 
in the yellow pages of phone books in many 
principal cities. And send for your free 
booklet—'‘‘For Greater Profits in Window 
Glass”. 

Write Libbey-Owens-Ford Glass Co., 608 
Madison Ave., Toledo 3, Ohio. 





GLASS 


Bd LIBBEY-OWENS-FORD the easy-to-cut WINDOW GLASS 








92 HARDWARE AGE, FEBRUARY 17, 1955 








S BAC. 


NOW, ONCE AGAIN 
YOU CAN GET 


THIS GIANT SIGN 
FOR YOUR STORE 


\ 


: 


A ALTA en ERR ee 


KEYS MADE | 


500 C 
J, 


F After months of restrictions, we 
are again able to offer this at- 
tractive sign to you at a very low price. 


= 
x 
te 
onl 
a 
< 
= 
q 


It is available as shown with chains 
for hanging or with a bracket for use 
either inside or outside your store. 


This sign will attract new customers 
and will stimulate your business. 


Made of cast aluminum, 12” x 27”, 
painted bright red with white letters. 


wom” (CEILI) ote 
KEIL LOCK CO. Inc. 


CHARLESTOWN, NEW HAMPSHIRE 
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New Westinghouse light switches and 
outlets boost your margin of profit be- 
cause they're the first quality line you can 
sell up! For a few pennies more, your 
customers buy switches and outlets built 
to last 100 vears! 


NEVER BEFORE! The acceptance of 
the Westinghouse name pre-sells this line 
for you. Westinghouse—the name mil- 
lions know as a standard of quality —a 
name backed by millions of dollars of ad- 
vertising each year. 


ANNOUNCED ON TY! Betty Furness 
will present this line again on Westing- 





sestienestth wat Westinghouse 





te + ee eee ae _ —— — ee ee - - ~ es EEE re 


hw! 














Westinghouse 
SWITCHES ano 


JUTLETS... 


sell up with the 
elUrellinvamarelant= 
your customers 


know 


house Studio One, February 21st. A 
national ad campaign in Better Homes 
& Gardens helps pre-sell it for vou, too! 


PACKAGED TO SELL 


attractive cartons or mounted on bricht. 


s7O%21a hI - 
Avallable ln 


easy-to-read, easy-to-see cards with com- 
plete installation instructions will sel] 


right off your counter. 


SEND NOW! Write Westinghouse Elec- 
tric Corporation, P.O. Box 3054, Barnum 
Station, Bridgeport Connecticut, for 


price list and literature. 









)-99927 
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White Mountain, the oldest name in ice cream freezers, 
announces its new, sensational electric ice cream 
freezer. Easy and simple to use. The highest quality 
electric ice cream freezer ever manufactured. Makes 
four quarts of smooth-textured, real old-fashioned ice 
cream... even better tasting and more delicious than 
the kind grandma used to make. The New Electric 
White Mountain Ice Cream Freezer means extra sales 
and profits for you. 


Here are the facts 


The new electric freezer has all the features of the 
famous hand-model White Mountain Freezers, with 
the addition of a rugged, dependable motor which 
turns the freezer at a constant, even speed to produce 
the smoothest, the best ice cream ever. 


The motor is a specially designed Westinghouse 
Series-T ype which operates on either AC or DC. It is 
rugged, dependable, with excellent starting and run- 
ning torque. 


The gear frame ... the heart of a powered freezer 
... is made of strong, lightweight, die cast aluminum. 
The gear train has been scientifically worked out to 
stand up and give honest service. 


The freezing unit is the famous White Mountain 
unit with the Triple Motion Action, which has been 
proven in the homes of millions of users. It embodies 
the latest and most advanced construction. 
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The tubs and cans are built in the correct relative 
size to insure fastest possible freezing with minimum 
ice consumption. The tubs are specially made of se- 
lected woods and are finished in handsome jade green. 
The cans are copper steel charcoal tin plate. All parts 
coming in contact with the mixture to be frozen are 
coated with pure tin. 

Size: Popular 4 quart size, Model 4-E. 

Finish: Tubs: jade green. Motor and gear frame: 
cream color baked enamel. Tub fixtures: 
cadmium plated. 

Packaged: In individual cartons. 


«. 


The motorizing unit, consisting of the motor and 
gear frame, is easily interchangeable with the gear 
case on the hand operated White Mountain four quart 
freezer .. . making it simple to electrify hand freezers 
now in use. 


Sales promotion aids, including mats and 
envelope stuffers are available to help you 
increase sales. 


Get all the details on this new 
money-maker. Ask your jobber 
.. +» Or write for information. 





heres another great 


FRANKLIN GLUE 














Hardware 
Week 


Special 


ro} me Me elacliia 




















with a whale AS , 


Franklin’s bargain days are here again. Take 
advantage of them now. Hardware Week— 
April 11 to 18—brings extra profit to smart 
dealers. Here's 48.5% profit on the fastest sell- 
ing sizes of FRANKLIN GLUE, the only genuine 





liquid hide glue available in retail sizes. 


EVERTITE GLUE 


2—30c sizes 


FREE 
1—60c size 


CONTENTS—all in one package 


12 one-ounce tubes of FRANKLIN GLUE (FREE), 

to sell @15¢ each 
12 two-ounce tubes of FRANKLIN GLUE (FREE), 

to sell @ 25¢ each 
12 quarter-pints of FRANKLIN GLUE to sell @ 50c each 
12 half-pints of FRANKLIN GLUE to sell @ 85c each 


TOTAL RETAIL VALUE $21.00 
DEALER COST 10.80 





DEALER MAKES 
48.5% PROFIT $10.20 





ORDER THESE 


Hardware Week Special 


FROM YOUR WHOLESALER NOW 
Not Available after April 15, 1955 


FRANKLIN GLUE CO. COLUMBUS 15, OHIO 
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Now... Pittsburgh offers you 
the simplest tube color system 


| NEW hy 9 Colo. 


300 modern decorator hues in three 
famous interior finishes ... all from 
one set of tube colors! 


ERE’S THE MOST important advance in 
paint selling in years—new MAESTRO 
COLORS by Pittsburgh! 


With this system you can offer 300 
modern decorator colors in three stand- 
ard Pittsburgh finishes—WALLHIDE 
Rubberized Satin Finish and WALLHIDE 
Alkyd-type Flat for walls and SATINHIDE 
Enamel for woodwork and other trim. 


You can supply all of these hues in 
quarts and gallons quickly and easily 
from one set of universal tube colors and 
only two tinting bases for each finish. 
The tube colors, which are available in 
4-oz., l-oz. and %-oz. sizes, disperse 
rapidly and almost instantly produce the 
desired hues. Nearly half of the colors 
are made by adding only one tube color 
to the base materials. 


These modern MAESTRO COLORS 
will help you make more sales with a 
smaller inventory. Your turnover will be 
faster— profits greater. Why not send 
coupon below for further information ? 

















Attractive Color Selector helps dealers 
sell faster and easier! 
MAES This simple and convenient display rack of the 300 
Handy ESTRO COLOR DECK MAESTRO COLORS is an attention-compelling sales- 


@ Here’ hand “i maker. The colors are attractively shown for easy ex- 
deck an thong  aradarened — amination. COLOR SELECTORS are furnished to dealers 


ith a full ly of take-home chips. Additional chips 
300 MAESTRO COLORS. Use it as a to roma Shop + dhe cost oo dhe a be needed. 
supplementary sales aid at the counter 


or in the home. It is also of great 
interest to painters and decorators. Pittsburgh Plate Glass Company, 


Paint Division, Dept., HA-25, Pittsburgh, Pa. 





Gentlemen: I am interested in further details of your 
new MAESTRO COLOR SYSTEM. 





Name 











Diccnuiel PAINTS 
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Address __—_- 
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___ County 





IN CANADA: CANADIAN PITTSBURGH INDUSTRIES LIMITED 
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ISN’T THIS ABOUT IT? 


—a full line of paints, varnishes, stains 
and enamels — specifically geared to your needs 
as an independent merchant. 

—a line of 


unquestioned, unvarying 


quality — in colors that really sell. 
—a moderately priced line designed to 
sell both the professional and ‘do-it-yourself’ 


user at a good profit. 


a well-known. well advertised. highly 
respected line combined with personalized sales 


help that really produces volume business. 


—a line that protects the business vou 


build with an exclusive territorial franchise. 


Yes, the Pratt & Lambert ticket offers 


you all this and a great deal more to speed you 


on your way towards greater paint profits. 


For the complete story write or wire Pratt & Lambert-Inc., 77 Tonawanda Street, Buffalo 7, New York 


LAMBERT-INC. = 


BUFFALO 


M 


PAINT and VARNISH 


CHICAGO 
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FORT ERIE, ONTARIC 
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the only 
goidbiatt 


salesman 


you’ll ever see! 


This 100-page catalog is our only salesman. We 
have no jobbers, no men on the road. It calls on you, 
takes your orders. It gets you tools no one else has 


We also pre-sell contractors, bricklayers, plasterers, cement 
finishers, and the other trowel craftsmen on Goldblatt tools 
with this catalog. We mail hundreds of thousands of 
copies describing some 1056 tools to the men who earn 
their livings with them. 


So when a trowel craftsman comes to you to see a Gold- 
blatt tool, the selling has been done. He's ready to buy, 


’ 


and he'll buy again and again. Goldblatt quality sells for 


good business, you'll agree. And all fron 
yp salesman. Would you like to see it? Like to 
blatt tools can add to your volume? 


. Idblatt 1940 WALNUT ST 
~~ 0 # tool company 


- 


ce la KANSAS CITY 8. MO 
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Mail the covpon No 
scliesman will ecall— 
except the catalog 





Goldblatt Tool Company 


Dep? P 72 


1940 Walnut Street 
Konsas City 8, Missouri 


Goldblatt tool 


-?* » forr ation 














New, odorless alkyd flat enamel... 


its SCRUBBABLE! 

















Not an ordinary flat wall paint, 
but a true high-quality flat wall ENAMEL 


ACME QUALITY 
ODORLESS s 

ALKYD —- 

FLAT ENAMEL 


For Interior Walls, 
Ceilings, Woodwork where a velvet-like 
flat matte finish is desired 














@ Easy to apply—Ready to use—Brush, roll or spray 


it on—goes on smoothly without laps, streaks or MANY OTHER EXCITING 
brush marks! COLORS POSSIBLE! 


® Seals, primes and finishes most surfaces in one 
coat! Goes on beautifully over plaster, wallboard, 
brick, cement, plaster board, previously painted 
surfaces, and even wallpaper. 

@ Dries with a rich, velvet sheen—Lasting beauty 
that can be washed again and again with the 
greatest of ease. 

@ 12 decorator colors and white — colors can be 
intermixed to make many luxurious shades and 


Now 93 additional colors can be made 
by adding famous Kem Tinting 
Colors to Acme Odorless Alkyd Flat 
Enamel. Your customers will find these 
beautiful colors useful for a wide 
variety of decorating schemes. 

















tints. BUILDING —-THROUGH BUSINESS— FOR A BETTER AMERICA? 
@ Odorless! No objectionable paint smell at any support Junior Achievement 
time! 


ASK YOUR ACME JOBBER, OR WRITE TO 


ACME QUALITY PAINTS, INC., Detroit 11, Michigan 


Makers of Acme Quality Paints, Fashion Right, Super Kem-Tone, Super Kem-Tone Applikay, Kem-Glo, Kem Tinting Colors and Insecticides 
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ia You ean’t afford not to sell 


power-driven ond 


potet beeches fo | PITTSBURGH BRUSHES! 


every home and 


eceuaens Here’s why: Your customers blame you when their paint 
brushes prove inferior. Your best insurance against comebacks is Pitts 
burgh Red Stripe Brushes! For one thing, when Pittsburgh labels a brush 
“100% hogs’ bristle,”’ you know it’s not only true, but it’s also the finest 
bristle obtainable on today’s market. Secondly, the Red Stripe trademark 
is your customers’ assurance of brushes made to the top standards of the 
industry. Stock the complete Red Stripe line—100% hogs’ bristle, 100% 
texturized synthetic (Pittsburgh's improved Velvet-Tip synthetic), 100% 
Tynex Nylon, and hogs’ bristle-synthetic mixtures 

For address of your nearest Pittsburgh supplier, write: PirrssuRnGu PLAtTs 
Giass Co., Brush Div., Dept. A-2, 3221 Frederick Ave., Baltimore 29, Md. 


PITTSBURGH 


Kad Stipe snusnes 


GRUSHES © PAINTS © GLASS © CHEMICALS * PLASTICS © FIBER GLASS 
PITTSBURGH PLATE GLASS COMPANY 
IN CANADA: CANADIAN PITTSBURGH INDUSTRIES LIMITED 
HARDWARE AGE, FEBRUARY 17, 1955 
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3 SOLDERING IRONS— 
HOT WHEN PICKED UP 





FAMOUS DRAKE QUALITY 
—U.L. APPROVED 





ALL-STEEL CASE 


STOCK:-:-DISPLAY:+ SELL WITH UNIT CLAMPS 
. order from your distributor today! COMPLETE WITH LARGE 











Here’s just what your do-it-yourself customers want—and will buy SAFETY STAND... 


as soon as they see it. A compact, versatile kit! Three interchange- 
able irons simply and quickly fit into single handle assembly. AND TWO ROLLS OF 
DRAKE SOLDER 


Ive tip...150 watts... medium-heavy duty; ¥4° tip... 100 watts... 
light duty; 4" tip...60 watts...for all hobby work. 


Handle assembly complete with spring-guarded cord and Auortised Yn 
. plug. All in toolbox size, steel case with place clamps, safety A 
stand and two rolls of wire solder: acid and rosin core. POPULAR 
$1525 — 
See Your Distributor... or Write Direct 
DRAKE ELECTRIC WORKS, INC. cniceco is: tunoss 
J s CHICAGO 13, ILLINOIS 


* 
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Yes, here’s a natural fast-moving money-maker for 
you, Mr. Dealer. Stock 'em today—cash in on profit- 







able late winter sales! 


Beginning in March 
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ALCOA is happy to tell the success story of Master Bronze 
It demonstrates the big potential in aluminum paints 
and the money-making opportunities they offer to dealers 
who move them in good volume. 

ALCOA does not make paint, but ALCOA® Aluminum 
Pigments are used in all the best brands. Special formulas 
have been developed by your paint manufacturer to solve 
individual problems. Paints made to these formulas 
actually cost less, last longer, give utmost protection 
against heat, cold, sun, rain, smoke and fumes 

Write us today for FREE BOOKLET, Painting With 
Aluminum. It will help you answer your customers 
questions. We also have a new booklet, A/wminum Asphalt 


A PROTECT ' he ean Roof Coatings Make Time Stand Still. Send tor it. 
EXTERIO ' wie 7 


Aun ALCOA ©. _ 


ALUAAINU AA 


ALUMINUM COMPANY OF AMERICA 











we ae Sek Ee Se et RE ee ee ee 


Point Service Bureau, Aluminum Company of America 
1735-B Alcoa Building, Pittsburgh 19, Pennsylvania 


Please send me your FREE BOOKLETS: 
[ ] Painting with Aluminum 
[] Aluminum Asphalt Roof Coatings Make Time Stond Still 


Nome 
Compan y 
Address 
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Here’s BIG NEWS! 
GOOD NEWS! 


Rvs. e A ; os aes Ay 


is on the move 


\ 
t 


Evans-Colson’s out to make big news, 
capture sales leadership, with America’s 
complete line of new bikes and veloci- 
pedes! All-new lightweights! New park 
cycles! New small-fry trikes! All with 
new features, brilliant new colors, sensa- 
tional new eye-appeal! 


aH 
ee 
; __ et 


And . . . there’s an aggressive new 
program of advertising, promotion and 
publicity to back them up! Above all, 
Mr. Dealer, Evans has a big, new mer- 
chandising plan for you, plus year-around 
traffic-and-sales-building promotion aids 
and brand-new local advertising ideas! 


y EVANS | For the greatest news in bikes and trikes, write Evans Products Co., Dept. AT-2, Plymouth, Michigan, today! 
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NOW, . . bright, handsome Kilgore pistols are 
card-mounted for striking séll-on-sight@ppeal, easier “| 


? 


handling) faster Sales. Awailabla@with special selling rack * 
that helps dealersqnov@ More gms .. . helps jobbers 

set up mor@\dealers! Ideal deal for any type retail 
outlet . .. opén the shipping carton and you’ve opened 
a toy department! 


easy-to-use, extra-profit package 


Carded guns and self-selling rack do all the work! Eye ’n Buy 
cards put Kilgore pistols right out front — no filmy cover 
dulls Dura-Gleam’s natural sparkle. Here’s the most 
eye-catching, buy-catching display package in the trade. 

Eye ‘n Buy display cards fit in counter bins... have eye 
appeal for window displays; work well with point-of-sale 
promotions of other western toys and apparel. Each 

card carries large spot in upper left-hand corner for 

your pricing. 


Kilgore pistols are firmly stapled to large, sturdy cards, 
reducing handling losses. Youngs eam test Kilgore’s 
sure-fire trigger action, examine Wild Westetyling 
without removing from card, Directions amd strong 
sales pitch for Kilgore Caps on back build cap 

volume for you. 


4-model starter deal with rack! 


Set up a high-profit operation in 5 minutes’ time. One carton brings 
your special selling rack, plus four big-selling Kilgore carded 
pistols ...48 Pals retailing @ 29c; 24 Private Eyes @ 59c; 12 Kit 
Carsons @ 79c; 12 Eagles @ 98c. All four carded pistols available in 
open stock for counter merchandising and rack reorders. 





All Kilgore pistols are packed also in sales cartons. 


FY INC, WESTERVILLE, OHIO 
U.S.A. 
aes oy ss oe ae Shes Ue : = TS ee Pa) 


a s . j -* \ 


HARDWARE AGE, FEBRUARY 17, 1955 





EASIER SELLING IN EVERY PRICE CLASS 


WITH Pflueger Reels 





PELICAN“ 





SUPREME 


~— -—---—--4 


SUMMIT 





SKILKAST 


NOBBY 


_-- 


| 


: 





AKRON 


- 
7 





TRUMP 





eres 


WATE . ; 


TRUSTY (We) 





ROCKET 


SEA KING 
OCEANIC 


SEA VUE 


CAPITOL 
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MEDALIST | 


#1482 to 1495 '4 


MEDALIST 





GEM 


*Potented Pf 


—— SS 


Also Baits, Hooks, Sinkers, Lines. America's best fishermen have been saying “FLEW-GER"’ 





veger fea! 


| 


| 


ye 


re 


Oe 


MOST NOTABLE 
FEATURE 


World's finest 
spinning reel, 
engineered by 
Pflueger speciclists. 


Aristocrat of all 
bait-casting reeis 


Superior quality 
at moderote price 


SPOOL CONTROL 


, — —— ee 


|Spool remains 


stationary for more 


occurote costing. 
‘Boil reciprocates) 





Anti-backlash 





Anti-boacklash 





Easiest to use— 
no thumbing 


Mechanical 
Thumber’” 


DRAG FEATURES 


| incompoarcbly smooth 
Contraction type with 
wide nylon shoe 

| Adwsted of reor 

while holding cronk 


| 
i 
———— = ——————— 


Cub hondle 
furnished 


_— _—— a 


Cub hondle 
aovoilable 


ACCESSORIES 











Lightweight for 
precision casting 


Anti-backlash 





Excellent quality 
long a favorite 





Pflueger features 
ot moderote cost 


New price leader 
Pflueger fectures 





For either fresh 
or salt woter 


New, 
quik 


wide spool 
k take-aport 


New, wide spool— 
lightweight 


Surf, 
lighter weight 


trolling reel 





Deep sea ree!l— 
quick toke-apart 


Anti-backlash 


Cub hondle 
available 





Cub handle 
available 





i-backlash 


— 





Anti-backlash 





Anti-backliash 


hAechnica! 
Thumber” 


Stor Drag or 
Lecther thumb 


——E 





Stor Drag 
free spool 





Mechanical 
Thumber* 


Stor Drag 
free spool 





Mechanical 
Thumber” 


Stor Drag 
free spool 





Star Drag 


————— 





Stor Drag 
free spool 





Lighter weight 
deep seo reel 


New, heovy duty 
for salmon, etc. 
Most notable 


single action 
reel 


Stor Drag 


Stor Drag 
free spool 











Adjustable 
drag™* and click 








Adjustable 
drag** lexcept 
1492) and click 





Excellent quality 
at modercte price 


siows spool ot end of cast 


Oper hi 


ne is going ovt. Completely odj 


vsfobie 


THE ENTERPRISE MANUFACTURING CO., AKRON 9, OHIO 


for 90 years. 


PFLUEGER A GREAT NAME IN TACKLE 


RPONOUNG ET ’ 


LEW-GER 
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Constant quality means 
customer satisfaction... 


CUMBERLAND 


has it! 


* 1470—Fishing Pants 


the finest qualit 
Tops in comfort for every fisherman. 
Moteriol: Fisherman's poplin, woter 
NFO uc S repellent treated. Deep, strong pock 
ets. Bottom tab fasteners. Color: Out 
money can buy! 


door Green. Individvelly pocked in 
pliofiim bag. Wide range of sizes. 


*® 1367 —Fishing Vest * 1268—Fishing Jacket 
Cool, lightweight, ond a place for 
everything. Seven pockets, removable 
creel, zipper front, ring for net, loop to 
hold rod. Sizes: Small, Medium, Large, —— Saw or wom & 
& X-Lerge. Material: Fisherman's pop- smowes GF eS IGy Vow ene Ge 
lin. Colors Ovtdoor Green. Packed come. Mdiwicveny packed Mm plo! 

in pliofilm beg. bag 


* 1366— ¥ 1265— 


(Seme but with buoyant pods ploced 
in for emergency.) 


Lightweigh?, comfortable and designed 
tor free oction Made hi - shermoar 


ry 








Be sure you cash in on the big demand 
for these quality products... 


Year after year high standards of manufacturing without compromising 
on quality have gained a reputation for Cumberland sportswear that 
brings customers back for more These sportsmen will buy in your 
store if you have the Cumberland line. They know it is tops in quality 
day in and day out. Season after season there is no deviation from the 
one standard. It's a dependable line and a profitable one for you 


Order your Cumberland stock now from your favorite jobber or write 
tor new 1955 literature and prices. 


THE AMERICAN PAD & TEXTILE CO. 


SPORTSWEAR DIVISION 
GREENFIELD, OHIO 
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= 1759—Shell & Game Ves? 
For worm weathe 
shooting. Made of & 
gouge shell loops 
proof ripper. Built 
bog, ectly occessit 
Medium, Large, & X-L« 


*® 1559—Handy Andy 


The handies? piece of equipment o 
fishermen con own. Molds cimost oll 
gear including extra reel, rein jocket, 
plugs, fy and ture boxes, etc. Pits 
anyone. Color: Outdoor Green. Packed 
one to a pliofiim, re-viable bag 


* 1579—Fishing Creel 


e »Oom for ots of geo: and fish p ‘ 
open mens wet Material Fister 
mons poprn, weter repetient trected 
Two orge pockets for bet boxe 
Ovidoor Greer ndiviadvag 


pocsed rn *) ofiim bag 














CARTOP ~ CRUISER—AN OUTBOARD FOR EVERY CUSTOMER 














roy 


NOW - SUPER-QUIET t= 


Pore 
- » - 


BAIL-A-MATIC MOTORS! 























The brilliant new 1955 Scott-Atwater line means volume 
outboard sales for you! The superb new 30 H.P. leads a 
complete line of carefully-engineered motors packed with 
all the features your customers are looking for: smooth, 
quiet operation with Hush-Spring Mount and exclusive 
Aquamute Exhaust; the luxury of Bail-a-matic power bail- 
ing; the matchless convenience of Complete Shift, remote 
Stowaway Tank, Snap-off Hood, Twist-Grip Speed Con- 
trol, built-in Remote Control Connections. 

And besides these potent selling features on the motors 
themselves, you have the benefit of Scott-Atwater’s power- 
ful selling help: dominant advertising, protected fran- 
chises, free nationwide warranty service program, year-to- 
pay financing plan. 

Get the facts about a Scott-Atwater dealership in your 
area ... write Scott-Atwater Mfg. Co., Inc., Minneapolis 
13, Minn., Dept. HA-25, and a representative will call on 
you promptly. 


30 H.P. BAIL-A-MATIC*™ 712 H.P. BAIL-A-MATIC 


16 H.P. BAIL-A-MATIC 5 H.P. BAIL-A-MATIC 
10 H.P. BAIL-A-MATIC Ales available: a husky 


P. Super Single. 


*Electric starting optional 


You get MORE selling power with Gear: Atwater ' 
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Popular Savage model 


Spring is the time when pest shooter: 


s yy — 
age 


and plinkers are in the market for new 


rifles. Be ready for this profitable business! Display and push these ‘‘first in the 


." thing models. They're ware with features that sell... nn for 


99-£69105.65 retair 


For the shooter who wants a streamlined, fast-handling 
rifie for year ‘round use varmint shooting in the 
Spring, deer shooting in the Fall, long-range shooting 
in any season .. . recommend and sell the famous Savage 
Model 99, Lever Action Repeating Rifle in .250-3000 
Savage caliber. (Also available in .300 Savage caliber 
the “smashing power” cartridge.) 


N t W 99. t FEATHER WENN $108.60 J jehtest big game rifle 


Weighs only 64% Ibs. New tapered 22” barrel 
Vew medium-high comb stock with checkered pistol grip for enher 
telescope or iron sights. New, beautifully rounded fore-end. Cals 
250-3000 Savage and .300 Savage 


$49.75 petais 


You can offer two great varmint calibers— plus effective, 
always popular “*30-30"— when you sell the Savage 
“340”. It’s a business builder the lowest priced hi- 
velocity rifle on the market—built by Savage specialized 
manufacturing methods to provide your customers with 
a modern, dependable bolt action repeating rifle that’s 
designed to bring out all the accurate, flat-shooting effi- 
ciency for which the .222 Rem. and .22 Hornet cartridges 
are famous. 


All Purpose Gun—Savage mode 
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*36.95 netai 


Here's the most versatile gun—one of the fastest sellers 
you Can put in your gun rack. The .22 caliber rifle barrel 
is ideal for plinking or small game hunting—the .410 
shotgun barrel for flying pests. game or targets. It's a 
proven seller for Spring and year ‘round 


Savage .250-3000 Cartridge 


Leading ballistics experts praise its 
outstanding performance. 87 and 100 
grain bullet weights. Hi-speed, fat 
shooting accuracy at Maximum range 
Ihe 87 grain bullet is ideal for var 
mints and large predators the OO 
grain Duliet is a proven performer or 
deer, antciope and such game 


-222 Rem. & .22 Hernet calibers 
The advanced design of the Savage 
Model 340 brings out the full ballistic 
potentials of the accurate, flat shoot- 
ing. hard-hitting .222 Rem. cartridge. 
Hi-velocity and fine accuracy have 
made the 22 Hornet a favorite var- 
mint cartridge. The design of the 340 
develops its peak efficiency. 








ANOTHER WAY it pays to package in film made 
4 a = ye = _ 
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Packaging by Pacific Paper Products, Inc., Lawrence, Mass 


of BAKELITE Polyethylene 


ae . 
~ 


“Properly identified and in saleable condition” 


That's certainly a very important reason 
so many industrial and hardware parts 
are packaged in film made of BAKELITE 
Brand Polyethylene. 

For example, National Company, 
Inc... Malden, Mass., well-known manu- 
tacturer of electronics components and 
equipment: Savs Walter T. 
Product Manager 


Hy nes 
Components, “All 
our small parts are packed in these poly- 
RS A 
chokes, we have a standard package of 
twelve. We individually pack the twelve 
chokes in the polyethylene bags... 


ethvlene bags. In the case olf 


because once the master package is 
broken into, the parts are still properly 


BAKELITE COMPANY, 


The term Bakevrre and the 


110 


4 Division of Union Carhid: 


identified and in a saleable condition. 
These bags make handling easier and 
are neat in appearance. 

From lingerie to padlocks to potting 
soil to fruit and vegetables, film made of 
BAKELITE Polyethylene provides admi- 
rable packaging advantages for manu- 
facturer, retailer and consumer. Visibil 
ity... Hexibility and strength...chemical 
resistance ... brand identification... 
light weight... sound 
reasons why you should select products 
that otter you these retail sales advan- 


tages. Contact your packaging suppliet 


economy and 


now, and start these advantages work- 
ing for you. 


and Carbon Corporation 


[qe 30 East 


lretoil symbol are registe red tradi marks of U.C.( 






BAKELITE 


Polyethylene Plastic 


New } 
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Biggest garden hose news since Koroseal! 


B. F. Goodrich 
special of 


gives you 
58% markup 





RTT oH RLM SE 


ae Sey 


, 
< 


both req and 


(sar ien (¢ | 


green. lengths 


, 
mis rt, 
: haSLIL. 


and 6 lengths of brown Featherweight plastic. Total 







Yi — > Lan col . 
Wu wWuYy py i@eénvtns, rectal 


PRIZE 


| ( tal retail \ alue 


You PAY only 


TR acta Vin 


Highest markup and profit ever oftered 
On gal ilen hose! You get your choice 
of assortments to best Suit yvour nee ds 
see panel above Both | ront pac Kage 
assortments contain Koroseal hose and 
plastic hose of several types in a wide 
pric © fanye (ne assortment also Con- 
tains the high quality B. F. Goodrich 


ye 
rubber hose that some customers demand 


The new plastic line is an ideal 


supplement for Koroseal. It includes 
’ : 

(,arden ( lub. pest val 1€ next to K oro- 

seal. Crvstal Clear tor customers who 


: : } 
want a Clear plastic and Featherweight, 


your pri 
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Profit package assortment No. 0586 
You get 58.6 percent markup 


Contains: 14 | ngths of 75, 50 and 25-foot Korosea 


7 lengths Cr 


(SQO-fr.. K ore Seal retail 


YOUR PROFIT 


ads run in Life. 


1955 


Yo ! bu \ 
PRIZI 


240.15 
9. SO 


s a. SSS 


eS rae ae ae. Ee ee ee 


) all » foor B 


$4 leneths. retail 


(SQ-fr.. K « re seal ) retail 


Te tal retail value 

















Profit package assortment No. O557 : 


5 
You get 55.7 percent markup ‘ 
1€ SIZES vel Ow Contains ss liengegths of K oroseal (,arden (¢ im. C rvs 
’ ' | a s yy? , — 1 : ‘fr? 
Stal ( lear plasts tal Cleat and Featherweight piasti pus OH lent ." }| 
~~ <« ~ ] 


F. Gor 


‘rer? . , : . ew, 4 gee 
Pics) TLL PALCICTI Litas 





$400.65 
9 SU 


You PAY only... 257.24 


151.39 
$98. 56 





People ask for Koroseal if} Otne!l 


B. F. Goodrich hose because of the way 


it's advertised. Big, attention-getting 
Better Home s & Cat 
dens and The Saturday Evening Post 
In fact. the 1955 Koroseal campaign in 
full color is the | iggest yet will react 
millions including your Customers an 
prospects! 
You tie-in with advertising. We giv 
You free lisplays and streamers for 
counter, wall and window. These read 
K oroseal”’ in bright. Dav-Glo script 
To get them just fill in and mail the 


: 
> 


‘ ‘ 
i. - . : 7. | " : “Ff 
sIHnesSs reply Cara packe If} Caci) Pron 





YOUR PROFIT $153.21 


package We send lisplays lirect tovyou 
The B. F. Goodrich Company, Industrial 
Product Dy : 





B.E Goodrich 


INDUSTRIAL PRODUCTS 
DIVISION 











HODELL CHAIN 


for every farm use 


TIE-OuT 
CHAINS 


UTILITY 
CHAINS 


HANDY 
CHAINS 


PORCH-SWING 
CHAINS 


There’s a big market for quality chain on the farm. Be ready 
to supply this need from the full line of high-quality welded 
and weldiess chain produced by Hodell. Have Hodell 
Animal Chains readily available on your counter for cus- 
tomers. Display Hodell Pailettes with Proof Coil and BBB 
Coil Chain in a convenient location, too. 

You'll want full information on this line of chain, so 
write for your Hodell Catalog, today ...and be sure to ask 
your distributor for Hodell Chain. 





eS 








~ 


TRACE 
CHAINS 


HALTER LOG 
CHAINS CHAINS 





Hodell Pailettes are all-steel, re-usable containers 
- «hold 100 Ibs. of Proof Coil or BBB Coil 
Chain in four sizes. 300, 500, 1000-Iib. barrels 
of Proof Coil or BBB Coil Chain also available. 


HODELL CHAIN COMPANY, Cleveland 3, Ohio 


Division of The National Screw & Mfg. Co. 
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California store revamps 
its layout to set up 

several specialty shop type 
departments. Effective 

use of color and light 
help improve volume 


Specialty 
Shop 
Layouts 


... bring 25% gain in volume 


Frank Koenen believed that a general remodeling 
of the women’s departments of Coast Hardware in 
Studio City, Calif., would bring greater volume. 

He was right. With increased variety, better dis- 
play, sales showed a 25 pct increase in the first six 
months. 

Color schemes and general layout were completely 
revised to provide for several individual shops to 
attract more women. Identified as the Gift Shop, is 
one bay of the extensive giftwares department. 

Bathroom accessories including shower curtains, 
fancy towel racks and shelving as well as bathroom 




























































scales and hampers are featured in a well-lighted 
8x10-ft display. Light gray peg-board background 
with coral trim adds to the eye-catching qualities of 
the department. Hampers are shown on a step-up 
unit. 

An artificial window has shelving for showing bath- 
room scales, bathroom curtains and shower curtains. 
Seales, curtains and shelving are under a valance with 
concealed fluorescent lighting. Script type lettering 
identifies the corner as the Bath Shop. 

All merchandise in the department is individually 
price marked. In addition there is a master color and 
price chart conveniently located on one wall. 

With yellow the predominant color scheme in the 
firm’s kitchen shop, the 8x12-ft display room shows 
merchandise on wall units and on three gondola dis- 
plays. Featured are cannister sets, bread boxes, heat- 
resistant ovenware, plastic kitchenwares, coffee mak- 
ers and freezer supplies as well as pressure cookers. 

The bar shop in a gray-blue, near the center of the 
display room shows stemware and glasses as well as 
decanters in a three-level island unit. Adjustable 
glass shelving on an 8-ft background features novelty 
items, together with pitchers, ice cube tubs and other 
heavy bar items. 

Two shades of green brighten the dinnerware and 
gift shop sections occupying three large bays. More 
than 50 dinnerware patterns and earthenware patterns 
are shown in this 36-ft arrangement. Suggesting 
tables in a private home are waist-high covered tops 
on which complete sets of dinnerware are shown to- 
gether with pattern data and price list. Large islands 
in the center of each bay are rose-rust color. 

The store’s gift aisle on the main floor is given 
over to interior decorative items and outdoor living 
aecessories, 

The housewares aisle is made attractive by eight 
new green finished gondolas, each of which gives the 
department twice the display area formerly provided 
by flat tables used in the same area. Electric house- 
wares are shown on gondola units on adjustable glass 
shelving. Plainly indicated prices on all merchandise 
are a sales aid in all sections. 

Plans for the new layout on the main floor of the 
store were conceived by Frank Koenen, president of 
the firm, and Milton Chalice, assistant-executive. 
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Specialty Shop Layouts 





contin ort 






The center housewares and giftwares aisle stresses 
- ~~ ~ ~ . . 3 + 7 ’ ‘ . i “ ~~ (wa 
gitt items, including many highly decorative sets 


and individual pieces in limited quarters. 
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Center of the revamped womer Jepartments 
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Canopied corner provides good outdoor display facilities for visual-front store on front 
and side. Right-hand corner is occupied by a store in back of Countryside Hardware. 


Caters to Homeowners 


and Local Contractors 


The Countryside Village Shopping Center on Pacific 
St. on the outskirts of Omaha, attracts heavy traffic 
from numerous fast-growing suburban areas. 

Full advantage of this good location is taken by 
William Borgen in his Countryside Hardware in a 
corner store easily visible from the highway and fac- 
ing on the front and one of the side parking areas 
of the center. The firm does much business with 
owners of new homes and with contractors building 
new developments. 

When other merchants in the center hold joint 
promotions Countryside Hardware participates. Joint 
advertising efforts of the center in the Omaha World- 
Herald include messages with special offerings from 
Mr. Borgen’s store. Group advertising with other 
stores in the Countryside shopping center is some- 
times used in a shopping center paper. 


Demonstrates Power Tools 


When 10,000 people visited the shopping center 
during its opening Countryside Hardware had an all- 
purpose power tool demonstration by a factory repre- 
sentative. On other occasions coffee maker demon- 
strations have been a traffic puller. 
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Although no usable display space is overlooked, 
there is ample room for free circulation of traffic 
throughout the entire store. Wide aisles are the rule 
in the store to permit full inspection of merchandise. 


Uses Manufacturers’ Displays 

Wherever practical manufacturers point-of-sale 
display units are used throughout the store. Mr. 
Borgen says, “We would use more of these units if 
they were of sizes better adapted to our needs. Some 
of them are too large, others have too much adver- 
tising on them.” 

Fixtures were made mostly by Mr. Borgen and his 
father and have step-back shelving, much of it being 
adjustable glass units. As the 40x50-ft display room 
and a partitioned off receiving and shipping room 
in the rear of the store are the chief storage sources 
most stock is on display much of the time. Overstock 
is kept in the lower levels of islands and in the first 
level above the floor in wall displays. Bulky items 
such as wheel goods, inflated beach toys are shown 
along wall ledges. 

The store has no basement. 

Continuous fluorescent lighting, spotlights just in- 
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Participation in shopping center promotions and 
advertising helps build traffic for Nebraska store 


fom Margrave and 
William Borgen, right, 
study some borbecue 
equipment shown 
where visitors may 


rreely examine if 
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Shopping Center Store 








Stoft-built display units 
feature wide variety of 
jo-it-yourself plumb 
ng items and fishing 


7 
tackle 
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wr 4 < mr tar c? r ct 
yift-type housewares are located side 
ne of the tront windows facing on one of severa 
ork Ng vr‘ 


side the visual-front windows and natural light from 
the front and from one side make the store a bright 
and inviting one. 

In addition to a wide variety of outdoor and indoor 
of to the 
owner, the firm is a source of supply for many specu- 
lative Construction of a development to 
include 260 new homes near the shopping center will 
add further to the firm’s potential market. 

Recently a contractor placed an order for $42 worth 
of finish home he was building on 
speculation. The builder was so pleased with the way 


equipment and materials interest home- 


bullders. 


hardware for a 





garden equipment and hand tools, barbecue 


ci . ; : f tL. rr ae ’ . = 
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shelving aiong two sides ec e gives ocaitiona 
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store location. 


in which the order was handled that he immediately 
placed an order for like materials for 150 other houses 


in the development. For each house exterior locks 
are keyed alike. 
In addition to strong demand for paint, lawn and 


equipment 
is such a high demand line that units priced as high 
as $89.95 are displayed. From his catalogs Mr. Borgen 
has sold some barbecue sets priced as high as $299. 
soth electrical and charcoal burning units are offered. 
William Borgen is assisted by a veteran hardware- 
man, a young man and a part-time bookkeeper 





Better Display—Better Gift Volume 
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Scheurer Bros. in Sherman. Tex.. 


remodeied their store to make a 


stronger bid for better volume in 
all departments. Better light and 
more open display have been im- 


portant phases of their moderniza- 
tlon program. 
Now the 


large fluorescent 


14 
lights to illumi- 


nate the entire length of 


50x120-ft store has 
its display 
room, plus fluorescent lighting in its 
wall displays. The women’s section 


now gives particular attention to 
attractively displaying merchan- 
dise for bridal gift - iggestions. 


When an engagement is announced 


a representative of the store phones 


to suggest a visit to the store for 


. , . ‘cy ‘ | ‘ . : , +) " ad 
oe selection of ervstalware and othe 
7 he ~ 7 . 


Q 


fancier houseware needs. 
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Public Demonstration 





Tells do-it-yourself story al annual home 


Sweetnam’s Hardware at 2217 
S. Adam St. in Peoria, lIll., has 
long catered to do-it-yourself 
homeowners 

To interest more of them in its 
offerings of hand and power tools, 
paint and builders’ hardware, had 
a demonstration display at the sec- 
ond annual Home Show sponsored 
last September by the Builders 
Club of Peoria and other Zroups 
With a total registration of 31,200 


visitors, h 


customers 
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and potential customers stopped at 


Sweetnam's booth 


demonstration 
during the five-day show. 

With an end-of-the-aisle booth 
Sweetnam’s had the advantage of 
attracting trafic from three direc- 
tions. A large well-lighted sign, 
not visible in the accompanying 
photo of the exhibit, was placed 
close to the ceiling to attract atten- 
tion from all parts of the hall 
A smaller cardboard sign at the 


Lpert k OT the i} roth Ais ident ned 


Sweetnam’s exhibit. One of the 
best lighted displays at the show 
it was lighted with six 
flood lights. 


Power tools were the chief 


150-watt 


at- 
traction at Sweetnam’s booth. with 
representatives of two power tool! 
manufacturers present to demon 


strate both units 


multi-purpose 
and individual power tools 

Robert Rowers of the Sweetnam 
staff arranged the displays and 


(Continued on page \i1) 
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Jack Dallman is a boating en 
He is also vice-president 
of Dallman & Cooper in Fond du 
Lac, Wis. 

Mr. Dallman’s interest in boat- 
ing has resulted in the past five 
years in a department selling about 
60 boats a year, ranging from $195 
to as high as $2000. About 70 out- 
board motors are sold in a year in 
the relatively new department. 
There is also a good market for 
used outboard motors, and for 
paints, marine hardware and a va- 
riety of accessories. 

Fond du Lac is located on Lake 
Winnebago, a 90-mile long sports- 
men’s paradise. Sales of marine 


thusiast. 


120 


quarters. Unit at far right is the marine depart 
oying trom six to eight people most of the year. 


department merchandise are made 
not only for use on Winnebago, but 
also to people using smaller lakes 
in other parts of the state. 

For the past two years the firm 
has exhibited related 
lines at the annual Milwaukee Sen- 
tinel Sports Show at the Milwaukee 
70 miles from 
Fond du Lac. The show held for 
a full week attracts about 150,000 
people. 


boats and 


Auditorium about 


While exhibit space at the show 
Dailman has 
found it a profitable idea for the 
immediate sales made and for the 
prospects added to the firm’s lists. 

Last vear the firm became state 


is expensive, Mr. 
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Building Marine Department Sales 


How a mid-west dealer turned his personal interest in 
boating into a new and profitable part of firm’s volume 


qadistrivbutor tor a line of boats ali- 
nually shown at Milwaukee and in 
where an 


Fond du Lac annua! 


sports show includes an extensiv: 
Dallman x (_ooper exhibit. 2 a 
In 1954 the firm staged a wat: 
sports demonstration day at Lak: 
Winnebago, including free ride 
in several types of boats for spe: 
tators. Boats of various types an 
prices were sold as well as severa 
outboard motors at the demonstra- 
tion A good prospect list was 
also built during that one day 
event 
Most of the firm’s boat and out- 
board motor sales are on a cash 


Continued on page 149) 







Boat Supplies 





. Port of new Gispiay of 
boots in marine division 
of the company 


Section of store's display 
of new outboard motors 
with make, power and 
price shown on _ larae 


coras 
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Appliance Selling 









Let the Customer Talk! 


An up-state New York dealer sells more major 
appliances by being a good listener. He lets pros- 
pects fell their story before he makes sales talks 


Good sales talks are of utmost importance in the 
merchandising of major appliances. The willingness 
to listen to the prospect’s thoughts is also a good sales 
aid at the A. F. Shultz & Co., Inc., in Angola, N. Y. 

Herbert Shultz, manager of the company, uses both 
pre-sale and post-sale promotions to keep building his 
major appliance volume and profits, but he and his 
sales staff believe in letting the prospect talk Mr. 
Shultz says, “We believe that most people like to talk, 
and so we let the prospect do most of the talking.” 

(Constant advertising, good window and store dis- 
plays, plus displays at utility company offices and in 
a bank are key promotional methods. And the firm’s 
salesmen make outside calls—they ring doorbells in 
house-to-house canvass, and follow up store developed 
leads. 

That these ideas work is shown by the fact that 
1953 sales exceeded those of 1952 by 11 pct. And 
this year’s volume has forged far ahead of sales for 
the same periods in 1953. 

Here’s how the Shultz firm handles appliance sales: 

A customer visits the store and inquires about 
major appliances. The visitor is encouraged to do the 
talking. Only after the visitor has finished telling 
his story and has asked questions does the salesman 
or manager at the store start a sales talk. 

The visitor is asked what appliances are to be 
traded in—if that information has not already been 





volunteered—what types of appliances he has and 
what credit standing he has. 

If the sale is not made during the prospect's visit, 
an effort is made to obtain permission for a personal 
call at the latter’s home, the firm believing that appl)- 
ances are more easily sold at the inquirers home, 

During the call, the salesman is usually shown the 
prospect’s present appliances. He gets a good oppor- 
tunity to show the prospect the best location for new 
appliances, and to present a sales story on other types 
of equipment not possessed by the prospect. In all 
instances these personal calls are scheduled as soon 
after the prospect has visited the store as possible, 
because the sale must be clinched while the latter con- 
tinues to be interested in replacement units or equip- 
ment of a type not owned. 

Immediate delivery and installation service, if 
needed, are offered. Particular care is made to offer 
the most reasonably priced installation service pos- 
sible. 


Makes Prompt Delivery 

One company truck and a crew of installation men 
are always assigned to delivery and installation of 
appliances. The salesman is usually at the customer’s 
home at the time the new equipment is delivered. 

On all calls the salesman carries with him some 
8x10-in. photos of appliance installations made by the 
firm. These help him pave the way for the sale of 
other equipment, often enable him to sell the idea of 
having a modernly planned kitchen. 

Liberal trade-in allowances, high enough to please 
the customer, but low enough to prevent resale loss 
are offered. In some instances the trade-in allowance 
is accepted as the down payment. 

Mr. Shultz says, “We have little trouble in selling 
trade-in merchandise, since many people do not have 
the funds for buying new appliances. Our location in 
an area with many summer homes provides a good 
market for used equipment. 

“We offer our used appliances in good condition and 
are usually able to resell them in a short time.” 

The firm ties its appliance and other major unit 
promotion to the seasons. Refrigerators and fans are 
emphasized during summer months, the greatest pro- 
motional effort in the winter being on stoves and TV 
and radio sets. 
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SEPTONIC for your sick Septic Tank. A.P. 
SHULTZ & CO., Inc., Phone Ang. 62. 
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RADIO TUBES and ANTENNA SUPPLIES - Large Stock. 
Also CONVERTERS for U.H.P. 
A. FP. SHULTZ & CO., INC., Phone 62, Angola, NY. 











*eeeeeeeeeeeeee ee eeeeerer ee 
FOR RENT: By hour or day - CLARKE HAND SANDER, 
FLOOR SANDER & EDGER. A. F. Shultz & Co., Inc. 
Phone 62, Angola, NeY. 











SEWING MACHINE NEEDLES. Shuttles, Bebbieas and 
Belts. A. F. SHULTZ & CO.,INC., Phone 62, 
Asgole, N.Y 











Advertising and unusual displays play an important 
part in attracting traffic to the store. Classified ads 
offer radio, TV, sewing machine and appliance service, 
repairs and parts as well as rental equipment. A 
variety of household needs are also advertised. 

Each year the firm issues its own 16-page illus 
trated catalog of housewares, electric housewares, 
builders’ hardware specialties and other household 
needs. Large cuts, brief copy and large bold-face type 
ndicates prices. Display advertising is frequently 
ised on appliances and other high units of sale, in 
some instances on a cooperative basis with the assist- 
ince of the manufacturer. 

Several advertisements are used in different sec- 
tions of the classified telephone book. Some pages of 
the complete phone subscribers’ listings also include 
Shultz ads 

Throughout the store visitors will find supplies of 
free book matches bearing the firm’s messages. Im- 
printed yardsticks are given to customers at various 
times. 

Kach of the firm’s three delivery and service trucks 
have the firm's name, address, phone and some of its 


services and merchandise clearly shown on the sides. 
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The hardware store's four-story bDullding has a two 
story display window facing three streets, appliances 
being shown at all times in at least a portion of th 
double-decker windows. 

Periodically the firm shows appliances at a local 
itility office and in local banks. These displays some 
times feature a complete line of TV sets, or a com 
plete kitchen setup—refrigerator, stove, sink, cabi 
nets and samples of tile. Well-worded, neatly designed 
signs give data about the equipment and material 
and invite inquiries at the store. 

The ease of financing such purchases through it 
charge account department, commercial banks and a 
finance company are indicated in these displays 

During important sports or political events several 
TV sets are in operation in different parts of the 
store. These TV demonstrations attract many viewers 
who become good prospects for sets, and result 
many Impulse purchases of a wide variety of other 
merchandise 

The entire store is departmentalized with different 
colors for each department. Walls above the colorized 


displays are finished in a medium green. A 


—— 


’ ~ 7 
i mercnan- 


dise is plainly price marked at all times 









Public Relations 





How a Texas hardwareman helps 
his community in many ways— 
because he likes such activity. 


Finds it makes friends for his firm 


Vernon Neice, hardwareman 
with @| plaque 
presented to him in apore 
ciation of his services to the 


Lions Clut 


testimonial 


Give Some Time to Boost Your Community 


Vernon Neice believes in a good 
public relations program. 

Owner of the Vernon 
Hardware at 6004 Broadway in San 
Antonio, Tex., he says, “The best 
way to make the public relations 
program worthwhile is to give free- 
ly of time the 
community 


Neice 


your own to boost 


His store caters to the needs of 
a high-income suburb, but his cus- 
tomers include people in a wide 
brackets. 


Since entering business in 1937, 


range of income 
active in 
because he such ser- 
Now he it Is 
Each year he has been in 
volume 


previous 


he has been 
affairs 
vice 
worth. 
business his 
that of the 
year’s volume passed the quarter- 
million dollar mark. 


community 
liked 
knows what 
has exceeded 


year. Last 


124 


Mr. Neice says, “Public relations 
is like advertising. It has to be 
backed up. You have to run your 
store for the benefit of customers, 
giving them the right service and 
Add effec- 
tive management to public relations 


the right merchandise. 


and you have a one-two punch that 
cannot fail.” 

Here’s how public relations works 
for Mr. Neice: 

He belongs to as many organiza- 
can give time to, 


tions as he work- 


ing hard in each one. 

Vernon Neice is a member of the 
City Council. He is an active mem- 
ber and past president of his Lions 
Club, and past deputy district gov- 
ernor and chairman of the building 
committee for the Lions. 


He is vice-chairman of the Pro- 


gressive Muscular Dystrophy Foun- 
He is secretary, chairman 
of the board and weekly bulletin 
editor of Countr\ 
Club. Mr. 
the Little 


president and as an officer of its 


dation. 
the Sevenoaks 
Neice has 
League 


also served 


as first vice- 
stadium committee. 

Each of 
Vernon Neice constant 
contact with people in all 


brackets. 


these activities yives 
personal! 
income 
his acquaintance number- 
children from al! 
and its surrounding 


adults and 


ing 
over the city 
communities 

There Little 
in the firm’s trading area of about 
40,000 Neice 
gets all of goods 
business, plus much personal busi 
the and 
the men working with the voung- 


are three Leagues 


population. Vernon 
sporting 


tnelir 


ness with members with 
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Mementoes 
Mr. Neice s 
tinuing pub ré 
lations progran 
ore shown on 
wall in his office 


hd The <Tore 


sters. And the parents of many 
of those Little League members 
knowing of his interest in their 
children patronize his store. 

Mr. Neice’s eagerness to work 
in his country club’s activities has 
been one of his best business 
builders. 

He says, “We wanted a little 
newspaper for the club to help tie 
the activities of its members to- 
gether. Nobody had time to de- 
vote to the paper. I did not have 
the time, but felt that it was a 
good idea for the benefit of the 
club, so agreed to take the job of 
editing it. 

“The country club bulletin lists 


coming events, inciudes ai in 


formed column full of names. At 
the end of that column I| alway 


sign my name 
“Well. that club has 1700 mem 


; aonmere . ’ . j , : ‘ . , 
pers and at ieast hall ot hem have 


been in this store. Many of the 
members come in to give me new: 
for the bulletin. or ist to get ac 
qj lainted [| have had h indreds of 
new people n the store because of! 
+} } ‘ { 


77 
nat paper, especially, ecause 0 


That is the point where publ} 


Continued on page 180) 
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Neighborhood Store 





In-Store Advertising Builds Volume 


Fullest possible use of all space for displays and 
signs helps overcome the problem of store size 


Good signing, intelligent use of display areas and Large paper signs with red lettering call attention 
itilization of manufacturers’ units help Robert to paint, housewares and other major departments on 
Spindler to constantly remind people of things they the store’s windows. Atop an electrical supplies table 
need for their homes are six large signs with large lettering featuring the 

These efficient sales tools pay dividends. briefest of copy including extra large price data. 

Rite Hardware Co. at 2130 W. Vliet St. in Mil- Mr. Spindler says, “We try to keep our store front 
waukee is a neighborhood store having to rely chiefly neat at all times, with good signs and clean displays 
on in-store advertising, the cost of newspaper adver- This helps bring people into our store.” 
tising being higher than its budget allows. The store’s An unusual display idea is used on the wrapping 
size makes it necessary to use all possible display table. In a casual, yet neat arrangement, a variety of 
areas. items is shown on one end of the table. Work gloves, 
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garden | . whisk brooms, sash cord, and othe 


rt) sandpaper 1s lOW in wooden 
tems a 


as a builder of impulse sales 
this idea work for this hardware dealer? 


e being a tr ‘rin position than the 
How wel , pasted on the meta! 
‘ . ' ' . ; } ? ray ira 1c ? ’ ry . 7 "Iinow ~ i} iy 
The idea behind these casual! papel aS lo grads and prices. OmMaiiel 
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he customer who has alread, an ipape are agispiayeda inh anowuner rack 


cK up a whisk-broom. for eXan Ol tne Casn register. 
: at Ta ‘ T ~ {4} , . . 
:e tone See, Oe Signs Identify Departments 
Promotes Impulse Buying Large white signs 


h ich 
Many extra sales result from the wrap table dis- | 
ee ™ ; ler idise in th ‘ctions. Some 

plays. There } | | pt at mass display, and thers | 

‘ : , . j a « , riVvyi fe goods, 

nstant change of items to catch the attention of , 


istomers Ith nh customers may think some of 


these items just happen to be resting on the table, 
are arrange tnem in ik ali it1on-com- 


tne Key paneis, Key 
oe ¢ 
e sS.Lore . ; , } — 
signs have a aM p 
~rme 
piical 


catcner. 


Rite Hardware uses in addition 


aia 


+ ‘ , e | is lnr«iwe . bas 
inits point-ol-sale displays provided by manufa 


" > ’ " yy 1? 
vher size permits. 
+ « b e nme ‘ 7. : nrti’o ; + 
avi nas a | LUFrnOVer idjer sometl 
y+ #.slle«- : oo hy) : 
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number of different level! 
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Metal pipe bracing at stances to remind h 
sides naga i neiviny” 


ig permit a neat and effe hj ces an wide + of do-it- 
showing ' . 


HARDWARE AGE, FEBRUARY 17, 1955 











HARDWARE DEALERS 













MANUAL 


PART 3 


How to decide where to advertise 


by William A. McKay 


With your advertising budget established so you 
can be free from indecision about the amount of 
money that you should invest the next consideration 
is “Where do I advertise?” 

Our review will be divided into three categories: 
Limited Area Media used within a restricted terri- 
tory or to specific groups of persons; General Media 
which includes those types whose circulation, cover- 
age, or distribution cannot be controlled by the adver- 
tiser; and Miscellaneous Media which will not be used 
to form the major program but which may be used 


aS supplemental media to round out your over-all 
effort. 


Direct Mail. This is one of the low-cost methods of 
pin-pointing your advertising effort, particularly if 





More to come in your advertising course 


The next article will show you how to schedule 
advertising. After that, how to prepare ads with a 
step-by-step procedure. The final article will be on 
how to get the most out of your budget. For previ- 
ous articles see the Jan. 20 issue, page 97; Feb. 3 


issue, page 120. Clip the articles for use in setting 
up your program. 
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you are interested in appealing only to definite groups 
of prospects. 


Direct mail can range from hand-written postcards 
to four-color brochures prepared by manufacturers 
It can be comprised of a list of a few dozen names, 
or of many hundreds of prospects. 

Mailing lists can be prepared from your own cus- 
tomer records, from prospect cards completed at fairs 
or store demonstrations, from city or telephone direc- 
tories, or from the columns of newspapers. Firms 
that specialize in direct mail advertising will rent or 
sell lists. 

When you prepare your own direct mail pieces re- 
member that even the most simple theme can be made 
much more interesting by attaching a little eye. 
catcher which will point-up your message. There are 
a number of firms that specialize in the production of 
these letter gimmicks, and you will find them to be 
inexpensive. 


Circulars. Circulars can do a well-controlled job of 
getting your sales messages to specific areas. Busi- 
nessmen usually hire youngsters or odd-job adults as 
distributors to keep cost toa minimum. Choose your 
men carefully. It is wise occasionally to spot-check 
various areas to keep your carriers on their toes and 
eliminate the possibility of unethical short-cuts in dis- 
posing of your circulars. 
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Since many home owners object to a litter of hand- 
bills on their premises, get your carriers to place your 
circulars behind door-knobs or handles. Be sure to 
instruct them not to put your sheets into mail boxes 
since this is a violation of postal regulations. 

If there is a professional] distributing agency in 
your town it may be wise to use it providing it is re- 
sponsible. There is usually closer supervision of 
workers, and the operators will be familiar with dlis- 
tributing regulations. 

Your newspaper can often be a good source of low- 
cost circulars. Once it has published your ad most 
papers will run off a quantity of circulars from the 
already-set type at low cost. These can also be used 
as mailing pieces, or as hand-out sheets in your store 


Newspapers. Newspapers have a definite advantage. 
They are available throughout the day to all members 
of a family. They also enable you to reach the eye 
with pictures. The interest created by an attractive 
illustration of your product may be enough to bring a 
prospect to your store. 

A disadvantage is the possibility of waste circula- 
tion—the copies that go beyond your potential sales 
area. 


Timing ads is also important 


Your newspaper representative will be able to fur- 
nish a circulation break-down sheet, and from this 
you can determine the extent of the area into which 
your message will go. You will then be in position 
to decide whether or not the value of the circulation 
within your sales area is sufficient to offset the waste 
circulation which goes outside your boundaries. 

Most daily papers, as well as some weeklies, are 
members of the Audit Bureau of Circulations and you 
can safely assume that the circulation of papers which 
offer these reports for inspection are reputable and 
accurate. If a newspaper is not officially audited, ask 
the owner to show you his post-office mailing receipts. 
He will be happy to have the opportunity to prove 
his claim. 

Before you select the day or days on which your 
ads will run in a daily paper, study it regularly to 
support your selection. Thursdays are most frequent- 
ly used by grocers, and their normally commanding 
ise of space may over-shadow your effort. Friday 
is an excellent day for ads that will appeai to the 
week-end trade, and much of your sales activity hinges 
ipon the home-owners’ weekend fixing, cleaning, 
painting, gardening plans. 

More often than not, daily papers publish fewer 
advertisements on Saturday and Monday. These are 
good days for advertising items that do not require 
immediate action such as institutional-type ads on 
large appliances or ads featuring general services. 

Although weekly papers give you no choice as to 
the day on which your ad will appear, it will be ideal 
if it gets into the homes on Thursday or Friday. You 
will find that you can usually get attention in a weekly 
with a smaller ad than in a daily. While the rates 
will be lower in a weekly, this is due to the obvious 
fact that circulation is not as great. You should com- 


HARDWARE ACE, FEBRUARY 17, 1955 








ae’ oO , 


DO SOME OF YOUR OWN 
WELDING ON BREAKDOWNS 


BUILD MANY OF YOUR OWN 
FARM TOOLS and BUILDINGS 


DO A LOT OF YOUR OWN 
FARM TOOL HARDFACING 























LINCOLN WELDERS STE FEDS 
Accessories and Rod el NE 
LINDE, OXWELD, and Cold-rolled Stee! 
PRESTO-WELD Re-inforcing Steel 
Oxygen-Acetylene Welding Torches Plates and Sheets 
Accessories and Rod Stee! W re 
— 5IDe Pipe and Pipe Fittings 
for Acetylene Generators Corrugated ROOFING 
LINDE Oxygen and Acetylene foc ond Adeateon 











WE STOCK MANY OTHER ITEMS YOU WILL USE 
Roll Roohag — Window Giass — Hardware — Locks — Taols — Paine 
CONVENIENT TERMS CAN BE ARRANGED 
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Direct-mail circular originally published as newspaper 
1dvertisement goes out over stores /ist 


pare the cost per subscriber to make sure that the 
seemingly low rate of your weekly is not actually ex 
orbitant for the number of copies distributed. 

Since most men are sports-minded your male type 
ads will draw more attention if you can have them 
placed in sports sections. Ads of interest to women 
will pull better if they are placed on pages featuring 
recipes, hints to home-makers, or social news 

Pages carrying farm news are ideal for advertising 
fencing, implements, water systems, farm paints, 
farm hardware and similar items. 

If you run an ad on radios or TV sets, request 
placement on the amusement page. 

General ads will be well-positioned if you can get 
them into the general news section, preferably to- 
wards the newsier front of the publication. 

How frequently you should advertise in daily 
papers, and the size of your ad in either dailies or 
weeklies will be governed largely by your newspaper 
allocation, and this will be discussed in succeeding 
articles. 

Classified ads are valuable to move used merchan- 
dise, offer special services, and occasional!y publicize 
a special sale or product which does not warrant the 
larger expenditure for an ad in the dispiay columns. 


Free-circulation shopping guides. Since these are 
usually printed as newspapers, as far as presentation 


style is concerned, we will consider them here. They 
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are normally a low-cost medium devoted exclusively to 
advertisements. 
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They will be of value to you if they are generally 
accepted, and if they serve an area sufficiently re- 
stricted to your sales boundaries. 

A check of the merchants using this type of paper 
will indicate the company that you will keep. Lots 
of razzle-dazzle ads will make it an ideal spot for a 
highly promotional store since this will indicate that 
the publication appeals to this type of prospect. The 
predominence of conservative ads will testify to the 
acceptance of the publication by the operators of con- 


servative businesses. 


Radio Audible sales messages can be potent if 
properly used despite the lack of quick product recog- 
nition provided by illustrations. Consequently, it is a 
good idea to plan your radio and newspaper ads so 
that they coincide if your newspaper copy carries a 
good picture of your product. 

Some merchandise lends itself to the creation of a 
true mental picture, and these items can be success- 
fully advertised over the air. 


Sell through ears and eyes 


Individual announcements lack the value of contin- 
lity, and consequently do not carry as much potential 
value as if they ride the coat-tails of a popular show 
or are heard with reasonable frequency. Occasionai 
sponsorship of a one-time broadcast of a sports event, 
election returns, or a civie issue debate is another 
good way to make your radio dollar produce greater 
dividends. 

Programs with known popular appeal are naturally 
good investments providing you have adequate funds 
to handle them and still reserve enough to supplement 
them with spot announcements. Otherwise, you will 
have an investment that cannot rise and fall wit 
your need for variations in promotional activity. With 
limited funds, stick to spot campaigns or one-time 
commitments. 

Since no radio station is of any value unless some- 
one is listening in, analyze the claims of the stations 
In your area. Most stations subscribe to various sur- 
veys (Hooper, Pulse, etc.) which will help you to come 
to a conclusion. Many stations will be able to fur- 
nish you with a coverage map which will show the 
area into which your message will go. Again con- 
sider the number of potential] listeners per dollar and 
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weigh the proportion of the valuable audience against 
that of the percentage of wasted set-owners outside 
your area. 


Television. Although television probably stands 
head and shoulders above any other medium for the 
power of its sales message impact, the cost is usually 
almost prohibitive for a small business operator. Con- 
sequently we will not take time here to discuss its 
various merits and short-comings. 

If larger dealers still feel that they want to in- 
dulge occasionally, try using spots adjacent to popular 
shows that tie in with your products, or sponsor a 
one-time telecast of some unusual nature, and take 
every advantage of the greatest selling force of tele- 
vision——the visual presentation 
Mail and package inserts. Enclose an advertising 
piece wherever feasible with every piece of mail that 
goes out of your store, and also in each package and 
parcel. Sales messages can be prepared at low cost 
or obtained from suppliers. 
be kept to give to prospects who visit your store. 
Make sure that each letter enclosure bears your store 
name and address whether you have them imprinted 
by the manufacturer or print them yourself with a 
rubber stamp. 


An extra supply should 


They read while they travel 


Billboards and signs. While these media offer a 
normally tremendous number of impressions per dol- 
lar, the fact that a message must appear for an ex- 
tended length of time makes it difficult to do an eco- 
nomical job of selling fast-turnover items. 

If your budget allows, you may want to use poster 
boards for an occasional seasonal showing, and it may 
be possible to obtain co-operative assistance from 
suppliers to help make the use of this medium more 
logical. 

If you erect any roadsigns remember that it 1s often 
possible to arrange to liquidate the cost through a 
rental plan, and some manufacturers will also allow 
co-operative help for a venture such as this. 

Bus or car-stop benches. These are actually out- 
door signs which also have a utilitarian value. They 
have the advantage of being available in places where 
any other type of sign would be prohibited, and can 
usually be obtained on a rental basis in quantities as 
small or as large as you may want. Here again, it is 
not possible to change the advertising copy frequently 
enough to do a real merchandising job 

Class publications. Newspapers or magazines pub- 
lished for definite groups are normally valuable only 
if your general media does not do an adequate job in 
this respect. If you cater strongly to the rural trade, 
Many 


class publications go to groups that are too small to 


it will be wise to appear in a good farm paper. 


warrant your consideration when you determine the 


number of readers per dollar spent on advertising. 
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Theater advertising. Short films are available on 
many products with provision for tagging your store 
identification at the end. Unless you know that they 
are accepted by the public you may create an unfavor- 
able reaction. Costs are based upon attendance at 
each theatre. ; 


Car and bus cards. These develop a high number 
of impressions per dollar invested, but the cost of 
preparation may be prohibitive unless you can obtain 
stock cards from the company handling this business. 
Rentals of space are usually on a monthly basis so 
you may see your way clear to use an occasional 30- 
day showing. 


Directories. Both city and telephone directories 
may be of value under specific conditions mainly as 
insurance against the possibility of your firm being 
over-looked by a prospective customer. The seemingly 
small cost per listing has an insidious way of multi- 
plying itself into a major item. You may want to add 
your firm’s name in categories where manufacturers 
pay a portion of the main heading but keep your addi- 
tional listings to a minimum. 


Novelties and calendars. These reminders have a 
normally long retention value, plus the added advan- 
tage that they usually get into the prospect’s home. 
Select your items with great care, and be even more 
cautious in choosing the persons who will receive 
them. 


Fairs and shows. These events vary in popularity 
from town to town. If you can get into them without 


Radio advertising can be checked with map showing sta- 
tion s coverage, such as this map of Arizona shows listen- 
ing audience of a Phoenix station. 
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excessive cost and really staff your display with people 
who will do a good job of getting prospects, they 
have value. Otherwise, skip them entirely, because 
you won't get results for your money. 

Decalcomanias and signs. Product identifications 
such as these, which are usually furnished by sup- 
pliers, are excellent for your store windows and in- 
terior displays. The decals can also be used to ad- 
vantage on trucks or vehicles. 


Window and store display material. We've held this 
vitally important categery until near the end of this 
article only because it is not an advertising medium in 
the true sense of the word. But it is indispensable as 
an adjunct to your advertising. Window and store 
displays should be given a lot of thought, and 
wherever possible they should tie in with the ads that 
vou are running in conventional media 

Much of this materia] is supplied by manufacturers, 
either at no cost, or at least for a very small consider- 
ation. 

The pages of business publications such as HARD- 
WARE AGE are filled with ideas and suggestions for 
window displays and interior store-dressing. Use 
your own ingenuity, and tap the ability of anyone 
within your organization who may show a flair for 
the creative planning that is so necessary to provide 
that final punch to your merchandising program 


Publicity releases. Wisely prepared, they can do 
just as much good as paid advertising. Don’t flood 
newspaper and radio men with publicity. Send them 
only items that are newsworthy. There is no charge 
for releases, except your own time in preparing them, 
so they are not an item in your advertising budget. 
However, releases frequently coincide with advertis- 
ing programs, and it pays to be alert to events around 
your store that makes news for your community. For 
details on the handling of publicity see HARDWARE 
AGE, Jan. 20 issue, page 120. 

So far, you have determined your sales quota for 
the year ahead and the various media in which you 
vill invest your advertising dollars. The next article 
will take up scheduling your advertising and how to 
Forms will be in- 
cluded to help you contro] your advertising. 


keep records of your programs. 





Discount Houses and the Future 


Appliance manufacturer warns that discount 
houses may destroy our economic system. He 
stresses that the public must be made to 
understand that these outlets can stifle mass 
distribution and production of new products 


Unless the true nature of the 
discount house is understood by the 
public, this type of outlet may 
destroy our economic system. 

Our economic system has been 
responsible during the past 50 
years for the greatest period of 
prosperity in this nation’s history. 

We must bring to the attention 
of the public the great hoax and 
cancer of the so-called discount 
house. It is true that the public 
obtains temporary savings through 
the cut-price discount house. But 
those very discounts will destroy 
the foundation upon which our 
economy has been built. 

Discount houses stifle mass dis- 
tribution and the production of new 
products. 

The prosperity of the nation 
during the past 50 years has been 
due, above all else, to the introduc- 
tion of entirely new products such 
as the automobile and the washing 
machine. Then there are the vac- 
uum sweeper, the refrigerator, tele- 
vision, electric irons, electric food 
mixers, and many other items. 

To introduce these new products, 





From an address before the Noa- 
tional Retail Dry Goods Assn., 
from whom the author received a 
silver plaque, in recognition of 
his “contributions to the efficient 
distribution of consumer goods 
through retail channels and co- 
operative efforts in the field of 
good retailer-manufacturer rela- 
tionships.” 











by B. A. Graham, president 
Sunbeam Corp. 
Chicago, Ill. 


B. A. Graham, president, Sunbeam 
Corp., left, receives plaque from 
Irving D. Wolf, chairman of NRDGA 


Fxecutive Committee. 


the old form of cracker barrel 
stores have had to make way for 
new stores geared to tie-in with 
nationwide advertising, educational! 
and promotional campaigns. These 
newer effectively display, 
demonstrate and sell the millions of 
new products rolling off the assem- 
bly lines. 


stores 


Prices had to be stabilized on 
these products so that thousands of 
retail merchants would be willing 
simultaneously to invest’ their 
money and time in such promotion 


without fear that the sales created 
by them would be stolen by others. 
The partnership between mass 
manufacturing and mass distribut- 
ing made this wonderful growth 
possible, and created millions of 
jobs. 

Now, because many of these new 
products are readily acceptable, a 
small clique of grasping merchants, 
who term themselves. discount 
houses, have reverted to the cracker 
barrel type of selling in order to 
monopolize the sale of these prod- 
ucts for themselves. 

Discount houses refuse to accept 
the full normal functions of retail 
merchants. Shey do not promote 
any new items which will develop 
and increase the nation’s prosper- 
ity. They divert existing business 
created by others. They want to 
make a fast dollar either by cor- 
nering the market on established 
nationally advertised goods at 
cracker barrel prices, or by offering 
goods of high quality at cost as 
bait to lure people into their stores 
in order to sell them high markup, 
shoddy goods and off-brand prod- 
ucts. 

If discount houses succeed in 
monopolizing the retail trade there 
will not be enough retail stores left 
to maintain the very basic function 
of constantly 
products. 

I firmly believe that goods should 
be sold at the very lowest price 


introducing new 


consistent with carrying normal 
full distribution and development 
costs. But I do not think that this 

(Centinued on page 136) 
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THE HOTTEST SALES IDEA 


IN 22 AMMUNITION HISTORY 


New Remington ROCKET 22 shorts in the 
Pack! pore ah” ore fo 


revolutionary new Flat 














Also Fit Remington 
22 Counter Merchandiser 


SELF-DISPENSER — J ust one more sales 
punch for the hardest-hitting 22 sales idea 
yet! When you order new Remington 
Rocket 22’s, 20 Flat Packs come in each 
brightly colored point-of-sale dispenser 
It tells the big selling story—‘*more 
wham, more flash, more fun’... shows 
what it sells, sells what it shows! 


Remington COUNTER MERCHAN- 
DISER If you already have 
one or plan on getting the at 
tractive Remington counter 
merchandiser for 22 ammu- 
nition, youll find the first 
section 1s extra-wide— mads 
especially for the new Rem- 
ington ROCKET 22's 


you re all set already! 





Rocket s Reg. U. S. Pat. Of. by Remington Arms Compony, inc., Bridgeport 2, Conn 





Rocket 22’s Come in Self-Dispenser Ss 
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Over 500 dealers report — 
“They'll sell like hot cakes!”’ 


Sales tests show new Remington ROCKET 
22 shorts will set off the biggest sales boom 
since the first rim-fire 22! 

Similar to the popular Remington 22 
shooting gallery shorts, new Remington 
ROCKET 22’s give your shooting customers 
more of everything they want— more wham, 
more flash, more fun... give you MORE 
SALES! 

The new ROCKET shorts are packed in 
cellophane eye-appeal, buy-appeal packs of 
28— with such a modest unit price that they 
look like the biggest bargain on the counter— 
and bring you a bigger profit! 

How did they do in actual sales tests? 
Phenomenally! ‘Take the word of the Rem- 
ington dealers who made the test— and were 
canvassed for opinions. All were overwhelm 
ingly enthusiastic about the sales possibili- 
ties of the new package and cartridge. And 
a startling discovery was made by dealers 
in the sales test 
New Remington ROCKET cartridges stirred up so 
much interest in 22 shooting that sales of ALL 
THEIR OTHER REMINGTON 22's--short, long and 
long rifle—INCREASED, TOO. To a man, these dealers 
said they wanted more Remington ROCKET 22's. 

With such sales evidence, don’t wait 
ROCKET your ammunition sales NOW. Get 
an order in to your wholesaler right away! 
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Three electric signs on 


advertising Toyland. Two pa 


front of building include one 


Miss Alene Tucker, 
painted signs feature toys. girl as the mother s 





ven cag enagerd manager, holds a little 


shows The < ld Og te. size ele 


22-Week Toy Merchandising 


War-time establishment of a four-season toy room has been a profitable traffic-builder 


for southern firm. 


Is there profit in a 52-week toy 
department? 

Ask Mr. and Mrs. E. M. Ziritz, 
owners of Alabama Hardware Co., 
Government and St. Emanuel Sts. 
in Mobile, Ala. They will tell you 
that their toy department is a con- 
sistent profit maker. 

Twelve years ago the Ziritzes de- 
cided as a means of taking up some 
of the shortage of available mer- 
chandise to enter the toy business 
as a year ‘round operation. The 
second floor is utilized for office 
space and a toy department oc- 
cupies a major portion of that floor. 

Toys had previously been just 
another pre-Christmas line, 
thing of a nuisance. 


some- 
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Miss Alene Tucker manages th: 
toy department throughout the 
year, being assisted by Mrs. Mary 
E. Turner, the bookkeeper, who 
goes on the floor when there is need 
for her assistance. In September 
of each year when the real drive 
for Christmas business’ begins, 20 
sales girls are employed in the toy 
department. 

Mr. Ziritz attributes his success 
in toy merchandising to three fac- 
tors: promotion of the lines as 12- 
month merchandise; heavy promo- 
tion of toys for Christmas during 
the last six months of the year and 
a toy lay-away plan. 

Two large signs on the corner 
of the firm’s four-story building 
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12-month advertising and lay-away promotions lead to profits 


show the word Toys at all times. 
These eye-catcher signs are re- 
touched at least once a year, com- 
pletely refinished every third year. 

The word Toyland appears in 
neon letters on a sign at a right- 
angle to the building. Just inside 
the store's main entrance is a neon 
sign directing shoppers to the rear- 
of-the-store stairway to the second 
floor toy department. 

Newspaper, radio and TV adver- 
tising are keyed to the idea that 
toys “will make your children 
happy,” and that Alabama Hard- 
ware Co. is the place to find toys 
that will make them the happiest. 

The Ziritzes are proud of the 
fact that a parent or child wanting 
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: a 4 f 4 | - 
ake sales 12 months of the yeor. 


of the extensive showing of velocipedes and other 
- y 


a velocipede has a choice of more 
than 50 models from which to se- 
lect. <A large selection of bicycles 
is also kept on hand to take care 
of the demand for a wide range of 
colors and sizes. Wheel goods are 


promoted from early February un- NEW ARRIVALS 


til the end of the year. 


Playground equipment is pro- IN GAMES 
moted from January through much SCRABBLE Se $2.95 


of the year, with fall and winter Scrabble Turntables 
sales on a Lay-away plan being Keyword 


numerous. Finance 








Little girls can choose dolls from 
a stock of more than 300 numbers, 
may also make selection from an 





extensive stock of doll carriages 
shown on a triple-tier display. POGO STICKS . $6.95 
Although variety and advertis- 
ing pull visitors to the second-floor S ° e Pp 
toy department, it is the firm’s Lay- wimming ele) S 
away plan that is credited with be- 45x64 Rigid Canvas _._ $15.95 
‘9' 
ing one of the main factors in 48x72 Rigid Canvas _..$17.95 
building the sizable volume and an oa 
profits made by the department. 54’ boone 
Lay-away sales for the toy de- 7-Foot Koroseal 














partment are made throughout the 
year, but it is around July 1, each 
year, that this phase of the firm’s 


merchandising starts to be very HAROWA KE CO 


active 








Toys, wheel goods, dolls and play- 





ground equipment selected on a 
Lay-away plan are immediately 
wrapped and marked to indicate 
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GRC CAP NUTS 
Attractive, bright finish 


OG © DEPENDABLE 






re: 


of te 
; - ge 


: 
Sex. 


© RUSTPROOF 


@ DURABLE 


GRC WING NUTS 


Exclusive, finger-grip 
design; easy te assem- 
ble; disassemble; 
brightly finished; clean 
threads. 


For faster volume selling ts 
GRC exclusive die cast Wing Nuts 
ond Cap Nuts in fast selling dis- 
play assortments — packed four 
popular sizes to box! 

Also available in bulk in all 
commercial finishes. 


HW rite feday fer 
end catalog sheets. 


sam ples prices 


World's Foremost Preducer 
of Small Die Castings 

















GRIES REPRODUCER CORP. 


161 Beechweed Ave.. New Rochelle, WN. ¥ 
NEw Rechelle 3.8600 
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their purchaser, and are placed in 
storage rooms on the third and 
fourth floors of the building. Al- 
though Lay-away packages by the 
thousands are stored at Alabama 
Hardware for Christmas-time de- 
livery, the entire stock of these 
items can be delivered within the 
three days prior to Christmas each 
year. 

When a Lay-away purchase is 
made, a 3x5-in. card is placed in 
file to show the purchaser’s name, 
address, amount of sale and to re- 
cord payments. This record is 


kept next to the cash register. 

As payments are made, most 
Lay-away toy purchasers making 
payments every other week, the 
amount is inserted in a column at 
the right hand end of the record 
ecard, the balance due being brought 
forward. If additional Lay-away 
purchases are made from time to 
time, they are added to the balance 
due on the file card. 

Alabama Hardware’s present 
building is across the street from 
the 25x65-ft store occupied until 
20 years ago. 





Discount Houses and the Future 


(Continued from page 132) 


country can permit the monopoliza- 
tion of the retail trade by the dis- 
ccunt houses and still maintain its 
present prosperity. 

Through incessant price wars 
the capital of the thousands of reg- 
ular stores will be eaten away 
leaving a handful of monopolistic 
parasites plus a fringe of hole-in- 
the-wall stores of the very lowest 
type. Eventually the merchandise 
available to the public will be of 
the most shoddy grade because 
manufacturers constantly will be 
forced to meet the cut price speci- 
fications of the discounters, if they 
have no other means of mass dis- 
tribution upon which to rely. 

I do not believe that you can lick 
this problem in your stores by put- 
ting trade-marked products aside 
for fear the public will misunder- 
stand you if you offer them at uni- 
form maintained prices. I think 
the only way for you to lick the 
problem is to give the sincere man- 
ufacturer of legally price-main- 
tained merchandise your 100 pct 
support. Help him to reduce prices 
to the public by eliminating un- 
realistic markups. This will enable 
him to reduce the spread between 
nationally advertised legally-main- 
tained prices and the goods of 
short-sighted manufacturers 
sell directly or 


who 
indirectly through 
discount houses. 

Do not think of fair trade as 
laws designed to. restrict 
legitimate activities. These laws in 
fair-trade simply the 
legal means which a sincere manu- 
facturer can use to prevent the 


your 


states are 


price-cutting discount houses from 
monopolizing the retail business of 
the nation. 

Let each of us tell the public, and 
tell our congressmen and stace rep- 
resentatives, and particularly tell 
the editorial writers of the evils of 
discount selling. 

Let’s fight to preserve the struc- 
ture of mass distribution by thou- 
sands of retail outlets. Preserve 
this structure and you will encour- 
age manufacturers to continue to 
invest in the development of new 
These manufacturers 
will know that 
thousands of 
undertake the 
their 


products. 
there remain the 
retailers willing to 
tasks of 
introduction 


manifold 
promotion and 
to the public. 

If the struggle to preserve mass 
distribution is successful I believe 
another 50 
unparalleled growth and 
prosperity. 


the country will see 


vears of 
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From the outside or the inside this beautiful open-vision front is an asset to the East 
Hartford Aircraft Federal Credit Union, East Hartford, Conn. To create this unusually 
eflective and appealing design extensive use was made of many Pittsburgh Products. 
Experience has proven that people like to patronize a good-looking establishment, that 


they place confidence in a modern, progressive appearance. Architect: Arthur Baily, 
Hartiord, Conn. 


The attention of passers by will be « aught by the smart good looks of this theatre. the \ illage 
Theatre, Cameron Village, Raleigh. N. C. Once inside they'll be delighted with the many 
modern patron-pleasing features including extra width seats and Twindow®-glazed crying 
rooms for mothers with small children. And these satished patrons will be back again and 
again, bringing more and more business to this theatre. Many theatre owners have re- 
ported substantial increases in business after the installation of a Pittsburgh Front. Archi 
tect: Leif Valand, Raleigh, N. C. 

WwW 


“We are verv much pleased with the installa- 
tion in fmwo & ays, says Charles Bohannon 
about the new Pittsburgh Front on his Perry, 
lowa, paint and glass store. “One is the neat 
appearance ol the building, and the other is 
the substantial increase of business brought 
to our establishment.” Well planned mod- 
ernizations like this one have done much to 
build up business for many retailers in all 
sorts of businesses. They have discovered that 
their customers dehnitely like the new look 


of their stores 


ore nrormation on Pittshurgh Store Fror fs ar dl Prod cr and 


a tree estimate on mode rnizing 
own store or other establishments. mst send in the convenient 


coupon, There is no obligation. 


Pittsburgh Plate Glass Company 
Room 5139, 632 Fort Duquesne Bivd., Pittsburgh 22, Pa 


ints Fronts | x $ (Our [ |] Please send me a FREE copy of your modernization booklet. 
bei 4 


eliye _}| Hove your representative give me a free estimate on a new 
‘ 


and Interiors x a Hore front 7 
by Pittsburgh Te... : 


City 


~ 





PAINTS - GLASS - CHEMICALS - BRUSHES - PLASTICS - FIBER GLASS 


Ae & © 4 eg Se ea Priiaetes a Se COMPAN Y 


IN CANADA: CANADIAN PITTSBURGH INDUSTRIES LIMITED 
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Five Store Operation 








t space 
H ci 
T > 
ow Service and Credit 
Sell Big Ticket I 
> 
e ig Licket Items 
A Minnesota firm’s major unit volume continues to expand be- 
cause it services what it sells, and provides financing privileges 
The Holm brothers sell a wide pliances, floor coverings and laun- geared for prompt service—on day 
variety of big ticket items at each dry equipment account for a siz- and night call for water systems. 
of their five branch units in as able volume at the Dassel unit. An Water systems are sold for 
many Minnesota towns. They do so eight-man service department is (Continued on page 152) 


because they offer complete repair 
and installation service on these 
lines, operate their own finance 
company. 

Holm stores are operated in Das- 
sel, Atwater, New London, Kandi- 
yohi and Grove City, all in Minne- 
sota. Here is an outline of the big 
ticket selling story for the Dasse! 
branch, managed by C. W. Johnson 
and C. L. Paulson. With store per- 
sonnel in constant contact with 
homeowners and farmers on ser- 
vice for a wide range of big ticket 
items, the firm has constant oppor- 
tunity to set the stage for a wide 
range of replacement sales. 

Water systems, television sets, 





kitchen, plumbing and heating ap- Rodney Nelson, service man, checking a television set before delivery. 
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More PEOPLE than ever before are beating the heat 
with Kaiser Aluminum Shade Screening —the amazing 
cooling device that keeps rooms as much as 15° cooler 
at low cost! 

Sales of Shade Screening last summer were 154% of 
the previous record-breaking year! Dealers profited 


SeGeCe ee ee & 


Unique features make Kaiser Aluminum 
Shade Screening Easy to Sell! 


Keeps rooms up to 15° cooler in hottest 


block hot sun rays. Often eliminates 
need for air conditioning. Where air 
conditioning is planned, smaller units 
can be used. Where air conditioning ex- 
ists, operating costs are cut! 

Cuts harsh light glare! Admits plenty of 
soft light. Air circulates freely. 

Protects against sun-fading! Keeps sun 
from fading draperies, other furnishings. 
Protects against insects! Screens out in- 
sects like any standard screening. 
Gives daytime privacy! Made from 
tough, high-grade aluminum. Can't cause 
ugly red rust stains on sills and siding. 
Never needs paint. Corrosion-resistant. 
Easy to install in any type frame. 
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Fast moving sales... 


plus 55% average mark-up 


with revolutionary 


KAISER ALUMINUM 
SHADE SCREENING 


with fast-moving Shade Screening with a big 55% aver- 
age mark-up! 

The great and growing popularity of Kaiser Alumi- 
num Shade Screening means you should order adequate 
stocks now for next summer's huge demand. Hot pros- 
pects in your area include homes, offices, stores, factories. 





American Home and Better Homes & Gardens 
will carry more advertising for Kaiser Aluminum 
Shade Screening than ever before — at the peak of 
next surmmer’s selling season. Proved sales helps 
include samples, advertising mats, consumer liter 
ature, direct mail pieces, a dramatic demonstrator 
for your store, sales traiming booklets, plus a gen 
sun! Tiny louvers are set at an angle to erous cooperative advertising allowance! All 
backed up by the help of our national sales force 


Some offices of Bank of America, the world's 
largest bank, are taking advantage of Shade 
Screening's many benefits. Think of the potential 
industrial installations in your area! Initial test 
imstaliations are so satisfactory that orders for 
complete installations usually result. Think of the 
potential repeat business you can get with Shade 
Screerung! 


Kaiser Aluminum Shade Screening is available in regular or tension frames from 
sash and screen manufacturers, and in convenient rolls from jobbers. 


For free sample, catalog page, and names of your nearest suppliers, contact the 
Kaiser Aluminum sales office listed in your telephone directory. Or write: Kaiser 
Aluminum & Chemical Sales, Inc. General Sales Office, Palmoiive Bldg., Chicago 
11, Illinois. Executive Office, Kaiser Bldg., Oakland 12, California. 


UMIAUN 


PATENTED 


SCREENING 





Part of appliance and TV annex with entrance to hardware departments to right. 
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Appliance Annex Attracts Greater Traffic 


Faster turnover, more sales resulted from concentrating 
on one appliance line shown in a separate display room 


When the Jackson’s Hardware & 
Appliances in Richmond, Mo., de- 
cided to make greater sales and 
more profits in its appliance mer- 
chandising, an annex display room 
was created. That idea was in- 
augurated five years ago, has been 
a success since that time. 

In 1950 an adjoining building 
was purchased, an archway was 
cut through to pull traffic from one 
unit into the other. At the same 
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time the firm switched its major 
appliance merchandising from sev- 
eral well-known lines to one na- 
tionally advertised brand. 

Frequent newspaper ads remind 
people for miles around of the ap- 
pliance display room. 

James T. Jackson, and his son 
Donald, appliance sales manager, 
find that the 25x75-ft annex gives 
them much needed facilities for 
privacy while discussing terms. 


Use of the annex enables better 
demonstrations with little or no 
interruption from customers want- 
ing quick purchases of small items. 
With the increased space, the Jack- 
sons are able to make better use 
of display material provided by 
manufacturers. 

Promotional tie-in with national 
campaigns has been more easily 
managed with the one line policy. 
In 1950, the first year a separate 
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Specialty Sales 
Methods 





Conrad Knicker- 
bocker, newspo- 
per advertising 
manager at right, 
and Donald 
Jackson plan 
some advertising. 





Appliance _ cus- 
fomers in most 









instances make 
installment pay- 
ments at the 








display was used, sales increased 
in the department from $95,000 to 
$120,000. The figures for 1952 
were $140,000. Last year the de- 
partment grossed $180,000. 
Complete service and repair 
help attract business. In 1952 the 
firm sold 25 television sets. last 
year’s total being 107 units. The 
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video service department, with its 
up-to-date testing and 
equipment, is 


servicing 
headed by a man 
skilled in repairing and servicing 
all makes of TV receivers. 

To acquire the services of a 
competent repairman, the firm 
worked out a special plan. The 


firm provided space for the shop, 


store, thus expos- 
ing them to other 
displays. 


footed the bill for $2000 worth of 
equipment and parts. The service- 
man is paying the firm back on a 
weekly payment plan for parts and 
equipment. He also does repair 
and installation work on all TV 
sets sold by the store. 

Three months free service is of- 
fered on television sets. Installa- 
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KESTER SOLDE 


EVERYTHING YOU NEED FOR PROFITABLE SOLDER SALES 


is available in the profit-maker Kester Solder line. But your 






























































“do-it-yourself” customers won't buy it if they don’t see it. Make 














a display for Kester products, be sure it’s in a good location, then 








see how it attracts the trade. Don’t forget to feature Kester’s free 








16-page “how-to-do-it” booklet, “Soldering Simplified.” A liberal 





supply is yours for the asking! 






KESTER SOLDER COMPANY + 4207 WRIGHTWOOD AVENUE, CHICAGO 39, ILLINOIS 
NEWARK 5, NEW JERSEY + BRANTFORD, CANADA 
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tion charge is $50 including an 
outside antenna. Another’ two- 
man repair crew installs, services 
and overhauls major appliances in 
another repair room in back of the 
display room. 

Set to do repeat business on ap- 
pliances and TV, Donald Jackson 
says, “We experimented with a lib- 
eral guarantee plan, including un- 
limited service with no _ extra 
charge. This policy resulted in 
poor service work. Our experience 
is that it is better to make a rea- 
sonable charge for service work, 
stick to it, and turn out expert, 


prompt ly executed jobs.” 


Minimum Charge 


A $1.50 minimum charge is made 
for all service calls, the hourly 
charge being $2.50. 

The store’s appliance staff mem- 
bers took Dale Carnegie courses, 
know how to tell the complete prod- 
uct story. These men have also 
had factory training. 

Every refrigerator is plugged in 
so that when the door opens the 
light comes on. Customers like to 
hear how quietly the refrigerator 
runs. One washer is hooked up 
and operating on the floor at all 
times during business hours. Peri- 
odically clothes are washed to show 
how the machine performs. 

With better display facilities, 
most refrigerator sales are in the 
10 cu ft. size. 

During 1953 the firm sold 12 
electric dishwashers, an item not 
stocked until the new display room 
was added. 

A wide range of TV models of 
one line is on display at all times 
for comparison of cabinets, fin- 
ishes and size of screens. 

Newspaper advertising is used 
frequently, on a cooperative basis 
whenever possible. Individual dis- 
play ads featuring appliances and 
TV are usually in quarter and half- 
page size Insertions. 

Donald Jackson works closely 
with the advertising manager of 
the local paper to turn out imagi- 
native appliance copy. Material 
furnished by the manufacturer is 
adapted to have more local appeal! 

In slack seasons of various 
items, the firm uses Institutiona! 
type advertising copy. 


(Continued on page 148 
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Sky's the 
limit... with 


Lowe Brothers 
SalI 93 


ea | 


fastest rising star in the paint business! 


All across America the story is the same — Shingle n’ Shake 
Paint sales are sky-rocketing! Day after day the use of 
Shingle n' Shake on mass housing developments, indi- 
vidual homes, commercial buildings and institutions climbs 
rapidly. Dealers are finding there's just no limit to the extra 
profit possibilities with this sensational Lowe Brothers finish 


for rough exterior surfaces. 


ASBESTOS SHINGLES? You bet—Shingle n’ Shake is 
the ideal finish for them. Great sales potential right 
there, but that’s only part of the story! 


... Actually Shingle n’ Shake Paint provides the perfect 
answer to the special needs of a gigantic untapped exterior 
paint market — a market that grows even bigger every day. 
Don't let it pass you by. Hitch on to this fast rising star and 
cash in on its red hot sales appeal during the coming paint- 
ing season. Sky's the limit! Write today! 


THE LOWE BROTHERS COMPANY « DAYTON, OHIO 
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These ‘‘S n’ S’’ features 
mean §$ and § to you! 


$ Shingle n’ Shake is perfect for as- 
bestos shingles and for many other 
rough exterior surfaces such as wood 
shingles, shakes, rough-sawed siding, 
brick, cement, and stucco. 


$ Alkyd reinforced —long wearing 


$ Fine range of popular colors in 
keeping with modern trends 


$ Brushes or rolls on smooth n' easy. 
$ Dries quickly. 
$ Excellent hiding —one coat covers. 


$$$ Backed by a great program of 
effective advertising and merchandis- 
ing support. Ask your Lowe Brothers 
representative for information! 


Lowe Brothers 


PAINTS - VARNISHES 


143 











oye 


J. William Ryan, right, discusses a merchandising 
plan with Gordon Webb, a stockholder-employee. 


How a California 
dealer reversed his 
decision to retire from 
business, and 
arranged for his 10 
employees to become 
co-owners 





Employees Are Co-Owners 


A hardwareman since 1906, J. William Ryan is ac- 
tive head of the Menlo Park (Calif.) Hardware, but 
his 10 employees are also stockholders. And the shares 
purchased in the business each have greater value to- 
day than when issued in 1951. 

Mr. Ryan had seriously considered retiring because 
the lease of his old store had expired. But he began 
to think about his employees and their future, par- 
ticularly those who had served him faithfully for 25 
or more years. 

Two things happened. 

The store was moved to new and larger quarters 
a block from the original location. The 8000 sq ft 
store is on the city’s principal business thoroughfare, 
Santa Cruz Ave. At the same time arrangements 
were made for the employees to be permitted to buy 
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stock in the firm. It is hoped that the employees will 
eventually own all stock of the company. 

Another important phase of the change in location, 
and incorporation was the signing of a 20-year lease 
on the 42% ft front, 175 ft deep premises. A small 
ell is also occupied at the rear. 

Store layout, decorations are modern, fixtures are 
simple. 

A door at the rear, opens onto a large parking lot, 
gives the store an extra entryway for more traffic. 

Volume has more than doubled since the store has 
been operated in its new and larger quarters. Mr. 
Ryan credits the enthusiasm of his employees and co- 
owners for the higher volume, greater corporation 
profits. 

Of the store removal, Mr. Ryan says, “All of us 
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garet McLoughlin in the open display housewares section, 
- nterest in that department as a stockholder. 
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for browsing and close inspection of merchandise. 
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Mrs. Ruth Hunnel receiving her stock certificate 
from D. B. Ryan, vice-president of the company. 








made the move to our new quarters without missing 
a day’s business. We moved on a Sunday. The floor 
was marked for fixtures, and our crew of 10 people 
with two trucks, made the entire move in one day. 
After the moving was completed I took them all out 
to dinner.” 

After 18 years of working for others in the hard- 
ware industry in California, Mr. Ryan and his wife 
opened a 1200 sq. ft store on U. Highway 101 in 
Menlo Park in 1924. That store was enlarged several 
times. 

The present, larger store is but a block from the 
firm’s original location, a distinct advantage in hold- 
ing old trade. 

J. William Ryan is president of the corporation with 
D. P. Ryan, his brother, the vice-president. Mrs. Ruth 
Hunnell, bookkeeper and 10-year service employee is 
secretary-treasurer. 





To make readers immediately 
conscious of its ads, plus the va- 
riety of merchandise offered Miller 
sros. Hardware Co., operating 
stores in Easton, Emmaus, Heller- 
town and Lansdale, Pa., uses the 
same type background at all times. 
The background is black and has 
drawings of a wide range of tools, 
paint, fix-it materials as well as 
reproductions of some of the names 
of nationally advertised brands it 
offers. 

A full-page ad in the April 1 
Issue of the Easton Express had a 
white box with large black letter- 
ing announcing that the stores 
offer “over 7000 items for garden 
and home.” More than 40 brand 
and company names were listed 
under eight different headings in 
center-of-the-page white space. 

Portions of the same background 
have also been used in full two 
column and three column by 8 in. 
space. 

Philip Miller says, “With heavy 
advertising in our local newspapers 
on the best shopping days, it is im- 
portant that our ads have some- 
thing to make them easy to see and 
recognize. 

“This background also estab- 
lishes the thought in the minds of 
our customers that we stock a tre- 
mendous number of items, includ- 
ing many quality brands.” 


A three column by & in. ad 
using part of the special back- * 


ground to publicize garden lines. 
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Special Ad Background Identifies Firm’s Messages, Features Variety 


GARDEN TOOLS 
LAWN RAKE 





MICHIGAN 
PEAT MOSS 
















25 lb — $1.69 
ROSE BUSHES 50 Ib — $2.49 
PEONY ROOTS 
5 COLORS 


45° 
DAHLIA ROOTS 


35° 


MIXED 
GLADIOLUS 


39° Dex. 


ONION SETS 


15*¢** 


SEED POTATOES 


4, 









Fertilizer 
5-10-5 
25 ibs. $1.25 


ay; > “Y Bovung 


~~ 25 Ibs. $1.60 











Vigoro 
25 ibs. $1.70 





MILLER BROS. 


— EASTON ASSOCIATES — 
17 SO. <ND ST., EASTON 
FREE DELIVERY DIAL 4251 


ww 
. I 
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MTSE custom | 
Paints Etitedtell 


CUSTOMERS CHOOSE FROM 294 profit-proven colors. 
No need to fuss with a thousand colors or more . . . Chi- 
Namel’s 294 custom colors have been proven the most 
wanted paint colors by extensive research. You please more 
people, make more sales with Chi-Namel. 


A COMPLETE COLOR PACKAGE— light ond dark bases 
in each of Chi-Namel’s popular paints plus just 15 colorants 
give you a selection of 294 colors. These are fast selling, 
quick turnover colors that step up your paint sales. So easy 
to mix and no costly big inventory of colors. 


NEW the simplect, most complete 
olor eystem ever developed 


Hardware dealers told us the perfect color system must 
be simple . .. yet, it must offer a complete selection of 
interior and exterior paints. And that’s just what Chi- 
Namel has developed. 

Here are 294 interior colors in flat, semi-gloss, and gloss 
—an additional 165 exterior colors in either of two exterior 
finishes and 19 colors for porch and floor enamels. Six of 
the major and most popular finishes in the Chi-Namel line 
have been integrated into the perfected Chi-Namel custom 
color system .. . sales-makers for any paint department. 


Low inventory—you carry light and dark bases and 


just 15 colorants. Low cost—your initial investment is 
amazingly low for such a complete color system. And with 
the Chi-Namel Custom Color System you have customer 
selected colors. Every one of the 294 Chi-Namel colors 
has been profit-proven ...a fast selling, quick turnover 
color that customers demand. 

And when you cash in on paint profits with the Chi- 
Namel Custom Color System, you get powerful backing 
with Chi-Namel’s hard-hitting merchandising campaign. 
Proven radio—store displays—publicity . . . everything 
you need to move more paint faster. 


"White today {or (ull details about thi 


amaging color package |" 


) PRRs eseen enews 


CHi- 


NAMEL PAINT & VARNISH CO. 


i 1103 Third St. So., Minneapolis, Minn. 
Send me more details as to why the Chi-Namel Custom Color 


' System is the best color plan for my store. 


FACTORIES: Minnecpolis, 
Minn., Fort Wayne, Ind., 
Atlanta, Ga. 

BRANCHES: Boston, Mass., 
St. Joseph, Mo., Okichome 
City, Okla. 
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i” HANDY-PACK car(ons 


Buffalo Bolt’s clearly-labeled, sturdy corru- 

gated board cartons simplify your handling | 

of bolts, nuts and rivets ... save time and | 

trouble .. . are an ideal self-service item. 
WRITE FOR types, sizes and quantities 

of Circle B fasteners in Handy-Pack cartons 

... available through your wholesaler, who 

is assured prompt attention by our new 

stream-lined service organization. 










BUFFALO BOLT COMPANY 


Division of Buffalo-Eclipse Corporation 


Central Sales Office and Plant N. TONAWANDA, N. Y. 

Western Sales Office 1534 Monadnock Bidg.. CHICAGO 
Eastern Sales Office $0 Church St.,. NEW YORK CITY 

Sales Representatives ln Principal Cities ; 

MAKING FASTENERS AND FRIENDS FOR 100 YEARS 






































Appliance Annex 


(Continued from page 142) 


When the active selling seasons 
arrive, copy stresses prices, trade- 
in and deferred payment terms of- 
fered. Typical of this technique 
were two automatic washer ads 
featuring a $30 trade-in offer, re- 
gardiess of the age of the trade-in 
unit. 

When institutional type adver- 
tising is used, much white space is 
left in the ads. One fall ad showed 
the large figure of a football player, 
with a very small cut of a TV set 
in a corner of the ad. Contrast in 
the size of the two illustrations 
made an eye-catching layout. 

Humor is often used in the ads. 
One ad asked: “Do you suffer from 
these complaints? Soreness in the 
qudratus lumborum, traumatic der- 
matitis, cephalalgia, free-floating 
anxiety and other washday ail- 
ments.” The ad was illustrated 
with a picture of a dignified look- 
ing man and an automatic washer. 

A subsequent ad had the query: 
“What did those big words in your 
last ad mean, Mr. J?” It went on 
to explain the meanings of the 
various terms. The. prescription 
for curing the ailments was indi- 
cated as being acquisition of a new 
automatic washer. 

Jackson’s Hardware was estab- 
lished 40 years ago, having been 
acquired from an estate by its 
present owners in 1946. James 
Jackson had worked in the store 
as a stock boy at the age of 15 
years. 





® Hardware Age, 1954 


“For a new man, you sure get 
wrapped up in your work!" 
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Building Marine | 


erm extra SPEC/AL peat 


basis, but arrangements can be 
made for financing them through JUST IN TIME FOR YOUR 
a local bank. 

In addition to its display of new NATIONAL HARDWARE WEE 
outboard motors, the firm has a , 
separate section for showing used 
motors. The sign calling atten- «x * ss PROMOTION ~- 
. tion to its used motor department 
also reminds customers that out- 
board motors can be rented at a 
reasonable fee. 

During the height of the season 
these _ service-shop-reconditioned 
outboards move fast. The firm has 
sold as many as five of them in 
one day. Sometimes a prospect 
for a used motor buys a new out- 
board. Thus the used motors are 
a fine traffic-pulling factor. 

Boat owners need items such as 
covers and boat cushions. These 
are shown at the Dallman & Cooper 
Co. on special wall shelving 20 ft 
long, in three step-up shelves be- 


ginning close to floor level. The 


aisle in front of this display is 
wide open, so that boat owners - 
can browse and inspect the articles. NO. 6116G 


Many purchases are made by these 


oe customers, reports Jack SUPER-STEEL TOOL CHEST 
Bee are er AVAILABLE AT A SPECIAL DISCOUNT 
The service shop, which employes | ON ONE-TIME ORDE RS 


three men the year around is an 








Here’s your opportunity to tie in with nation- 


integral part of the boat organiza- wide “DO IT YOURSELF” publicity during 

tion. A complete outboard motor National Hardware Week . . . and make an NO. 6116 

service is offered | extra, liberal profit on every sale! ‘ 

. ee , The Union Tool Chest being offered for this SPECIFICATIONS 
Boating fans like to talk about one-time special promotion is Standard Mer- 

boating with the firm’s service chandise—not a stripped-down “Special.” It SIZE: Full 16” « 7” x 7” 

. ' | has all of the famous UNION features which 

men, a practice which is not dis- | make it the ideal tool chest for the skilled home - «+ Double Leck Seamed 

couraged since it leads to a friend- mechanic. for long life... Continu- 

ly feeling for the company, some- IMMEDIATE DELIVERY! ous Hinge... Formed Steel 


Handle... Full width Tote 
Tray ... Massive, new, 
heavy-duty drawbolt with 
built-in hosp for padlock 


times setting the stage for some 


, REMEMBER .. . This is a one-time special for 
worthwhile sales. 


National Hardware Week promotion . . . an extra 


The service shop handles lawn profit Special you can't afford to miss. 


mower repairs, and during the 











) DEALERS! Contact your Jobber immediately for his - + + Comer reinforcements 
winter months encourages as many one-time purchese opportunity. ...Durable two-coat, infra- 
owners of power mowers and out- red baked enamel finish. 
board motors as possible, to bring JOBBERS! Write today for your “Hardware Week 
their equipment in for repairs. Special’’ on the No. 6116 Super-Steel Tool Chest. 

Chain saw repairs and service are “SSIur SIGN 
also handled in the same shop. CHEsté 


Dallman & Cooper’s marine and 


other service and repair work is a E F L C Hi E ST 
given frequent mention on a local 
radio station and in the firm’s 8 © be Te Ww AT | O N 


newspaper ads. At least eight 
mailings are made each year to | LEROY, NEW YORK 


from 6500 to 15.000 homes. 





HARDWARE AGE, FEBRUARY 17, 1955 149 








One-Stop Hardware Store 
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Well-signed off-the-highway store invites visitors with its attractive front. 


Ohio firm’s off-the-highway store takes full advantage of in-store and 
open-air display. Newspaper advertising helps attract traffic each week 


Desire to operate an outskirts 
hardware store at a location with 
good off-the-street parking facili- 
ties was realized by the owners of 
Quality Hardware near Troy, Ohio. 

Opened in August, 1952, in the 
former quarters of a Fish and 
Game Club, the store is a mile and 
a quarter from the center of Troy 
on the heavily traveled Dixie High- 
way. The store is set 100 ft back 
from the highway on a plot 227 ft 
long. 

Newspaper advertising helped at- 
tract trade during the opening 
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days of the business, has continued 
to pull shoppers. Every effort is 
made to conduct a one-stop hard- 
ware store, with a wide variety of 
hardware, tools, housewares, paint, 
appliances and TV. All appliances 
and TV sets sold by the firm can 
be completely serviced by the two- 
man shop in the basement of the 
store. 

Advertising in the form of half 
and full-page insertions was used 
in the earlier months of the store’s 
operations to feature Saturday spe- 
cials and offerings for the follow- 


ing week. Present newspaper ad- 


vertising employs Monday and 
Friday evening insertions to fea- 
ture specials for Tuesdays and 
Saturdays, these being publicized 
as Quality Days offerings. 

The 100-ft front store is 30 ft 
deep, has three open back 8&x12-ft 
angled windows with aluminum 
awnings. 

Floodlights shine on the build- 
ing each night. and the store is 
open until 9 p.m., Mondays, Fri- 
days and Saturdays to take advan- 
tage of trafiic. 


heavy highway 
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Outdoor displays of seasonal mer- 
chandise are used on the wide 
ramp leading from the parking lot 
to the store entrance. Outdoor 
playground equipment is displayed 
on a lawn on one end of the build- 
ing, youngsters whose parents are 
shopping in the store are encour- 
aged to make use of these units. 

Frank X. Strachan, secretary of 
the firm, manager of the store, 
says, “Entire families get in their 
cars and drive out here to do their 
shopping. We welcome the young- 
sters in the store, but also encour- 
age them to use the playground 
equipment outside the store that 
their parents may concentrate on 
shopping.” 

Fixtures and the floor plans were 
obtained from various’ sources, 
some units being constructed by 
the store staff. Store-built fixtures 
include eight four-shelf step-up 
tvpe tables of *4-in. plywood, each 
® ft long, 3 ft wide at the base. 
The two lower shelves are of 3 ft 
width, the third one from the 
bottom being of 2 ft width and the 
top tier 1 ft in width. 
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Two revolving units were built 
for showing guns, each on a cir- 
cular base 23 in. in diameter, with 
slots in the base for holding gun 
stocks in place. Barrels rest in 
smaller slotted discs near the top 
of these units. 

The gun racks are supported on 
wooden dowels le in. thick and 
56 in. high. Roller bearings are 
used at the top and bottom of the 
gun racks. Guns are secured to the 
stands with heavy flexible cable, 
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with a padlock fastened to two 
looped ends. Two-inch wide leather 
strips on the base of each unit 
hold the gun butts in position. 

Officers of the firm are: New 
man C. Buckles, president; Ber- 
nard C. Miller, vice-president, and 
Mr. Strachan, secretary. The store 
is staffed by five people. 


Prior to his affiliation with 
Quality Hardware, Mr. Strachan 
had been an automobile tire sales 
man. 

















They're a// boosting 
Bassick caster sales 
with this display 
demonstrator 


Chances are yours is one of the 
more than 10,000 hardware stores now 
prominently displaying Bassick casters. 

With the growing demand for 
mobile furniture, people are more 
careful to protect their floors than ever 
before. That’s why it pays to remind 
your caster-conscious customers that 
you carry the best known, best work- 
ing casters on the market. 

But if you aren't as yet displaying 
these casters, make sure to ask your 
jobber about Bassick’s HD-10 Display. 
Then use it to become one of the next 
10,000 hardware dealers who gets a 
profitable share of the biggest caster 
sales ever. THE BASSICK COMPANY, 


Bridgeport 2, Conn. 
a rs , a Conese: Belle- 


Fey” 





BassicK = 


A DIVISION OF sw 


75 YEARS OF CASTER LEADERSHIP 
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How Service and Credit Sell Big Ticket Items 
(Continued from page 138) 





oes 


Part of store's display of hard surface floor coverings. 


small family use and for operation 
on large farms requiring constant 
use of great volumes of water un- 
der pressure. Complete installa- 
tion and maintenance service is 
offered. 

On television installation and 
repair service a factory-trained 
man, Rodney Nelson, was hired 
when the firm entered this field. 
About $30,000 worth of sets and 
parts for video sets are sold in a 
year by the Dassel branch. More 
than 100 new sets and 50 recondi- 
tioned sets are sold in a year. Min- 
imum television service charges 
are $1.50 for town calls and $2 for 
rural visits. About 65 pct of the 
sets requiring service can be re- 
paired right at the owner’s home, 
others being taken to the firm’s 
shop. 

Mr. Nelson’s service calls lead 
to many sales of replacement units, 
plus big-ticket items never previ- 
ously owned by some of the firm’s 
customers. 

The Dassel branch service de- 
partment performs practically all 
types of plumbing and heating in- 
stallation and repair work. Wash- 
ing machine, electric refrigerator 
and other appliance repair work 
is done by the service department 
men as well as complete electric 
wiring service. 





An electrician’s helper working 
with the service crew demon- 
strates milking machines to farm- 
ers, does a wide variety of service 
jobs. 

Much of the trade-in merchan- 
dise accepted in big-ticket trans- 
actions is put into good operating 
service at the store’s shop. 

As part of the operation of the 
furniture and floor coverings de- 
partment of the Dassel branch, 
linoleum and tile floor covering in- 
stallation work is offered. Floor 
coverings displays at the branch, 
plus a completely equipped mode! 
bathroom, help in the merchandis- 
ing of hard surface floor coverings. 

The firm’s finance unit, oper- 
ated as the Holm Finance Co., han- 
dies contracts for those permitted 
to buy on deferred payment plans. 
The finance unit’s carrying charge 

7 pct, most of its contracts being 
for not longer than 24 months. 

The Dassel branch uses some 
space in a local newspaper and 
direct mail. It also participates in 
exhibits at county fairs, and bene- 
fits from the firm’s daily 30-minute 


radio program broadcast from 
Willmar, Minn. Births, deaths, 
meetings and community events 


are announced on this program, 
having a large audience each day. 
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To help you sell 
more glassware 


... If you want a free copy, fill in and 
mail the coupon. Do it now so we can 
send it by return mail. 


Henre’s A BRAND-NEW, com prehensive catalog of nation- 
ally advertised Libbey Hostess Sets and other glass- 
ware that's just off the press. It illustrates and describes 
in detail the complete new Spring 1955 line of fast- 
moving, high-profit Libbey Glassware. 


Libbey Glass, Division of Owens-Illinois 
Dept. HA-2, Toledo 1, Ohio 
Send me your new Spring 1955 glassware catalog 


Store Name 





You'll want a copy in your reference file... or to keep Address 
near your glassware display for use as a selling aid 
when your customers ask about the many other popu- 
lar sets in the Libbey line that you can order for them. 





City 








Requested by 





Pep apap ep a= ep 4s 464 464 «cs 


LIBBEY SAFEDGE GLASSWARE Owens-ILLINOIS 


AN (1) PRODUCT GENERAL OFFICES « TOLEDO 1, OHIO 
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How to get... 


Three Turnovers on a 


$10,000 Housewares Stock 


A far western hardware dealer does it by making initial 
purchases of new items in small lots to see how they 
will sell. Studies department store offerings for new items 


How would you get three turn- 
overs on a $10,000 stock of utility 
and gift-type housewares ” 

Reda of 


Electric in 


Hard- 
ware «& Centralia, 
Wash., does this good job by buy- 
ing small orders of new items. Then 


teda’s 


Ceorge 


if they are good sellers he increases 
his inventory. He visits depart- 
ment stores in nearby larger cities 
to see what they are selling. 

Of his housewares department, 


George Reda says, “I like house- 


wares because they provide the 
dealer with the opportunity to 
stock a wide assortment of mer- 
chandise having strong sales ap- 
peal to women shoppers. Because 
they are generally small ticket sales 
they bring a steady and more con- 
sistent volume and a greater flow 
of traffic into the store. They help 
attract traffic to buy impulse items 
in other departments. 

“The dealer also has more lee- 
way in buying housewares than in 


3 Se ». = = 


” —_ 
ik oe es 
«Siig &. 4 2 ore oe 


f : : ’ 
of reioted ifems on neatly orranged rabies seporated by 


’ 


some other items. Unless he b ivs 
an untried item in excessively large 
quantity, he will take little if any 
loss on items that do not sell well. 
These items can always be sold by 
reducing the price and clearing 
them Many 
wares items never become obso- 
lete.”’ 


Centralia is a town of 8000 popu- 


STOCK. house- 


from 


lation with a large rural trading 
area. It is predominantly a farm- 


(Continued on page 178) 
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WITH A MIXED CRATE 
OF CONSOWELD 6 OR 
| = CONSOWELD 10 ORDERED 

| THROUGH YOUR CONSOWELD | 
| 
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DISTRIBUTOR ...THIS 


Foe Sree TOPE - BATHROOM WALLS - PRMITIES 


iterate tii nee tiated 


Consoweld, the nation’s finest plastic 


surfacing, has the fastest selling line of 


patterns and colors on the market today. 
These patterns and colors have been 
consumer preference-tested by Color 
Research Institute of America. Conso- 
weld is available in both Consoweld 6, the 
standard | /16-inch thickness for apphi- 
cation by both amateur and professional 
craftsmen, and the new extra-thick Con- 
soweld 10—1 /10-inch thickness for sure, 
easy, on-the-job application to counters 
and walls—kitchens, bathrooms, shower 
stalls, libraries, playrooms—many other 
applications. Hundreds of commercial 
applications—stores, restaurants, shops, 
offices, reception rooms—anywhere that 


CONSOWELD 


the nation’s finest plastic surfacing 


Good. fp a, colorful, Lik hime, 
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a beautiful, long-lasting, low-mainte- 
nance plastic laminate is desired. Conso- 
weld 10 goes right over sheathing-grade 
plywood—even over concrete and cinder 
block! Large panel sizes and fast appli- 
cation offer big savings. You can get this 
business now, Start today, by getting 
your Consoweld Sales-Builder Sampling 


Display showing the complete range of 


new patterns, colors, wood grains, and 
marbles. 

Yes, this $19.50 Consoweld Sales- 
Builder Sampling Display is yours, abso- 
lutely free, through your Consoweld dis- 
tributor, with a mixed crate of Conso- 
weld 6 or Consoweld 10. Your choice of 
four standard package deals of fast-sell- 


CONSOWELD) 
the nation's finest plastic surfacing 


, ie 


Ps 


4 


The Consoweld Sales-Builder Sampling Display goes 
on your counter or on your wall. Puts actual sample: 
of Consoweld’s beautiful new color-tuned patterns right 
in your customers hands. Free with a mixed crate of 
fast-selling Consoweld 6 or Consoweld 10. 


ing Consoweld color-tuned patterns. 

The display sits on a counter, or you 
can take off the brackets and mount it 
on the wall. Along with the display you 
get six complete sets of Consoweld 
samples, and a complete literature as 
sortment—either “Have-It-Done”™ (pro 
fessional application) or “*Do-It-Your- 
self’ versions. 

If you want the display alone, you can 
buy it from your distributor for only 
$9.75 (less than cost), complete with 
samples and literature. 

There is no other deal just like this 
available. Only your Consoweld distrib 
utor can make this outstanding offer 
Phone him today, or mail the coupon. 


MAIL THIS COUPON TODAY 
Consoweld Corporation, wisconsin Rapids, Wisconsin 


Please ask my Con- 
soweld distributor 
to send me details of 
the Consoweld Sales- 
Builder Sampling 
Display, showing 
the completely new 
Consoweld line 


NAME 


RM 


ADDRESS 













Store Modernization 





Michigan dealer uses colorful 


: > eo 
pRB 
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front and interior display 
units to attract visitors 


BiiaiiRiiness 


ao il merchandising tool 


How important is color as a mer- 
chandising tool for a retail hard- 
ware store? 

Leslie Caswell considers color a 
prime necessity in modern-day re- 
tailing, uses plenty of it on the 
front and inside his recently re- 
modeled store in Rapid River, Mich. 

Paint and related lines were al- 
ways steady sellers at Caswell 
Hardware but effective color has 
helped bring a substantial sales in- 
crease for that department since 
the remodeling was completed in 









the 25x80-ft store. 

Caswell’s store front was im- 
proved by painting it in a canary 
yellow finish with black trim. It 
now attracts the attention of more 
people than before. More impor- 








tant, volume and profits for the 





entire store have shown a sizable 
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New shelving and five new islands 
each measuring 4x8 ft were built 
by a local carpenter, this size hav- 
ing been determined the best for 
use in the 25x80-ft store. 

Each of the five new islands has 
been painted in a different color 
scheme. For example, the bottom 
half of one island is finished in a 
light gray, the top shelves and 
background being painted in a light 
vellow. 

Another island is finished chiefly 
in several shades of light blue. A 
third island is in light greens. 

The decorative scheme for store 
walls and ledges is one of bold 
colors. Housewares and carpenters’ 
tools are shown against a medium 
green finish. Pink is the predomi- 
nant color for paint and gift sec- 
tions opposite the too] and house- 
wares section, excepting an 8-in. 
strip of dark green close to the 
floor 


Blue walls, yellow trim 


Walls of the entire store above 
the top ledges are in light blue with 
canary vellow ledge trim. Some of 
the sectional wall backgrounds 
against which merchandise is dis- 
played are pink, light green and 
canary vellow 

Stee] goods are displayed against 
a light pink background. The 
wooden frame of the bolt bins is 
blue. Framing and shelves of a 
nearby plumbing supplies wall rack 
are an attention-pulling yellow. 

An interesting experiment has 
been proven effective for dinner- 
ware. Formerly displayed on two 
pink, wooden step-up shelves in the 
gift department at waist level, this 
merchandise has been moved to 
the top of the wall fixture ledge 
atop the paint department displays. 
ink step-up shelves and white 
dinnerware provide a pleasant con- 
trast with the light blue walls 

Sales of dinnerware from the 15- 
ft length of res have shown a 
sharp increase in tneir new loca- 


> 


ion 


Mr. Caswell says that this im- 
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Modernized paint department with color chips, abrasives, related lines close 
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provement results from the fact 
that people at the nearby wrap- 
ping table see the display easily. 

For 55 ft along one wall, Mr. 
Caswell has installed glass bins for 
small housewares items. Sales have 
been greatly increased since the 
bin arrangement was put in. Class 
dividers for the bins have been 
painted a medium red on the bot- 
tom, creating the appearance of 
a sharper division of bins. Glass 
wal] shelving has been painted red 
on the edges facing on the aisles 
as eye-catching devices. 


Browsing Encouraged 


Mr. Caswell does not call his 
tore a self service operation, but 
his entire store is designed to en- 
courage more browsing with many 
customers bringing their selections 
to the wrapping table. All mer- 
chandise is plainly price marked. 

Display of many pre-packaged 
items such as hinges, screws and 
other small items have helped in- 
crease sales of these products. Mr. 
Caswell plans to pre-package some 
of his own small builders’ hard- 
ware items in his spare time as a 
further bid for increased sales of 
these items. 

The colorful interior and exterior 
of the store have materially aided 
in greatly increasing paint and 
related line sales. Wall trims in 
paint and related line displays are 
pink. 

Mr. Caswell and his employees 
show customers color blending 
ideas by calling attention to the 
variety of shades employed in 
The staff tells 


customers why certain colors were 


decorating the store. 


chosen in preference to others. This 
has helped sell the idea of more and 
brighter 
visiting the store. 


colors to homeowners 
Many custom- 
ers have been encouraged to try 
these colors in their own homes, 
with resultant increased paint sales. 

A 5x12-ft extra wrap table at the 
rear of the store is used for mea- 
suring materials, storing wire and 
rope. It is also used for checking 
in and pricing newly arrived mer- 
chandise. Employees working at 
the extra table can easily note the 
presence of customers requiring 
service. 
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These Puritan Authorized Distributors stock 


Puritan's new Braided Nylon Starter Cord 


The Athens Hardware Company 
Athens, Georgia 
Balicy-Spences Hardware Company 
wynchburg, Virginia 
Ballou Johnson & Nichols 
Providence, Rhode Island 
Barker-Jennings Corporation 
-ynchburg, Virginia 
Barrett Hardware Company 
Joliet, Ulinois 
Belknap Hardware & Manufacturing Co. 
Louisville, Kentucky 
W. Bingham Company 
Cleveland, Ohio 
Boetticher & Kellogg Company, Inc. 
Evansville, Indiana 
Bonner Wholesale Hardware Company 
Sulphur Springs, Texas 
A. N. Brady Wholesale Hardware, Inc. 
Miami, Florida 
Brawley Distributing Company, Inc. 
farrisburg, Pennsylvania 
Buhl Sons Company 
Detroit, Michigan 
Clark Hardware Company 
Nashville, Tennessee 
Cullum & Boren Company 
Dallas, lexas 
Davis Supply Company, Inc. 
Boise, Idaho 
Dealer Supply Company, Inc. 
Springfield, Massachusetts 
Doherty Hardware Company, Ltd. 
aton Rouge, Louisiana 
John Duer & Sons, Inc. 
Baltimore, Maryland 
Franklin Hardware & Supply Company 
Philadelphia, Pennsylvania 
Fries, Beall & Sharp Company 
Washington, D. C. 

Garehime & Boone 
San Francisco, California 
E. Garnich & Sons Hardware Company 
Ashland, Wisconsin 
General Merchandise & Hardware Co. 
Bridgeport, Connecticut 
Goshorn Hardware Company 
Charleston, West Virginia 
Hagar Hardware and Paint Co. 
Burlington, Vermont 
Hall Wholesale Company 
Dallas, Texas 
Harco Hardware Company 
Cleveland, Ohio 
Hardware Wholesalers, Inc. 

Fort Wayne, indiana 
Hunt & Mottet Company 
Tacoma, Washington 
Inman-Powell Company 
ansas City, Missouri 
Jernigan Hardware Company 
Augusta, Georgia 
Kelley-How-Thomson Company 
Duluth, Minnesota 
Kendall & Whitney 
Portland, Maine 
King Hardware Company 
Atlanta, Georgia 
Kretschmer-Tredway Company 
lubuque, lowa 


La Crosse Steel Roofing & Corrugating Co. 


La Crosse, Wisconsin 
The Lake Erie Hardware Company 
Cleveland, Ohio 
The Lee Hardware Company, Ltd. 
Shreveport, Louisiana 
Charles Leonard Hardware Co., Inc. 
Petersburg, Virginia 





]. Leven & Company 
Irvington, New Jersey 
Louisville Tin & Stove Company 
Louisville, Kentucky 
Mallco Distributors 
Phoenix. Arizona 
Masback, Incorporated 
New York, New York 
R. D. McKee, Incorporated 
Hagerstown, Marvland 
Miller Bros. Hardware Company 
Richmond, Indiana 
Monroe Hardware Company 
Monroe. North Carolina 
The New Mexico Company 
Albuquerque, New Mexico 


Northern Wholesale Hardware Company 


Portland, Oregon 
J. T. O'Connell, Incorporated 
Newport, Rhode Island 
Odell Hardware Company 
Greensboro, North Carolina 
Ogilvie Hardware Company, Inc. 
Shreveport, Louisiana 
Our Own Hardware Company 
Minneapolis, Minnesota 
Paterson Hardware & Supply Co., Inc. 
Mobile, Alabama 
Pearlstine Hardware Company 
St. Matthews, South Carolina 
Peaslee-Gaulbert Corporation 
Louisville, Kentucky 
The Pierce Hardware Company 
Taunton, Massachusetts 
Planters Hardware Company 
‘azoo City, Mississippi 
Schaberg-Dietrich Hardware Co. 
Lansing, Michigan 
Schlatter Hardware Company, Inc. 
ort Wayne, Indiana 
The Schoe gy C company 
Dallas, 
Sickels-Loder, = aeaed 
New York, New York 
The Smith Brothers Hardware Company 
Columbus, Ohio 
Smith-Woodwell, Incorporated 
Canonsburg, Pennsylvania 
Southwestern Hardware Company 
Oklahoma City, Oklahoma 
The Spann Hardware Company 
Moss Point, Mississippi 
Supplee-Biddle-Steltz Company 
Philadelphia, Pennsylvania 
United Hardware Company 
Chicago, Illinois 
Van Deren Hardware Company 
Lexington, Kentucky 
The Wagner Hardware Company 
Mansfield, Ohio 
Wallace Hardware Company, Inc. 
Morristown, Lennessee 
Wardwell Hardware Company, Inc. 
Rome, New York 
West Plains Hardware Company 
West Plains, Missouri 
West Texas Wholesale Supply, Inc. 
Lubbock, Texas 
Wisco Hardware Company 
Madison, Wisconsin 
C. F. Wolfertz & Company 
Allentown, Pennsylvania 
Wm. W. Woodward Hardware Company 
Newton, New Jersey 
ZCMI Wholesale Distributors 
Salt Lake City, Utah 
Frank T. Budge Co. 


Miami, Florida 


PURITAN CORDAGE MILLS, INC. 


Seltih-S £555 @ 





KENTUCKY 
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PURITAN’S NEW BRAIDED NYLON STARTER CORD 


IS A PROFIT STARTER FOR YOU: 


Here is a new and amazingly packaged starter cord for gas engines 








... packaged to sell better, serve better and bring customers back 
to your store ! 


MERCHANDISES BETTER: 


Customers immediately notice 
the bright green and vivid yel- 
low pac kaging colors, the easy- 
vue ct llophane window and the 
gleaming finish of both cord 
and handle. 


12 packages pre-packed in a 
sparkling, no-cost, no-effort 


counter display! 


SERVES BETTER! Suggested 


Retail Price 


Everything your customers demand in a starter cord! Flexibility, 
longer life, super-strength! Puritan’s new Braided Nylon Starter 


Cord is wear-resistant, tough and less likely to fray. 


Here’s a big plus value for your customers! A pouch-pack that 
makes a permanent carrier for the starter cord for power-mower, 
power tool or marine engine. Heavy-duty, weather-resistant. 
Tapes in place in a jiffy with window side in. 


BRINGS CUSTOMERS BACK! 


Here’s a brand new merchandising idea . .. puts your name right 
in view all the time! 


Just stamp or label your store name and address on this special 
blank space under “Purchased From”. Keeps your name in view, 
in mind, at all times. 





GET STARTED ON STARTER CORD PROFITS! 


Don’t delay! Get in touch with your nearest Puritan Authorized Dealer and order a supply of 
Puritan Braided Nylon Starter Cord nght away! 


PURITAN CORDAGE MILLS, INC. 


LOUISVILLE, KENTUCKY 
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Unusual 
Displays 
Sell 
Paint 





paint. Top panels ; ort 


t three island units featuring 
or quides and color cords. 


oO 


One 
cr 


Store-built fixtures help dramatize paint and related 
lines to build better sales for Wisconsin hardware firm 





Paint and related lines account Colorful displays which suggest TV and newspaper advertising are 
for an increasing portion of the related items, and give the custo- other sales tools used. 
volume and profits of Schieder- mer ample room for making selec- Three 4x5-ft tables with wide 


mayer Hardware Co. in Appleton, 
Wis. 


tions are a big factor in this grow- 
ing portion of the firm’s business. 










MBIA 
BICYCLES 


ee 





oe 


One of the two trucks operated by the store shows with brand name of its 
paint line. Well kept trucks are good advertisement for its paint department. 
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aisles around their four sides sup- 
plement wall displays at the store. 
give 
of 
31ze. 
of 
for featuring 


high enough to 
for the 


up to full 


Shelving is 
ample 
containers 


space showing 
gallon 
each end 


A rounded panel on 


these units is used 
brushes, color guides and pamph- 
lets. 
panels are attached to tilted shelv- 


ing for other sales aids. 


Painted in a light color these 


One of the three special displays 
other 

fas- 
overstock being 


and 
painters’ tools. Samples 
tened to the panel, 


is devoted to brushes 


are 


in glass bins and in 


storage sec- 
tions below the table top 
Jim Olson, one of the partners 


in the firm, “With people 
wanting more information on paint 
colors today, we find it helpful to 


‘Continued on page 166) 
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Gates supplies the most complete, 
easy-to-read instructions 


l've seen 


Slad you handle plastic pipe 
.../t sute saves work and money! 





This plastic pipe makes 








This dealer is cashing in on 
the tremendous and rapidly 
growing market for plastic pipe. 
(The market bought $30,000,000 
worth last year; could easily buy 
$50,000,000 this year). 

Plastic pipe is THE answer 
for the do-it-yourself handyman 
around the farm and home. With 
Gates 50P plastic pipe it’s a cinch 
to install farm water systems, 
sprinkler systems, electric wiring 
(using SOP as conduit) etc., etc. 

It’s easy to make big ticket 
sales with Gates 50P Plastic Pipe 





for these 3 good solid reasons: 

1. Quality of material is un- 

surpassed. 

2. It is easy to sell because it 

is economical for the user. 

3. Gates supplies you with 

clear, complete installa- 
tion instructions for your 
customers. 

Call your hardware whole- 
saler—or write us for whatever 
you need to know about stocks, 
sizes, prices, etc.—The Gates 
Rubber Company Sales Division, 
Inc., Denver, Colorado. 


Gates ' ini: Plastic Pipe 
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big ticket sales easy 


| e S. Gates 50P pipe is 


so named because it safely handles 
50 ib. pressures. (Norma! range for 
farm water systems is from 20 to 40 
pounds.) Unconditionally guaranteed 
against rot, rust, electrolytic corrosicn 
and defects in material or workman- 
ship. Also guaranteed to be non-toxic 
to humans or animals. Sizes '~” to 2”. 

We also make a 75P Plastic Pipe 
for jet pump suction lines and heavy- 
duty uses. 


TPA a2 








lol 











William Schlosser, 95, checks invoices with Maurice J. Hellman, 
of the 75 yeor old firm standing next to him. 


95-Year-Old Hardwareman 


Continues on His Job 


Wilham P. (Billy) Schlosser, an 
active man who was 95 on Feb. 4, 
is happy to be back at his job with 
Hellman Hardware Co. at 6901 La 
Tijera Blvd., in the Westchester 
area of Los Angeles. 

Word of his retirement, after 
2 years of continuous employment 
at Hellman’s, was publicized in 
various newspapers in California. 
But the news was nullified by later 
word that after 30 days of retire- 
ment he felt that his vacation was 
long enough. Billy Schlosser is 
back on the job. 

Why? 

Mr. Schlosser expresses his 
change of mind, “I discovered that 


‘ 
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I have too much love for the hard- 
ware business. In short, I want to 
wear out, not rust out.” 

silly Schlosser’s summary of his 
decision to cease his temporary 
inactivity was given with a twinkle 
in his eyes. 

He was welcomed back to his job 
by Maurice J. Hellman, present 
owner of the 75-year-old Hellman 
Hardware. Mr. Hellman’s father, 
the late James W. Hellman estab- 
lished the business in 1880. 

Mr. Schlosser, whose name means 
locksmith in German, checks incom- 
ing merchandise against invoices 
and also checks price extensions on 
invoices. He works with Alton J. 


Thirty days of retirement were 
all this veteran could stand. 

Mr. Schlosser is now back on the 
job because, “*I want to wear out, 
not rust out,” as he expresses it 


Mockler, hardware buyer and price 
clerk, whom Mr. Schlosser, trained 
in the hardware business a half a 
century ago. 

The veteran hardwareman rides 
a bus 1% to 2 hours each way from 
the home of his daughter, Mrs. 
Viola Quigley, in North Hollywood. 
He makes that trip each Monday 
and Wednesday, enjoying the time 
spent as a commuter, for he remi- 
nisces about his many pleasant 
years with his family and in the 
hardware business. 

“I never considered myself an 
employee,” says Mr. Schlosser, who 
joined the firm as a tinsmith in 


(Continued on page 182) 


HARDWARE AGE, FEBRUARY 17, 1955 








Profit move by celling fom! * 
but foatune 
SPOT-CORD:- : 
































AETNA — Aill-yarn, 
durable braided cord \y 
in sizes 6 to 16. Sizes 

and 8 in eye- 
catching, break-away 
cartons. 





Here’s the profit-plus way to faster sales — feature 
these famous Samson brands. SPOT-CORD — the 
finest, longest-lasting sash cord available at any 
price. AETNA — at its price, a top quality sash cord 
that means important extra sales resulting from 
dozens of other uses around the home. For clothes 
lines, plastic TITE-ROPE and, in another price range, 
braided cotton CROCUS. 


So save time — save money — Feature these nation- 
ally advertised four and profit more with Samson! 










TITE-ROPE — Sturdy 
wire tine -—— smooth, 
non-cracking plastic 
cover — sizes 5'\4 to 
6 — twelve 50-foot 
hanks in sparkling 
red, white and biue 
carton. 





CROCUS — Good 
quality — size 6, 
pecked in orchid- 
and-yeliow cartons. 
Two 50-foot con- 
nected hanks per 
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Detailed 


Attention to details has helped 
Corrie Hardware Co. of Charles- 
ton, W. Va., to steadily expand its 
builders’ hardware department. 

William G. Corrie, secretary- 
treasurer of the company, says of 
the department operated since 
1947, “We have built up our build- 
ers’ hardware volume through 
careful study of plans and speci- 
fications for each job. Our esti- 
mates indicate the precise quan- 
tity of each item needed.” 

On large contracts Mr. Corrie 
mounts samples of each item 
needed in quantity on a perforated 
plywood panel, each item being 
identified as to its name, catalog 
number and quantity required. 
This graphic presentation is one 
of the many things that are done 
to impress architects and contrac- 
tors with the department’s effi- 
ciency. The panel is shown to the 
contractor. 

Other promotional ideas are 
constant use of displays at home 
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Estimates Help 





shows, conventions and other ex- 
hibitions in the area. In addition 
to builders’ hardware, the firm 
displays roofing, siding and other 
building materials at these shows. 

When Corrie Hardware fur- 
nishes a purchasing agent with 
one of its catalogs, the agent’s 
name and that of his company are 
embossed in gold lettering on the 
cover. The firm keeps careful ac- 
count on all of its catalogs, mak- 
ing sure that deletions and addi- 
tions are kept up to date in all 
copies. 

George B. Corrie, president of 
the company, says, “Purchasing 
agents consider catalogs given to 
them as though they were per- 
sonal property. They keep these 
catalogs in their own offices. We 
secure sizable orders from state 
departments and agencies and 
from industrial accounts. But we 
have to follow up by having our 
salesmen make regular calls. 

Daily reports from the Dodge 


William G. Corrie making a de- 
tailed estimate on a builders 
hardware job. 


Builders’ Hardware Selling 


organization are given careful at- 
tention for prompt follow-up by 
mail and personal contact. These 
reports are especially helpful in 
securing a large volume in kitchen 
cabinets. 

Many sales of steel lockers in 
lots in excess of 1000 are made to 
schools and to new and expanding 
industrial plants in and around 
the city. Corrie’s own installation 
men handle that phase of the steel 
locker business. 

Instead of stocking builders’ 
hardware and waiting for the 
trade to come in and buy it, says 
H. Thomas Corrie, vice-president, 
“we like to think of ourselves as 
specialists in such things as build- 
ers’ hardware, school lockers, 
shelving for stores and garage 
doors. Putting ourselves in a posi- 
tion to give a contractor an ac- 
curate idea of his cost on a job 
means many successful bids for 
us. It takes brain work but it is 
worth the effort.” 
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How to 
make your customers 
fall head over heels 


im iove 


Show them Emerson-Electric’s brilliant new 
Fantasy line...the fans to see for ’55! 


They’re the most 
beautifully designed fans 
ever! All of Emerson 
Electric’s famed “lifetime 
features” —now wrapped 


up in exciting new Fantasy 

y /} Designs and Treasure Tones 

/ of color that harmonize with 
ony room. Yes, America’s most 

distinguished, most complete 

fan line is now the fashion line, 

too. Take a look at them see 

why it will pay you well to order 
Emerson-Electric Fans early! Write 
for FREE Catalog 3010, today. 

THE EMERSON ELECTRIC MFG. CO., 
ST. LOUIS 21, MO. 








A\ Emerson 


pyr Vat LULU Lge eel Mwy 


of St. Lovis 














NEW ... Emerson - Electric Northwind. Beautiful 
new oscillators in 10° single-speed and 12° two- 
speed models. Handy for desk use or wall mount- 
ing. Hush-treated for whisper-soft operation. 
Five-Year Guarantee 


Electric 


Since 1890 





NEW ... Two-Speed 20” Turnaround. Wonderfully NEW... Two-Speed 16° Window Fan. Treasure. NEW... Low-Table Fan, with a “cracked-ice” 


versatile —as a window fan for exhaust or intake... 


toned to enhance any room. Electrically reversible washable plastic cap. Finish blends perfectly with 


and as a floor fan! Complements a)! color schemes. with current-saving capacitor motor. Recessed any interior. Doubles as serving table, circulates 


Hush-treated, of course. Five-Year G 
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switches. Hush-treated. Five-Year Gucsantee. 


air in all directions. Five-Year Guarantee 
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Your “Do-it-Yourself” 
Customers Will Like This 
Way to PERMANENTLY 


STOP 


COLD WATER PIPE 
CONDENSATION 





Here’s a year-’round profit item for 
your economy-minded, home fixer- 
uppers! An opportunity for you to 
get your share of the dollars being 
spent to rid homes of the common prob- 
lem of “‘sweating”’ cold water pipes. 


NoDrip Tape converts waste base- 
ment space intc useful storage, work, 
play areas. It’s the inexpensive way to 
protect costly appliances, power tools, 
recreation areas, etc., from “‘sweating’”’ 
pipe damage. 

Forms an air-tight jacket that is 
100°), vapor and moisture proof... 
needs no vapor-seal tapes or over- 
wraps. Easy-to-apply NoDrip Tape 
winds spirally around any size pipe. 
Requires no bands, brads or fasteners 
because it’s self-adhering. NoDrip 
Tape can be hand molded to fit snugly 
around “drip” areas—tees, unions, 
angles, valves, etc. Needs no main- 
tenance. 







Roll covers 
10 ft. of Ye-in. id. 
iron pipe or 13 ft. 
of -in. o.d. 
copper tubing. 


$469 list a roll 
+. 


' ORDER THROUGH YOUR SUPPLY HOUSE 


FREE! Bulletin D-40 


i J. W. MORTELL COMPANY 
508 Burch St., Kenkekee, Ili., Dept. 2 
Please send me FREE copy of Bulletin D-40 
} Name ' 
Address 
! City State ! 
Leoeoeeeeeeooeeseesoeeeoeoooeeoed 
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Unusual Displays Sell Paint 


(Continued from page 160) 


4 


two ieveis on table Top 
devote considerable space to show- 


ing colors and decoration ideas.” 
Three sales clerks serve the paint 
department, each being well train- 
ed in interior painting and outside 
paint application problems. 
Two paint agitators in the de- 
partment enable giving fast 


vice. While paint is in the agitator 


ser- 


the sales clerks reminds the cus- 
tomer of brushes, thinners and 
other related items, with many 


extra sales being made. 


Upright panels show samples of brus 
| 





In addition to the paint sales 
impetus gained through good dis- 
play and well-informed sales staff, 
the firm advertises in 

On the firm’s weekly TV program 
over Station WNAM, 
nights from 7 to 8 p.m., featuring 
paint is fre- 


newspape2rs. 
Tuesday 
films on wrestling, 
quently the main line of merchan- 
dise publicized. Many new custo- 
mers are attracted for paint and 
other lines through sponsorship 
of the TV program. 





Buy a Sled, Get Coffee Free 


Unusual advertising ideas and 
display gimmicks are constantly 
used by Al Kommers of Antigo, 
Wis., to attract traffic to his hard- 


ware store. 


Recently Kommer’s Hardware 
offered a one-pound bag of coffee 
with the purchase of a sled, or two 
pounds to those buying a toboggan. 
A two column by 3-in. ad made the 
offer, much comment. 
Sled and toboggan sales were 


attracted 
in- 
creased as a result of the premium. 

Mr. Kommers frankly concedes 
that his promotion was directed 
against supermarkets and other 
outlets that give away housewares 


and hardware item with the pur- 
chase of food. He reports that he 
did receive reports that he was cut- 
ting into the grocery business, but 
when he pointed out the amount of 
housewares given away by grocers, 
there was no further comment. 


FREE 


PACKAGE OF COFFEE 
GIVEN AT NO EXTRA CHARGE 


1 Pound of Red Owl, Valley Queen Coffee given 
with the purchase of a sied (save $1.00). 

2 Pounds given with the purchose of a Tobog- 
gon. 





The first time there were two Thanksgivings 
wos in November, 1941. 


KOMMER’S HARDWARE 


Cerner of Sth Ave. and Field St. Antige, Wis. 
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8 BIG QUALITY FEATURES 


Heavy +" shoulder . . . means extra sup- 
porting strength. 

E-Z-Out Pin. . . it comes out with a flick 
of the screw driver. . . at the top—-for 
easy application. 

Non-rising pin... pin stays in place... 
where you want it when door is hung. 


Heavy gauge . . . not lightwe'ght ... made 
to carry a door 1%" thick. 


Staggered screw holes... regular drilling 
. ++ won't split wood doors. 

No special tools required... screw driver 
does the whole job. 


No mortising .. . hang doors 3 times 
faster. if door must later be removed— 
neither door nor jamb is marred. 


Self aligning . . . easy to use... . no 
measuring or cutting. 


Order in this eye-catching display package m 
(individually packed—25 pair in a carton) 
FREE operating sample 

Return the postcard (one in every dis- 
play carton) and receive an actual oper- 


ating hinge mounted on wooden biock. ¥ 
No red tape—no strings attached. 





SINCE 1865 


1715 Liverpool St, Pittsburgh 33, Pa 





Here’s a new non-mortise hinge that is 
meeting with real enthusiastic accept- 
ance, and selling fast wherever it is dis- 
played. This new McKinney non-mortise 
hinge is a time and work saver... it 
eliminates mortising of doors and jambs 
and speeds up door hanging to an easy 
16-minute job. It is precision made of 
heavy gauge wrought steel in the popu- 
lar 34 inch size. Three finishes are 
available: bright nickel, dull brass, and 
bonderized prime coat for use with 
painted woodwork. You can sell these 
new McKinney non-mortise hinges with 
confidence to building contractors and 
to ‘‘do-it-yourself” buyers. 


Order them now from your wholesaler 
or write for the name of your 
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Just enough atmosphere to be an eye-catcher was used in 


Better Display Expands 


s window with equipment at varied levels and angles. 


Sports Goods Sales 


Florida firm relocates sports department in basement for better display. 


52-week schedule 


When Tampa Hardware Co. ac- 
quired the former retail division of 
a Tampa, Fla., wholesaler, the new 
owners moved the sports depart- 
ment from the first floor to the 
basement. Team equipment is fea- 
tured as well as items for individ- 
uals. 

That move has been a profitable 
one. Tampa Hardware is able to 
give better display to more sports 
lines in the present arrangement. 
Actually a new and complete Sports 
Shop was created with its own 
special side street entrance 


168 


of window 


The expanded sporting goods de- 
partment has window displays for 
52 weeks of each year. These win- 
dows are changed at least once a 
week. 

The staircase leading from the 
main floor to the basement depart- 
ment is in the rear of the store 
with a large neon sign calling at- 
tention to the location of the ex- 
panded sports shop. 

Its former first-floor location 
produced profitable volume for the 
sporting goods department, but the 
newer arrangement permits show- 


display pulls traffic into basement 


ing a wider variety of equipment 
for more types of team and individ- 
ual sports. 

Window display is an important 
factor in producing sales for the 
department, one or more windows 
being devoted to these lines 
throughout each year. Some weeks, 
and the displays are changed each 
week, there are several windows 
given to a variety of sports equip- 
ment lines. 

H. F. Orr, general manager of 
the company, says of team busi- 
ness, “Our Sports Shop carries a 
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GOLD STRAND 


reinforced selvages Iie | 


give you big 
selling advantages 


Gold Strand Insect Wire Screening is offered with 
either ten round-wire selvage or twelve wire selvage 
consisting of five flat wires and seven round wires. 
These reinforced selvages give you a strong sell- 
ing point for Gold Strand Screening. Your customers 
are quick to see the advantage of reinforced selvages 
which assure screening that lays flat, has good body 
for tacking and won’t pull out of the molding. 
With Gold Strand you can also offer your cus- 
tomers screening in Galvanoid, Bright Bronze and 
Aluminum— screening that meets every price re- 
quirement. Order from your jobber, today. 


Other CF&l-Wickwire Hardware Products 


Clinton Hardware Cloth-Perfection Door Springs Quick Hitch Gate Springs: Clinton 
Hex Mesh Nefting- Clinton General Purpose Welded Wire Fabric -Wissco Flexible Wire 
Clothes Line + Wissco TY Guy Wire + Merchant Wire + Stone Wire + Mechanic's Wire 


CF2.I-WICKWIRE 


HARDWARE PRODUCTS (Fl 


THE COLORADO FUEL AND IRON CORPORATION 


WICKWIRE SPENCER STEEL DIVISION — Atlanta + Boston + Buffalo + Chicago 
Detroit + New Orleans + New York + Philadelphia 


THE COLORADO FUEL AND IRON CORPORATION — Albuquerque + Amarillo 

Billings + Boise + Butte + Casper + Denver + El Paseo + Ft. Worth + Houston 

Lincoln (Web) + Los Angeles + Ockland + Okichoma City + Phoenix + Portland 
Pueblo + Salt Lake City + Sen Francisco + Seattle + Spokane + Wichita 


2615 
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Twelve Wire Selvage 
Five Flat Wires and 


Ten Wire Selvage ; 
Seven Reund Wires) 
al 


All Round Wires) 


y, 
For tension screen manuta 
turers, Gold Strand Screening 
s offered with special w ae 
flat wire selvage containing 
aht double round wires and 
yne ribbon-type flat wire /s 
de. Also with special wide 
Felettiell Mile Lan 2a selvage 
ining six double round wires 


type fot wire 









































































... there's nothing better than a satisfied customer. We like it, you like it 
and the customer likes it. 


For guaranteed satisfaction for your customers, carry GRIFFIN HIGH SPEED 
Hand Hack Saw Blades. Grifin SHARPFLEX, Grfin HIGH SPEED 

and NEW GRIFFIN . .. better blades for better meta! cutting. 

In hand hack saw blades the GRIFFIN trademark is your guarantee of quality. 
GRIFFIN Blades are made from special analysis steels, carefully hardened 

and tempered to insure a top-performance cutting tool. GRIFFIN Hand Hack 
Saw Blades are ideal for both the professional and the home bandyman. 





: 


G. W. GRIFFIN CO. « FRANKLIN, NEW HAMPSHIRE 


Soles Agents: Joba H. Grohem & Co. Inc., 105 Duane Street, New York 8, N. ¥. 


= 








large stock of supplies and equip- 
ment for schoo] sports—baseball, 
football, basket ball and track 
and has close contact with all 
coaches in March, when most of the 
buying is done.” 

Uniforms, sweaters, shorts, 
shoes, balls, bats and other equlip- 
ment for teams are given consid- 
erable attention in display win- 
dows. At appropriate times college, 
big-league and local team photos 
are shown to lend atmosphere. 

A basebal! window, for example, 
had two red pennants on which 
were imprinted the words—base- 
ball supplies. In the rear was a 
boy holding a catcher’s mitt. In the 
foreground was a complete soft ball 
uniform. There was also an assort- 
ment of catcher’s gear including 
chest protector, mask, leg guards, 
shoes and Cap, with a card giving 
the price of each item. 

For junior baseball players there 
was a uniform and cap for $11.50. 
Balls, bats, shoes, masks and soft 
ball gloves were also displayed. 


Shows Wide Variety 

A good variety of sports cloth- 
ing is shown in the department 
with comfortable seats for custom- 
ers. Chairs and benches are also 
scattered about the hunting and 
fishing sections. Guns and rods are 
placed for easy Inspection. A bait 
board shows the firm’s full line of 
, 


lures together with the names of 


each item. 

Fishing windows frequently show 
outboard motors, boat cushions, 
s, rods, reels together with other 
anglers’ needs. 

The fishing tackle section of the 
sports department has a bulletin 
board on which are tacked cards 
with information from fishing 
camps easily accessible to Tampa. 
A fishing news service is provided 
by camps within a radius of 100 
miles of the store. Supplies of self- 
addressed cards were sent to all 
camps, their operators being re- 
<i to send information several 
ime a week as to what accommoda- 
tions are available, what fish are 
eing caught and with what Dalit. 

Both hunting and fishing licenses 
ne store 

With the increasing popularity 
of barbecue equipment, Tampa's 


sports department has a compact 
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but well-arranged display. Brick 
ovens are built around one of the 
structural columns. Oven tops are 
used as tables for the display of 
related lines. Periodicaily the firm 
utilizes an entire window display 
for showing barbecue equipment 
and accessories, tying it in with 


newspaper adv ert ising. 


Desmond-Simplex 
Tells Do-It-Yourself Story utility vises have 
all these features 


(Continued from page 119) 


set up the equipment shown. Dur- 

ing the entire show Mr. Bowers 

concentrated on the line of build- 

ers’ hardware merchandised by —— 

the firm. r gives yc ese top-quality 
For the last two days of the sehHINg Tearures in every vise 

show a painting demonstration 

was also a feature. Giveaways in- 

cluded 2000 quarter-pound cans of 

floor wax, these being presented 

to housewives, who had clipped a 

coupon In a Sweetnam ad appear- 

ing in the papers to publicize its 

exhibit at the show. 


Makes Sale at Show 


Although Sweetnam’s had not 
planned to sell any merchandise 
at the show, one man from a small 
town near Peoria purchased a 
$125 S-in. portal le power saw dis- 
played at the booth. Because the 
customer wanted to use the unit 
the following day, he was per- 
mitted to take it with him at the 
time of purchase. 

The day following the end of the 


show, the firm sold a $200 joiner LEADING HARDWARE DEALERS PROMOTE EXTRA VALUES IN 
and a $182 shaper to another cus- 


tomer, who had witnessed demon- Desmond-Sim lex 
strations at the show. 


Wither Sweetnam. owner of THE DESMOND-STEPHAN MFG. co., URBANA, OHIO 
Sweetnam’s Hardware, says, “We 

are well] satisfied with results, ex- 

pect to sell many power tools to 

pe ple who saw demonstrations at I dy coupon to obtain tacts 


the show. It may be a year or two on the new Desmond Simple 


> 

before some of those convinced of 

the efhiciency of these units will 

buy them at our store. However THE DESMOND-STEPHAN MFG. CO., URBANA, 

the show did create considerable 

interest in power tools we sell.” Please send me ful! details Vise Display Deal 
The show was publicized by a 

special &8-page section in each of 

the two city papers. Sweetnam’s 

had a two-column by 

the issues having the special show 

sections. The VaxX CE 


> 


peared In ads in Doth publications 


HARDWARE AGE, FEBRUARY 17, 1955 








Although a majority of those attending the show were women 


a number of men were there to wotch the demonstrations. 





400 Attend Night Demonstration 


Hardware firm and utility company play host at cook- 
ing, laundering demonstration at school auditorium 


To get more people interested in 
seeing its kitchen and laundry 
equipment in operation, District 
Line Hardware Co. in Washington, 
D. C., held an evening cooking and 
washing show in a local school 
auditorium. 

Abraham Wolf, owner of the 
store in Fairmount Heights, ob- 
tained the cooperation of the Po- 
tomac Electric Power Co. and the 
Electric Institute in staging a 
demonstration of kitchen and home 
laundry equipment for the colored 
group of the Parent-Teachers As- 
sociation in Fairmount Heights 
Elementary School. 

More than 400 people attended 





(Continued on page 183) 
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SPINS” 
INDESTRO 
CHOOSE ASSORTMENT TOOLS Built for Service SELF-SERVICE 


OF DISPLAY BOARDS [aa FEATURES OF 
FEATURING THESE TOOLS side ) . » 9) REVOLVING SERVATOOL 
, aim 


‘7 


Sockets—all popular sizes Rotates at Finger Touch 


sj 


ewes @ «4 6 € 


: eo « . 5 
Saves space; only 28° 


wide at base 


Socket and Wrench Sets 


i i 


Open End Wrenches 
Attracts Mechanics, 

Car Owners, Farmers, 
Home-Work-Bench 
Hobbyists, Do-It-Yourself 
Householders. 


Tappet Wrenches 
Box Wrenches 
Obstruction Wrenches 
mbination n ‘ 
Combination Wrenches ey a os 
Screw Drivers ~ Ntaad tool clearly shown for 
Chisels and Punches reordering 
Pulleys 


And Many Others 








e wih 


Send This Coupon For Bulletins 
on Revolving Servatool 
And Other Serve-Self Sales Aids 


Build a profitable business without adding to your sales force or 
overhead. Install these serve-self stands that give your customers 
complete selection of all the most popular tools in the most wanted 
sizes. Servatool makes it possible for them to see, feel and handle 
the tools even if your salesmen are busy elsewhere. It is today’s 
and tomorrow’s new way of selling tools. 


A ~~ 
a , ‘ Ay 
NOG 
7. 


N. KILDARE AT SCHUBERT * CHICAGO 39, ILLINOIS 


INDESTRO MFG. COMPANY 
N. Kildare at Schubert, Chicago 39, Ilinois 


Please send me bulletins on the following without cost 
or obligation. 

[] Revolving Servatool Salesmaker 

[} Tool Display Boards 


Also Send 
[}] New Indestro Catalog 


City 
RESO Dn Meee 8S AR 
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Do-It-Yourself Selling 





Passing on know-how 
to amateur painters puts 
paint and related lines 





in major line category 


a a 


; ; “ ; . '* 
he customer selects walipaper offer having discussed 
4 


a | . ~~ : ° i 
her home gecororion pia “ 


. | Show-how makes profits in paints | 


Robinson sell thelr customers on 


Reasoning that know-how and 
show-how can be key merchandis- 
ing alds has helped Robinson Paint 
& Hardware Co. in Oakland, Calif.., 
make paint and related lines a 
major department. 

The firm caters to a moderate 
income group of home owners, its 


customers wanting aid in selecting 


i74 


the proper color schemes for furnl- 
ture, interior walls and the ex- 
terior of their homes. That this is 
a profitable volume field is evi- 
denced by the fact that the firm has 
had to enlarge its show room and 
stocks three times since 1946. 

An attractively finished displas 
room helps Mr. and Mrs. Edgat 


the do-it-yourself theme. In effect 
the store says to all visitors, “‘this 
is what our paints and other !ines 
can do in your home.” The store 
front combines redwood siding and 
natural] stone. Plate glass visual- 
front windows have neon signs giv- 


ing store name, advertising paint 
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approved by 
Reynolds Metals Co. 
for bonding 


Reynolds 


Do - It- Yourself 
Aluminum 


to almost any surface 





Lc 
fort ec! 


J 
ew Grove City, Ohio 


; 6-6343 


A 
we “ll 


A 
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Roltite Utility Adhesive has been approved by the 
Reynolds Metals Company for use with their 
Do-It-Yourself Aluminum. You may have already had 
some calls for this revolutionary new adhesive 

because it's suggested by Reynolds in many of their new 
Do-It-Y ourself plans. 

Roltite Utility Adhesive will increase the number of 
jobs your customers can do easily with Reynolds 
Do-It-Yourself Aluminum. More jobs. More sales. 
It’s as simple as that. 


This miraculous new adhesive not only eliminates 
the need for nails or screws, it also eliminates the need 
for the bothersome clamps required with most glues. 
Just spread it on both surfaces, let it dry and press 
the two surfaces together. You get a permanent 
bond of exceptional strength. And this is not just a 
special cement for bonding Reynolds Do-It-Yourself 
Aluminum. It’s a tremendously versatile adhesive 
which will become a big profit item on its own. 

Roltite Utility Adhesive is available in 8-oz., pint, 
quart, gallon and five gallon cans. A spreader and 


a complete instruction folder are furnished free 
with each can. 


Standard dealer and wholesaler discounts. Get vour 


order in now. Dealers — if your wholesaler doesn’t have 


Roltite Urility Adhesive in stock yet, send us your order 
and his name. To order. or to get more information 
— call or wire collect, or use the coupon below. 


no other adhesive 


can do so many jobs so well 


so tremendously versatile, and so easy te 

before long it should be the fastes? selling pore: — 

pre i list of materials with which it con be vs ae son 

pray i rtant ones are decorative laminates, pry an 
among the other impo st 7 peorcneg ; 

te install wall paneling without nails or clips. 


phase the home. (More 
a eae and in hundreds of other spots cround 


; nt in use today is made 
ontact-type laminate come ehold 
than 80% af caper al And it’s ideal for thousonds of _ 
by the makers t every customer who enters your store gers 
ee, aah * can dona better, or more easily, 


/? 
MIDCONTINENT 


cons raAnyY 
84 SUNSHINE DRIVE GROVE CITY, OHIO 


Please send me specification sheet, instruction folder and other 
information on your new Roltite Utility Adhesive 


Nome Dealer 


Company Distributor 


Street 


City 




















Pe 
ry 


re Dd bd bd 


The ONLY sweeper unconditionally _ 
guaranteed for 10 Years 


and guaranteed for Life against mechanical defects 


.. » FOR DETAILS SEE CARD PACKED WITH EACH SWEEPER. 


E.R. WAGNER MFG. CO., MILWAUKEE, WIS. 
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ee), || [cia NEW SALES AIDS for dealers 





8 FULLY VENTED HEATERS 
15 000 BIU to 85000 BTU 
23 UNVENTED HEATERS 
9.000 BTU to 50.000 BTU 


Write your jobber or direct for complete catalog Anniversary Year 


MARTIN STAMPING & STOVE CO. sunisvitic, atcbome 








Show-how Makes 
Profits in Paints 


(Continued from page 174) 


and hardware. Another electric 
Sign overhangs the store entrance, 
the unit being at a right angle to 
the front. 

Patience is a prime requirement 
in selling do-it-yourself customers 
the necessary paints and other 
materials. Many customers plan- 
ning to refinish their furniture are 
easily confused, when not familiar 
with different types of paints and 
other finishes. Explanations of ap- 
plication techniques, preparatory 
steps and the characteristics of 
paints, enamels, stains, etc., must 
be carefully detailed. 


Uses an Interpreter 


The firm caters to a number of 
foreign speaking people, many of 
whom understand very little Eng- 
lish. Recently a Spanish-speaking 
woman, unable to speak English 
sent in her daughter-in-law, who is 
able to converse in both languages. 
The daughter-in-law briefly out- 
lined requirements of the older 
woman. 

Mrs. Robinson recommended col- 
ors, gave sample cards, explained 
why and how certain recommended 
colors could be applied, and told 
why they were not of a type that 
would be unpleasant to have in the 
home. 

The daughter-in-law and her 
Spanish-speaking mother-in-law 
later discussed recommended fin- 
ishes and wallpaper samples at the 
latter’s home. A sizable order for 
paint, paper and the necessary tools 
and accessory items resulted. 


Seek Outside Aid 


When customers unable to speak 
English visit the store without an 
interpreter, the Robinsons invite 
neighbors to come in to assist. 

The Robinsons are consistent 
paint, wallpaper and related line 
advertisers. Heaviest advertising 
is used in the spring months when 
people are thinking about house- 
cleaning and renovation. In addi- 
tion to using ads in the weekly 
East Bay News and Oakland News, 
the firm makes frequent use of 
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manufacturers’ direct mail mate- 
rial. 

Mr. and Mrs. Robinson believe 
that their know-how, supplemented 
by their show-how is a very potent 
merchandising weapon. They know 
that their paint, wallpaper and re- 
lated line sales and profits have 
shown a steady increase. They 
know that those who have followed 
their advice have recommended 
others to the store, and that satis- 
fied customers make frequent re- 
peat visits for a wid2 variety of 
merchandise. 


Gives Advice on Phone 


It is not unusual for youngsters 
to visit the store with a note from 
their parents seeking advice in 
painting a kitchen or other rooms. 
Some of these visits necessitate 
phone calls, and the sending out of 
a number of color chips together 
with specific recommendations. The 
youngsters may have to return 
later to pick up the paint and other 
materials needed for the job. 

In addition to merchandising a 
full stock of paints and other fin- 
ishes, the firm stocks all supple- 
mental materials for painting and 
wallpapering. 


Studies Customer Needs 


Particular care is taken to find 
out what a customer wants to do, 
then the Robinsons give careful 
instructions as to the proper tech- 
nique. 

Beginners in home painting and 
decorators frequently require that 
instructions be repeated more than 
once. Such requests do not cause 
the Robinsons to be impatient or 
annoyed, for they know that cour- 
tesy in such instances builds a 
friendly opinion of them and their 
store in the minds of such cus- 
tomers. 

Expansion of the firm’s display 
facilities and merchandise stocks 
necessitated taking in living quar- 
ters in the rear of the store. Two 
years later additional expansion 
was required to provide space for 
a storeroom, plus a large two-car 
garage. 

At the time of the second ex- 
pansion of the display room, the 
present attractive redwood, natural 
stone and plate glass front was 
installed, greatly enhancing the ap- 
pearance of the store. 
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‘round promotional support for you 














Make every month a peak month 
—with BOONTONWARE’S 
programmed selling ! 


Boontonware, the leading molded dinnerware line, plans year 


month as big as December. Here’s how: 


POWERFUL LOCAL ADVERTISING 


using T.V.-newspaper combination. 


ACROSS-THE-BOARD NATIONAL ADVERTISING 


in major magazines reaching millions of people. 


STRONG PROMOTIONS 


competitively priced promotions at regular intervals. 


TWO BIG WINDOW PROMOTIONS 


for June and December, complete with National ads. 


PLUS new statement enclosures...new mats...new packages 


... new service pileces...new sets. 


You'll stock less and sell more when you buy Boontonware 


Get the full story on Boontonware’s programmed selling from 


/ : 
7 
a 


your jobber. 


BE SURE IT’S 


booorilon ware’ 


MELMAC DINNERWARE AT ITS FINEST 
MANUFACTURED BY BOONTON MOLDING CO.-~ 


designed to make every 





~] 
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CTD popucan pricen 


PENBERTHY 


PEN-PRIDE 


AUTOMATIC, ELECTRIC 
SUMP PUMP 


ooo fF 



























B © QUALITY FEATURES j 
§ © DEPENDABLE PERFORMANCE | 
| © SIMPLE , 
. INSTALLATION § 

e GOOD 

E PERE RT HY PROFIT 


RPEN-PRIDE. 
™ @ NATIONALLY 
ADVERTISED i 


menses ae 


Spec L hp. GE 
sieeve bearing motor 
; 
desrgned for sump 
pump service 
Dependable 1! pole 
nechanical switch 
displacement weight 
operated 
Up to 3000 gals 


per hr. copacity 


; instant starts ofter 
' 4 iong idie periods 
Single shroud 
P , 
1 impeller 
Sturdy rust-resisting 


construction 


10’. nigh tor 2? 
Mp Weighs 50 Ibs 


Stamped Bronze Base 





LOW COST 
PROTECTION PAYS OFF 


e Cash in on the rich market for 


Write for informa- 
tion on “Double Automatic Pro- 
tection” pumps even when 
power fails . . . multiplies profits. 


su mp pu mps. 


PENBERTHY INJECTOR COMPANY 
Division of the Buffalio-Eclipse Corporation 
1242 Holden Ave., Detroit 2, Michigan 


. 
(There's Certain Satisfaction in 
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How to Get Three 
Turnovers 


(Continued from page 154) 


ing community. But even in a small 


town located 100 miles or more 
from a large city, the dealer must 
keep his housewares stock con- 


stantly fresh and interesting, Mr. 
Reda observes. 
He has found 
that it is best to buy new items in 
small quantities until he finds out 
how they will sell. He can then 


in this connection 


order more in quantity, or discon- 
tinue the item according to cus- 
tomer response. 


Features New Items 
it is abso- 
the dealer to 
alert to new 


In any case, however, 
lutely necessary for 
be constantly items 
and to continue to introduce them 
stock. For this purpose, 
Mr. Reda makes it a point to visit 


the housewares departments of the 


into his 


nearest large city 
There 
small town dealer’s becom- 
and satisfied with the 
is carrying, he believes. By 


department 
stores. is a very real danger 
of the 
ing rusty 
lines he 
what the 
he alerts 


getting out and seeing 
large stores are handling, 
himself to the new developments. 

Mr. Reda prefers to buy almost 
everything 


from wholesalers. He 


also finds it advantageous to deal 
with a firm whose representatives 
are aval ilab le 


locally, can provide 


services, and make adjustments. 
Frequent changing of displays is 
helpful in sustaining customer in- 
terest, he has found. He changes 
displays on a table or two regular- 
This is 
simply by 


ly once every two weeks. 
inter- 
changing the merchandise on two 


display 


sometimes done 


tables, sometimes by other 
methods. But by changing them in 
this manner, he makes sure that 
customers will really see the mer- 
chandise becoming ac- 
items in the 


instead of 
customed to the same 
same place 

All housewares stock is kept 
routine that is 
the store’s two house- 
When not serv- 
ing customers, they spend much of 
their stock, and are 
expected to go through the entire 
housewares inventory 


a regular 


followed by 


clean by 
wares sales women. 
time dusting 


every three 


weeks. They move from one fixture 








BLAIR Model 66 
21” Power Mower 


Also available: 18” Reel Power Mow- 
ers, Blair Rotary Mowers, and a full 
line of fine hand mowers. 

If it’s made by BLAIR, the qual- 
ity’s there. 


BLAIR MANUFACTURING CO. 
Telephone 2-7449 
Springfield 7, Mass. 








FOR EASY PROFIT, 


DISPLAY AND SELL... 





See eee See eee eee eee eee eee eee eee eee 
eeeeee eee ee ee eee eee eee e eee eee eeeeeeee 
eeeeee eee eeeeeee eee eee eeeeeeeeeeeeeee 


peateetes 


ard: 
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AND COMPLETE LINE OF 
TURNBUCKLES PRODUCTS 
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BOX 333, MICHIGAN CITY, INDIANA 
FACTORY: GRAND BEACH, MICHIGAN 
“One good turn (buckle) deserves another” 


7, 1955 








AMERICA’S FINEST LINE OF SMART BARBECUE ACCESSORIES 


Here is the ultimate in barbecue accessories! Ebon ware is 
new, handy and handsome...and is sure to be “hot” as charcoal 
for both dealers and lucky users. Ebon« ware’s blued steel 
finish is the same as used on firearms. Rawhide-thonged 
handles are of Golden Oregon Alder. 


PERFECT GIFTS... 
DELUXE SET 





Any man will Stand with four squore-blode skewers, 
7 be the proud- four tools and shakers. Packaged in 
est ‘backyard heavy, corrugated carton. 


chef'' in town with Ebon e ware. Sets and sep- BR-10 per set $17.75 


arate items are handsomely gift-packaged. 





Food Tongs 
Wonderful aid to ovt- 
door cooking. 23° tongs 
with hardwood handles. 


BG-5 per set $2.50 




















Tool Shaker Set 
Set 

. Fourteen inches long. 
Four 24 tools Heads 1%" x4". Gift- 
— spoon, fork, packaged. 
turner, brush— BG-3 per set $2.95 
gift-packaged. 

BG-2 
per set $5.95 
Hamburger 
° Press 
} 


Mokes perfect patties 
} swiftly and easily Gift- 
packaged. 
BG-4 per set $3.50 














For catalog sheets, price lists and name of your nearest jobber — 


WRITE: Dor-File Manufacturing Company 
1131 S. E. Umatilla Street, Portland 2, Oregon 





i reamed 
Skewer Set | : 
Your Firm Nome 
Four 3l-inch squore- | 
blade skewers, gift- 
packaged. 
——sme 


BG-1 per set $4.95 


Address 
City State 


Signed 
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MANUFACTURING 
COMPANY 
1131 S. E. Umatilla Street 
Portiand 2, Oregon 
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each part of the department in 


/ Si" PLASTIC DISPLAY “2 :rts om 1 


of gross sales on advertising, and 
allots a considerable proportion of 
that expenditure to housewares. He 


it's Free! has found that the most produc- 
° 


tive times to advertise are in p 
SEL-FAST DISPLAY March and September in his farm- 
10-48 ing community, and hits most 


Here's the most attractive, heavily during those periods. He 
practical and sales produc- 
ing Display Assortment ever ‘ 
offered! Sparkling new and with display ads in the local daily 
unique permanent self-ser- newspaper. 

vice Display holds minimum 
stock of 48 fast-moving 
Hold-E-Zee numbers. Takes by Reda’s Hardware are in the 
only 5" x 14” counter space. 
Each driver clearly marked 


advertises once or twice a week 


In general, housewares carried 


medium price category, better than 


on Display for number and the variety store level but very 

price. Packed filled as little in the luxury lines. 

shown— goes ri >w : = . : , 
goes right to work The firm was established nine 


ALREADY AN OUT- 
STANDING SUCCESS! years ago by the owner. Mr. Reda 
Order from your Jobber. is currently planning a store re- 
modeling program that will be put 
into effect gradually, in the near 
future. 


R 
H LD-E- iia 
Give Some Time 


UPSON BROS., Inc. SCREWDRIVERS To Your Community 


ROCHESTER 14, N. Y. (Continued from page 125) 

relations ends and good manage- 
ment policy begins, for these visi- 
tors to the store must be converted 

















Shufo rd ‘s 


, 
Shufords WT : into customers who will make re- 
HAWTHORNE |—rAP 
Without large capital, Neice 


CLOTHES LINE “ss Hardware tries to put its money 
° . into the widest possible variety of 
Reaps the big protit _ Price — n ple 


things customers want the most. 


oe n> : . 
that demands display! — fee e The store has do-it-yourself dis- 
" > ef plays and materials to cover a wide 
. ° te 4 ” 5 " , 
Actual surveys prove clothes line profits e je] range of home projects, plus’ the 


are greater than many other items... 
that clothes line sales are increased 
25% by conspicuous display. Haw- 
thorne’s NEW “Courter-Case” 
does the job for you! 


tools to go with them. To Mr. 
Neice this is but another facet of 
good service. 

Vernon Neice Hardware offers 
electrical sundries, sporting goods, 
Sell Hawthorne for more 
strength and longer wear. 
It’s “pre-stretched” solid 
braided cotton! Nationally 
advertised Hawthorne is 
tightly sealed in a trans- 
parent EVER-WRAPPED 
BAG containing two con- 
nected 50’ hanks . . . keeps 
clean, stays wrapped even mga 
after cut apart. Mr. Neice says, “If you have to 
Sell Shuford’s TIGER LILY Plastic Clothes Line, too. The best in the send things out for service you 
market. Comes in Tiger Yellow, Pin-up Pink, Azure Blue color-fast colors lose much of your profit, your 


and white. Packaged in Shuford’s famous EVER-WRAPPED BAG, packed 
in the “counter-case” that sells. 


electric housewares, paint, hobby 
lines, shoe repair service, key mak- 
ing, tires and general repair ser- 
vice. It is the firm’s policy to sell 
no merchandise on which it cannot 
give complete service and repair 
assistance. 


customers on many occasions. 


There is no use getting new people 
ea FOR into the store every day, to lose 
SINCE 1880 OVER : 
75 their trade because of poor outside 
YEARS . eat 
All servicing. 
HIS. INC 


HICKORY NOC All merchandise in the store is 
price marked for the benefit of 
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new 
‘DO-IT-YOURSELF’ 
profits! 


Colorful Chair Webbing 
and Outdoor Furniture Cloth—both woven of 




















Firestone! elon) © 


The hit of every ‘do-it-yourself’ Show—with long profits and heavy 
dernand. 


Your customers can make long-lasting, colorful porch, beach and den 
chairs with fabulous Velon. Both webbing and cloth wash with soap 
and water. They're light and comfortable. No pools of perspiration, no 
stickiness or clinging to the body. Can't be harmed by rain or sun. 
Won't stain or mildew. And their brilliant colors are fade-resistant. 


SPECIAL 
INTRODUCTORY 
OFFER 


Get these 


Display Racks Free 


Order 3 rolls of Plastic Outdoor Furniture Cloth and this 
Counter Rock is yours. Rolls ore WW yords long, 15” 
Your order for 5 rolls of Plastic Webbing entitles you wide. Colors: Red/white, Green/white, Green/yellow 
to this handsome Display. Stores 75 yd. rolls of the 5 free“ do-it-yoursell” instructions for your customers. 
most wanted ,colors. Maize, green, ivory, blue, red. 

17/4," wide. We'll supply Free “how-to-do-it” instruc- 


Sam ge Plastic lloven Products Ine. w 


ce 


weovers of Firestone Ve 


51 CAMDEN STREET @ PATERSON 3,N. J 






This is a deal you con't afford to miss. fill 
out and mail this coupon today for full informo- 
tion on these money-in-the-bank products, 





We call your attention to our offiliation with 


John 4. Graham & Co. Inc, sales representa- 
tives. 
®tM. Firestone Plastics Co. 
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BUILDING BOOM AHEAD 









eS: Ce ~T : ’ tea 
1947 1948 1949 1950 1951 1952 1953 1954 1955 


And here's what it holds for 
Myers dealers—present and future 


At least one of every five homes to be built during the next 


4 . 
¥ oe Te 


five years will be beyond city water mains! With a need for 
more than one million new homes annually for the next five 
years, the water system industry has a sales potential equal 
to that created by rural electrification. 


But the future offers a challenge, too. More dealers will be 
needed who can qualify as water service experts. People mov- 
ing beyond city water mains for the first time will look to 
such dealers for counsel, service information and water 
system recommendations. 


As a qualified Myers water systems dealer with a full line of 


pumps, parts and with service know-how, you are ready for the 


sales this building boom promises to bring. If you want to be- 


come a dealer or learn more about Myers ax eS 
profit-making dealer plan, write today Ae RS ode 
. : , “7 = 
or see your nearby Myers distributor. Pe ~ n> 
* 7 - ’ j j 








| PANG IPL, 
Your Myers | DisTRIBUTOR | pi Mz 
IS AGOOD MAN TO KNOW 


He will help you set up an aggressive, 
full-line Myers sales program and plan 
for plus-profit sales in allied lines. Do- 


ing business with him is good business. 


Myer 
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‘WATER SYSTEMS 


POWER SPRAYERS AND WATER SOFTENERS 





The F.E. Myers & Bro. Co., Dept HA-2, Ashland, Ohio 








browsing customers, and for the 
information of the sales staff. This 
is a particular aid to part-time 
smployees. 

Although Vernon Neice’s main 
intent in participating in his com- 
munity activities i: to be a useful 
citizen, he finds that giving his 
time and effort to community af- 
fairs brings prompt return, with 
interest. Mr. Neice says, “When- 
ever I am with a group of people 
in this area, I know that I wiil see 
many of them at my store on 


numerous occasions. 


95-Year-Old Hardwareman 
(Continued from page 162) 


1882, “but as a friend and member 
of the Heliman family.” 

As a tinsmith, he made tin and 
copper utensils for individuals and 
institutions. For the first two 
years with Hellman Hardware, 
then located in downtown Los 
Angeles, he did job work in the 
firm’s shop. He grooved and double 
seamed water tanks, repaired water 
pumps, made coffee and tea pots, 
sauce pans and other utensils. In 
those early days he lined many a 
wooden bathtub with zinc for Los 
Angeles ploneer residents. 

As a lad of 16 in Petaluma, 
Calif., his ambition was to become 
a machinist. But he was appren- 
ticed out as a tinsmith. Taken out 
of school before he finished the 
grammar grades, he nevertheless 
managed to get six months of train- 
ing in a business school in San 
Francisco. But he got a practical 
education in the hardware busi- 
ness. Today, Mr. Schlosser not only 
knows the hardware business; he 
is able to recite poetry, humorous, 
to-the-point verse, by the hour. 
His memory has been improving 
ever since he was 50 

Once he was employed by Hell- 
man Hardware, he determined to 
move from the tin shop to the 
store. To prepare himself for this 
move he took hardware catalogs 
home to study the business. In 
two years he was ready when the 
opportunity presented itself. Dur- 
ing his long record with Hellman 
Hardware he has held every job 
available in a retail hardware 
store. 


From 1908 until 1929 he was 
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store manager for Hellman Hard- 


















































ware Co. 





Here is some of his business 
philosophy : 

When a customer comes in, make 
him believe that he is doing you a 


favor. 
A successful salesman always 
. meets a customer with a smile. 


Give the customer credit for in- 
telligence; do not act as though 
you believe that you know every- 
t-ing. It is poor policy to tell a 

istomer, “You do not want that.” 

silly Schlicsser says, “My expe- 
rience shows me that product 
knowledge was just as important 
in the hardware business a half-a- 
century ago, as it is today. 

“One incident illustrates this 
point. I enjoyed selling rubber 
hose, because I had learned some- 
thing about that product. A rubber 
factory representative told me how 
rubber hose was made. As a re- 
sult I know how to talk about this 
product, how to strip it, how to 
demonstrate it.” 

Last December, the Hellman or- 
ganization had a party to mark 
Billy Schlosser’s 72nd anniversary 
with the company, and to honor . 
him upon his retirement. His fel- rai “It’s no use, Mike . . . these are 
low employees gave him an electric ce ‘ Campbell Chains!” 
blanket. Mr. Hellman presented Ps 
him with a gold watch. 

Of the watch Billy Schlosser 
says, “It comes in handy for check- 
ing business schedules as I ride 
to and from the store on the bus.” 

A member of the HARDWARE 
AGE Fifty-Year Club, he has been 
active in the Oddfellows for 68 
years, being a Past Grand Master 
of the Oddfellows of California. 





There’s no substitute for safe, long-wearing 


CAMPBELL CHAIN for hundreds of jobs of holding, 


400 Attend Night 


hauling, or hoisting. Campbell makes chain in any 


Demonstration size, grade or specification. Each link is inspected 
(Continued from page 172) to assure rugged dependability. Order CAMPBELL 
, the demonstration and cooking CHAIN in the handy CAM-PAK .. . display it on 


school, 340 of them registering for the eye-catching Display Merchandiser. Your 
articipation in drawings for sev- . : ; ;' 
ae : jobber can give you complete information. If you 
eral major appliances. No pur- ; 


prefer, write direct. 





chases were required for partici- 
pation. 

The utility company’s home eco- 
nomist, Miss Mary E. Turner, de- 
scribed home food preparation : 
technique with her activity being i 


2 plat. New see a 


CAMPBELL CHAIN Company 


£m a eet EPI Ry eA eee 


RFD! = cre “ on rt an 
: a J @ 
ne = ental ; 







ae 


ws ss 
CHAIN 


reflected in an overhead mirror on 


" Main , York, Pa. « ' 
the stage. She removed leftover Office, York, Pa West Burlington, lowa 


Portland, Oregon * Sacramento, California 


turkey, frozen vegetables, desserts, Mokers of Famous CAMPBELL Lug-Reinforced TIRE CHAINS 
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AL'S WHEEL-BARROW SPRAYER 
with BUILT-IN PRESSURE TANK 


Wi lutions to 
lying weed-killing solu’ 
Here is the ideal sprayer natn eo Geld crops, fruit trees. 


hitewash, cold water paints 
ar easier to use. Capacity: 


fits. Ask your 
jobber about it. 


AD 

x 

UNIVERSAL, by long odds the ‘a 
best sprayer fine to handle, is thoroughly C UNIVE ,y 
est s 


° " 


pucTs CO. 
MICHIGAN 

































lawns, spraying gardens, flo onde 
-. oreenhouses, @pP'y' 
«at gn Efficient and f 


er that nets attractive pro 

















and many other uses. 


20 Gal. A rapid sell 











































complete - - - 


5 to 20 gal. capacity. 


S UNIVERSAL METAL PRO 














DIVISION OF AIR CONTROL PRODUCTS, INC. 














from the freezer, demonstrated 
how to bake biscuits and cooked a 
10-lb ham. 

During one cooking period a 
distributor’s representative talked 
on various types of appliances, and 
demonstrated the use of an auto- 
matic laundry unit. 

Yardsticks, cans of wax and 
other samples were distributed. 

Mr. Wolf says of the demonstra- 
tion at the school, “We did no on- 
the-spot selling, and were not try- 
ing to sell any merchandise. It 
was intended to promote a friendly 
attitude toward our store among 
those attending the demonstra- 
tion.”’ 


Tells Story at School 

Publicized with posters at the 
school, in the stores of other mer- 
chants and wherever else posters 
could be exhibited, the show was 
also advertised with 3000 folders 
mailed in the two weeks preceding 
the show. 

Youngsters at the school were 
reminded over the school’s public 
address system of the gathering 
the day before it was held. All 
customers visiting the store in the 
month preceding the show were in- 
vited to attend. 

One of the give-aways at the 
show was a 10-lb ham cooked dur- 
ing the demonstration. A straw- 
berry shortcake baked during the 
cooking portion of the show was 
presented to the school principal. 

In addition to offering mer- 
chandise to visitors, Mr. Wolf sug- 
gests enlisting the assistance of 
the local power company when a 
show of this type is promoted. He 
also believes that having civic 
leaders make a few short talks is 
a good prestige builder at one of 
these gatherings. 

The promotion cost District 
Line Hardware Co. about $200, 
plus time and labor consumed in 
moving appliances into and out of 
the school. 

Two of District Line Hardware’s 
salesmen followed up the event by 
Visiting those who registered at 
the show. Each purchaser of a 
major appliance during the 30-day 
period after the show was offered 
a free steam or dry iron. 
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NEW VARIJET Bullet- 
40 to 70% MORE WATER 
with LESS ELECTRICITY! 
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Consistent advertising 
in these leading magazines 
helps you sell F & W! 


with the sales advantages and 
the advertising to tell about ‘em! 


® That’s the unbeatable combination for volume and profits in the water 
pump business that every F & W dealer enjoys! 

Take the new F & W VARIJET, for instance. It is absolutely unapproached 
by any other pump for shallow-well use. It gives 40 to 70°, more water, yet 
reduces motor load and power consumption. No increase in horsepower or 
price, just longer life, lower cost operation. It’s an exclusive F & W patent! 
You enjoy comparable advantages in a full line of pumps for every need. 

F & W is giving you more advertising power than ever in 1955 in both the 
big and profitable farm market, and in the rapidly growing suburban market 
in every town and city! 

With F & W in °55 you get everything it takes for your biggest year yet on 
water systems. So write us now for full details. 


FLINT & WALLING MFG. CO., INC., 288 Oak Street, Kendallville, Indiane 





S®eeeeeeeeeeeeeocoeeeeeeed 





F & W Multi-Purpose Jet F & W Multi-Stage Deep Well Jet 
Change from shallow well to deep weil by mov- Delivers extra capacity. New automatic con- 
ing jet off pump down into well. No extras to trol valve assures top performance under vary- 
buy. Available with or without vertical tank, or ing well conditions. Change the rotary seal in 
as compact package unit. ’2 HP motor. 15 minutes with Speedichange cartridge. 


FeW means Flowing Witt by Flint & Walling 
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For Outside Salesmen 






















profit 


Retail sales employes and out- 
side salesmen would be covered 


under Federal minimum wage ana 





hour laws if Congress approves a 
bill now pending in the House 
Laoo. Committee. 

The bill, sponsored by Rep. 
Abraham Multer (D., N. Y.), is be 
ing backed by the National Council 
if Salesmen’s Organizations, Inc. 

The legislation would make elli- 
gible for minimum wages and 
hours any outside wholesale com- 


mission salesmen, except itinerant 


*3.50 Value Display Board 


with Americana Deal peddlers and part-time salesmen, 
and retail salesmen who do nol 
Show your customers you hove it with this 
clever stand-up display board, complete 


with New Americona hardware. More than a score of bills to 


\ 


} » 7 , - 
earn at ieast S0U0 a Week. 


cee cule eet ean a eae, an ee Gane ame Ge ae raise the minimum wage from its 
present 75¢ an hour to anywhere 
from 90¢ to $1.25 an hour and 
broaden coverage have been in- 
troduced. 

One measure, sponsored by Sen. 
Herbert H. Lehman (D., N. Y.), 
would increase the minimum to 





‘ #39I—1'/4 So hres appt ior ' 
ix oceans Gi ty S” Americana #32%—%" “TT” Americana $1.25 an hour and bring in 9 mil- 
em oncecied mMinge , : . ae, ; ; 
Semi-Concealed Hinge lion additional! workers, including 
* 


an estimated 3 million retail em- 
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Offset iB introduce Bill to End 
Hammered ~SD, 
Hinge i: Flat Shipping Rates 
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#329—"H" % Sc Phantom freight rates fees 
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‘Say charged dealers by manufacturers 
237--"'EZ' 


T~ 
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| le ela in excess of actual shipping costs 
| would be outlawed under a bill 
: | sponsored by Rep. Carl Hinshaw 
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NEW AMERICANA re 
ts handsome (he bill is almed at preventing : 
hammered steel manufacturers from charging flat 
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shipping rates regardless of actual 


7 394—Americana Hammered Pu!! 





in “Stor-Brite’ | 

Black, Antique, costs from plant to destination. 
Copper or Results of passage of such a mea- 
Brushed Brass. 


739%5—Americana Hammered Pu! 
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SEND FOR COMPLETE CATALOG TODAY! some who could take advantage 





f ordering from local manufac- 


STAR METAL P N. . A similar bill won approval of 
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gutler Street. Brookly' ne House Commerce Committee 
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last year, but was held »ack from 
a veto when several industry 










Sold through wholesalers only 
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spokesmen promised Congress to 
end the practice. Rep. Hinshaw 
says the promises, while carried 
out by some industries, have not 
ended the practice. 


ICC Allows Truckers Rate 
Hike in Central States 


Higher truck rates will be in 
effect in the central part of the 
country, and probably elsewhere, 
as a result of a recent Interstate 
Commerce Commission decision. 

ICC ordered trucking companies 
moving goods between points in 
the central states area to cancel a 
$1.50 extra handling charge for 
shipments under $5000. But the 
Commission decided to permit the 
haulers to increase the minimum 
charge from $2 to $38 for small 
shipments. 

They are also permitted to in- 
crease the rates for shipments of 
less than 2000 Ibs by 23 pct and 
rates on shipments weighing be- 
tween 2000 and 5000 Ibs by 7‘ pct. 


The Commission says that the 





new rates—in addition to rate in- 
creases granted last spring—will 
bring in about the same amount of 
revenue to truckers as the $1.50 
surcharge. 


Farmers May Get Loans 
For Better Water Systems 


The Senate Agriculture Commit- 
tee is considering a bill which 
would authorize Government loans 
to farmers to finance “adequate” 
water facilities in rural homes. 

The bill, sponsored by Sen. Rob- 
ert S. Kerr (D., Okla.), would per- 
mit the Agriculture Dept. to make 
loans to farmers for securing 
water, including’ well - digging; 
constructing new facilities, repair- 
ing existing facilities, or improv- 
ing and expanding home water 
systems. 

Repayment provisions of the 
loans would be set by the depart- 
ment, but the loan could not run 
for more than 20 years and the 
interest rate could not exceed 3 


pet a year. 





(Resume reading on page 11) 
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GREENLEE 


your highly dependable source 
of fine hand tools 


WHEN you stock the GrEENLEE 
line, vou can be sure that vou have 
tools of inherently outstanding value 
and excellence. You can be sure, also, 
that you have a reliable source upon 
which you can a/ways depend. 


For nearly §0 years this firm has been 
famous for fine products. It 1s equipped 
with the best of modern production 
machinery and factory facilities... 
uses only the finest grades of materials 
for its tools... employs highly ex 
perienced craftsmen to produce them. 


And each year finds more new dev clop- 
ments in work at GreeNLee. New pro- 
duct improvements, better packaging, 
consistent mational advertising all 
designed to make this a top selling line 
for you. A/l/ are reasons why it pays to 
stock and build extra volume with 
GREENLEE... . a progressive, highly de- 
pendable source for vou. 


=> 
GREENLEE 


STOCKED BY LEADING WHOLESALERS 


GREENLEE TOOL CO., ROCKFORD, ILLINOIS 
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and profits 



































BECAUSE BUYERS KNOW 
JENKINS 





GOES FURTHER 


Buyers know they get guaranteed footage in 
every roll of Gold Seal. They know that every 
inch measures up to top quality standards, — 
eliminotes waste, goes further. 

That's why they like it . 


.. buy it... come 


back for more. Make sure they can get it . 


stock up on Gold Seal Tape now. It pays. 
"30 Park 


(Rubber 
Ave., New York 17. 


Jenkins Bros. Division ), 


JENKINS 
GOLD SEAL TAPE 
FOR EVERY JOB 








Available in 10-roll cartons or single rolls. Every 
roll cellophane protected to stoy foctory-fresh. 


Jenkins Bros. also moke Diamond Sea! Friction and 
Rubber Tepes which meet ASTM Specificotions. 
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Hardware and allied 
trade events up-to- 
date in each issue of 
Hardware Age 





Convention Check List 
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National Events 
American Hardware Manufacturers by Trade Exhibition, 331 Madison 
Assn. in joint convention with the Ave., New York, N. Y. Charles 


Southern Wholesale Hardware Snitow, president. 
Assn., April 10-14, at the Palm 


Beach Biltmore, Palm Beach, Fla. Hardware Week (irha). April 16-23. 


secretary, ARMA. = Arthur L. Sponsored by the National Retail 
Faubel, 342 Madison Ave., New Hardware Assn., 964 N. Pennsyl- 


York, New York. Managing direc- 
tor SWHA, is T. W. McAllister, 
814 Metcalf Bldg., Orlando, Fla. 


vania St., Indianapolis 4, Ind. 


Industrial Supply Convention, April 
17-20, at Cleveland, Ohio. Spon- 
sored by the American Supply & 
Machinery Mfrs. Assn., W. B. 


Gift & Fancy Goods Show (Inter- 
national), Aug. 21-26 at the Hotel 
Astor, New York City. Sponsored 
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Thomas, Hunter-Thomas Associ- | 
ates, Keith Bldg., Cleveland, busi- 
ness manager; the National Indus- 
trial Distributors Assn., 1900 Arch 
St., Philadelphia, H. R. Rinehart, 
executive secretary; the Southern 
Industrial Distributors’ Assn., 712 
Volunteer Bldg., Atlanta, Ga., E. 
L. Pugh, secretary-treasurer. 





National Builders Hardware Exposi- 
tion, Sept. 18-21 at St. Louis, Mo. 
Sponsored by the National Builders 
Hardware Assn., managing direc- 
tor, John R. Schoemer, and the 
American Society of Architectural | 
Hardware Consultants, executive 
secrctary, W. A. Mathewson. Ad- | 
ninistrative offices of both associa- 
tions are at 515 Madison Ave., New 


York 22, New York. 


———— 


National Fishing Tackle Show, Aug. 
7-12, at the Conrad Hilton Hotel, 
( aicago. 


National Hardware Show, Oct. 17-21 
at the Navy Pier, Chicago. Spon- 
sored by National Hardware Show, 
Inc., 331 Madison Ave., New York 
17, New York. Frank Yeager, di- 
rector. | 


National Retail Hardware Association | 
annual congress, July 11-14, at 
Hotel Statler, Buffalo, N. Y. Man- 
aging director, Russell R. Mueller, 
964 N. Pennsylvania St., Indianapo- 

lis, Ind. 













Southern Wholesale Hardware Assn. 
in joint convention with the Ameri- 
can Hardware Manufacturers Assn., 
April 10-14, at the Palm Beach 
Biltmore, Palm Beach, Fla. Man- 
aging director, SWHA, is T. W. 
McAllister, 814 Metcalf Bldg., Or- 
lando, Fla. Secretary, AHMA, is 
Arthur W. Faubel, 342 Madison 
Ave., New York, New York. 











MERCHANDISER 


A complete pattern 
display at all times 
Size: 17%" x 30” x 53” 
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Toy Fair, March 7-16 at the McAlpin 
and New Yorker Hotels and in per- 
manent manufacturers’ showrooms 
at 200 Fifth Ave., 1107 Broadway | 
and other nearby locations. Spon- | 

sored by Toy Manufacturers of | 

| 
| 
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U. S. A., Inc., 200 Fifth Ave., New | 


ni— 
York City. 




















Regional Events 


American Supply & Machinery Mfrs. | 
Assn., Inc., regional meeting, Feb. 
28-March 1 at Philadelphia, Pa. 
Hunter-Thomas Associates, 2130 
Keith Bldg., business manager for 
the Association. | 



















Capture customer attention ... get mass 
display while saving valuable floor space! 
Terrific for windows...sells Cal-Dak 
TV Tables from either side! It’s the 
proven successful way to build traffic 
and boost profits with CAL-DAR ... 
America’s most popular TV Tray Tables! 


ORDER TODAY FROM YOUR FAVORITE WHOLESALER! 






PLUS FREE 


@ Newspaper Mats 










@ Window Banners 
@ Full-Color Folders 






Bigelow & Dowse Co., grand opening 
of new warehouse and dealer show, 
Feb. 21, 22 and 23, at warehouse, 
corner 2nd & A Sts., Needham 
Heights, Mass. 







DROP SHIPMENT 
PREPAID DIRECT 
TO YOUR STORE! 





Builders Hardware Conference (Pa- 
cific Coast), April 24-27 at the 
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SHELBY 
SCREEN 
DOOR 
CLOSER 
NO. 555 


















































































































most for 
your money 


¢ Consumer tested and accepted. 

* Quiet door closing—no banging. 

¢ Aluminum barrel. 

¢ Concealed shock-absorbing 
and closing springs. 

¢ Positive closing speed control. 

* Rod operates in anti-friction 
bearing. 


* Convenient hold-open slide. | 


' 


THE SHELBY SPRING HINGE CO. | 
SHELBY, OHIO 


Shelly 






Convention Calendar 









Gift 


Hibbard, Spencer, 


Arizona-Biltmore Hotel, Phoenix, 
Ariz. Sponsored by the Southwest 
Chapter of the American Society 
of Architectural Hardware Consul- 
tants with the assistance of the 
Builders Hardware Club of South- 
ern California and Chapter 18 of 
the National Builders Hardware 
Association. 


Show—New York, Feb. 21-25, 
at the Hotel Statler, George F. 
Little Management, 220 Fifth Ave.. 
New York 1; Philadelphia, March 
27-30. Under George F. Little Man- 
agement, 220 Fifth Ave., New York 
Se a 4 


Bartlett & Co.— 
and True Value Associate 
2nd annual merchandise 
convention, Feb. 21-23, at company 
offices, 2201 W. Howard St., Evans- 
ton, Ill. 


Auburn 
Dealers’ 


New York Gift Show, Feb. 21-25 at 


the Hotels New Yorker and Statler. 
New York City. Sponsored by Na- 
tional Gift and Art Assn. under 
management of George F. Little 
Management, 220 Fifth Ave.. New 
York 1. 


Northern Wholesale 
convention and merchandise show. 
Feb. 20-21 at company headquar- 
ters, 805 N. W. Glisan St., Portland. 
Ore. 


Hardware Co. 


Pacific Northwest China, Glass, Gift, 
Jewelry, Stationery, Toy and House- 
wares Show, Feb. 20-24, at Audi- 
torium. Olympic and New Washing- 
ton Hotels, and Terminal 
Bldg., Seattle, Wash. 


Sales 


Sportsmen’s Show, April 25-27 at the 
Coliseum, Sioux Falls, S. D. Spon- 
sored by the South Dakota Power 
Boat Association. 


Texas Wholesale Hardware Assn. an- 
nual joint meetings with the Texas 
Hardware Boosters Club, June 17- 
18 at Fort Worth. Secretary-trea- 
surer, Howard Weddington, 1427 
National City Bank Bldg., Dallas. 


State Events 


Alabama Retail Hardware Assn., 
March 1-3 at Birmingham. Exhibit 
and convention headquarters at 
Tutwiler Hotel. Secretary, Morris 
Jones, 409 N. 23rd St., Birmingham. 


Carolinas, Hardware Assn. of, Feb. 
22-24 at Charlotte, N. C. Exhibit at 
Radio Center. Convention headquar- 





continued 








Secretary, 
Fourth St., 


Charlotte Hotel. 
D. W. Laws, 118 % E. 
Charlotte 2. 


ers, 


Florida Retail Hardware Assn., joint 
convention with the Georgia Retail 
Hardware Assn., March 6-8 at At- 
lanta. Ga. Exhibit and convention 
headquarters, Biltmore Hotel. Ex- 
ecutive manager for both associa- 
tions. W. W. Howell, P. O. Box 183, 


Waycross, Ga. 


Illino’'s Retail Hardware Assn., March 
8-10 at Chicago. Exhibit and 
vention headquarters at Morrison 
Hotel. Secretary, W. F. Ewert, 1194 
Merchandise Mart, Chicago 54. 


con- 


Assn.., 
27-238, 


Mississippi Retail Hardware 
convention and exhibit, Feb. 
at the Hotel Heidelberg, Jackson. 
Secretary, David O. Mansfield, P. O. 
30x 1696, Jackson. 

Missouri Retail Hardware  Assn., 
March 8-10 at St. Louis. Convention 
and exhibit at Jefferson Hotel. 
Secretary, Harry Scherer, 812 
Olive St., St. Louis. 


New England Hardware Dealers 
Assn., Feb. 21-23 at Boston, Mass. 
Exhibit and convention headquar- 
ters at Statler Hotel. Secretary, 
A. C. MacHardy, 185 Dartmouth 
St., Boston 16. 


Pacific Southwest Hardware Assn., 
Feb. 22-24 at Long Beach, Calif. 
Exhibit at Auditorium. Convention 
headquarters, Wilton Hotel. Secre- 
tary, Otto H. Grigg, 416 W. 8th St., 
Los Angeles 14. 


South Dakota Retail Hardware Assn., 


March 29-31 at Sioux Falls. Ex- 
hibit. Coliseum. Convention head- 
quarters, Cataract Hotel. Secre- 


tary, O. R. Baily, 1300 So. Jeffer- 
son Ave., Sioux Falls. 


Tennessee Retail Hardware Assn., 
Feb. 20-22 at Chattanooga. Meet- 
ings and exhibit at Lookout Moun- 
tain Hotel. Secretary, Morris Jones, 
P. O. Box 784, Nashville. 


Retail 
6-8 at 


Virginia Hardware  Assn., 
March toanoke. Exhibit at 
American Legion Auditorium Con- 
vention headquarters, Roanoke Ho- 
tel. Secretary, G. T. Omohundro, 
Jr., Scottsville. 


West Virginia Hardware Assn., Feb. 
14-16 at Clarksburg. Convention 
and exhibit at Stonewall Jackson 
Hotel. Secretary, James C. Field- 
ing, 1628 McClung St., Charleston 
1, W. Va. 
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ECONOMY PACKAGE 
by MANSFIELD 


Use Mansfield’s new sturdy corrugated cartons — attractively 
printed in dual colors—to step up your profit potentials 
Chock full of eye appeal for point of purchase display. 


The new “economy special” is a big hit with Mansfield Dealers. 
In this deal you get 6 individually boxed No. 09 Ballcocks in 
a shipping carton. There is also the standard pack of 24 
individually boxed No. 09 Ballcocks to a shipping carton. Also 
evailable in bulk packing (not boxed) 24 to a shipper. 


MANSFIELD No. 09 BALLCOCK 


Combining features not found in 
higher priced fittings—quality 
workmanship throughout. Popu- 
larly priced 
















MAKE MANSFIELD 
YOUR CHOICE 


There ore no better values to 
be had. 






















No. 03 
HEAVY DUTY 
BALLCOCK 
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LIQUID CONTROL VALVE 
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CLOSET SPUDS 





Check with your favorite jobber or write 


BRASS DIVISION 


MANSFIELD SANITARY POTTERY, INC. 


133 First St. Perrysville, Ohio 
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For DOUBLE Sales Appeal . . . 
Give your customers this choice 


Beautiful WINS” 





Twin Cabinets With 
Large Center Mirror (Unlighted). 
TMC-2264 — Doors hinged at ovt- 
side cabinet edge 
TMC-2264-V—Doors hinged at 
center mirror 


Grote “Twin'' Bathroom Cabinets with center mirror 
provide twice the storage space, three times the mirror surface 
of most cobinets. Distinctively hammered finish in light gray. All 
three mirrors ore polished plate gloss, each 16" x 24", held 
with non-slip mirror clips. 









Here’s breathtaking beauty to qui ken 
your sales pulse ' Not one, but two Grote 
“Twin” Bathroom Cabinets . . . twice the 

Opportunily to boost sales! bach individually 

and smartly-stvled to please more customers, 
Grote “Twins” are distributed by leading 

jobbers everywhere. Write today for complete 


Grote catalog and names of nearest jobbers. 





Sliding Door Cabinet 
With Twin Mirrors 

1$-5600 — Fivorescent Side 
Lighted 

$-600 — Unlighted 












Grote “Twin'' Bathroom Cabinets with sliding doors 
provide lasting beauty ond vtility. Two mirror doors slide 
open at your touch. Each 15” «x 20° top quolity plate glass, 
framed in stainless steel. inside are twin, tull sized cabinets 
finished in gizaming white encmel. 






All Grote Bathroom Cabinets ore 
quality constructed throughout and bear the 
Good Housekeeping Guoranty Seal 


GROTE MANUFACTURING CO., INC. 


Bellevue, Kentucky, opposite Cincinnati 


WHAT'S NEW 








@ For more information on these products and services 
use free post card on page 195. 


(Continued from page 13) 
liner. Each plan for building 
items includes color photograph of 
piece, list of required materials, 
large plan showing all dimensions, 
step-by-step instructions, and dia- 
gram showing how to cut various 
pieces from stock sizes of plywood 
for minimum waste. United States 
Plywood Corp. 


For more data circle No. 8 on postcard, p. 195 


Window Pane Repair Kit 
New 3-N-1 Windo-Fix Kit for 
replacing broken window pane con- 
tains putty knife, with special gla- 
zier’s points which balance on the 
end of the knife and slip into the 





W indo- 
Fix Putty Plus glazing compound. 
Compound never dries up and al- 


wood easily, and new 


ways has the right consistency. 
Compound comes out of tube pre- 
shaped to fit the angle of glass and 
sash. Kit lists for 98¢. Goodell Co. 


For more data circle No. 9 on postcard, p. 195 


Paper and Spice Chests 
Three-way paper dispenser and a 
o0-can capacity spice chest are 
made from golden alder, an Oregon 
hardwood, and are highlighted 
with a four-color rooster motif. 
Paper Chest holds all standard rolls 
of wax paper, aluminum foil and 
paper towels, including giant size 
rolls of the towels. It is 14 in. 
long, 9 in. wide, occupies 3%, in. of 
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er 





space. Both products are hinged at 
back with a catch at the front 
which locks them beneath the upper 
kitchen cabinet. Spice Chest is 
equipped with adjustable dividers 
that can be removed to hold tall 
items. Both chests are available 
with lacquer finish or unfinished 
ready to paint, retailing at $4.95 
and $3.95, respectively. Western 
Woods, Inc. 


For more data circle No. 10 on postcard, p. 195 


Coffee Service 

New Elec-trivet Coffee Service 
includes an electric trivet in Colo- 
nial design, plus an 8-cup carafe. 
Trivet keeps eight cups of coffee 
at drinking temperature through- 
out a meal, and can also be used as 
a single unit for casseroles, sauces 
and other foods. Carafe is heat re- 
sistant and has plastic nonslip in- 
sulated grip. Trivet is scratch- 
proof and has long lasting heating 
elements which keep liquid at more 
than 180 degrees for four or more 
hours. Coffee Service lists for 








$7.95 and comes in a reshippable 
carton that doubles as a gift box. 
Paragon Electric Co. 


For more data circle No. 11 on postcard, p. 195 


Lawn Sprinkler Kit 
Do-it-yourself kit for installing 
underground lawn sprinkling sys- 
tem without trenching is available 
in two sizes. Basic Kit, DS-600, 
consists of 75 ft. of 34 in. nominal 
pipe size polyethylene flexible plas- 
tic pipe, six sprinkler heads capa- 
ble of adjustment from 12 to 20 ft. 
radius, plus all necessary fittings 
including outdoor faucet attach- 
ment. This kit is planned for 
sprinkling of 2000 sq. ft. of lawn. 
Larger kit, DS-800, is similar ex- 
cept that it includes 100 ft. of plas- 
tic pipe and eight sprinkler heads. 











It is engineered for sprinkling 3000 
sq. ft. of lawn. Suggested retail 
prices are $37.95 for the DS-600 
kit and $49.95 for the larger kit. 
Franklin Plastics, Inc. 


For more data circle No. 12 on postcard, p. 195 


Clock-Radio 


Combination of clock-radio and 
portable radio, called the Con- 
vertible, is designed as two units 
which can be operated together as 
a clock-radio or separately as a 
portable radio and a table alarm 
clock. Available in two color com- 
binations: Model 660 in charcoal 
and gray, and Model 661 in red and 
antique white. Both have an east- 
ern suggested retail price of 
$44.95. Overall size of the Con- 
vertible is 12x6x3 in. General 
Riectric Co. 


For more data circle No. 13 on postcard, p. 195 


Reversible Window Fan 
Manning-Bowman two-way win- 
dow fan is instantly reversible for 
intake or exhaust use. Double unit 
can be used with one fan in intake 
position and the other in exhaust 
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“Our Store Traffic Has Been Doubled a%ePoroe® 
All Week... DRAGNET SALES PLAN is watete 
The Answer to Selling Paint!” 





sTOCK 
ST SALES 


: w 
using sO fe 


nly 


THE SMALLEST 
WITH THE BIGGE 
The onl 


tubes to make s° 
you a 


m 
ny colors! O 
| the colors yO" 
deep tones. in 
tem! Small, in- 
you to sell 
. Alkyd-Base 
mel, 


y color syste 
ma 


Colorizer gives 
om pastels f° 


Odorles 
Semi-Gloss, EN? 
ior and eX: 


1,322 colors in 


alae s—all major invert 


in 
House Pal priced for vO 


terior finishes 











in 1322 COLORS 


Manufactured by Colorizer Associates: 


Bennett's, Salt Lake City, Utah, and Los Angeles, Cclif. © Bive Ribbon Paint 
Company, Wheeling, W. Va. © Walter N. Boysen Co., Oakland and Los Angeles, 
Calif. © Brooklyn Paint and Varnish Co., Brooklyn, N. Y. © James Bute Co., 
Houston, Texas ® Great Western Paint Mfg. Corp’n, Kansas City, Mo. © Jewel 
Paint & Varnish Co., Chicago, Ill. © Kohler-Mclister Paint Co, Denver, Colo 
© W. H. Sweney & Co., St. Paul Minn. © Vane-Calvert Paint Co., St. Lowis, Mo 
® Worren Paint ond Color Co., Nashville, Tenn. © Geo D. Wetherill & Co., Inc, 
Philadelphia, Pennsylvania © IN CANADA: Imperic! Varnish & Color Co. Lid. 
Teronte, Ontario © IN ENGLAND: Jenson & Nicholson, itd., London, England 
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A local paint sales program that “brings 
them in to buy” within 24 hours! 

Colorizer spent 2 years of testing at a cost 
of $197,000 to prove this amazing plan. 
Now YOU can cash in on it! 


Colorizer, who brought you the first complete 
color system ever perfected, now brings you the 
most effective paint-selling plan ever developed 
in the paint industry! After watching the amaz 
ing results of 2-year tests of this sales plan in 48 
states, we call it the Colorizer “Customer Drag- 
net’ because it literally goes out and brings cus 
tomers into the store, cash in hand! It’s simple 
...enurely local...inexpensive...terrific in pro 
ducing sales. Reduce your paint investment with 
Colorizer...increase your sales with the Customer 
Dragnet! 


ee SEND FOR COMPLETE DETAILS TODAY! 


COLORIZER ASSOCIATES 
349 North Western Ave., Chicago, Il. 


Please serncl =r complete information on how “The 


Colorizer Customer Dragnet can sell more paint for me. 
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WHAT’S NEW 














position. Fans are constructed to 
give a complete range of positions 
from full intake to full 


Fan housings are flush 


exhaust. 
with the 
panel on the outside to allow 
room for the window 
Available in double 


and single units, sizes range from 


enough 
screen. both 
8 to 12 in. and prices from $11.95 
McGraw Rlectric (0. 


For more data circle No. 14 on postcard, p. 195 


“ory = 


te $37.50. 


Improved Door Hardware 
Improved pocket door and slid- 


ing door hardware include new 


plastic guides and rugged nylon 


wheels. Guides are pressure-mold- 
ed of high-impact plastic for longer 
life. They speed installation, give 
smoother operation and eliminate 
sharp edges and possible damage to 


door finish. Duo-Guides for by- 


passing doors eliminate use of 


metal cutting a slot in 
the bottom of the door. They can 
be adjusted to fit 1'4, 154 and 4; 
in. doors. Pocket 
molded in one piece, and is quickly 


strips or 


Door Guide is 


screwed in place with three screws. 
Leigh Building Products Div., Air 
(Control Products. Inc. 


For more data circle No. 15 on postcard, p. 195 





Fire Bowl Brazier 
No. 2855 Folding 
Brazier folds flat to 
compact storage. It 
waist-high level for cooking com- 
fort. Features include sealed ball- 


Fire Bow! 
37x22 in. for 


stands at 


bearing grill elevator, heavy 


stamped 
wheels, and a 


steel grill, wide-tread 


black and yellow 
Accessories 
aluminum-cased 
2-power motorized spit and an all- 
hood for heat 
Three Fire 
models are a wheel model 


Cc Oo | or combination. 
available are an 
aluminum reflec- 


tivity. other sow! 


Brazier 





with grill elevator and detachable 
bowl, No. 2255: 
grill elevator and detachable legs, 
No. 1955; and a 
model with 
without grill elevator, 
Mell-Hoffman Mfg. Co. 
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a tripod model with 


standard tripod 
detachable legs but 
No. 1555. 


Artificial Ice Container 
Compact, leakproof container of 
called the Portable 
Ice Man, contains a chemical com- 
pound that stores cold or heat for 
time. The pint- 
sized metal can provides refrigera- 


artificial ice, 


long periods of 


tion equal to six times its size in 
ice. For use with insulated thermo 
bags and picnic kits, it is priced 
at 69¢. Waltco Products. 


For more data circle No. 17 on postcard, p. 195 
Household Scale 
This al] 


household 


stee] 25-lb capacity 
scale, called the Wayette 
Y-400, is guaranteed to 4 oz. Ad- 
vantages include all steel housing 
which holds mechanism firmly 
mounted on heavy steei channel; 





wide post holds platform steady; 
platform can’t come loose and can 
be used as a handle; and sanitary 
white body and platform with red, 
white or Seale lists 
for just under $5.00; offered at a 


vellow bezel. 
slightly additional cost with glass 
dial. Pelouze Mfg. Co. 
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27 In. Rotary Mower 
Trio Model 27G is a triple-bladed 
rotary mower designed to cut large 


lawns quickly and easily. Mowe 





swath and lists for 
Nensation Mowe r, Inc. 
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$129.50. 


Rose and Flower Spray 
New 


I ingicide to 


combines a 
Black Spot, 
cause Of nearly 50 pct of rose mor- 


tality, 


bomb 
control] 


Aeros »] 


and a powerful but safe bug 


killer. As an added merchandising 
attraction, the firm is tying in, 
with each purchase of the Rose 


bomb, a coupon which entitles the 
customer to buy a pair of $1 Klee:.- 
Bomb kills 
aphids, exposed 


> 


cut roseshears for 50eé. 
Japanese beetles, 
thrips, mealy bugs and other in- 
Spray automatically treats 
underside of where most 


Sects. 


leaves 


(Continued on page 198) 
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CHECK CARD 


AN EXTRA 
HARDWARE AGE SERVICE 


A successful hardware dealer keeps up to date on 
What's New in merchandise. The Quick Check 
Card on the bottom of this page will help you get 
more information on new products described in this 
issue, quickly and easily. HARDWARE AGE brings 
you more new product descriptions than any other 
magazine. The Quick Check Card service will now 
get you all the information you need, quickly. 
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BUSINESS REPLY CARD 


No postage necessary if mailed in the United States 









































POSTAGE Witt BE PAID BY 


Please use this P. O. HARDWARE AGE 


Box Address for Quick Post Office Box 60 


Check Cards Only eres - 


LTT 





Postcard valid 6 weeks oni After thot use own letterhead fully des wanted 2/17/55 


Please send me aati information on the WHAT'S NEW items, code numbers 
for which | have circled below. 


1 2 3 4 5 6 10 1 12 13 14 15 
16 17 2 19 21 25 26 27 28 29 30 
31 32 33 34 36 40 41 42 43 44 45 
4 47 48 £49 51 55 56 57 58 59 60 
61 62 63 64 66 70 73 75 
76 77 —=s «78 79 81 85 88 70 
71 92 93 
























































































Here is Your Quick Check Card 


What it is... How it works 


Each issue brings you dozens of descriptions of new products, new dis- 
plays, etc., in the “What's New" columns. You get more of these in 
HARDWARE AGE than in any other magazine. 



















When you want more free information on any of these products, simply 
mark a circle around the same number on the post card as appears 
under the individual item description. 


@ Drop the post card in the mail box. No postage is needed. You will 
quickly receive, free, complete details on the product from the manufac- 
turer. You may circle as many items as you wish. Separate information 
will be sent you on each item. 


@ Be sure to give your full name and address on the post card. Print or type 
it clearly. We cannot service post cards with incomplete addresses. 
WT 
| 


n TT Tyanrnagn nt , fl 
MMM 
| iuby HAUG TA AA | HULL i i 
<4 


Poscard valid 8 weeks only. After that use own letterhead fully describing item wanted 2/17/55 
Please send me further information on the WHAT'S NEW items, code numbers | 

m| A big help for busy deal- 
. ers. Use this card for free 
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ucts described in this issue. 
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PERMIT NO. 34 
(Sec. 344.9 P.L.aR.) 
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Post Office Box 60 
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to help you hang 
wallpaper faster 


ONE TOOL DOES 
‘HE WORK OF THRET* 


> TRIMS 
hehe ot rere 


, 2 SMOOTHS 
r ° ee 


SAVE Time 
SAVE MONET 


BUY NOW! 


FREE “3D DISPLAY” 


The colorful tools, 2 each in red, yellow and green pop out at 
customers and make them want to buy. This attractive self-serve 
black and yellow 3 dimension counter card is packed with 6 tools 
— in place — ready for display. 


1003 Display Feotures 
V2 Doz. each elastic and 
stiff Blue Diamond Putty 
Knives and Scrapers. 


Ud 
another first from HYDE 


the one arm 
paperhanger 
TOOL 


Spark-up your DO-IT-YOURSELF wallpaper sales with this 
sensational, new 3 in 1 wallpaper hanging tool. It’s loaded 
with eye and buy appeal — so colorful, handles in 3 colors; 
red, yellow and green — so practical, the one arm paper- 
hanger tool does the job of three tools, it cuts — it trims — 
it rolls. Top quality performance assured because it is 
made right with the best of materials from blades to 
roller. High carbon steel blades — flat maple roller, all 
movable parts on long wearing brass bearings. 


FULL 40% PROFIT TO DEALERS 


LIST — 6 tools on card $11.88 RETAILS FOR 
COST — 6 tools on cord 


7.13 
PROFIT — 6 tools on card 4.75 §$ 98 
SIZE — 10'/,” wide x 19” high 

WEIGHT — 6 tools on card 31/, Ibs. oe 
ORDER NOW FROM YOUR DISTRIBUTOR 


1006 Display Features '/4 Dor. 
each Block & Silver 4 - 5’ - 6” 
dry wall joint cement scrapers. 





HYDE MANUFACTURING CO. sourHarioce 


MASS., U.S.A. 
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another 


KLEIN 


first! 
















by. \ 
IN 


The of set 


hing gives 







greater 


\ 
\ 


4 
; 


leverage 







Pat. Pend. 


“KLEIN KUT PLIERS 


for both regular and 
heavy-duty cutting 







It was Klein that produced the first 
and still the finest regular side-cut- 





Klein also gave the in- 
dustry the modern, streamlined 


ting plier 






version so much in demand. 
And it’s Klein again with a new, 





high-leverage cutting plier for light- 


or heavy-gauge wire, including No. 2 





SS eatherproot hard drawn solid COp- 
























per wire, and A.C.S.R. 

There's no extra hinging of any 
kind—no uncomfortable wide-spread 
Che offset hinge permits the 
extra-high leverage and they operate 
as smoothly and easily as any other 
Klein Plier. Forged from high-grade 
tool steel, individually fitted, tem- 
pered, adjusted and tested. Ask tor No. 
213-9 N.E. for streamlined pattern. 


handle 5 







Regular pattern available \, 


Same high-leverage design, but tn 
the original Klein side-cutting 
pattern. Ask for No. 2154-9 


Write for free Copy of Bulletin 1054 
*Trede Mark 


DISTRIBUTED THROUGH 
JOBBERS 


Foreign Distributor: Inter- 
nauonal Standard Electric 
Corp., New York 


\ /" Since 1857" 


Mathias KLEIN & cm 
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(Continued from page 194) 
pests feed. In addition to roses, 
formulation is suitable for dahlias, 
ums and many other 
garden Flower 
in 12 oz bomb Hists for $1.49 


Ine. 
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azaieas, yeran! 


plants. Rose and 
spray 


Bos wick Labo ato? 7 5, 


Electric Grass Trimmer 
Electric 


Ol a compact cu 


trimmer consists 


Ling head at the 


grass 


lower end of a tubular aluminum 


handle, weighing a total of 3'% Ib 


it makes 24,000 cuts per min 

Cutting head has a rotating 5 In 
hardened-stee! cutter bar operated 
ball-bearing motor and 


tected by an aluminum safe-guard. 


pre )- 


by a 





Trims where mowers can't be used 
such as along walks, ayvainst walls 
and fences. around trees. unde! 


Retails 


Mach trie 


shrubs and up steep slopes. 


for S29 Q5 Pov fer ab ( 


(‘An 
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Fountain and Floor Brushes 
k-Zee illus- 


trated) has been improved by the 


fountain brush 


addition of a rubber-covered han- 
dle for mar-proof 
greater 
Other features are horsehair 


brush, rubber adapter brush holder, 


protection and 
comfort for all-weather 


use. 


control valve. 
Comes in two models: No. 5336 has 
a 36 in. handle and retails for 
$4.95: No. 5314 has a 14-in. handle 
and retails for $3.98. A new foun- 
tain brush, the Choremaster, re- 
tails for $2.98. Model 5527, it has a 
mixed natural bristle brush and 
extendible aluminum handle. Three 


swivel-type water 


PASse 


HARDWARE 





| 


Dirt Demon roo} 


come in a 


new 16 - in 
brushes combination 


rougn 


pack containing Style A for 


~ mi ‘ : 
surfaces, at $2.95: Stvle B for 
iverayve surtaces., at S2Z.385. and 


Stvie C for polished surfaces. at 
$4.75. Laitne? Brush Co. 
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Power Saw 
Whiz-Saw Mode! 


most 


No. 2 cuts with 
materials up to 2 in. 
thin 


(Comes with three 


thicknesses. as well as non- 


metals. 


ferrous 


volts. 6H) 


runs on 115 
Motor délivers 
str ‘kes per 


blade . and 
veles, AC or DC. 


blade minute 





Saw guides easily with one hand 


while making curved, irregular or 
straight cuts. Weighs 634 lb. Re 
tails for $130. Forsberg Mfg. ¢ 


For more data circle No. 23 on postcard, p. 195 
Aluminum Cooking Utensils 
Band 


utensiis ror 


New set of Mirro Cold 
aluminum cooking 


waterless cooking 18 identified by a 


gold band of non-tarnishing Alu- 
milite around the base of each 
cover knob. Heatproof plastic han- 


dies have slide-away hanging rings 


AGE, FEBRUARY 17, 1955 





“HOUSEWARES 


Nationally Aduentised 


THE NEWEST AND FINEST 


-PANTRYWARE by FEDERAL 


4 % 
oe 


yew 


No. 410A Bread Box 


The Only Completely 
New Line of Pantryware 
With the Guarantee! 


e Every item absolutely 
rustproof ¢ Seamless constructio 

e Colors solid throughout 

© Tough e Lightweight e Easiest 
to wash @ No peeling @ no chipping 
e No denting ® No odors @ No 
rust rings @ No marring 

e Completely sanitary 


Order from your jobber BY NUMBER today! OR write direct 
to factory for complete details, prices and catalog pages. 


Now oavo...sle in currently populer colers of Pink ond 
Charcoal os well as the regular kitcher colors of Red, 
Yellow and White 


*e The FEDERAL PANTRY- 
WARE LINE is guaranteed for 
a full one (1) year against 
breakage under normal! usage 
Registered guarantee packed 
im every item 


FEDERAL TOOL CORPORATION, Ddepr. Ha-2s 
3600 West Prott Bivd., Chicage 45, Illinois 


TOUGHNESS OF SOFT Piast 
SOF! 
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-Styling by metmeche 


for greater beauty 


efficiency and durability! 


No. 4098 Waste Basket 


No. 408A Canister Set 
Rs) 
No. 408C Cookie Jar 


SPECIAL IMPACT 


MADE OF 


Lock -Lift STYRON 


A DOW PLASTIC 


< *, 
* Guorenteed by * 

\. Good Housekeeping 
LLIAMT FINISH OF HaeO Piast <> eee tat? Z 





WHAT'S NEW 











also finished in gold Alumilite. Set 
of five includes 10 in. fry pan, 
Dutch oven, 3-qt. strainer pan, 2-qt. 
covered saucepan and 3-qt. com- 
bination pan. Vapor-Seal design 
permits cooking with a minimum 
of water. Pop-valve indicators in 
covers show when pot is filled with 
steam and food has reached cook- 
Prices 


ing temperature. range 





from $5.95 to $8.50; slightly higher 
West. Aluminum Goods Mf q. Co. 
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Automatic Shotgun 


New shotgun, called the Double 
Automatic, features a short recoil 
system that reduces shock by ab- 
sorbing recoil energy and divert- 
ing it from the shoulder. The two- 
shot gun can be loaded quickly with 
only the palm or thumb of the left 


eee 





hand. Has ejector system which 
ejects light, medium, heavy or 2% 
in. Magnum loads without adjust- 
ment. Interchangeable barrels 
with simplified take-down system 
can be changed in 12 seconds. Shot- 
gun comes in both standard (at 
$123 and $133) and lightweight 
(at $133 and $143 models—12 
gage. Illustrated is the Double 
Automatic Standard Model. Brown- 
ing Arms Co. 
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Rubber Dinnerware Rack 

This new 
ware rack is designed to store a 
service for eight. Lists for $3.49 
and comes in either red, white, yel- 
low, coralpink or chartreuse. Also 
Rubbermaid vanity tray, 
to hold clean- 


Rubbermaid dinner- 


new is 
compartmentalized 
ing tissues, pins, bottles, etc., and 
designed for toilet tank tops; and 
three and ten ft lengths of Rubber- 
maid Shelf Kushions with an 11%% 
in. width for wall cabinets and a 
width for base 
Shelving is available in red, yellow, 
coralpink and marbleized 
Vanity tray lists for $2.49 


22 in. cabinets. 


green, 
black. 









ALL NEW! ALL NEW! 


ALL NEW! 


ALL NEW! 





ALL NEW! ALL NEW! 


— 


Seasational Yeu 


AMERICAN Rental Floor Sander 
to be introduced at these Shows! 





PHILADELPHIA— Jan. 10-12—Pennsylvaniaand Auantic 
Seaboard Hardware Show—Booth 402 

CLEVELAND—Jan. 18-20—Ohio Retail Lumber Dealers 
Show—Booth 4315 

MINNEAPOLIS—Jan. 25-27— Minnesota Hardware 
Show—Booth 104 

INDIANAPOLIS—Jan. 25-27—Indiana Retail Hardware 
Show—Booth 14 

LOVISVULLE—Jan. 31, Feb. 1, 2—Kentucky Hardware 
Show—Booth 347 

MILWAUKEE—Feb. 1-4—Wisconsin Retail Hardware 
Show—Booth 42 

CLEVELAND—Feb. 7-9—Ohio Hardware Show— 
Booth 702 


LITTLE ROCK—Feb. 1 3-14—Arkansas Hardware Show 
— Booth 6 


ee ee 


“IXMERICAN 


FLOOR SURFACING MACHINE CO 


ee 


Be sure to see it! 


DETROIT—Feb. 15-17 — Michigan Retail 
Show—Booth 117 
CHATTANOOGA—Feb. 20-22—Tennessee Retail Hard- 
ware Show—Booth 22 

CHARLOTTE, N. C.—Feb. 22-24—Carolinas Hardware 
Ass'n 

ATLANTA Mar. 6-8—Georgia-Florida Hardware Show 
—Booth 27 


ROANOKE—Mar. 7-8 — Virginia Hardware Show— 
Booth 406 


ST. LOUIS— Mar. 8-9— Missouri Retail Hardware Show 
—Booth 80 

CHICAGO—Mar. 8-10—Illinois State Hardware Show 
—Booth 18-19 

ST. PAUL—Mar. 22-24 — Minnesota 
Dealers Show—Booth 150 


Hardware 


Retail Lumber 


Be sure fo try it! 
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You cant musts 


SANDER 
2, RENTALS 


¢ il\ 





* 
= . 


TERRIF Ic “1M PACT oF american 


SANDER RENTALS HELPS YOU MAKE $1000 EXTRA PROFIT EACH YEAR! 


Dealers everywhere report growing successes with Ameri- 
can Sander Rentals in the do-it-yourself market! Youtoocan 
gain all these benefits and make BIG profit—all year long! 

You sell all these markets’ Homeowners . . . small apart- 
ment buildings... neighborhood stores .. . painters and 
contractors that do own work...and many others axto- 
matically become sales prospects! 

National average figures show how you can profit! You 
average 100 rentals per year per set of equipment—floor 
sander, edger, polisher. Nationally accepted rental fees 
show you pay off rental equipment and make a profit the 
first year! And this is only part of the overall profit picture! 
American home-owner rental tools rent fast! Compare 
with slow-moving profit-stealing items aow on your floor. 

You can't miss with American... first choice among deal- 
ers and their customers who know about floor sanders. 
With American machines, you can be sure of lowest main- 
tenance costs, utmost customer satisfaction, easiest oper- 


“IXAMERICAN 


FLOOR SURFACING MACHINE CO. 


eS | 


AGE. FEBRUARY 17, 1955 
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HARDWARI 


with AMERICAN! 


seit 
morE 


ALL NEW! ALL NEW! 


= 
~ 
r 4 
~ 
_ 
< 


NEW! 


ALL 


NF 


ALL NEW! 


tarthe shor 


ation. Practically tamper-proof... assuring more hours of 
profitable renting and minimum upkeep! No brushes, no fan 
belt, no fan bearings, no windings in the armature to cause 
trouble. American is best known to millions of customers— 
the choice of leading magazine editors to illustrate how to 
sand floors. Send coupon for complete profit-plan 

FAST SERVICE. American Distributors with factory- 
skilled mechanics and original replacement parts and sup- 
plies near you in all principal cities. 


merican Floor Surta« 
» Se. Claire St... Toledo 43. Omo 


> 


Send Profit facts on Sander-Polisher Rent 


Send latest catalog on the following 


“ lied 
See ( ea \ 


All-New 5 & * \ 


Machine ‘ e3, 


r ad [ tf : ; yf , 7 Ve n'enance 
— Senders \— fdgerg \— Maciones 
| Portable t 


[ | Abras wes 
a 


°e Nang 





ALL NEW! 


TOLEDO 
VISE STAND 


a Sturdy Lightweight 
Work Bench! 













BUILT-IN 


TRAY folds 


No. 8 Vise 
Stand goes to any pipe-fitting job 


loledo 


Handy new 


easily sets up or takes down 


quickly saves time and effort. 
All one unit, no loose parts. Extra 
rugged, won't fold up in use. Large 
size vise base fur easy mounting 
vi Toledo or other vises. 3 pipe 
benders, plenty of tool slots, pipe 
rest, ceiling brace. See it now—a 


great value at vour supply house! 


TOLEDO 
PIPE VISE 





Exclusive ROCKING-WEDGE 
ACTION JAWS! 





Tees, Ells, 
Valves. 


Larger pipe 
= to 24" 


Small pipe 


from 


Grips any shape without crushing. Jaw 
action tends to eliminate marking of 
pipe. Heat treated jaws. Capacity—No. 
i Vise, 4’ to 2%". Order through your 
supplier. 


THE TOLEDO PIPE THREADING 
MACHINE CO. « Toledo 4, Ohic 


ders of mes DO Pipe Threaders 
_ s Finest cy " Pipe Wreaches 


Pipe Teols Power Pipe Machines 
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@ For more information on these products and services 
use free post card on page 195. 





and comes in white, yellow, light 
blue, peach and light green. Also 
are three new plastic 
Wooster Rubber Co. 


For more data circle No. 26 on postcard, p. 195 


available 
dishpans. 


Hedge Shears 
Lightning Clipper hedge shears, 
No. 54-9, has new handle design. 


Oval handles in natural finish wood 
are shaped to fit hands and pre- 
Handles taper slight- 
ly from both ends toward the cen- 
have 9 in. 


vent slipping. 


ter. Shears serrated 





blades with self-tensioning lock nut 
and washer assembly. Suggested 
retail price is $3.95. Seymouw 
Smith & Son, Inc. 
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Long-Reach Hammer 


Nailmaster 16 oz. hammer is now 
available with two handle styles 


reguiar and full octagon. Either 
style adds 10 in. to the user’s 
reach: starts the nail in out-of- 


reach places and eliminates extra 
scaffolding. Double-duty claw pulls 


HARDW 


and holds. Nail seats snugly in red 
slot on head. Claws grip sides of 
nail firmly allowing high nail- 
starting blow to be struck accu- 
rately. Hammers are merchandised 
six in a display carton. Lid folds 
up and back showing four illus- 
trations demonstrating uses of the 
hammer. Fact tags are attached to 





each tool. No.N5l1-%, regular han- 


dle retails at $3.35. No. OHN 
91-4, full octagon handle, is $3.50. 


Stanle uy Tools. 


For more data circle No. 28 on postcard, p. 195 
Brass Padlock Assortment 

This brass padlock is featured in 
display assortment SMI17. Has 
chrome plated shackles and case of 


cast brass. Padlock comes in six 
sizes; three with super disc tum- 
bler mechanism and three double 
warded. Chrome plated shackles 
are rust resistant and weather- 
proof. Prices range from 45¢, 55¢, 


and 89%¢. and $1.10. Slaw- 
Lock Co. 
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WHAT’S NEW 








Folding Service Cart 


Serving cart that folds away has 
been added to Cosco line of metal 
household furniture. Called Model 
$2-A, cart is 27%. in. high, and 14 
x 17 in. 
thickness. 


Folds away to 454 in. 
Tubular steel legs are 
extended to form handles, and cart 
turns and rolls at finger’s touch 
on free-wheeling, 3 in. casters. 
Top and shelf are available with 
a two-coat, Bonderized baked-on 
enamel finish in coral or with a 
five-ply Coscoat wood-grain finish 


\ 


NM 
| 
t 


in blonde, gray, green or charcoal. 
Legs and handles are finished in 
chromium or black enamel, with 
the black-enameled finish cart des- 
model 82-AB Hamilton 
Mtg. Corp. 
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ignated 


Power Trimmer 
Designed hard - to - reach 
places, this 10-in. 


deep! 


Trimmer has 
recessed wheels which allow 


’ 
undercutting along 


rough stones, 


fences and other difficult areas. 
Equipped with a suction lift cutter, 
the trimmer has a 10-in. hardened 
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steel cutter blade; replaceable 
pointed trim guards, mounted on 
a lightweight aluminum deck; ad- 
justable wheels for cutting height 
from 1% to 2% in.; three ball- 
bearing wheels encased in air- 
cushion tires. Unit is powered by 
alo hp. engine, with recoil starter. 
Cutter drive provides direct drive, 
full horsepower to the blade tips 
Jacobsen Mfa. Co. 
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Oil, Gas Heaters 

Model 1204 Mayfair gas heater 
illustrated) is fully vented and 
comes in 33,000 or 43,000 B.T.U. 
inputs. Optional Power Air blower 
and either electric or mechanical! 
thermostat makes operation com- 
pletely automatic. Has Sandalwood 
finish with argyle gold inserts. Im- 
perial oil heater with Fruitwood 


finish features Self-Lighter, Powe 
Air blower, and mechanical or elec- 
(Comes in 41,500 
and 53,000 B.T.U. inputs }) 
Therm Div., Motor Wheel Corp 


tric thermostat. 
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Submersible Pump Unit 
New %& hp submersible pump 
produces up to 720 gallons of water 
per hour. Called the SA Series, 
the pump is recommended for wells 
having a low water level of 
150 ft It can be set for operat- 
ingg Pressures of 20 to 60 Ib pel 
sq inch. Pumping assembly is all 
bronze except for a stainless steel 
shaft and inlet screen. Motor con- 
tains enough oil for more than 
20,000 hours of actual pumping op- 


For More Business 
SELL THE BEST 


NIPPLE PAIL 


CAL 


With the CALFeeder Nipple Pall more 
calves survive the hazardous first 6&8 
weeks of life it reduce 
BCOUT Weaning s wi omplished 


*arTriy 


Only CALFeeder Has 


The Exclusive CAP NUT Feature 
» eX isive CAP NUT Milk Saver 
re bris bottom of drain | 
tom ot pall, Permitting the 
of the rriiinx ; 
ads the CAL P*« 
tion for the calf 
atime and wor! 
who has cat! 
wholesale! 
intormatiol 


GENERAL METALWARE COMPANY 


Minneapolis 13. Minnesota 








HAVE YOU SEEN 
THE LOCK OW 


TRACTOR FUNNEL? 


LOCKS TIGHT 
TO FUEL TANK 


IT FITS ALL TRACTORS 


An easy twist locks this junnel tight. It 
can't tip or wobble. SA ER, prevents 
spilling, saves fuel. The nationally ad- 
vertised LOCK-ON Tractor Funnel 
sells on sight. It is a good profit item 
for every dealer who has farm trade. 
Ask your hardware jobber or write us 
for complete information. 


GENERAL METALWARE COMPANY 


Minneapolis 13, Minnesoto 























VLCHEK’S 
NEW 


COMBINATION 
WRENCH SET 


for more sales 


e Here's the newly 
designed Vichek combina- 
tion box and open end wrench 
with popular recessed panel bar. 
Forged of special analysis steel, 
expertly heat treated, thin 
walled 15° box ends, jaws on 
open end accurately milled. 
Both chrome plated and Velco 
finishes in seven different sizes: 
overall length of 442” to 8%”; 
openings range from %” to %”. 
Soldin various sei arrangements. 


it's the VLCHEK Value that sells 


VLCHEK 
PLASTIC 
BOXES 





Attractive, practical design, durable 
construction. Tight fitting cover stays 
closed ——- various compartment arrange- 
ments to fit any need. Available in eight 
standard sizes ranging from 42 x 2% 
x 1" to 10% x 6.4" x 1%". Sturdy crystal- 
clear molded plastic. 


Write now for catalog and prices. 


T’S NEW 














VLCHEK TOOL Co. 


3001 East 87th Street 
Cleveland 4, Ohic 














Pump, including motor 
lists for $217.00. 


system which in- 


eration. 
package unit 
(ompiete water 
motor, and 
a 42 gal galvanized pressure tank 
lists for $274.50. F. E. Myers & 
Bro. Co. 


For more data circle No. 33 on postcard, p. 195 


cludes pump unit and 


Dry Cold Refrigerant 
Skotch Ice, a new dry 
is designed for 
travel and 
uses as an ice cube substitute. In 
red Scotch plaid and available in 6 
Skotch Ice is 
four cans to a 


cold re- 
frigerant. picnic, 


luneh box, household 


oz. cans, packaged 


matching Karry 
cans have the freez- 


Kase. The four 





36 ice cubes and 
suggested retail price of 
69¢. Hamilton Metal Products Co. 


For more data circle No. 34 on postcard, p. 195 
> — +. 
Haircutting Kit 
Raycine deluxe home haircutting 
kit, Mode] 125 
clipper, 


forged steel] 


ing equivalent of 


have a 


. contains an electric 
comb, 
a butch hair- 


tapered barber's 
shears, 


HARDWARE 


neck brush, 
apron, can of clipper ; 
oll, and an instr iction book on how 
to cut hair. Retailing at $16.95 
kit is packaged in a two-color dis- 
justable lid 


that opens to forma standing post 


itting attachment, 


plastic neck 


play container with ad 





er. Two other haircutting se 
Model 117. at $14.95, 
Tai ul 


avallable are 
and Model 104, at 
(Jrtey Mt a. (_0O. 


For more data circle No. 35 on postcard, p. 1% 


S1LO0.95 


Electric Trivets 

Porcelain enameled electric tri\ 
ets come in four « olors: bl ie, pwreen, 
red and black. 20 watt heating 
elements keep food and beverages 
hot. Won’t mar furnit 
Mia. Co. of Pa. 


Fer more data circle No. 36 on pestcard ». 195 
I [ 


Salad Set 


KF our-iIn-one Rapid salad set con 


ire or linens. 


Enterprise 


sists of a glass bake dish, a com 
a medium 


shredder. Any 


of the cutters can he Se ¢ irel\ 


bination slicer and grater, 
shredder and a fine 


clamped on the handles of the bake 












AGE, FEBRUARY 17, 


1955 















WHAT'S NEWE 





dish to form a single unit easily 
held by cutter handle. Salads and 
cooked dishes can be prepared and 
served directly in the glass bake 
dish. Set No. 55 retails at $2.95. 
Bluffton Slaw Cutter Co. 


For more data circle No. 37 on postcard, p. 195 


Fireplace Fixture 
This new fireplace fixture is com- 
chain-pull curtain 
tools, andirons and 
Screen affords maximum 


prised of a 
screen, fire 

fender. 
protection from flying sparks, tools 
are useful, andirons are decorative 

















and the fender keeps children away 
from the fire screen and fire. En- 
blacktone 
and polished brass trim. 
less than 
(orp. 


semble comes in finish 
Lists for 
$36.00. Peerless Mfa. 
For more data circle No. 38 on postcard, p. 195 


Window-Floor Fan 
Viking 920 is a 20-in. multi-pur- 


pose window and floor fan. Pow- 


ered by a 1 


15 hp motor, this two- 






sae * 
a 
tin 






































circulating 
double-hung 


speed fan is capable of 
3400 cfm. Fits anv 
window 21 to 41 in. wide. Fan is 


’ 
€asii\ 


window fit- 


lifted from its 
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Built to perform...BEST! 


riced to sell...FAST ! 


IN TWO 


SIZES 


to meet every 
screw driving 
requirement 





A top-quality precision tool for every power drill owner 





SUPAEM 








SCREW DRIVER 





ATTACHMENT 


by the makers of famous Supreme Brand Chucks 


Here's the tool you can sell to every 
power drill owner. The Supreme Screw 
Driver Attachment performs perfectly 
... sinks screws in a flash in all woods 
... works with any %” (or larger) ca- 
pacity power drill. It's good looking, 
well packaged, and has clear instruc- 























SUPREME PRODUCTS, INC. 
2222 Se. Calumet Avenue, Chicago 16, Illinois 


Mokers of: Supreme Brand Chucks © Supreme Electric Hoir Clipper Sets © Supreme 
Electric Knife and Scissors Shorpeners © Supreme Electric Small Animal Clipper 






tions. And... 
it is priced to sell. . . several dollars un- 


most important of all— 


der any similar tool of comparable per- 
formance. Get full details on this sure- 
fire profit maker from your wholesaler 
or by writing direct. Do it at once. 


These points make Supreme 
the line to push 
®@ Lowest prices by for 
© Top performance @ Two sizes to sell 
® Top appecrance @ Best packaging 
@ Simple instructions 
® For “Do-it-yourselfers” 


Overwhelming approval 
of power tool makers 
Leading power tool mokers (names available on 
request) ore ordering thousends of Supreme 
Screw Driver Attachments for inclusion in ‘4” 
power drill kits. They hove recognized the grecot 
sales appeal! of the unit. Sell Supreme in your 
store to the hundreds of power drill owners who 


come in 






































WHAT'S NEW 









NOW BEING OFFERED BY 


Arnold. Schwinn 
Cleveland Welding 
Evans Products 

E xceisior 

Monark Silver King 
Huffman 

Murray Ohio 

Real Cycle 

Shelby Cycle 

H. P. Sayder 
Westfield 


AMERICAN BICYCLE 
MANUFACTURERS 


lt was a year ago that the Bendix* 
MultiSpeed Power Brake was dis- 
played for the first time. 5ix 
months later production was 
started, and today it is being made 
available to the trade by every 
bicycle manufacturer in America. 

We believe this is the first time 
in the history of the industry 
where such an important com- 
ponent has had the complete en- 
dorsement of every bicycle manu- 
facturer in the industry. 

May we thank the bicycle in- 
dustry for making possible the 
most brilliant chapter in our long 
history, and may we pledge our 
continued cooperation in turning 
out the industry's finest and safest 
coaster brake in the years ahead. 


re S. PAT. OFF 


SAFETY MEANS SALES FOR YOU 


SHIFTS GEARS 
ANY TIME 
WITHOUT 
DAMAGE 





ECLIPSE MACHINE DIVISION 


ELMIRA, NEW YORK 





Aviatlr@ee Coeroeatior 


Export Seles: Bendix international Division, 
205 East 42nd St., New York 17, N. Y. 


206 


®@ For more information on these products and services 
use free post card on page 195. 


ting and carried by its suitcase- 
type handle to a table or floor for 
use aS a room air circulator. It is 
decorated in Capri Gray and Deco- 
rator Seafoam and trimmed with 
gold-tone metallic accents. 
Div., 


Viking 
Air Conditioning National 
Radiator Co. 


Fer more data circle No. 39 on postcard, p. 195 


Riding Trimmer-Mower 
Life-Saver riding model is a self- 


propelled rotary trimmer-mower 


with a comfortable sulky for the 
operator to sit on while mowing. 
Powered with a heavy-duty 3 h-.p. 
Clinton engine, mower has an extra 
heavy transmission and rear-whee! 
Dual 


easy to 


handle 
engine 


drive. controls on 


make it control 





while 
Mower has tempered stee| 


speed and_ self-propelling 
riding. 
blades. 


21 in. Leaf pulverizer is 


included. Lazy Boy Lawn Mowe) 
{_ oO.., Ine. 


For more data circle No. 46 on postcard, p. 195 


Extruded Aluminum Level 
Nu-Art aluminum level is made 
of light but sturdy extruded alumi- 
num that has been heat treated for 
wear. Has  non-breakable 
Pyrex vials, and extra large holes 
for hand-grips. Finished in a 
bright red with silver top and 
edges. Prices are $3.95 for the 
18 in. length: $4.25 for 24 in.: 
$4.50 for 28 in.; $4.75 for 30 in.; 
$5.50 for 36 in., and $6.25 for 48 in 
Level is individually packaged in 
transparent polyethylene’ tubing 


long 





that displays and protects the prod- 
uct. Macklanburg-Duncan ( 0. 


For more data circle No. 41 on postcard, p. 195 


Tableware; Cutlery 


Two new patterns in stainless 
steel tableware are the engraved 
Lady Charlotte design (illustrated) 
and the contemporary 
Irene. Tableware is 


Princess 
durable and 
non-tarnishing. Pakkawood handles 
are featured on complete Flint cut- 
stock. 


lery line in sets and open 





Pakkawood is resistant to burns, 
chipping, stains, moisture, food 
bacteria and acid. Ekco Products 
Lo, 


For more data circle No. 42 on postcard, p. 195 


Steel Measuring Tape 


White Clad Banner steel mea- 
suring tape comes in 25, 50, 75 and 


100 ft. lengths. Tape has a triple 
baked white finish and a coating 
of clear, abrasion resistant plastic 
Black 
markings are graduated to eighths 


over a tempered steel line. 
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of an inch with both feet and | 


inches marked every inch. Avail- 
able with folding hook or plain end 
ring. Case has a maroon vinyl 


cover, stainless steel band, and | 


plated fittings over a rust resistant 
welded metal liner. Folding re- 





wind handle folds flush with side 
of case. Each tape is packaged in 
a transparent, reusable plastic box. 
Lufkin Rule Co. 


For more data circle No. 43 on postcard, p. 195 | 


Power Wood Bit Set 
Five-piece Power Wood Bit Set 
for do-it-yourself home craftsmen 
includes a chrome-plated shank to 
lock bits firmly in place, a wrench, 
and four sizes of bits—14, %&, % 


and 1 in. Hardened tool steel bits 
fit any '% in. drill or drill press. 



















































Cuts wood, plaster, panelboard, ete. 
Snell Div., Parker Mfg. Co. 
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Toy Searchlight Truck 
New toy searchlight truck is 

scaled in the likeness of America- 

LaFrance equipment. Two flash- 


light batteries provide the power | 


HARDWARE AGE, FEBRUARY 17. 


| 
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LAYER-BUILT PADS 
= m' 4800 square inches 
— of working surface 


in every package! 


TOP QUALITY plus BIG VALUE! 


Sun Ray Steel Wool quality and value keep customers coming back. 
Long, strong, precision-cut steel wool strands make up these big, 
cushiony layer-built pads. Each pad contains 300 square inches of 
top quality working surface. Simply fold back used surface exposing 
fresh, clean layer. All grades from 0000 to 3 are available and 
are packed sixteen pads to a package. 


Sun Ray one pound bulk tubes for home, 


ONE shop and general use contain only top 
POUND ; ) 
quality steel wool. Seven grades are avail- 
BULK 
able, from 0000 to 3, also fine, medium 
TUBES 


and coarse sha‘ ings. 


JEX HOUSEHOLD PADS 


Economical Jex steel 
wool scouring pads are 
favorites with house- 
wives everywhere. 
Packed twelve full- 
bodied pads to the carton, they are ideal for household 
cleaning, scouring and =! “Use one a day, then 
throw away” sells Jex for you. 


ORDER SUN RAY STEEL WOOL PRODUCTS TODAY! 
























a 


























|) WHY DON’T 
‘9 You Let THis 


STAR 























































MULTIPLY 
YOUR 
PROFITS? 








Ever since its introduction, 
the STAR “Flex-Pak” Blade Assort- 
ment has been helping dealers 
everywhere make easier, more 
profitable blade sales 


Easier? Yes, because the 
“Flex-Pak” lets you put your 
stock where people see it — 
and seeing means selling. 


More profitable? Yes, be- 
cause it enables you to carry 
a stock of STAR “Molyflex”’ 
Blades at reasonable cost, helps you 
trade up your customers to “Moly- 
flex” at four times the dollar profit 
for you, four times the cutting eff- 
ciency for them. 


Each STAR “Flex-Pok” contains 
a balanced stock of 80 Urbreak- 
able Special Flexible (green) 
blades and 20 “Molyflex”’ High 
Speed (copper colored) blades — 
costs you nothing extra 


Ask your distributor for the STAR 
”Flex-Pak"—and ask him, too, about 
other STAR merchandising mate- 
rial—the “Molyfiex” No. 166 
Display Card, the No. 45 Spe- 
cial Flexible Assortment, the 
famous STAR No. 20 Hack- 


saw Frame. 








& 1020 





Year After Year, 
STAR Blades Lead The Sales Parade 


Sold Only Through Recognized Distributors 
CLEMSON BROS., Inc. 
MIDDLETOWN, N.Y., U.S.A 
Mokers of Hand and Power Hock Sow 
& Blodes, Frames, Metal Cutting Band 
Sows ond Clemson Hond and Power 
Lewn Machines 


WHAT'S NEW 








HE-PAK 





Section is 


unit. 
replace 


to searchlight 
removable to batteries. 
Light rotates 360 degrees. Finished 
in white baked enamel, truck has 
steerable front wheels and riding 
space in the rear for toy firemen. 
Lists for $13.95. Charles William 
Doepke Mfg. Co. 


For more data circle No. 45 on postcard, p. 195 
Long-Handled Pruner 
H ickory 


Lopping Shear can be cut to any 


handles of the 28S 
desired length by the user. Over- 
all length is 28 in. Shear weighs 
2', lb. but withstands 160 lb. pres- 
handles and 

green wood. 
head has two 


Sure on 
13°16 In. 
ting 


cuts up to 
Slim cut- 


sharp blades 


that get into small crotches easily. 
Has no bolts or slots to weaken 
handles. List price is $6.45. H.K. 
Porter. Inc. 


For more data circle No. 46 on postcard, p. 195 


Skewers and Tray 
Added to Androck line of out- 


door cooking equipment is_ this 
Shish Kebaber consisting of six 
16°, in. twisted, oval skewers and 


a 10x14x2 in. Kebab tray. Solid 


stainless steel skewers and tray are 
easy to clean, cannot rust or pit. A 
hot pad and recipe folder are in- 
Tray is notched for four 
skewers on one side, six on the 


cluded. 





other. Skewers can be easily 
turned, then locked in any position. 
Retails for $7.95. 


For more data circle No. 47 on postcard, p. 195 


Wash hu rv ( ‘0. 


Aluminum Garden Trellis 
Third model of Trell-Lock alumi- 

num garden trellis is now available. 

It is 64 ft high and lists for $6.98. 





Price has been reduced on 3 ft 
model to $3.98. and on 5 ft model 
To $5.98. P. B. R. Mf qa. (Co. 


For more data circle No. 48 on postcard, p. 195 


All-Purpose Awl 
All-Purpose awl can be used as a 
punch or per- 


forating tool on wood, leather, plas- 


scratch awl, prick 


Available in 
handle is 


tics and light metals. 


red. blue and amber, 


shaped to prevent rolling when tool 
is placed on a flat surface. Heavy 
21. in. carbon steel blade is firmly 
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embedded in Tenite handle which 
resists hammer blows and chemi- 
cals. Packaged 1 doz. to a merchan- 
diser-carton which sets up as a 
self-selling counter display. Bull- 
ings & Spencer Co. 


For more data circle No. 49 on postcard, p. 195 


Four Ft. Step Ladder 
Four-foot step ladder named the 

Golden Boy was created to cele- 

brate the 50th anniversary of Rid- 


Jid step ladders. Construction of 





ladder is al] aluminum, with a gold 
anodized finish on every part, in- 
cluding the serrated step and every 
hinge, brace and rivet. J. R. Clark 
("o 


For more data circle No. 59 on pestcard, p. 195 


Fishing Tackle Swivel 

Kebal stainless steel swivel is a 
ball type swivel available in sev- 
eral models, including plain, with 
single safety snap or double safety 
snap, with lockfast type snap and 
in weighted models. Weights range 
from 1/16 to 8 oz. Swivel is stain- 
less steel throughout. Eyes are 
made of round wire to prevent 
chafing of line or leader. Other 
features are: Accurate weights on 


keel swivels and on trolling leads: 


HARDWARE AGE, FEBRUARY 17, 1955 







Get ready! 
Get set! . 


ith the quality 
ACE line 


HARDWARE DEALERS ARE FAST 
LEARNING ACE OFFERS NEW 
PROFIT OPPORTUNITY 
















Join ACE in "Rubberizing" the homes of America! Cash 
in on the ACE campaign to make floors and stairs safer, quieter, 
cleaner and more beautiful with economical rubber mats, treads 
and matting. 


£4 
STAIR TREADS |e 
Texto Tred, looks like 
carpet at fraction of 
cost. 
Standard economy 
treads. 


MATTING 


Texto Matting, Cor- 
rugated and Kleen 
Sweep matfting. 


a NSS Sets the Free 


National advertising and sound 
merchandising by Ace help you 
make sales. Best of all, ACE 
quality, styling, colors and prac- 
tical utility meet and beat all 
competition. You will sell more 
and make more when you sell 


ACE. 
WELCOME MAT 


Fine footscraper. 
Symbol of cordiality. 
Thousands sold. 





WRITE FOR 
At Better Jobbers Everywhere ACE CATALOG 


ACE RUBBER PRODUCTS, INC. 


105 Beech Street Akron 8, Ohio 
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NOW! 


A Four Corner 
Clamp... 


No. 780 





Available in four sizes with 
maximum capacities of 
oe 12” « 12” 
18” «x 18” 24” « 24” 
Extensions available to increase above 
copacities. 


Standard Carriage Clamps 
in 9 sizes for all 


everage applica- 
tions 





Steel Spindle Hand Screws 
/i 5 in 8 sizes for 
os a wood working. 
Jaws may be 
a adjusted for 
a be various angles. 
Quick Clamps 
. in 61) sizes in 12 
different types. 
Fost... easy to 
use for all ap- 
plications. 


Pipe Fixture Clamps 











in 2 sizes, Economical bar type clamp. 
Fits Yo" — %4" pipe. 


No. 640 "I" Bar Clamp 


fom 8 At md 4 





in 7 sizes with potented quick locking 
moveable jaw. Three other type ber 
clamps also available. 


AVAILABLE FROM YOUR 
HARDWARE WHOLESALER 


WRITE FOR CATALOG 


THE CINCINNATI TOOL CO. 


Meatgomery Rd., Ciaciancti 12, Obie 


; 


HARGRAVE 


TOOLS 
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@ For more information on these products and services 
use free post card on page 195. 


scientifically designed keel that acts 
as stabilizer; unsurpassed swivel- 
ing action; baits spin freely while 
lines are fully protected against 
raveling or kinking. Art Wire & 
Stamping Co. 
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1 and 2-Slice Toasters 
Toastmaster one and two-slice 

automatic toasters both have Su- 

perflex Timer, Toast Control Dial, 





crumb tray, and are easy to oper- 
ate. One-slice model 1A6 (illus- 
trated) retails for $17.50. The 
1B18 two-slice model retailing at 
$22.50 is smaller than standard 
toasters, but will toast any size 
bread. McGraw Electric Co. 


Fer more data circle No. 52 on postcard, p. 195 


Grass Shear 

New grass shear is equipped 
with hollow ground cutlery steel! 
blades which are fully polished. 
Steel handles have baked ename! 


finish. Shear has positive lock for 


holding the blades closed when it 








is not being used. Overall length 


is 15% in.; cutting edge 5'4 In 
Shear is individually boxed and 
lists for $2.75 Midiest Tool and 


(Cutler y/ Co. 


For more data circle No. 53 on postcard, p. 195 
> oe 
Electrical Plastic Tape 
New electrical plastic tape, called 
Behr-cat 507, can be used to repair 


electric connections, hoses, toys, 


APE 





tools and sports equipment. Tape 
is thin, light and stretchable; only 
one laver Is necessary to give com- 
plete protection for home wiring 
jobs. Comes in a blue and vellow 
12-roll display box in two sizes: a 
260-in. roll, °4 in. wide, and a 150- 
in. roll, % in. wide. Behr-Manning 
Corp. 


For more data circle No. 54 on postcard, p. 195 


Unit Locks and Latches 
New line of redesigned and im- 
proved 900 series unit locks and 


install. Each 


, 
latches are @asyv to 





lockset comes as a unit and is 
applied to the door as a unit. The 
Titan. Crestwood, Knollwood, Wind- 
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INSIDE-OUTSIDE 
PULL-PUSH WHITE TAPE 


Die cost case finished in heavy chrome 






or zine chromate. Automatic broke — 
replaceable blade. 


No. 406 Made in 3 lengths — (6 ft.) 
(8 ft.) (10 ft.) 





A White Tape in Powder Bilve, Copper 
Tone, Silver or Bright Plated Cases. 


» 380 — a 6 ft. tape ae annid for 
an os well os utility. 








No. 506W 


A 50 ft. ‘WHITE Tape in durable 
leatherette case. Retoils at $2.98. 
Also No. 510W — 100 ft. WHITE 
Tape in bright finished steel case. 
Retoils ot $4.98. 


No. 718 Utility Knife 
Fine quality, rugged, five extra 
blodes j in handle — a quick seller at 75¢ 









WALSCO PADLOCKS 


Fine quality, sensible prices, good design 
make the Walsco Line an easy one to sell. 






i} “ 
“ 7 


ey ints Ont fe me 





JOBBER. 





WRITE FOR 
COMPLETE 
CATALOG. 
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Send Us The information About WELLER’'S HARDWARE 
WEEK SALES LEADERS & PROMOTION 


FROM Nome___ Popa ee ee 


Company 





: 
i 
| 
| 
| 
| 
& 
| 
' 


Address... 


iia a ee i 
The Name Of Our Wholesaler Is: 





City 


| 
| 





TO WELLER ELECTRIC CORP. 
802 Packer Street, Easton, Pa. 
Telephone: Easton 7119 





a Be ame 









JUNIOR 
py meron ve SOLDERING 
e7 
|p; G N 
nt PUrpO 6 » 
foo!s. ihe ore 3795 
a 


4 5) 4) | i 









WELLER 
SOLDERING 
KIT 


contams 

everything a $1495 
homecrafter 
needs 







oreo ¢ more 


compact 











OHA Hardwa Use these 3 fine home- 
Ae bry 7° crofter tools to beat 
| last year's sales records! 


(llores 






‘ -* t3° a” - -2% ; ¢ «J : . Lae 4, ¢ : . 
Z | Ae 9S Do me ae Ba A ee p Rep 


Cut a big slice of profit with the 
NEW R. MURPHY 


Hloat- Master. 


TRADEMARK 


SPORTSMAN’'S FLOATING KNIFE 


Every customer who fishes, hunts, works 
outdoors will want a “Float-Master’ Sheath 
Knife! Big, comfortable cork handle floats 
knife when dropped in the water. Four-inch 
blade of special tempered stainless steel takes 
and holds keenest cutting edge, can’t possibly 
rust. Fish-scaler, moisture-sealed handle. Gen- 
uine top-grain steerhide sheath, with water- 
proof finish. Everything every outdoorsman 
wants in a knife—at an easy-to-sell price! 


Order your R. Murphy 
“Float-Master”™ Floating 
Knives from your Wholesaler 


TODAY! 
INDIVIDUALLY BOXED 


SSS ee 








WHAT'S NEW 

















NEW 


Kolledge 


STEEL WASTE BASKETS 





© Roll Edge rim 
Easy to lift! 


Inverted bottom 
Tapered design 


Popular size 
and colors 





STEEL BOXES 


One of Central's complete line of Cash, Bond and Utility boxes. 
Ten styles— One-piece construction— Heavy gauge steel — Rounded 
corners — Hammered silver finish. 

See your Jobber or write us for complete details. 


CENTRAL can company 


2415 WEST 19th STREET. CHICAGO 8. ILLINOIS 


sor. and 900 design have frames of 
extruded brass. All internal parts 
are made of non-ferrous metal or 
zine-plated, dichromated steel. P. & 
F. Corbin Div.. American Hard- 
ware Corp. 
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Luminous Decals 


Lumi-Cals are non-poisonous, 
luminous decals that are visible 
both night and day. Available in 
safety warning signs and in ani- 
mal decorations, decals can be in- 
stantly applied by slight pressure. 
Luminosity lasts indefinitely. Self- 


selling display comes with each as- 


— 








sortment. Animal decals are 15: 
each; 1x6 in. luminous strips, 12¢; 
exit signs, 40¢: danger signs, 50¢: 
direction arrows, 30: Luminous 
Decals. 


For more data circle No. 56 on postcard, p. 195 


Nylon Blade Mixer 
Model No. N77 Deluxe Maste) 


Mixer has nylon blades, drive gear. 
pinion gears and bearings. Han- 
dies and gear housing come in red. 


~ 


— — ; 
vellow, black, white, coral and char- 
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WHAT'S NEW 


treuse. Mixer is individually pack- 
aged in display box. Retails for 
about $4.95. Maynard Mfg. Co. 


For more data circle No. 57 on postcard, p. 195 





Circular Step Stool 

The Step-Round is a circular 
utility step stool with non-skid 
treads and permanent steps that 





can be used from any side. It has 
a broad safety base that makes it 
tip-proof. With chrome plated 
legs, stool comes in red, yellow, 
blue, vreen Or gray baked enamel! 
finish. Height is 26 in. Retails 
at $11.95. Trembco Products Div. 


For more data circle No. 58 on postcard, p. 195 


Aluminum Extension Ladder 


All-Aluminum Extension Ladder 
is available in lengths from 8 to 
10 ft., in multiples of 8 ft., thus 
requiring a minimum of display or 


agai = : TR a Sd 





warehouse space. A 40 ft. ladder 
is easily handled by one man. Bot- 
tom section features a sturdy suc- 
tion cup safety shoe with a saw- 
tooth spur and the top se ction has 
easy v-roll wheels. Scranton Alumt- 
nw Mta. (0. 


For more data circle No. 59 on postcard, p. 195 


(Resume reading ort page 13) 
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MODELS OF 
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A Price For Every Family! 


Every family is a customer for croquet! That’s 
why it’s important to stock the variety of models 
offered by South Bend. Easier to sell, too, be- 
cause of these special features— Automatic Arch; 
“Bow Tre “design mallets; “Wheel ’N Play” racks; 
Triple Grip handle ‘. Grooved and Knurled halis! 













No. 614/55 
FOUR PLAYER SET 





FOUR PLAYER SET 

































No. 
734/55 


No. 
736/55 




















SIX PLAYER “WHEEL ‘N PLAY” SET FOUR PLAYER SET SIX PLAYER SET 









SIX PLAYER “WHEEL 'N PLAY” SET 
















946/55 


















SIX PLAYER “WHEEL ‘N PLAY” SET DELUXE SIX PLAYER SET SUPER DELUXE SET 





















1955 







Write for 1955 catalog and name of nearest jobber! 
SOUTH BEND TOY MFG. CO., Dept. HA2, South Bend 23, Ind. 
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McGill ‘‘CANT MISS” 


mouse & rattraps _ 


SPRING 
aN 









Write 
Today For 

Complete 
Information 


ieee METAL PRODUCTS CO. 


MARENGO ILLINOTS 











a 





qe 


a 


ee 


BENNETT IRELAND IN 
Bee : a 


Get the facts on Flexscreen—the 
curtain firescreen that most cus- 
tomers want most. It peys to 
promote the leader! 


MAIL THIS COUPON for -------~: 
catalog and full profit details . . . 
Bennett-ireland Inc. 

Norwich, N. Y. Dept. 255 North Street 


Send me catalog and information on 
Flexacreen. 






‘eee ee eeeeeeeeeeeeeeeeeeee eee ee 


eee eee @ « 
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(Continued from page 13) 


consists of six flexible plastic rec- 
tangular dish pans, six large and 
three standard drain 
four dish drainers. 
$34.79. PP-2 
qt, six 12 qt and six oval, flexible 
plastic waste baskets. 
is $32.74. 


and 
tetail value is 


trays, 


consists of four 20 
Retail value 
Each display is packed 
complete with merchandise in one 
shipping carton and sets up quick- 
ly to a compact island or 
All 
labeled and pre-priced. 
Plastic Products, Inc. 


Fer more data circle No. 60 on postcard, p. 195 


end 


counter display. items are 


( ‘ol ail h HS 


Plumbing Fixtures Packs 


Package - Protected plumbing 
specialties in the Supreme line are 
now available. The most popular 
items are packaged in standardized 
unit and master cartons. This re- 
duces the cost of handling, protects 





the items from rust, dirt and dam- 


age, makes for better inventory 
control, saves time and labor in 
filling orders. Catalog sheets and 


price lists sent on request. Schaul 


Mfg. Co. 


For more data circle Neo. 61 on postcard, p. 195 


Hardware Week Specials 
Four special items for Hardware 
Week include two 
two hand hedge shears. 
saw (top) retails at 
handsaw, with carved hardwood 
(center), lists for $4.95; 
No. 180 hedge shear (lower left) 
is a $2.95 item, and No. 160 shear 
(lower right) lists for $1.80. Each 
saw has a 26 in., 8-point blade with 


handsaws and 
H-3 hand- 
$3.59; H-4 


handle 


the National Hardware Special 
etching. H-4 is encased in red, 


= 3X 


d 





white and blue No. 
shear has 8 in. serrated blades and 
No. 160, 6 in. blades. 
and blue display box is packed with 


He nmieu Disston & Sons. 


sleeve. 1380 


ted. white 
each shear. 
Inc. 


For more data circle No. 62 on postcard, p. 195 


Drill Wall Chart 

Wall chart shows decimal equiva- 
lents and tap drill sizes for wire 
gage, letter size and fractional size 
drills. 


chart is 


three colors, 


and is punched 


Printed in 
18x24 1n., 
for wall hanging. Chicago-Latrobs 


For more data circle No. 63 on postcard, p. 195 


Lockset Series Brochure 


“Matching bro 
chure illustrating the Weslock 500 
locksets, 
hardware and 
matching exterior door trim, is now 


Beauty,’ a new 


series line of residential 


concave cabinet 
available for distribution. In addi- 


tion to specifications for 
the the 
describes method of changing hand 
of Weslocks detailed 
exploded view of a 500 series entry 


lock. 
charge 


every 


number in line, brochure 


and shows a 
Brochure available without 
W stern Lock Mf a. ('o. 


Fer more data circle No. 64 on postcard, p. 195 


Fishing Tips Booklet 

booklet, “How to Take 
More Fish,” contains articles and 
tips for both novice and veteran 
fishermen on fly casting, spinning 
techniques, bait casting and surf 
casting. The 36-page illustrated 
booklet has up-to-date information 


Free 


HARDWARE AGE, FEBRUARY 17, 1955 





Cegethisty PROFITS WERE NEVER BETTER! 






Over a million GENERAL FUEL OJL FILTERS have been sold since General 
General’ introduced America’s first domestic fuel oil filter in 1939: A million individual 


rofit possibilities at the time of the initial sale . . . An additional million sales 
FUEL Ol FILTER «= * 





leads each year in the form of seasonal cartridge replacements! 
Model 24-300 for big, r —" 


dirty jobs. No wonder heating contractors are saying profits were never better. 





The Original Domestic Fuel Oil Filter 


Every oil burner . . . every service call . . . every oil delivery provides a 
potential additional sale— when you stock and sell fast-moving Generals. 
They're available in three popular models — so there’s always one to fit the 
job. If you're not already profiting from the General line, ask your jobber 
about details. 





FUEL OJL FILTER 
Mode! 2A-700 for over- 


age size jubs. 


CLEAN RIGHT SOOT REMOVER Sa 


is a profit-maker, too! For any type heat- ro this Underwriters 
FUEL OIL FILTER ing plant. Burns without flash or intense taherateries Seal 
Model 1A-25 for small heat. Made for General Filters, Inc. enon Be 











jobs. 





—" 


GENERAL FILTERS, INC. 


Replace Every General Cartridge 43800 GRAND RIVER AVENUE . NOVI, MICHIGAN 


You Sell— At Least Once Each Year. Canadian General Filters, Ltd. * 39 Crockford Bivd. * 





Scarboro) Toronto, Canada 





CRESLINE QUALITY... 


begins with the basic ingredients (100% VIRGIN 
MATERIALS) and is constantly controlled from start to 
finished product. Precision methods, pressure testing 

of every coil, preshipment inspection . . . all combine 
to make CRESLINE your TOP-PROFIT line for ‘55! 


MAKE SURE YOU MAKE THE 


 DOUBLE-GOOD" 


CRESLINE SERVICE... 


DEAL gives you the exclusive, extra-powerful sales advantage 
of days-ahead deliveries! Every order is SHIPPED 
WITHIN 24 HOURS. Strategically located warehouses 
ore another plus feature. Every order is filled right, 
with plastic pipe that is GUARANTEED RIGHT! 


LINE 
FLEXIBLE PLASTIC PIPE 


Don't wait to stake your claim in the big plastic pipe : ee 
market that awaits you right now! And don't settle for 
less than the double-edged advantage that's yours as a 
° CRESLINE distributor or dealer. ONLY CRESLINE can give 
you the quality-service combination described here. Only 
CRESLINE gives yow such solid sales support as the 
unique Mobile Salesmaker, the sales-speeding Display 
Dispenser, the ONE plastic pipe that is measured and 
marked at one and 10 ff. intervals. 














Made to Specifications of the 
Thermoplastic Pipe Division of the 
Society of the Plastics Industry 


WRITE WOW FOR FREE LITERATURE AND 
WAME OF YOUR NEAREST REPRESENTATIVE 





— 
; ' | a : 
ie aad sh, “F ~~ = ae | . he £8 “ 
CRESCENT PLASTICS, INC. et Se tee See wy, 
Dept. A-5, 955 Diemond Ave. 
EVANSVILLE 7, IND. 


, = 





Laying part of a 10-MILE ORDER for CRESLINE plastic pipe, sold 
to a locke resort development company by on iIndiona dealer. 
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TO HELP YOU SELL 








on qualities and tests of fishing 


lines. Descriptions include float- 
ing, weighted, tapered, lubricated 
and camouflaged lines in both mono 
and multi filament types. Also de- 
scribes the most useful fishing 
knots, and contains a special “‘Fish- 
ing Tips” section. B. F. Gladding 
Co. 


For more data circle No. 65 on postcard, p. 195 


Shelving Hardware 
New merchandise 
pilaster-type 


package of 
adjustable shelving 
hardware is boxed in blue and yel- 
for $1.49. 
enough hardware for 


low carton, retailing 
Contains 
three shelves. The nickel-plated 
steel pilaster strips are easily in- 
stalled by hammer; adjustable clips 








RED JACKET TYPE ‘“C” 
CENTRIFUGAL PUMPS 












Designed for Air 
Conditioning and General- 
Purpose Applications 


Featuring top-quality, compact construction with high 
hydraulic and electrical efficiencies, Red Jacket's new line of 
Type “C" Direct Connected, Motor Driven Centrifugal 
Pumps, greatly reduce operating costs. Recommended for 
use in Air Conditioning Systems, Cooling Towers, Swimming 
Pools, Sprinkler and Booster Service and many other 


industrial plant applications. 


*% Available in '«, V3, V2, % and 
1 HP. sizes. 


*% Motor and Pump are lubrica- 
tion-free. 


* Easy to service —no special 
tools required. 


*% Built with high-quality motors, 
seals and internal parts. 


e Write for complete descriptive circular containing 


RED JACKET 


performance and specification data. 


water RED JACKET MANUFACTURING CO. 


service 
products 
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Dept. HA-25, Davenport, lowa 
“The Choice That's Made Friends" — SINCE 1878 

















asses" &% @e FP FP rrr 


provide seating for the shelving. 
Harry Sall & Co. 


For more data circle No. 66 on postcard, p. 195 


Double Fan Display 
New display holds two fans and 
permits them to be operated, singly 
or at the same time, to demonstrate 
Made of aluminum 
Masonite, it 
silk-screen lettering in seven dif- 


Stands 78% in. 


alr delivery. 
tubing and carries 


ferent colors. 





—— 





N 


high, 34 in. wide and 26 in. deep. 
Also available is new hassock fan 
with 12 in. blades and three speeds. 
Lists ror $54.95. Robb ns & Myers, 
Inc., Fan Div. 


For more data circle No. 67 on postcard, p. 195 


1955 Sporting Goods Line 


Nineteen Fifty-fiv 


spring and 


summer sporting goods catalog 1s 


now available. In addition to firm’s 
line, catalog features MacGregor 
tennis and badminton equipment 
and golf balls. Draper-Maynard Co. 


For more data circle No. 68 on pestcard, p. 195 


Fishing Tackle Catalog 
1955 fishing tackle 


seven new lures, three new reels 


features 
and a number of rods. Highlights 
of the book are a full page of un- 
usual creole recipes for cooking 
eight of the United States’ most 
popular sport fish and a full sec- 
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brick, cement, stucco, and shingles. 
Promotional package includes news- 
paper ads, radio spots, window dis- 
plays, poster sets and other point- 
of-sale merchandising material. 


Lowe Bros. Co. 


TO HELP YOU SELL 











® For more information 
on these products and 
services use free post 
card on page 195 


For more data circle No. 72 on pestecard, p. 195 
> . > 
Plastic Pipe Packaging 
Flexible Plastic Pipe is now 
coiled on a disposable reel-package 


combination. Longer lengths help 
to eliminate tag-end short pieces. 


tion giving illustrations, world 
records and habits of 72 game fish. 
Catalog available for 25¢. James 
Heddon’s Sons. 


For more data circle No. 69 on postcard, p. 195 





Fiberglas Screening Folder 

A do-it-yourself envelope stuffer 
and a sample tag of Fiberglas 
Screening are now available. The 
screening material comes in all 
standard widths from 24 to 48 in. 
It cuts with ordinary household 





scissors, and has no sharp wire 
ends. Soule Mull. 


For more data circle No. 70 on postcard, p. 195 


* 
Concave Knob Display 
Palette-shaped, four-color display 
board mounts complete new line of 
concave knobs and backplates. All 
the popular finishes are shown in- 





cluding bronze, copper and a com- ° 


E-BORING JIG 
taps new 


lock market 











Now the ‘‘do-it-yourself’’ homeowner 
has a reason to include relocking 

in his modernization plans. 

This unique reboring jig eliminates 
former fears of incorrect lock place- 
ment — makes it easy and economical 
to rebore doors to accommodate 
modern, smartly styled Schiage locks. 





bination of black and brass. Dis- 
play is available without cost with Gueoven, 
orders for stock. Penn-Akron Hard- WOW EASY fT 








ware Corp. i It's a “natural” for developing a 
For more data circle No. 71 on postcard, p. 195 | Fre whole new category of customers — 
people who formerly put aside lock 
Paint Deal replacement because it took too 
| s | much time and trouble. 
Promotional program offers to A Ss 


consumers a free do-it-yourself 


painting kit of seven items needed SCHLAGE GIVES YOU A 
for any exterior painting job. Kit COMPLETE PROMOTION PACKAGE SCH GE. 
Is given to customer with purchase . . . including easels, mailers, 





of 4 gal. or more of any exterior streamers, ad mats, TV and radio Pacesetter in Modern | 

finish. Finishes featured in the spots ... all built around this new SCHLAGE LOCK COMPANY 
-ogram are High Standar e tool as the ‘do-it-yourself’ answer San Sranmne ° Now tam © Vasa, O< 

program are High : andard House FOSS Gnswe Write to Schiege Lock Company, Sen Francisco 

Paint, for two-coat painting; Super to home relocking problems. Call 


One Coat House Paint, and Shingle your jobber or Schlage representative 


; S] 7 , today for 7 
n Shake Paint, for all types of ay for full details. 


rough exterior surfaces such as 
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TO HELP YOU SELL 


lock sets, bit key and cylinder type 
lock sets and miscellaneous builders 
hardware. For each item there is 
complete information on style, de- 
sign, finish, construction, material, 
and weight. Price information for 
single units, or in quantities is 
contained in a separate book sec- 




















































tion. Also included are Federal backed for easy erection. Hunter 
specifications for hardware, locks Fan and Ventilating Co. 
and door trim. All pages are in For more data circle No. 75 on postcard, p. 195 


loose leaf binder. Catalog avail- 
able without cost. Clinton Lock Co. Fishing Tackle Newsletter 

For more data circle No. 74 on postcard, p. 195 Four-page monthly newsletter is 
Pipe can be pulled off the reel available free to fishing tackle 
easily and quickly. Designed to dealers. Its purpose is to provide 
stack compactly, reels also protect 
pipe from dirt and sunlight during 
storage and from mechanical dam- for 1955 window fan is 78% in. 
ave during shipment. Triangle high and 34 in. wide. Holds both 
Conduit & Cable Co.. Inc. 18 and 20 in. models. Display 
card at top is silk screened on 
Masonite in seven colors. Also 
available is display for hassock 





Window Fan Display 


This aluminum display stand 


more information about products 
handled by dealers; latest develop- 
ments at the manufacturing level; 
and information on newest sales 
and merchandising techniques used 
by other dealers. Printed in news- 
paper-style format, the 84x11 in. 


Fer more data circle Ne. 73 on postcard, p. 195 


newsletter contains many illustra- 
Lock Set Catalo ; ce i ai , ' ant 
G fan. Mea: ures 40 in. high and 30 tions. Ocean City Mfg. Co. 
New | l0-page catalog illustrates in. wide. ( onstructed of heavy- For more data circle No. 76 on postcard, p. 195 
line of tubular lock sets, mortise duty display board and _  easel- (Resume reading on page 14) 





The most amazing lawn food ever made 





NEW! 





... and the easiest to sell! 





ONE FEEDING 
LASTS ALL SEASON 








ALL FOOD NUTRIENTS 
NEEDED FROM THE SOIL TO NOURISH FINE GRASS 











Recommend new Golden Vigoro complete lawn food uncondi- 
tionally! It’s a miracle of plant food research—made a new way 
(Pats. No. 2618546, No. 2618547, and others pending). Count on 
it for repeat sales year after year, repeated profits year after year. 
Get the full story from your Swift salesman now before the spring 
growing season. 


UNMATCHED ADVERTISING SUPPORT 


LIFE, POST, BETTER HOMES, and many more national magazines and 
gardening magazines—plus newspaper ads in large cities and out- 
door billboards reaching millions. 


SWIFT & COMPANY 
Your best sellers in gardening supplies—The VIGORO Family of Gardening Aids 


Vigoro is a registered trade-mark of Swift & Company. Copyright 1955, Swift & Company 
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Stee! rolling edge 


— 





Hoard rubber casing 





Full protection 
dust cops 
_——_——_ 


ree-wheeling cone 








bal! beorings 


NOU) move s4 
GUARANTEED FOR 600 MILES 


Never has a roller skate been accorded such enthusiastic 
reception as the new Model 84. And littl wonder — 
cushion-comtort wheels are 50° quieter, and the sturdy, 
3-piece chassis is welded into the strongest, longest-wearing 
unit you've ever seen. In fact, there’s 600 miles guaranteed 
service built into each pair of the new 84's. Better look at 
Globe's complete line of quality roller skates today. It’s the 
broadest line on the market with features no other roller 
skates can match. So, get your share of these easy sales, 


easy profits. Get set now! 
No. 42 


High in quality For the ‘‘in-between'"’ Sleek and colorful 
Low in Price selling range with “‘skote oppec!"’ 





18” and 20" 
CUTTING 








No. 197 No. 97 : No. 75 


} f 
Special for Clamp noee or Sturdy ond sofe 
juveniles ow wy for beginners 


MILWAUKEE 1, WISCONSIN 


Eastern Display Office: The New York Toy Center 
Solimaenn & Whitcomb, 200 5th Ave., New York 10, N. Y. 
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POWER LAWN MOWERS 


Built For Those Who Want The Best 


ngineering 

precisiot 

ne tech 

provide 

' perform 

ance wig ' : : £ ence 

operating j licity and econe 

my never eiore equalied in any 

rower lawn ' wer 

ONLY KLIPPER 

ALL o 


these 


WIDTHS 


wearing 
‘imple. powerful, 
ii king bixtra strong 
lie nat nilov frame 
ne die cast alley 
th hardened 
Patented 
height act 
ith a range of j 
riggs & Stratton 
rope ft recoil 
Power lriven 
pper anc’ reverse 
harpening 
ent 


The Cooper “Cyclo-Mo” Trim. 
mer Type Rotary Power 
Mower - an instant “hit” when 
introduced in "53 - now sets a 
new high in design and per- 
formance: 

Improve d design provides liseht- 
er weight, maximum safety, 
closer trim ar our cut 
with NO SCALPING. Adjust- 
able front grass chute elimin- 
ates WINDROWING 
BUNCHING,. Simple height : 
justment from 1'%" to 34%" per- 


ad cont 


mits the cutting of high grass 
or tough weeds Tubular type 
stee! handle with large rubber 
grips stands » for easy and 
compact storage Brigws & 
Stratton 4-cycle envines (rope 
or recoil starters) transmit full 
power of the engines to the 
cutting knife “Cyclo-M sich” 
leat mulchers available as op- 
tiona!l equipment 


Nationally r+bduertised tn S55 
BRPAER GE PERRI OB 
1 make your job of selling Cooper Power Mowers easier - they will 
sain be Nationally Advertised in 55 to more than 40 MILLION 

pot. ntial prospects 

More “Klipper’’ and “Cyclo-Mo” power mowers were sold in °54 than 
in any other ycar in the history of the company. Every year - more 
and more home owners realize that only Cooper gives them the 
added years of trouble-free satisfactory performance so much to be 
desired «- and again dramatically emphasizing the old adare That 
there is not and never will be - any substitute for QUALITY.” 
Write, wire or ‘phone TODAY for literature, prices and name of 
nearest distributor. Learn why it is more profitable to SELL Cooper 
« than to sell AGAINST it. 


THOSE WHO WANT 


COOPER MANUFACTURING COMPANY 


701-702 South First Avenue @® Marshalltown, lowa 
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Kelley-How-Thomson Announces Personnel 
Changes, New Dealer Promotion Programs 


executive 
revision of sales 
territories, development of a 
number 


for 


A number of 
cnanges, 


of promotional aids 
dealers and organization 
changes to improve 
handling and other custome 
have 
nounced by George W. Welles, 
Jr., president of Kelley-How- 
Thomson Co., 53 - year-old 
Duluth, Minn., hardware 
firm. 


order 


services, heen an- 


wholesale 
Floyd R. 
appointed general sales man- 
Carl L. 
‘stant tre 
named 
J. P. Harvey, 
De 1. 1954. 
Lloyd Brovald 
Andersen & 
countants of Milwaukee, was 
appointed 


foxrude has been 
ager. Gold, formerly 


“ASS! ASUFrCGr,.,. Was 


treasurer succeeding 
who retired 


Arthul 


Co.. public ac- 


. with 


controller. a new 
posit ion. 


Vice-President | 
undertaken 


Wold has 
the development 
of the company’s mail 
supplement 


pro- 
direct 
Under Wold’s 
Kelley-How-Thom- 


vram to 
saies activities. 


direction, 


so! issues its dealers a 
monthly “Best Seller,” fea- 
turing traffic builders. new 


and seasona! items. and mer- 
chandise plans and aids. 
Wold is 


ale : 
aiso responsible 


for the publishing of the 
firm’s price guide which will 
be issued quarterly. 
Boxrude joined  Kelley- 
How-Thomson in 1950 from 


(Continued on page 230) 


Earl Weber Celebrates 
40th Year With Disston 


Earl Weber, assistant to 
the sales manager of Henry 
Disston & Sons, Inc., Phil- 
adelphia, celebrated his 40th 





EARL WEBER 


anniversary with the firm 
Jan. 19. 

Mr. Weber 
the firm’s 


Div. in 


served in 
Hardware Sales 
capacities. 


has 


several! 





George W 
Thomson, 


Welles, Jr., (right) president of Kelley-How- 
hands to |. Wold, vice-president, keys to the 


station wagons the hrm s salesmen will! use in their terri- 
tories. Floyd Boxrude, general sales manager. is at the left 
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During World War II he 
handled all government busi- 
ness for Henry Disston. 


Everett New President 
Beaver Pipe Tools 


Charles T. Everett has 
been elected president and 
general manager, as well as 
a director of Beaver Pipe 
Tools, Inc., Warren, O. 

Mr. Everett resigned his 
position as vice president at 
Bingham-Herbrand Corp. to 
join Beaver Pipe Tools in 
May, 1954, as executive vice 





CHARLES T. EVERETT 


president and genera! 


ager. 


man- 


200 Dealers Take Housewares Training 
Course Sponsored by Pritzlaff Company 


Two hundred dealers from 
Wisconsin, Minnesota, Illinois 
and Michigan 
more about housewares now 
than they did two weeks ago. 
And they have a diploma to 
prove it. 


know a lot 


These dealers completed an 
intensive all-day course in 
better housewares selling 
sponsored by the John Pritz- 
laff Hardware Co., Milwaukee 
wholesalers. 

Called the “Housewares 
College of Hardware Know!- 
edge,” the course was design- 
ed to provide and 
their salespeople with product 
information that would en- 
them to do a _ better 
selling job on housewares. 

Classrooms for 


dealers 


able 


the course 
were set up in 11 individual! 
rooms in the  Plankinton 
House. One manufacturer 


was assigned to each room. 
The dealers were divided into 
a number of small groups 
and each group was supplied 
with a printed schedule of 
classroom times. The groups 
moved from class to class on 
half-hour schedules. In each 
class the manufacturer’s man 
discussed the features of the 
line and suggested ways of 
doing a better display 

merchandising job. In ad- 


ana 
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dition to the dealers, a large 
number of Pritzlaff salesmen 
also took the course. 

The room 
were followed by a 


class sessions 
“eradu- 
ation dinner,” when diplomas 
issued. W. A. Phair, 
editor of HARDWARE AGE 
spoke briefly on the growing 
importance of the woman 
shopper and her influence on 


were 


hardware store operations. 
The arranged 

by Pritzlaff men, with Herb 

Lendved provost, 


course Was 


acting as 
Leigh Steinman serving as 
Walter Bocher as 
registrar Frank Snyder 
as coach. The manufacturer's 
men who served as the faculty 
included Wharton of 
O. Ames Co.; John Simmons 
of Boonton Molding; Richard 
Ruhling of Bostwick Labora- 
(Continued on page 223) 


dean, 


and 


(,eorge 


Electric Starting 
Lawn Mower Shown 


A power lawn mower with 
electric starter was ex- 
hibited at the recent Garden 
Supply in New York 
by Jacobsen Mfg. Co., 
cine, Wis. 

The starter operates from 
a 6-volt battery. A 7-plate 
battery is expected to give 
100 starts. 


an 


Show 
ia- 
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DEALER BRIEFS: 


Norwood Hardware & Supply Co. Formed In 
Covington, Ky.; B. Stuhlbarg, President 


noto . 


( ‘OW 
tion of 


months this 


motion. 


Forma- 
Norwood Hard- 
ware & Supply Co. has been 
announced by Barry S. Stuhl- 


Ay. prior Lo pro- 
the 
(Continued on page 235) 


barg, president. The new con- 


the &- Harding Named 
Hodell Chain Manager 


Emmet F. 
new 
de}! 


cern, a subsidiary of 
Paint and Hard- 
1642 Montgomery 


nandie a 


Norwood 
ware o.., 
Rd.. 


line of 


Harding is the 
Ho- 
Na- 


Will complete » 
: manager of 


Chain Co. Div.. 


, 
Saies 


finished builder sup- 


1: 
piles 


Ss. C—A 
hardware store will be 
South Main 
March 1. 
Ellenberg wil! 
new 


new 


opened on lower 
St. around Jack 
the 
Jack 


establish 
store to be called 
Ellenbere’s Hardware. 

Dallas. Pa. 
Chernin 
new 


Maurice 


has been appointed 


store manage! of Dallas 
Hardware 
Granville Sowden, 


Mr. ¢ 


> 


ployed at 


& Supply, by 
the 


was 


new 


owner. hernin em- 


the store eight EMMET F. HARDING 


Warner Hardware, Minneapolis, To Open 
Two New Branch Stores in Twin City Area 


Shopping 


centers in if Will he 


tne 


and 
the 


the 
area of Minnesota 


site of 


storage space 


Twin City largest branch in 


will be the two new 
the 
Min- 
accord- 


Warner, pres- 


~~ 
self-service branches of 


Warner 


neapolis, 


Hardware Co., 

retail chain, 

ing to Leon C 

ident of the 

pany operate x stores. 
The first of 

open this spring 1 the Crvs- 


firm. The com- 
now 


the outiets will 


tal Shopping Center of Min- 


neapolis. It wil 
ft of 


nave 6. x 120 
air-conditioned selling 
Mork. currently 
War- 


Minneapolis 


space, Jo} NT) 


a manager of one of 


ner’s iptown 


stores, will operate the new 


hranch JOHN MORK 
rT aa tit ti. 


The e 


opened this 


ghth store w be 
fall in 
Signal Hills Shopping Cente 
in St. Paul. With more than 


10,000 sq ft of selling, display 


Warner 
in the St 
Fixtures 


chain and the first 


for 


stores were designed and will! 


area. 
hot} new 


be built by Warner personnel. 
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Charles L. Wheeler Receives 
Merit Award at Philadelphia 


tional Screw & Mfe. Co.., 
Cleveland 

Mr. Harding 
ly Port Cheste 


> Russell, 


was former- 
saies man- 
ager of Burdsall & 
Ward Bolt & Nut Co., Port 
Chester, ‘\ y 


Stephens Hardware 
Merchandise Show 

The Stephens Hardware 
Co Moberly, Mo., held its 
first dealer merchandise show 
at the Municipal Auditorium 


January 9 and 10. 


A total of 275 dealers from 

and Nol Mis- 
attended show 
and 
seasona and tandard 
i 


ais- 


Centra! thern 


,oOurT! tne 
where sporting gvoods 
other 
hardware item 
plaved. 


’ : 
stepnens 


vere 
Hardware. Witn 
Nelson Stephens. a 


Snapileig! 


former 
SAICSMman a exXec- 
sident, entered 


hardware field 


utive ice-pre 

the wholesale 

1947, 
in i. 


adding sporting 


Janney, Semple, Hill 
Elects Officers 


Several eCrACK 


itive 
were filled at a recent 
hareholders 
Hill & 
Minn 


Janney. nple. 


Minne AY 
, 


are 
("a a¢ : 


president 


The 


¢ 


1955 Award of Merit 
of the Hardware Merchants’ 
and Manufacturers’ 
tion of Philadelphia was pre 
sented to Charles L. Wheeler. 
president of The Sait | 


Associa 


ake 
Hardware 
City, Ut 


AKC 


H9th annu: 
liiadeiphia 
The award. consi 
Gold Medal an: 
made annualiv 


ciation 


CHARLES L. WHEELER 


standing 

the hardware 
dustry who by h acti’ 
and 


flected 


ated with 


nent na 
Amer! 


(Continued on page Lic 
Wright & Wilhelmy 


Elects New Officers 
Wright & W ilheim 


whole Ait’? oT 


accOmMPpiisn 


redit 


bponi 


(Omaha, iN 
has elected a ne 
office due to the 
Mr. Gienn E 
ident and trea 
November >. 

a. © 


ident an 


vN ate 
death 
Jennings, pre 
surer. who ¢ 
Conie' 
pres 
yer, assume 
president ana 
tne compal 
M. B. Hochstetler 
(‘Continued on page 226) 
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The 
Perfect 
Line 








For : 
Self- 
Merchandising | 


: FARM AND GARDEN BRAND 


Insecticides and Fungicides 
WEED KILLERS, HOUSEHOLD SPRAY 


Cbhortul, Tell-All Labels 


Invite Home Gardeners to Help Themselves 











The Niagara line of packaged insecticides 
and fungicides is a ‘“‘natural’’ for self-service 
stores. Every attractive label shows at a glance 
what the contents are for and clearly states 
how, when and where to use. Home gardeners 
can and will shop from the shelves. You'll 
make easy money just stocking and displaying 
the complete Niagara line. Normal store trafhe 
will do the rest. Write for price list today. 


Niagara CHEMICAL DIVISION 


FOOD MACHINERY AND CHEMICAL CORPORATION 
Dept. 1-B 
Middieport, N. Y. 





SELL THE LINE THAT SELLS 


MAKE BIG PROFITS 


ITSELF 





PROFESSIONAL 
DUSTS AND SPRAYS 
FOR AMATEUR GROWERS 





es 
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——_—— News of the Trade 


Philadelphia Hardware Group Presents 
Award of Merit to Charles L. Wheeler 


(Continued from page 231) 
business, 

The award has been pre- 
sented since 1931 except for 
the war years when banquets 
were not held. 

Edward K. Tryon, III, Ed- 
ward K. Tryon Co., Philadel- 
phia, was chairman of the 
jury of award and made the 
presentation and read the 
scroll. 

Other jury award members 
were D. Rumsey Plumb, Fay- 
ette R. Plumb, Inc., Philade}- 
phia, and Wm. Geo. Steltz, 
Jr., Supplee-Biddle-Steltz Co.., 
Philadelphia. 

Amos M. Coath, of Frank 
W. Winne & Son, Inc., Phila- 
delphia, and president of the 


association, was the toast- 
master. 
Speaker of the evening 


was Millard C. Faught, the 
Faught Co., Inc.. New York, 
N. Y., who discussed the hu- 
man values in industry. 

The citation on the scroll 
presented to Mr. Wheeler 
read in part, as follows: 

“He has been in the hard- 
ware industry since 1902, 
when he was employed by a 
retail hardware store at Fort 
Collins, Colo. His employ- 
ment with The Salt Lake 
Hardware Co., dates from 
1909, where he progressed 
rapidly from a retail clerk to 
buyer of automotive and bi- 
cycle supplies and manager 
of the company’s retail store 
which in 1920, the 
largest in the country. 

“From manager of the Ida- 
ho division in 1927 he moved, 
three years later, to become 
assistant manager of the 
company in Salt Lake City. 
Shortly thereafter, he became 


Was, 


secretary of the company, 
then vice-president in 1933 
and, on April 15, 1937, he 


was elected president. 
Association Activities 
“Mr. Wheeler has 


served 
on the executive committee 
of the National Wholesale 


Hardware Association and, 
for two years, as vice-presi- 
dent of that organization. 
He has also been active on 
various committees and as a 
member of the board of gov- 


ernors of the National! In- 
dustrial Distributors Asso- 
ciation. He has always been 


keenly interested in the re- 


tailers’ problems, particular- 
ly with respect to merchan- 
dising, having been the orig- 
inator of an “Item of the 
Month” promotion. 


“The National Retail Hard- 
ware Association has recog- 
nized his talents, appointing 
him a member of their na- 
tional advertising committee. 
Along these lines, Mr. Wheel- 
er sends to customers and 
suppliers a postcard, at fre- 
quent intervals, entitled ‘A 
Thought for Today.’ 


Other Business Affiliations 


“Mr. Wheeler’s advice and 
counsel is sought by man) 
organizations, evidenced 
by his being a director of 
Walker Bank and Trust Co.., 
director of Salt Lake Union 
Depot and Railway Co., and 
past president of Salt Lake 
City’s Chamber of Com- 
merce. 


as 


“He is also an active par- 
ticipant in civic, religious 
and educational work, serv- 
ing currently as president of 
the board of trustees of the 
First Methodist Church and 
trustee of Westminster Col- 
lege. He is past master 
Mt. Moriah Lodge No. 3 F 
and AM; past commander 
Utah Commandry Knights 
Templar; past sovereign Red 
Cross of Constantine. 


Civic and Religious Work 


“In these, and other activi- 
ties, he has distinguished 
himself through his unselfish 
devotion and foresight, and 
his participation in business, 
civic and religious organiza- 
tions have made him an out- 
standing citizen. 

“These many commendable 
activities related to the hard- 


ware industry and to the 
business interests of our 
country bring our merited 
respect, esteem and acclaim 


to Mr. Wheeler. 

“It is therefore, resolved by 
the Jury of Award acting on 
behalf of the Hardware Mer- 
chants’ and Manufacturers’ 
Association of Philadelphia 
that Charles L. Wheeler be 
selected as one who has re- 
flected great credit upon the 
hardware industry and is a 
most worthy recrpient of its 
Award of Merit for the year 


1955.” 
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Hardware Association Installs Officers 





Officers of the Bergen County (New Jersey) Hardware 
Merchants Association installed at a recent meeting, left 


News of the Trade 


to right, are Harry Palmer, 


president; Hilda Champion, Romaine Hardware, Hacken- 
sack, secretary; Maxwell Cromley, Campgaw Hardware, 


Franklin Lake, vice-president; Henry H. Sternbergh, Volz , 
Hardware, Westwood, treasurer. Floyd Winters, Romaine YAZOO ‘4, 
Hardware, Hackensack, installed the officers. MASTER | 


Pritzlaff Dealer 
Training Course 
(Continued from page 220} 


tories; tobert Quinn of 
Corning Glass Works: John 
Simmons, Coughlan Co.; 
Robert Roscher of General 
Metalware: John Lee of Kor- 
dite Corp.; George McHamey 
of O’Cedar Corp.; James 
Guequirre Jr. of E. R. 
Wagner Mfg. Co.: Warren 
Gustafson of Washburn Co., 
and Roger Werner of 
Wooster Rubber 

In addition to the house- 
wares training course, the 
Pritzlaff firm also sponsored 
an all-day clinic on major 
appliances which was at- 
tended by some 490 hardware 
dealers, their families and 
salespeople. The appliance 
clinic was held under the 
supervision of Len Froling 
of Pritzlaff’s. 





() Ames Co 
Boonton M i'ding ‘ 


Bostwick Laboratories 











(Cornme Glass W orks 


4s N ( ourh an Co 


Soke M 
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ne ir" | oo. outlooks .. . outdemonstrates .. . outperforms anys 
pointed nationai saies repre- 
ee wero — ear other 
sentative of the Treglown 
Co.. Fanwood. N. J.. Mo- It's the WHEELS that do it! BIG BICYCLE-TYPE 
Power line WHEELS glide easier ... won't bog down in turf! Have 
7 ; better weight distribution for greater safety ... complete 


Pritzlattf 


Housewares College of Knowledge and merchandising program: 
vr Milwaukee, Wisconsin 
| i . Hard-hitting ads in consumer and trade 
diploma is awarded by the John Pritzlaff Hardware magazines! 
Company, this thirtiet! january, 1955, 


K.ordite ( Of poration 


‘ 


I 


Wooster Rubber Co 


HB Lene — —~ 
Ss t. = tL Teh’ = ‘fal ~ ah a P ; 
IROR er ee “p? Ms w 
, # ate rs y on , « da 
, ” . . * 
_ = « wy ° > . vi ".- We. 


Pritzlaff housewares training course diploma. 































Palmer Bros., River Edge, 







MOWER 


The wholesale firm also 
held a conference of an ad- 
visory group of dealers in | 
connection with the Era | 
Store advertising program | 
sponsored by Pritzlaff. With | 
Herb Lendved and Walter 
Bocher residing, the meeting | 
discussed the frequency of | 
future ads and selected mer- | 
chandise to be featured in| 
ads. The general consensus 
of the dealers at the meeting | 


was that the advertising pro- | 


é > 
eram had resulted in better ! 
store traffic and recommended | ad 
that it be expanded in the ’ 
future. 


. ARE YOU IN A RUT... trying to sell power mowers 
L. Levine To Handle that look alike and act alike? 


ROTARY MODEL AV-20 
2.5 hp 4-cycle; 20” blade 


Mo-Power Line Sales Then—here's the power mower that gives your sales 
Leo Levine has been ap- a boost in the right direction! Here's the mower that 










































































operator control! 


Yes—Yazoo will outsell any mower you've ever sold 
—hands down! SEE YOUR YAZOO JOBBER RIGHT 
AWAY! 


WE HELP YOU SELL with complete ae 
















Complete advertising ‘‘Kit'’ for youl 


WN 


Sales Shots’ bulletin to your salesmen! 






bed course m Consumer Se! 


Ti ieee elt) fe) me lite) mie) | 
acturers ~*~ CATALOG AND COMPLETE 
eneral Metalware Co. ~~ -S lag Tied 1 
| (eke meme eat mam cement: amen, pe ee ‘se 
J YAZOO MANUFACTURING COmpany I 


3607 Livingston Road Dept. HA) 
Jackson. Mississipp: 
Please send me your Setetes and compiete 


@etaiis on how | can BOOST MY SALES sere 
v 4200 4 Wheets! 





neg mriar wt 
























Cedar ( orporation 
R. Wagner Mig. Co 
The Washburn Ce 
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eee profitable 
electrical supplies 


for HARDWARE 
STORES 





“" ear Ete = ee amp 





A 
+e 
b et 
bs i 
Her 
> 





monvufoctures a full line of in- 


Royol 
suloted wire and ftexible cords for a 


wide range of uses. Popular assort- 
ments ore available on steel dispensing 
racks, as follows: 


ROYAL NO. 1 DEAL 


250 ft. No. 18 Type C Green and 
Yellow 

250 #1. No. 18 Type PO Lomp Cord 

250 tt. No. 18 Type SP Lamp Cord 

250 ft. No. 18 Type SJ Cord 

250 ft. No. 18 Type HPD Heoter Cord 


ROYAL NO. 2 DEAL 
. 18 SP-1 Brown Lomp 

Cord oT os 
250 ft. No. 18 SP-1 White j 
18 SP ivory Lamp : 


18 SV Service Cord . 
16 SJ Service Cord 4 


OVAL 


HOUSEHOLD APPLIANCE 
and EXTENSION CORDS 


Our new catalog No. 3-54 il- 
lustrotes ond describes the ex- 
tensive line of Royal Quality 
Cord Sets 

turn-over line 
stores prefer. 





the popular, fast 
hordwore 


that 


POWR-KORD 
HEAVY DUTY EXTENSIONS 


The outstanding line of rubber-jacketed 








extensions for power tools, garden 
equipment, aeppliences and 101 other 
vsees. Molded-on cap and connector, 
lengths from 10° te 150’, wire sizes 
No. 18 te Ne. 14. 

« ‘a! 


ROYAL “Crystal” 
the ORIGINAL glass-top fuses 


The fovorite fuses of retailers and 
users for o qvorter century 

in the famous 5-pock box or self- 
service bogs 


: oat 
i 


y 2 
\f, 
‘ Con 








ROY AL-NOARK 
CARTRIDGE FUSES 


5 woys better . on the inside, where 
it counts! | to 600 amps, in convenient 
pockoges. 





Ask your whelescier for complete catalogs 
ROYAL ELECTRIC COMPANY, INC. 
PAWTUCKET and MANVILLE, R. 1. 
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News of the Trade — 


Harry Kerrick of Lewis Bolt & Nut Co., 
Elected Head of Northwest Hardware Club 


Harry Kerrick, Lewis Bolt 
& Nut Co., Minneapolis, was 
elected Northwest Hardware 
Club’s president at its recent 
annual meeting at the Nor- 
mandie Hotel in Minneapolis. 
Paul Huch, Our Own Hard- 
ware, Minneapolis, dealer 
owned wholesalers, is vice- 
president and A. W. Cullen, 


Hardware Trade, was re- 
elected secretary and trea- 
surer. 

New directors of the club 


Max manufac- 
George 


Mining & 


Johnson, 
turers agent; 
pold, Minnesota 
Mfg. Co., and Albert 
Janney, Semple, Hill & 
Minneapolis hardware whole- 


are 


l_.eo- 


(ox. 
Co.. 


salers. Other directors are: 
Leo C. Gehring, Black & 
Decker Mfg. Co.; Arthur 


Myall, manufacturers’ agent; 
Remi Dufort, Boss Mfg. Co. 


and Lee Adams. National 
Lock Co. 
More than 50 members 


and guests attended the din- 
ner. Honored guests were: 
F. Hardy Rickbeil, Worth- 
ington, Minn., newly elected 
president of the Minnesota 
Retail Hardware Associa- 
tion; John Grande, Virginia, 
Minn., retiring president of 
the Minnesota association 
and C. J. Christopher, man- 
ager-treasurer. 

Mr. 
participation in 
tional Hardware 
which he 


outlined his 
IRHA Na- 
Week, for 
was named IRHA 
Retailer of the 
in 1954, and told of the 


Piveled | 
Rickbeil 


Hardware 


Year 


advertising campaigns used 
to win him recognition from 
the National Brand Names 


Foundatior a certificate of 


distinction. 





Some of the o fh ers and dire tors of the Northwest Hard 


left 
Cullen 


ware Club are: seated, 


Kerrick and A. W 


True Temper Elects 
H. Seymour Director 


mH. F. 


elected as 


Seymour has 
director of True 
Temper Corp., Cleveland. He 
succeeds J. O. Findeisen, who 
has retired as a True Temper 
executive. 

Mr. 
terms as 
American 


seymour served 
president of the 
Hardware Manu 
facturers’ Association (1948- 
1950) and two terms as 
ident of the American Sup- 
ply & Machinery Association 
(1932-1934). 


pres 


As past president, he is a 
member of the advisory con 
mittee of both associations. 

The Pennsylvania Hard- 
ware Association selected 
Seymour in 1952 to receive its 


to right, 
Standing are 
lee Adams, Max Johnson and 


Paul Huch, 
Leo ( 
Myall 


Harry 


Gehring. 


A\rthu: 


annual award-of-merit fo. 
service in the hardware field 


Mr. Seymour is also presi- 





H. F 


SEYMOUR 
dent of the { 
& Man ifact 
land. 


umbian 


Vise 


ritig Co., Cleve- 
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tock the glues 
Es pets choose 


‘ELMERS 


RDEN LINE 





ELMER’S GLUE-ALL 


The modern polyviny! glue to 


recommend for speedy, general 





assembly work. Sets ftast. dnes 





clear. easy to work with. ready 





to use without mixing. Available 
















oe in these 1 44-oz. or 8-o7z. size handy 
4% 

x squeeze bottles, and 

Y other containers up 

i to | gallon. 

ir . 

* Fe 

£ ey te 












Now available 
mae: in this handy new plastic tube! P 





ELMER’S CONTACT 
CEMENT For your 


customers who want to bond { 
‘astic laminates to pilywor “I ‘ 
Never needs clamping or oven 

neatineg Resists Neat and ee 


=o 


* 
eerers HO al * 
aus** 


wate! Available in pints, 


; 


tan 19 wit luarts and gallons 


t “3 
> ELMER’S WATERPROOF 
Sa 
& fe GLUE Here's the most durabk 
aie ) ‘lable letel 
Bae A wood giue availaDdie. Compictely 
te E: 


waterprool, its impervious to 
boiling water, weathering, ac: 


ae " ' ' 
he and aikalis Aliso vlues dense 





Yee resin-imprernatecd OT Oly woo 
Pe gp ' 
aes All sizes from % pint 


to 5-vgalion 





Be ts. 5 . ; oe at ae 
eer. BS 
ORDER FR * AA + ’ } a striDbutor For the none »+ your neorest 


supplier write 


THE hordeon COMPANY 


Dept. HA-25 . 350 Medison Avenue, New York 17, New York 
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ndw"'s the 
timeNor . 
Springtime. 










stock and 


sell the 





easy-going 


latex paint 


MANY of your customers are planning 
now tor their Spring painting. [hey ll be gl 
ro know about Gold Bond Velvet. Once they 


; | ; " ‘% 
see Now easily Veivet vides on the walls witli 


brush (>] roller now if ries in min 
with no neadachny paint smel| they ll never 
Wa nother paint. A 
one who introduces thet (, ; \ 
ve i be the one wv Cy 


4 RITE TODAY for additional information on 


ne comp! te Gold Bond Paint | 


NATIONAL GYPSUM COMPANY, BUFFALO 2, WN. Y. 


SERES 


(ay 


a 
Velvet Lotex Cc Mosonry Wal! Sunfle« 
Wall Paint Texture Texture Points Primer Wall Point 
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BALLONOFF PRESENTS 








, 

A 4 ie bi ( lal V¢ h OW f KCep mur nNOse tO 
ne wor me ( eve to the ftutur Dut what ape [ 

- - 

. , 

\ we at Ba off sa Keep your ear to the ground 

And we re ot kidding 

® ¥* * 

For all our fine dealers were torming the kar to the 
(,round (¢ lub. Weve already Cnroii¢c | Ps gTCa bhialiy ae LicTs 
--- ome of them at tne Hous wares Snow 

. : -Y- ; | 
month. do it now. The club ts 
»} us 
7 — 


‘The Ear to the Ground 
Club” is made up of retailers 
who want to know what's new, 
what's happening with Pro- 
Tex. Ours is an important, ex- 


panding housewares line. 


Ballonoft is the world’s old- 
est and largest manufacturer of 
stove pads and table mats. Pro- 
lex also ofters applianc e mats, 
the sensational 3-Way Iron Rest 
that retails for $1 and many 
other exclusive housewares 


' } 


tems that build train< 


. * * 


Ear to the Ground- 
s your jobber’s name. Ballonoff 
rmed IN ADVANCE of all 
mportant mailings. And as a 


send you a FREE GIFI 


and join the 


Return the coupon below. 


ers.” And be sure to give u 


will sce thar You and he Aare int 
new products. You will get ail 1 
: ’ ’ ; 
special welcome to the club, we will 


BALLONOFF metal products co. /*\ 
Cleveland 15, Ohio : 


Offices in principal cities in the 
United States. in Canada: Canadian 
Houseweores, Ltd., 20 Wellington S$! 


Toronto, Ontario A 
4 
PLEASE WRITE CLEARLY SO __ = 
| WON'T MAKE A MISTAKE! 
* n n 
que que au eee ae eee ome ome ag cue oe aoe oo ee ee oe oe oe oe ow oe oe = ow oe 


Okoy, Topper “ 


Send me my special FREE gift and make me a member of your 
*“Ear-to-the-Ground Club” 


— be 

Store Nome _ 
Street Address 
Sau. 


My Jobber !s 












News of the Trade-— sieht 


R. L. Lendved Heads Wisconsin Assn. 


9 
~@ if 


coal 


Officers of the Wisconsin Retail Hardware Assn., chosen 
at their recent state convention, are, left to right: Carl 


P. Nelson of Eagle River, retiring president who becomes 
board; R. L. Lendved of Clin 
Ed Rathsack 


and Henry 


a member of the advisory 


tonville, the new president of Manitowoc, 


the 


treasurer. 


new vice president, Lewis, secretary- 


vice president in 1949 and 


Wright & Wilhelmy 


Elects New Officers general manager in 1954. 
Mr. Hochstetler, vice pres- 
(Continued from page 221) ident and secretary. is the 
ues as vice president and son of one of the founders 
secretary and W. F. Baily of the company and has been 
and P. C, McDermott have active in the firm for many 
been elected to fill positions years. He was elected direc- 
as vice presidents. tor in 1929, secretary in 1959 
A. D. Leach, Jr., assumes and a vice president in 1949. 
the title and duties of assis- Mr. Baily, a newly elected 


credit 


and 


tant treasurer ice president, has been sales 


er 
‘ 
: 





CONLEY 


J. C. M. B. HOCHSTETLER 





eo 


W. F. BAILEY 





P. C. MeDERMOTT 


manager, and L. B. Beavers manager of Wright & Wil- 

is the new assistant secre- helmy for many years and 

tary. aiso continues In that capac- 
Mr. Conley has been asso- ity 

ciated with Wright & Wil- Mr. McDermott, also a 

helmy since 1931. He was newly elected vice president, 


elected a director in 1942, a is the main buyer for the firm 






















Who buys fishing lines 


WINNER 


..IN SALES...IN PERFORMANCE! 


TURNER 


LIQUEFIED PETROLEUM 


CAMP STOVE 








in a hardware store? \.u ourosans urs vane 


Y Bait Casters 
VY Fly Casters | 
VY Trollers | 
Y Surf Casters | 
VY Spin Fishermen | 
... and many others! 


















You can sell every type of fisherman when you feature 
SUNSET fishing lines. SUNSET has a line for every 
fishing purpose. The SUNSET brand has been widely 
advertised for over 20 years and is well known and 
respected by fishermen. Sell SUNSET — it's easier! $1995 


| INCLUDING 
= FLEXON Softest, slickest, strongest monofilament, TANK 


made by German process — holds knots, handles like 
magic. 





This new Camp Stove has everything: eye-catching 


mm. CASTMASTER Finest siliconized nylon casting appearance, efficient operation, light weight and 
= line; perfectly balanced to absorb shock, set hook, compact size for easy carrying and convenient stor- 
y hang on. age, the appeal of being genuinely different from 
) : | anything else on the market, year-around usefulness 

FLOATER Non-sinkable fly line with unexcelled : 


indoors and outdoors, amazing value at an unbeliev- 


ee: et Sh ey Sr a ap ae oe fap able low price! Remember, too, the disposable tanks 


water fly fishing. Smooth, pliable plasti-seal finish 











mean steady repeat business for you... ..«. are a 
ee ee continuing source of extra sales and profits. Stock 
SURF KING Line of the champions for solt and display this Turner LP Camp Stove now. Promote 
water squidding, fresh water trolling. New small dia it to your Customers as a practical necessity for 
meter, siliconize finish camping, fishing, hunting, picnics, beach parties, 

winter sports, standby emergency use...as 4 


wonderful gift item for any occasion, any time! 








Write for full color catalog of Sunset Lines and dealer 
selling aids, giving name of your jobber. Sunset Line 
& Twine Co., 1105 Jefferson St., Petaluma, California 





THE TURNER BRASS WORKS 


sunset lines | Serre Tier eee 


PETALUMA, CALIFORNIA FLORENCE, ALABAMA 
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The NEW easy action 


SCREEN - - STORM 
DOOR 








5005 - BRASS LATCH & TRIM 
05005 - BRASS LATCH - STEEL PLATED TRIM 


e Simple installation 


@ No die castings 


@ Easy action closing with door closer 
e Positive locking 


@ Full polished finish 


e Excellent cioset latch 


e Only 2—5," 
Bore 2g’ deep 


=e & 


holes required. 


SAFE PAULUGR ao HARDWARE 








H. E. Masback Acquires 


Trimalawn Companies 
H. E. Masback, president 


‘of Trimalawn Mower @& 
| Equipment Cos., and his son, 


Harold, Jr., have acquired 
the Trimalawn companies 


‘from Masback, Inc.. New 


York wholesalers. 
It was also announced that 





HAROLD E. MASBACK, SR. 


Mr. Masback had retired 
from Masback, Inc., with 
whom he had served as 
president for many years 
and, more recently, as chair- 
man of the executive com- 
mittee. 


Mr. Masback, J 


r.. has been 





HAROLD E. MASBACK, JR. 


sales manager of the Trima- 
lawn firm since 1953. He will 
be vice-president and as- 
sistant secretary under the 
new management. 

The Trimalawn companies 
are large distributors of 
mowers, garden equipment 


iand allied lines, with 


branches at Floral Park, 
N. Y.; Strafford, Pa., and 
Wood Ridge, N. J. Additional 
branches are planned. 


Lowe Bros. Promotes 


Three Sales Officials 


Lowe Brothers Co., paint 
and varnish makers, Dayton, 
Ohio, have promoted three 
sales officials. 

Lyman K. Jordan, who 
served as trade sales man- 
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ager for the past 20 months, 
has been promoted to North 
Central district manager. 
Alvin Benson, formerly 
North Central district man- 
ager, has been promoted to 
Manager of the newly cre- 
ated greater Chicago area. 
S. R. Bolick, Kem Prod- 
ucts manager, has been 
named to assist W. UC. 
Rhodes, general sales man- 
ager, in coordinating genera! 
sales programs for Lowe 
Brothers paint products. 


New York Wire Cloth 
Forms Division 

The New York Wire Cloth 
Co., York, Pa., has formed 
the Dural! Products Co.. asa 
division. 

The new firm, with plant 
and offices in York, will man- 





HOWARD A. NUSBAUM 


ufacture and sell the Durall 
frameless tension screen for 
window installation. 

Howard A. Nusbaum, for- 
merly sales manager for 
Durall screens, has been ap- 
pointed general manager of 
the Dural! Products Co., and 
John Ahlstrom, formerly 
head of market research fo 
the parent company, will be 
sales manager. 


0-Cel-O Div. Names 
Regional Sales Managers 

Eight regional sales man- 
agers have been appointed by 
0O-Cel-O, Div. of General 
Mills, Inc., Buffalo, N. Y. 

They are: B. W. Mercer, 
New England Region; C. L. 
Schall, Central Region; T. F. 
McMichael, South Eastern 
Region; J. E. Bruce, Director 
of Sales; R. T. Boyers, 
South Western Region; A. 
W. Luth, Mid Atlantic Re- 
gion; H. H. Barton, West 
Central Region: A. D. Ru- 
dolph, Pacific Region and J. 
W. Noice, East Central Re- 
gion. 
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4 New Visihle Pak 













The Self-Service Package 
They’ll Reach for ; 


SELLS ON SIGHT—Grilfin’s new visible pak offers popular Griffin 
Hardware in a complete sales unit. A transparent plastic blister 
contoured to the shape of cach product protects agaist morsture 
and handling. Each “see-thru’ package mcludes the correct number 


of SCTCWS 









YOUR CHOICE of Griffin Hardware itens. Select your items Buy 


SELECT YOUR only what sells best—the visible pak speeds turnover 
INCREASE PROFITS § this quick way. This attractive self-service pak 
GRIFFIN ITEMS sells on sight. Ask for catalog page GV-!. Order trom your dis- 


tributor today 


\ Ve RI FFIN LA Suery DOOR NEEDS THREE 
MGfenrnoods ( MANUFACTURING COMPANY 
ERIE . PENNSYLVANIA 

REPRESENTATIVES 




















ATLANTA. Ga. CHICAGO, Ill. DENVER, Colo. JACKSON, Miss. NEW YORK, N.Y SEATTLE, Wash 

W alter >. Johnson & Sons Wilbur H. Dovis Roy L. Rogers L. G. Fuller, Jr The 8. S. Alder Company RF. Bewers 

917 St. Charles Avenve 1639 Fargo Avenue 1620 Garfield Street P.O. Box 2113 45 Warren Street 4524 East 60th Street 
BOSTON, Mass. DALLAS, Texas DETROIT, Mich. KANSAS CITY, Mo SAN FRANCISCO, Calif. ST. LOUIS, Mo 

Austin & Eddy Inc E. H. Forrar George A. Gregg Horvey D. Rush A Sons C. 1. Lewis W.C. Meiboum & Co. 


115 Brood Street 2nd Unit Sante Fe Bidg. 141 W. Eight Mile Rood 4638 Nichols Porkwoy 2450 !7th Street 6954 Oleatha Avenve 








KIMBLE GLASS BARS 


ee a tear-drop fittings 


Tue BRIGHT, STREAMLINED, nickel-finished fit- 
tings and sparkling-clear, glass rod make 
Kimble Glass Towel Bars a natural self- 


service item 











Available 
in both 158” 
and 24” lengths. 








They are designed to give the maximum of consumer 
value but priced to stimulate sales and give you high 
profit margin. 


Don't de lay, pli ce youl order today with vour whole- 
saler or write for one nearest you. Address Kimble Glass 
Rar Division. Owens-Lllinois, Toledo 1, Ohio. 


Kimbie Giaes Bars are manufactured by Kimbie Glass Company, subsidiary of Owens-Illinots 


KIMBLE GLASS BARS | Owens-ILLINOoIS 


AN (I) PRODUCT GENERAL OFFICES + TOLEDO 1, OHIO 
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YOuR BEST MOVE eee 




















ron | more | ano quicKER| SALES | 
PLYMOUTH 


GARDEN HOSE 
AND LAWN SPRINKLERS 












































NO FINER QUALITY 


FU 
“e "8 6, 


“*~ 


* Guoronteed by © 
Good Househeeping 


100°%° VINYLITE GUARANTEED 


(,uaranteed 


PLYMOUTH LAWN SPRINKLER 


@ Brilliant transparent green 
@ Exclusive “Lay Flat’ design 
© Fiush-out cap for easy cleaning 





(,ueranteed for 12 years (,uaranteed for $5 years 


Ramee CamT Om 





PLYMOUTH TRANSPARENT 
@ Grilliant red or green 
@ Re-attachabie brass couplings 
@ America’s greatest vaive 


CANTON 
@ Opaque green 
@ Non-rust Perma-grip couplings 
@ Outstanding valve 














Also Plymouth Featherweight, Worthmore Opaque 
and Worthmore Transparent Garden Hose. 


AVAILABLE IN EITHER 25-FT. OR 50-FT. LENGTHS 


PLYMOUTH RUBBER COMPANY, 
Mass 


inc 
on-n Ban. 
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Kelley-How-Thomson years service with the firm 
Personnel Changes and retired Dec. oi, > ei ; 
John Heintz, manage. 2 
(Continued from page 220) the company’s major aj 
Butler Brothers, Chicago, pliance department, is taking 
where he had been house- over the operation of the 
wares buyer and assistant housewares department n 
|sales manager in Baltimore. Boxrude in addition to his 
Gold has been with other departments. 


| 


the 
company for 33 years in the 


| accounting department. 


| 





Mr. Welles also announced 
the appointment of L. C. 
Mestemacher, O. F. Jarosch 





L. C. MESTEMACHER 
and M. W. Fridell as distri: 
saies managers to assist 
the expanded sales program 


and to provide cioser ilaison 
between the company and its 


dealers. Keith Tait has been 


named sales office manager, 
assisting Boxrude. The three 
new district sales managers 
and Tait were formerly ter- 
ritory managers with the 


company. 
Mestemacher will be 
cated at Duluth. Jarosch will 


i\O- 


operate out of St. Paul, 
where he will manage the 
company’s warehouse, suc- 
ceeding William Kane, who 


retired Dec. 31, 1954. 
Fridell will located 
Billings, where will 


be at 


he 


also 





0. 


F. JAROSCH 


manage the company’s 
house. He succeeds 
Hoviand who comp 


A. © 


leted 


Wware- 


45 


a> ree 


The Company h 


completed an extensive sur- 
vey of its entire operat 
in order to render greate! 
service to its dealers. E» 
planatior the details 
the sales /wram const 

a major part of the recent 
saies conference heid Db 
company. 

One of the highlights 
this meeting was the delive: 
of a fleet f new Stat 
Wagons that will be used b 
the sales force. The meeting 
also featured a number ' 


presentations of major lines 


and discussions of _ their 
potentials and selling techn: 
ques. 

These sess ions were sup 


plemented by 
by promotion 


old Anderso 


a presentation 


Har- 


mer- 


manager 


cevering 





FRIDELL 


uM. W 


chandising and promotional 


aids the mpany is pre 
paring for its dealers. The 


conference ended with a din- 

featured an 
James E. Dornoff, 
Pate Oil 


ner which 
address by 
vice-president of 
Co., Milwaukee. 
Mr. Welles, in closing the 
meeting, emphasized that the 
organizational! and territoria! 


changes made by the com- 
pany are intended to enable 
its salesmen to work more 


effectively with dealers. Ths 


internal changes that have 
been made, he said, are de- 
signed to mprove order 
handling and invoicing and 
other customer services. He 
stressed the company’s inten- 
tion to give maximum Values 
to all its customers 
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stock-pisptay SEAELTON ror raster prorits 
\ CUSHION HEAD‘ : 
5-3 S 6 BIG 


TACK LIFTER ON EVERY BLOCK TRAFFIC 
UPHOLSTERY “SEINE? (  ~BRADS 


5 awe IN HANDY ; 
< a9 FREE VISIBLE TUBES 


FURNITURE SPACE SAVER “Sm NAILS 
NAILS DISPLAYS a snaneies 


Te Te b'ioTe VISIBLE TUBES 
















y TACKS 


IN HANDY 














Write For fe eng maa Today 
SHELTON TACK CO. SHELTON, CONN. — 


LAWN EDGER 
z > Compe adjustable \ 


improvements ever made on a lawn edger! 


Here are the first new 


Fast, simple wingnut 
The E Z Lawn Edger adjusts for any depth adjustments 

of cut... even for terrace edging and Heavy, 16-guage 

steel knife 


can be used for pulling or pushing Siiedy ticle 


operation! The E Z Lawn Edger handle 
cuts easily on dry, wet, hard or soft Weighs only 2',; 


pounds 


turf. Adjustable depth guide Automatically 


(skid) rides on lawn eliminating throws cut turf on 
walk for easy 
uneven furrows due to cleanup 


raised or broken sidewalks. 


The E Z Lawn Edger is the most ver- 
satile edger you have ever sold! One 


demonstration and at this low price 


ETS F GARDEN 001 COMPANY a a 
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tested for Guich Vienne 
CROWN ALL RUBBER 


R-M RUGS eee 





this 
priced, multi-use, all rubber 
Durable. Crown R-M 


Rugs have an attractive car- 


Shoppers buxy low 


rug. 


pet-like surface for easy clean- 
ing with a damp cloth. Bot- 
tom side is non-skid. Crown 
R-M Rugs are attractively de- 
six marbleized, 


signed in 


“consumer tested’’ colors— 
yellow, red, gray, blue, cocoa 
and green—oval shape, size 
22”’ x 39”. Packed 18 to a 
carton, you can order cartons 
of solid colors... or standard 


assortments. Write for prices. 


os 















































Match room colors 








: I; rT I 
a\ | [ 

~~ i | 

iat * 











MONT-+- ONE 
ty ae eee oy 7g 


For bath and shower 













° 
re eee 
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Dormeyer Appoints 
Eight Sales Agencies 


Appointment of eight man- 
ufacturers’ representatives 
for the Dormeyer Corp., Chi- 
cago, new power tool line was 
made recently. They are: 

David Sharf, David Sharf 
& Associates, 5823 Penn Ave.., 
Pittsburgh, for West Vir- 
ginia plus six counties in 
western Pennsylvania. 

Frank M. Collins, Frank 
M. Collins, Co., 31 16th St.., 
N. W., Atlanta, for Georgia, 
Tennessee, North Carolina, 
South Carolina, Alabama 
and Florida; 

Al Levin, Al Levin & Asso- 
ciates, Inc., 410 Notre Dame 
st., New Orleans, for Louisi- 
ana and Mississippi; 

Harry Hanser, Harry Han- 
ser Organization, 1841 Broad- 
way, New York, for New 
York State, New Jersey, Ver- 
mont, Connecticut, Maryland, 
Virginia plus eight counties 
in eastern Pennsylvania, and 
also the District of Columbia; 

Donald M. Wheat, W. W. 
Wheat & Son, 2219 Fourth 
Ave., Seattle, with a terri- 
tory that includes Washing- 
ton, Oregon, Idaho and Mon- 
tana; 

Al Solen, Albert M. Solen 
Co., 3033 E. 42nd Ave., Den- 
ver, for Colorado, Wyoming, 
Utah, Arizona and New Mex- 
ico; 

Vincent S. Velie, Velie 
Sales Co., 1645 Hennepin 
Ave., Minneapolis, for North 
Dakota, South Dakota, Min- 
nesota plus northern Wiscon- 
sin as well as Michigan’s up- 
per peninsula and Berrien 
County; and 

Earl J. Goetze, of the Ear! 
Goetze Co., 2205 Grand Ave.., 
Kansas City, Mo., for the 
Nebraska, Kansas, Oklahoma 
and lowa territories plus 

western Missouri and also 
Rock Island, ITI. 


Damar Appoints New 
Sales Representatives 


Damar Products, Inc., 
Newark, N. J., manufacturer 
of kitchen utensils and house- 
ware goods, has appointed a 
number of sales representa- 
tives. 

They Hi-Low 


are: Sales 
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Co.. 1460 S. Broadway, Den- 
ver 10, Colo., covering New 
Mexico, Utah, Montana, Wy- 
oming, Colorado, Idaho, EI! 
Paso, Texas and the Pan- 
handle area of Texas; 


& Friedman, 8203 
St.. 


Caliant 
W. Third Angeles, 
covering Southern California, 


Los 


Los 


Arizona and Vegas, 


Nevada: 


John F. Clifford, 1985 Sel- 
by Ave.. St. Paul 4, Minn.., 
covering Minnesota, North 


and South Dakota and west- 
ern Wisconsin; 

George E. Spencer Co., 821 
N. W. Flanders St., Portland, 
Ore.. covering Oregon, Wash- 
ington and and 
Victoria, Canada; 

Sam Goldman, 1799 Walker 
Ave., Irvington, N. Y., rep- 
resenting the Metropolitan 
New York area; 

Halwyn Associates, Lever- 
ington & Wilde Phila- 
delphia, covering tea and cof- 
fee trade east of Mississippi, 
excluding Illinois area. 


Vancouver 


Sts., 


Reid H. Cox & Co. 


Wm. L. Thayer has joined 
the Reid H. ¢ & Co., man- 
ufacturers’ tative of 
Atlanta, Ga. 

Mr. Thayer, formerly 
Southeastern district mana- 


, 


ox 


represen 





wM. L. THAYER 
ger of the Free Sewing Ma- 
chine Co., will cover Ala- 


bama. Tennessee. and Missis- 


sippl. 


New Continental Screw 
Sales Representative 


Willard G. Hartman, St. 
Paul, Minn., has been ap- 
pointed the representative of 


the Continental Screw Co., 









































































Summer 
Salesmakers 


Dy Bifteinte.. 


makers of the famous 











cool safety cabinet gas space heater 


Dearborn’s famous Cool Safety Cabinet gas 

space heater is your biggest winter profit-maker — 

No. 1 in sales all over America. And, Dearborn’s 

summer comfort-makers can be your biggest profit-makers, too. 
They're loaded with features and they're loaded with 


quality. They’re highly competitive in price high in 

performance . . high in looks. And when you carry 

~~ the Dearborn line vou carry Dearborn’s 
2500 


Retails: reputation, best selling tool of all! 


$ 5 9” the new 1955 


Room Air Conditioner 
It’s the air conditione: 
that gives yout 
customers more for their 


MOTOR-BLADE-ARM ALL TILT TOGETHER _ money — gives you 
45° EITHER SIDE — TABLE STAYS FLAT 








the new 1955 Fan-Type 





Sensatior new Syncro 2500" Is the first and only jig 
caw n w ace ! tor, arm all tilt together 4 . tp 
Evaporative Cooler ~ 
‘ I ‘ Sq ite | >." i . . " . 
I The “outnwest s best xnown, = 
} g , 2 
=_™ ; aw sag BSICr most preferred evaporative cooler. @ 
a | £ . 2 : 1 aia Kl ? es rate m6 ‘ ; — — . a 
eens ined : | | eee et ae 
. ttii ‘ trict | thy | ‘ ‘ ; ’ ae ‘Si Rett 4 by: " & * 




















tae 
g e af 4 

~ ech 

222 

= . o ~ 230 
| . 3 | 27 
= ; Zz re 
the new 1955 : Za art 
— - Heid 
’ “24 aoe. 
Hobo Chef | Z 37 
. = /4 Ze : ms 
The best looking, | | ZEEE a 
, ; ‘ ZY ZZ ae: 
Des. peri rming ZAEzs Co 
+ eS 
barbecue equipment on Y Bo 
the market at its amazingly Y ee 





low price 


Ao E 


the new 1955 Dearharn 
Blower-Type Evaporative Cooler 














Rrand née wu two big 

, we? type mode le f: r h gh 
ime saies packed 

with saleah 4 fi. atures 






Dollar: Wire it» Dearboun por sales and profil the yor round, 


SPECIAL PRICES DURING HARDWARE WEEK ONLY 
ON NUMBERS 900-0, 504 ASK YOUR JOBBER 
or write cirect for window streamer! 


SYNC re re’ Rp one Ganon. | 1700 WEST COMMERCE, DALLAS, TEXAS 


P Shek S Pee See Sao 2. Be! ee 
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Bi 


rid? 


, = 
th im 


Selt-Seller 
Wail 
Cabinet 


Framon self-seller Display Cabinet No. 157 
displays high speed jobbers length drills, not 
the cabinet. The answer to every drill merchan- 
dising problem. Crystal clear cover highlights 


the drills against pastel green background, 


© From any angle - Displays drills best 
* Pilfer proof crystal clear cover 
e Controlled inventory storage rack 
* Supporting holes serve as drill gouge 
* Size ond price legibly marked for every size 
* Quantities varied according te demand 


From your jobber or 


HENRY L. HANSON CO., Worcester, Mass. 








A TRADEMARK SINCE 1876 


FOR THE BEST IN 


SPRING 
HINGES 


Type 
BT1013'2 - 3” 














Adjustable Clamp Flange Lavatory 
Spring Hinge for Plywood Doors 
Where Surface Application Is 
Desirable. 


BOMMER SPRING HINGE CO. INC. 


B&B Pion 
180 N 


LANDRUM CAROLINA 


SOUTH 
Wocker Dr e. Chix 


9 4 ii 





| 


' 
' 


i 


— News of the Trade — 


NEWS OF 


MANUFACTURERS AGENTS 


New Bedford. Mass.. for Min- 


nesota, North Dakota, and 
South Dakota. 
T. L. Reese Opens 
Sales Agency 

A sales agency for hard- 
ware and housewares has 
been established Therlyn 


LL. Reese, formerly sales man- 
for The Lewis Engi- 
neering and Mfg. Co., Alli- 
ance, O. 


aver 


Serving Ohio and Michigan 
as a direct manufacturers’ 
representative, Mr. Reese will 
have headauarters in Canton, 
O., at 1256 Ave. 
S.W. 

He will 
ciation with Lewis Engineer- 
ing as staff sales consultant. 


Franklin 


continue nis asso- 


T. M. Welborn Named 
Parker Sweeper Agent 


T. M. Welborn, T. M. Wel- 
born Co., has been appointed 
sales representative for Par- 
ker Sweeper Co., Springfield, 
Ohio. 

He will represent Parker in 
the sale of the company’s 
lawn sweepers and Fold-A- 
Way lawn carts in North and 
South and 
portion of Georgia and Ten- 
nessee. 


Carolina. eastern 


M. Schwartz Named 
Keil Lock Agent 


Marvin Schwartz has been 
named to represent Keil Lock 
Co., Charlestown, N. H., in 
Virginia, North Carolina and 
South Carolina. 

Mr. Schwartz, 
tains 


ain- 
Q10) 


who m 
headquarters 
Lexington 


at 
Ave., Charlotte 3. 


N. C.. will handle the com- 
plete Keil line. 

Herbert Roth Joins 
Fenton Sales Co. 

Herbert Roth has joined 
the Fenton Sales Co., New 
York City, manufacturers’ 
representatives. 

Before joining Fenton 
Sales, Mr. Roth was with 


Benjamin and Medwin, New 


York City, manufacturers’ 
representatives, and Leipzig 
& Lippe, New York City 
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Cc. L. Cole to Handle 
Preen Floor Product 


The C. L. 


representative, ni 


(ole ©o., Mi 
facturers’ 
been 
Preen and othe: 
the A. S. Harri 
Nurwalk, Conn. 


appointed to handie 


products 


. + 
son t o.. SOULN 


Joseph DeJure & Son 
Opens New Office 


DeJure & Son, 
manufacturers representa- 
tive, has opened a new office 
at 32 Rit Place, 
Ardmore, Pa. 


Joseph 


. 
tennouse 


Clinton Lock Appoints 

New Sales Manager 
Willmore B. Hastings has 

been appointed sales manager 


for the Clinton Lock Co., 
Clinton Iowa. 

He comes to Clinton from 
LaBelle Co. of Wisconsin 





WILLMORE B. 


HASTINGS 


ne 
in charge of 


where was vice president 


Saiecs. 


Wolf and Sanford, 1 E. 
42nd St., New York City, 
have joined the Clinton or- 
gvanization as representatives 
in Metropolitan New York 
and Northern New Jersey. 
McCulloch Motors 
Names Sales Manager 

Charles D. Allis has been 
general sales manager for 
McCulloch Motors Corp., 
Los Angeles, manufacturer 


lawn 
superchargers, 
products 


‘ . . >. vn a 
ASSi Svea til 


of chain 
automotive 
and othe 


He was formerly 


Saws, mowers, 
engine 
vyeneraili man 


ayer. 
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if ontinued irom page 221) 
Mich Sale of 
Mahoney’s Hardware store at 


210 Abbott Rd. in East Lans- 


ansing. 


ing to the Bollert’s Hard- 
ware Loe. was anno inced by 
Clair Bollert and Frank 


Mahor ey Mr. Maho: ey 
return to his profession as an 


will 
industrial chem 


Fast St. Louis, ] After 
years in business at the 
location, the Schaub 


roing 


sh 

Same 

Hardware & Iron Co. is 

out of business because of the 

last Sept. 21 of the 

president-treasurer, 
W. Giessing. 


death 
firm’s 
Herbert 


Hinsvark 


Gary, ‘ Dp — 


Hardware is bullding a ce- 
ment block addition to its 
store. The addition will be 
used as a service shop and 


ipply room. 
Durrie 
build- 

id. held 


Des Moines, lowa 


Hardware Store and 


903-205-207 Euc 


ing, 
a grand opening recently to 
celebrate the remodeiing of 
the store 

More than 1500 persons 
visited the newly enlarged 
establishment. Roses, gifts 
anda souvenirs were piven 


away. In addition, a spe- 
} i ark 


P : . : a. YY) 
Cla Saie Was hei nN 


the grand opening 


Mich Bollert’s 
1 a 


Lansing, 


Hardware (Co. adde 


efTore n of outiets in 


TO 1tS CNnAal 


tne (,reate! Lansing area 
with the purchase, on Jan. 
11. of Mahoney naraware 
. 
The Bollert Co., active in 


‘ ne 
Lansing for 26 years, will 
four stores in 


ave 
and 


now ; 


~ibin. 


one 


’ y 


Hudson, Wis Gilford 
I amed 

ranager of the Trollen Ace 
Hardware store. He has heen 
hardware 


Gilmore has “een 


associated with the 


New Slaymaker Lock 
Sales Representative 
John R. Molet n, 420 


UU! iriven Aven if Wy Ti ‘ 
Pa ., Has ©feTi al ted rep 
resentative of the Slay 
maner Ls 2 ( ne f 

iss builders hardware in 


HARDWARE ACE, FEBRUARY 


business for the 


past 15 
years. 


Toledo, O. Walter H 
Kropp has sold his hardware 
7) and 


plumbing 


ness at 4475 


heating Dusi 
Bennett Rd. to 
Niles E. Langdon, formerly 
a machinist at the 

Mr. Kropp is 


ise of 


Dana 
retiring 
health reasons. 


Lebanon, Mo. Berlyn 
Amos and Harry Strutton 
are the new owners of Sayers 
Hardware at 112 W. Com- 
mercial, formerly owned by 
Harold Baxter and H. A 


Sayers. 


Lockland. O. 


stephens has 


Robert L. 
purchased the 
Wvyoming Hardware Co.. 509 
W yvoming Ave.., 


, , 
UUSINESS 


which has 
for 
location. 
operate 


peen 1n 30 years 
Mr. 


the 


name. 


at the same 


Stephens will 


store under the same 


( ; ugton, Ky 
John H impert is 


owner of 


Harry 
the new 
the Klingenberg 
; 1228-30 

G. 
the 
will 
an 


Hardware ({ 0., 
(,reenup St. Joseph 
Klingenberg. owner of 


store for many years, 


continue Nils 


connection in 
advisory capacity. 


Hasti gs, 
Jan. 1, the D 
Hardware was ' 
Mc Elveen to his son and 
laughter, R. ¢ Mc Elveen 
and Frances W. Parish. They 


Vlili continue 


Fla. 
W. 


sold bv 


Effective 
Vc Elveen 
Mr. 


operation of the 
usiness as partners at tne 
same location under the name 


McElveen Hard 


ware 0 


’ 


ard, Ky (Charles 


Haz 
it? Ira 
Store. 


manager of the 


Sn 
1. Watson 


Bargain 


nas purchased a hardware 
store in his home town of 
Russellville, Ala... and will 
eave Hazard to go into 
usiness for himself 
astern Pennsylvania. Dela- 
ure Marviand. District of 
t olumbia. and New Jersey 
Viv Vi eton ~ucrcee ' 3 
l vd B. Hershey. who re 
ed after being the Slay 
iK¢é ré rs entarive f ’ ? | 
: 
17. 1955 






























































FOR FIELD, FARM AND FUN 


4 Best 


Sellers 
for 
YOU... 


MODEL 10 


mngie 


§ 
S 
S 


MODEL 50 
‘ ( 


‘ 


VENTILATED CHOKE 
REDUCES RECOIL 


Adiustable + twee? 
oa. me os a 
athens *| p : 


yy, every r 


MANUFACTURING CO., 
HAYDENVILLE - 


INC. 
MASSACHUSETTS 


NOBLE 





About four thousand dea!- 
ers, their 
and wives 


assistants, clerks 
attended a Mer- 
chandise Mart held by Moore- 


Handley, wholesaler of Bir- 


mingham, Ala., Jan. 17-20. 
The mart was held simul- 


taneously in the firm’s Bir- 


News of the Trade 


Moore-Handley Merchandise Mart Attracts About Four Thousand Dealers and Guests 


mingham, Mobile 
ville Divs. 
Featured were displays 
showing the latest products 
in housewares, sporting 


and Nash- 


goods, plumbing, building 
materials, builders’ hard- 
ware, shelf hardware, gift- 


wares, garden tools, electri- 


T hirty seven Atlanta, Ga., dealers are shown as they arrived 
in Birmingham for Moore-Handley s Merchandise Mart. They 


came on a bus hartered by the Young Hardware a N oore- 


* > 
William E. Cross 

William Edward Cross. 68, 
hardware executive of Mid- 


ais N. 3 aied Jan. 29. 
He wa president of three 
industrial hardware concerns 
in Middletown (lemson 
Bros., Inc., Victor Saw 





WILLIAM E. 


W orks, 
Works, 

Mr. Cross joined Clemson 
Bros. in 1918, and 
pointed first sales 
and then 


CROSS 


Inc., and Napier Saw 
Inc. 

was ap- 
manager 
He be- 
came president of the three 
firms in 1946. He also 
a former president of the 
Hack Blade Manu- 


facturers Association. 


treasurer. 


was 


Saw 
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E. L. Calhoon 


ee hard- 


Calhoon, 67, 


ware deale) in Bonestul, 
S. D., for 25 years, died 
Christmas Day, 1954. 

Mr. Calhoon started an 


implement and hardware 
Bonestul. in 1929. 
He quit the implement busi- 
ness in 1948, but remained 
a hardware and propane 
dealer until his death. 


store in 


vas 


Claud Rogers 


Claud Rogers, 57, past 
president of the Texas Hard- 


ware and Implement Associ- 


ation, died Dec 22. Mr. 
Rogers served as president 
of the Association in 19465 


and 1946. 

He entered the retail farm 
1921 
Nation- 
Equipment 


equipment business in 
and was active in the 
al Retail Fas 
Association. 


George E. Perry 


> 


Ernest Perry, 83, 
a former director of Stowe 
Hardware & ; 
who 


George 


Supply  Co.. 


lesaler of Kansas City, 


cal supplies and kitchen ap- 
pliances. 


Coffee, cokes, sandwiches, 


cakes, doughnuts and milk 
were served daily. Door 
prizes were awarded every 


quarter hour during the four- 
day show. In addition a 
grand prize valued at about 


Handley’s sales representative in Atlanta, Ga. 


were greeted by W. W. French and Woodrow P 


$500 was given 
night. 

W. W. French, Jr., pr 
dent of Moore-Handley, s: 
dgeaier response was 
that there was no dou 


the Merchandise Mart v 


become an annua! aftair. 





The visitors 


Wilson, 


president and vice president respectively, of Moore-Handley 


OBITUARIES 


died 
company in 


Dec. 27. He joined the 
1918. 

Mr. Perry’s nephew, Perry 
Faeth, is president of Stowe 
Hardware. 


Herbert C. Woolley 
Woolley, 67, a 
Chicago 


Herbert C 
former hardware 


merchant, and past president 


of that city’s retail hard- 
ware association, died Jan 
>» 


Cc. R. Babb 


C. R. Babb, 63, vice presi- 
aent and 
man-Babhb Hardware Co., 


Greenville. S. C., died Jan. 20 


secretary of 


Arthur H. Bommer 
Arthur H 


president, assistant 
and manager of 
mer Spring Hinge Co., 
rum, S. C., died Jan. 
He with the firm fo 
more than 40 years and the 
son of Bommer, 
general manager of Bommer 
Spring from 1920 to 1940 
Mr. Arthur 
member of 


Bommer, vice 
secretary 
Bom 
Land- 


28. 


sales 


was 


Custav 


Bomme! 


was a 
several bul 


ders 


hardware clubs. 


HARDWARE 


Paul H. Minnich 


ne?! ‘ } Schelly & 

| -.. Vno i } of \ 
n, Pa., died recent V 

\I Minnich was secretary 

i. director of the firm. He 

Teresa 44 ?} . iat ‘2 

He w: sO a directo! 
‘ Poy , \ 7 {(,i9 ("a ,y 


Herbert C. Woolley 
Herbert C. Woolle: 


ownel 
and operator of several re- 
tail stores in Illinois, and 
past president of the Chicago 


Retail Hardware 


d ed Jan 23 


Association 


Joseph P. Clundt 


Joseph P ‘ indat, 64 
nanager of istria 
supply department of Ott 
Herrmann, I \y gaait | 
lied Jan. 2 

\ hardware man for 50 
years, he began with As 


Kalb Hardware. New y 
Citv. Mr. Clundt the 
Hammacher Schiem 


: 7 
2 ‘ ” > 
salesman. He spen 
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Retail Associations Elect 1955 Officers 





—=™ 
. 





Officers of the Minnesota Retail Hardware Association at 
the annual convention, Jan. 25-27, in Minneapolis, are 
left to right: A. N. Theismann, Andy's Hardware, Wa- 
basha, vice-president; John A. Grande, Grande Co. (Ace 
Store No. 83), Virginia, retiring president; Hardy Rick- 
beil, Rickbeil's Hardware, Worthington, new president, 
and C. Jj. Christopher, Minneapolis, manager-treasurer 
Executive board members are: A. J. Pierre, Schleck & 
Co., N. St. Paul; Walter Bahner, Marshall-Welle Store, 
Foley; Lars Mohagen, Mohagen Hardware, Elbow Lake, 
and Carl Settergren, Settergren Hardware, Minneapolis 
(new ) Advisory board members are: Jarl Sjordal, 
Sjordal Hardware, Ada; F. C. Baumann, Wiese & Kuhl- 
mann and Mr. Grande 


—™ 
, 





Some of the newly elected officers of the Intermountain 
Hardware Implement Dealers Assn. are, left to right, 
Donald Chisholm, Chisholm Bros., Burley, Idaho, presi 
dent; R. J]. Schwendiman, Diamond Hardware, Twin Falls, 
Idaho, Ist vice-president; J. T. Pence, Salt Lake City, 
Utah, retiring president, and W. T. Cato, Farm Equipment 
Sales & Service, Salt Lake City, 2nd vice-president. Di- 
rectors are: J. D. McClellan, Montpelier, Idaho; T. T. Hall, 
Ely, Nevada; W. C. Fronk, Ogden, Utah; Harley Williams, 
Twin Falls, Idaho; Dale Dobbin, Marsing, Idaho; Clarence 
Rush, Pocatello, Idaho; Leonard Vodak, Delta, Utah: 
Lawrence Jensen, Midvale, Utah; A. M. Egan, Ogden; 
Clark Cameron, Rupert, Idaho; Ingle Weeks, Caldwell, 
Idaho, and O. |. Christensen, Richfield, Utah. Leon L. 


Weeks, Boise, Idaho. is secretary 


> 
,_wi 





\t the annual convention of the Indiana Retail Hardware 
Assn. the above were elected officers. Seated, left to 
right, are: Clair Reed, Raupfers, Columbia City, retiring 
president and new advisory board member; Charles L 
Couger, C. H. & C. Hardware, Bainbridge, vice-president: 
Thurman Rinker, Rinker Hardware, Anderson, president, 
and W. Jj. Sheely, managing director (appointed), In 
dianapolis. Rear row, left to right, are: Lorie C. Powell, 
Powell Hardware, Anderson, advisory board, and the fol- 
lowing directors: William O. Scott, |]. G. DePrez Co., 
Shelbyville; Roscoe Stevens, North Side Lumber & Hard 
ware, Indianapolis; William K. Fenger, Fenger & Son, 
New Albany. and loe Adams. Ir. Adams & Morrow. 


} 
if rinceton 


=> 
- 





Officers of the Texas Hardware & Implement Assn.., 
elected recently at Dallas, are: seated, lett to right, Ray 
M. Sauder, Dallas, executive sec retary (appointed) ;C. A 
Washmon, Aldridge-Washmon Co., Harlingen, director 
R. H. Lindop, Lindop Hardware, Dallas, president; F rank 
Halla, The Myers Co., El Paso, Ist vice-president; Rex 
Payne, Payne & Payne, Center, 2nd vice-president. Stand 
ing, left to right, are directors: ( W. Scheurer. Scheurer 
Bros., Sherman J H. Walker, Oil City Tractor Sales, 
Beaumont; Porter Henderson, Porter Henderson Imple 


ment Co., San Angelo: Don H. Tudor, Laramie-Tudor 
Co., Temple: B. O. Goldthorn, Parr Machine & Equip 
ment Co., Alice; J. L. Spencer, Spencer Equipment Co., 


San Antonio 
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RE BUSIN 


The Business Outlook—Markets and Price News 


Job Pickup Is Forecast 
During First Quarter 
(Continued from page 14) 


February, possibly by as much as 
1 million. The Census Bureau puts 
the December unemployment total 
at 2.8 million. 

Job increases in the first quar- 
ter of this year, the department 
predicts, will show up in the ajir- 
craft, household appliance, 
farm machinery and furniture in- 


auto. 


dustries, among other hard goods 
manufacturers. 


Laborer's Buying Power 
Reaches Record High 

The buying power of America’s 
factory workers reached a record 
high in December, reports the 
Labor Department. 

The weekly “take-home” pay of 
a factory worker with no depen- 
dents averaged $61.36, against 
$60.92 in November. The Decem- 
ber figure was about 4 pct higher 
than a year ago. 

For a factory worker with three 
dependents, take-home pay rose to 
$68.63 from $68.18 the previous 
month and was 3 pct higher than 
the December, 1953, pay total. 


Door-to-Door Selling 
Abuses Under Study 


The Federal Trade Commission 
will make a new attempt to elim- 
inate some of the “abuses” in the 
direct selling industry by revising 
and extending trade practice rules 
for door-to-door sellers. 

The first step was a trade prac- 
tice conference Jan. 14, in Chi- 
cago. Proposals were made for 
new rules to prevent unfair meth- 
ods of competition, unfair, decep- 
tive or discriminatory acts or 
practices, and “other abuses which 
violate laws administered by the 
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Commission.” Also proposed at 
the conference were rules for the 
“effective maintenance of ethical 
competitive standards for the pro- 
tection of both industry and the 
public.” 

Excluded from the industry are 
sellers of books, magazines, news- 
papers and other periodicals. 


Business Cycle Change 
Brings More Stability 

The long-familiar business cycle 
is being broken up by recent 
changes in the nation’s economy, 


according to Sumner  Slichter, 
prominent Harvard University 
economist. 

Smaller, independent business 


cycles now tend to offset one an- 
other, Dr. Slichter says. 

Recent developments may bring 
such stability, he notes, that “the 
day will come when the growth of 
production and employment. will 
not be seriously interrupted.” 

“The most remarkable fact about 
the econ- 
omist says, “was the way in which 


the recent recession,” 
some parts of the economy resisted 
the recession and other parts seem 
to have been unaffected by it.” 

Developments in the financing of 
construction, Dr. Slichter states, 
are among the changes tending to 
break up the business cycle. 


Power Production Hit 
New High in January 
Electric power output hit a new 
record of 9.981 billion kilowatt 
hours in the week ended Jan. 22, 
reports Edison Electric Institute. 
This replaced the former high of 
9.928 billion kwh. in the previous 
It exceeded by 11.2 pct the 
electric power production of 8.976 
recorded in the like 1954 


week. 


kwh. 


WeeOK 








Purchasing Agents 
Optimistic for 1955 


The nation’s purchasing agents 
say they are “definitely optimist) | 
about industrial conditions for 
1955. 

A survey by the National Asso- 
ciation of Purchasing Agents shows 
that 9 out of 10 purchasing execu- 
tives expect a continued upswing in 
the general business pattern. 

The group says that 39 pct, 
which it calls “‘an outstanding num- 
ber for a long-term forecast,’ paint 
a bright business picture for all 
of this year. Most of the officials, 
however, confine their predictions 
to the first and second quarters. 

Purchasing agents anticipate 
that any change in the business 
outlook will be of the creeping type, 
rather than an abrupt shift. The 
association also forecasts rigid in- 
ventory control § will 
through 1955. 


continue 


Business Failures 
Highest Since 1941 

Business failures last year 
totaled 11,086, the highest since 
1941, reports Dun & Bradstreet, 
Inc. 

The 1953 total came to 8862 fail- 
ures. 
failures oc- 
curred at the rate of 42 for each 
10,000 enterprises listed in D & B’s 
reference book, compared with 33 


During the year 


failures per 10,000 businesses in 
1953. 

The agency also reports that new 
business incorporations in 1954 
totaled 117,164 


years. 


» 


the highest in 8 
This total is exceeded only 
132,916 new busi- 
nesses formed in 1946. 
The number of 


by the record 


corporations 
chartered in December rose sharply 
to 11,981, the highest on record for 
the month and the best for any 
previous month 
1947. 


since January. 


7 > - 
Business failures were down the 
January, Dun & 
Bradstreet, Inc., reports. 


final week of 


The number of failures, however, 
was above the comparable weeks in 
1954 and 1953. 

The toll among retailers and 
manufacturers was down, but 


among wholesalers it was up 
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SNAPPER—TILLER-CULTIVATOR 


Rotary Tills, Turns, Discs, Harrows, Cultivates, Rakes, Weeds! 














$19950 





Since power implement needs vary as between one type of soil and another and even as between one gardener and 
another... Southern Saw engineers have designed the Snapper Rotary Tiller and the Snapper Power Cultivator. 
Your customer can buy the one that best suits his immediate needs and then with a simple conversion kit convert the 
tiller to a cultivator or vice-versa. 


SNAPPER ROTARY TILLER: SNAPPER POWER CULTIVATOR: 
powered with 2 hp, 4 cycle engine; finger-tip controls on handlebars powered with 2 hp, 4 cycle engine; finger-tip controls on 
Thoroughly breaks up the ground with its 16° curved tines. A $25 handlebars. The conversion kit to moke it a power tiller costs 
conversion kit makes it o power cultivator, ready to pull all kinds only $10. Full line of attachments ovailable 


of attachments 


Write for illustrated literature and name of nearest distributor 


Power Implement Division « SOUTHERN SAW WORKS, INC + ATLANTA, GA. 


All prices quoted ore List, F.O.B. Atlanta, Ga. 


PROVED MONEY-MAKER! 4 


oY a size tor every customer nee: 1 | 
Sales Record Proves : — 
New Flower Bomb 


Sells on Sight! , ‘ S an . = Genuine 
: 7 oh so wal g3- 


EXTRA PROFITS Me |S ae eee 
ae Fe ry ¥ + ’ k 
s 
; ANTROL .'°° 
FLOWER BOMB 


{THE ORIGINAL) 


























w 








Lithographed cans No paper labels to tear or soil! 


Electros, Mats, Dis- 


petven, tate, 02 SEE YOUR ISOBBER 
ploy Pieces. Write to Naftior 


————- 


JOHN SUNSHINE CHEMICAL cx C0. 


600-606 W Lake Street . Chicage 6, Illinois 


S| 45 
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Stock and Display NOW! 








‘Bug-Z"' 
Boyle- el Inc 
@ 
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garden insecticides Manufactured by 


BOYLE-MIDWAY INC. 
22 East 40th St.. New York 16, N. Y. 
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January Department 

Store Sales Increase 
Department store sales in tne 

United States for the week ending 

| Jan. 22 ran 10 per cent ahead 

) the comparable 1954 week, the F‘ 


eral Reserve Board reported 





| Every one of the 1? Fede} i 


DROP FORGED HEAVY | tela ql le aa 
; bid > iS 2018 ( WeEeK 
& SHELF HARDWARE 


; cer We Ea 
j str ~- Jan 
> 7 , " + 2 * 
Whatever you may need—Drop Forged wg +13 + 4 
Hooks, Shackles, Wire Rope Sockets, Philadel H , g 
. . " . . ‘ ieveian > 7, @ 
Chain Connecting Links, Turnbuckles. Richman +2 +13 
Thimbles, Eye & Ring Bolts, Swivels, ro ree 6 ‘ 
Blocks or Pulleys — Wilcox - Crittenden xk - H 
. : al a } 
is prepared to take care of your needs! Kansas | +19 +12 
. , . Dallas s- 
All items are made in a variety of styles te " +12 
and sizes. Drop forged goods are weld. ; _ 


less. (Galvanized items are thoroughly 
coated—even the threads—by the Hot 
Dip Galvanizing Process. 

Our “H-55° Cat. will give you all the 
information you need. If it isn’t at your 
fingertips, write for a free copy today. 


WILCOX-CRITTENDEN 


“"A CENTURY OF DEPENDABILITY’’ 
77 SO. MAIN STREET, MIDDLETOWN, CONN. 


Gi Loan Applications 
Drop Off in December 

GI home loan applications and 
appraisals, according to the Vet- 
erans Administration, showed a 





slight seasonal decline in Decem- 

ber, 1954, but were still more than 

double the rate for December a 
year ago. 

The Veterans Administration re- 

— : DE SE OE ee LOS ceived appraisal requests for 73,- 

ENCH 279 proposed and existing homes 

WwW WR - during December, 1954. This was 

ty om WITH THE “INNER GRIP’ 10,651 less than in November, 1954, 

but an increase of 122 per cent 


above the 32.958 received in De- 














cember, 1953. 


Unemployment Benefit 
Claims Down 35,500 


The Labor Department reports 





that new claims for state unem- 
-»+ GRIP and DRIVE ALL 
HEX HOLLOW-HEAD _ .» 
SET SCREWS AND 
CAP SCREWS! 


NO FUMBLING 
NO DROPPING 


ployment compensation decreased 











35,500 to reach 320,800 in the week 
ended Jan. 22. 

This brought jobless pay claims ‘ 
to well below the 110,600 new 
claims recorded in the like 1954 
week. 

During the latest week, 43 
states reported a decline in new 


claims from the previous week. 


Government Wholesale 
Price Index Increases 

The Government’s wholesale 
MANUFACTURED EXCLUSIVELY BY 


STEVENS WALDEN Inc. 


$62 SHREWSBUR £ higher prices for farm prod icts 


price index edged ipward 0] pct 


in the week ending Jan. 25. wit} 
WORCESTER MASSACHUSET! 4 pacing the increase 
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POWER $ 


<Wu>| 8" say 


2 WP. 


II] 


Suggested 
Retail Price 
EXTRA PROFITS 
EXTRA SALES 


ATTACHMENTS 


1. Grass Mower 

2. Rotary Tiller 

3. Disston Chain Saw 
4. Carborundum Grinder 


Make Extra Sales 
AND TWO 
Self-Propelled 


WHIZ POWER SAWS 


20” —~2'2 h.p. General Purpose. 
26” —5 h.p. Heavy Duty. 








These big power units are sales builders all year around 
with WHIZ matched Attachments — Cordwood Saws, 
Disston Chain Saws, Carborundum Grinding Wheel, Rotary 
Tiller Hoe, Grass and Brush Mower, Post Hole Auger. 


— Built Right to Sell Right — Nationally Advertised 


For complete information and prices contact your jobber or 


write direct. Distributor franchises available. 





teleody MANUFACTURING CO., INC. 


127 East Eleventh St. 


Baxter Springs, Kansas 





i cash in on our 
(De ee 
advertising 


Make your store headquar- 
ters for the Complete Line 
of Campbell-Hausfeld Com- 
pressor Outfits ... nation- 
ally advertised for years... 
and now in the pages of 
POPULAR MECHANICS, 
POPULAR SCIENCE, 
SUCCESSFUL FARMING 
and other farm papers. Dis- 
play these carefully 
neered, sturdily built, 
tory tested outfits for the 
customer who wants 
spray paint four to six times faster than he can brush 
. easier and better. 


Illustration shows improved Pressure Maid .. . single 
cylinder, direct drive, piston type compressor... pre- 
cision built for the smaller jobs . . . and priced low for 
the mass market. Well designed, compact, portable. Spray 
paint, varnish, enamels, stains, disinfectants, insect sprays. 
Ask for catalog including the only four cylinder portable 
air compressor, naming your jobber. | 


THE CAMPBELL-HAUSFELD CO. 
215 Railroad Ave., Harrison, O. 


CAMPBELL-HAUSFELD 





Portable Compressors 
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BIG VALUE 
Hardware Week Special 


ee 


The ALL-NEW 
No. 5 Snell Five Piece 


BEST-BORE 


POWER WOOD BIT SET 





Fits Any 1/4" 






7 wer te Electric Drill or 
Dane Drill Press 





5 Piece Set: %4”" - ¥e" - %”" - 1” the four 


most popular sizes, chrome plated shank, with 


bits 
wrench, in permanent plastic case — colorfully boxed. 

Bores clean holes faster in wood, plastics, panel 
board, plaster and compositions — at angles, into 


end grain, overhead, hard-to-reach spots, and for 





mortising. 

DN 5 xs 6k 6 2 Ka Oss 0s $1.59 
NE Ee eee 1.06 
Dealer’s Profit 23 


(Regular list after Hardware Week — $1.80) 


Snell No. 5 Best-Bore Set tells and sells 
your customer who owns an electric drill 


SNELL DIVISION, 
PARKER 
MANUFACTURING CO. 


WORCESTER 1, MASS. © U.S.A. 
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e@/ /Lock “EASE 


ae Graphite? 
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cues 
east STEP 
pagrEcts 


LOCK*EASE 
Graphited LOGK FLUID 


For year-round lock main- 
tenance and best protection 
against sticking — rust — 
freezing. 4-oz. “Drop or 
Stream” can, 39c. Order from 


your jobber 
















American Grease Stick Co. 




















Muskegon, Michigan 
0 PRODUCTS 
L$ Stainless DOOR-EASE Stick 
i Ur an nm Tw Size | c and 
a De AMAT pir AN Dr ple a Oil in 






NOW—2 MODELS 
2 NEW LOW PRICES 
pu, MAGNETIK SWEEPER 


SWEEPS PERFECTLY CLEAN 


WITHOUT DUST! 











Deluxe 
Model 





















INTRODUCING 
the NEW Popular Priced 


Now floors can be swept cleaner than ever before 
possible without scrubbing! Static electricity 
causes dirt partic les to form in clusters. Dust 
and dirt can't rise to fall on furniture and drapes 
Order now to meet consumer demand created by 
our hard-hitting national advertising. Compact 
2-pe. handle. Unique die-cut display package. 


SEE THE WHOLE FAMILY OF BEST SELLERS 

CONTACT YOUR JOBBER OR WRITE DIRECT! 
DAMAR PRODUCTS, INC. "°s's:~"** 
26-7 Demer Building, Nework 5, New Jersey 
In West: 269 Merchandise Mert, Sen Francisco 
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Year End Business Upswing Leads to Forecast 
For Further Improvements Early This Year 


The Commerce Department, not- 
ing a business upswing in Decem- 


ber, says that “production, sales 
and income all rose, with the final 
month the best of the year.” 

To that bright December picture 
the Federal Reserve Board says it 
expects further improvement in the 
opening month of 1955. 

Advance estimates indicate De- 
cember retail trade set a record for 
the month, according to the Com- 
merce Department. The depart- 
ment also noted the apparent end 
of the year-end liquidation of in- 
ventory. 

“The change in the 
component 


inventory 
plus the rise in 
sumption lifted the gross national 
product in the final quarter of the 
substantially 


con- 


year above the level! 


of the first three quarters,” notes 
the department's survey. 

The Federal Reserve points 
that by December industrial out- 
put had recovered half of the 
ground lost from mid-19535_ to 


March, 1954. Recent large 
creases in production, it says, have 
been in durable goods. 

It was the durable goods field 
which had lost the most 
earlier, primarily reflecting reduced 
defense Output of non- 
durable goods recover 
early in 1954. 

For December, the Federal Re- 
serve’s production index, adjusted 
for seasonal variations, was 130 pct 
of the 1947-49 average. “A further 
rise,” the board says, “is indicated 
in January.” 


gro ind 


orders. 


started to 


Housing Construction, Off To Flying Start, 
May Cause Tight Market For Mortgage Money 


A sharp gain in housing starts 
in 1955 would result in “a very 
tight mortgage market,”’ warns Dr. 
George Conklin, economist of 
Guardian Life Insurance Co. 

“The thing that scares us,” he 
told the National Association of 
Home Builders, “is the December 
rate of housing starts—a 
91,000 houses, up 90 pct from the 


1953 


record 


month. 


“If this is projected into 1955, 
it would mean 1.7 million houses 


for the year. Even the Department 
of Labor statisticians, 
estimated 
starts this year, 
they think their 
little low.” 


Dr. Conklin noted that a total of 
1.3 million home starts would re- 
quire between $25 billion and $26 


billion this vear, 


lion to $23 billion in 1954 when 
more 


housing starts ran slightly 
than 1.2 million. 


“If vou try to build 1.5 million 
houses this year, you will have a 
very tight mortgage market,” the 


economist noted. 


Ewan Clague, 


continue in 


who have 
1.3 million housing 
privately concede 

estimates are a 


against $22 bil- 


special assistant 
to the secretary of labor, told the 
home builders that veterans wil! 
1955 to provide the 


main support of the housing mar- 
ket. 

Mr. Clague 
material prices will remain fairly 


predicts building 


steady this year. “We see no signs 
of any great rise, or of a fall,” 


declared. 
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Hardware Ag 
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Self-selling door mat, a steady profit-maker 


At $349 suggested retail : P g 
T c Wives love Kleen-Ezy Mat with 88 
YOUR PROFI ~y wiper blades that stop dirt at door 
on only 12 mats | Everybody who sees it agrees — Gates Kleen-Ezy 
i RA Door Mat is the first real improvement in foot wipers in 
$ 68 VTA | many years. 

| A self-seller because it looks as efficient as it really 
is...5 pounds of tough rubber...88 wiper blades that 
Packed flat—-6 to a carton—with won't mat down...easy to clean with hose or broom... 

pean ge Pi nee bm “a scrapes soles dirt-free in seconds. 


moves! A high quality product oe Display it and see it sell itself ! Order from your job- 
made by the makers of Gates Flex- ber today.—The Gates Rubber Co., Denver, Colorado. 


ible Sprinklers, Gates Garden 
Hose, Gates Plastic Pipe, and 
Gates V-Belts. 


TPA 29 


yrvvvrr9 


STOP 
DIRT 


at the door 


GATES KLEEN-EZY 








| Architects and —(CHICAGO)— 
TTT PTT Fa Builders Specify SPRING HINGES 


ILTILL: ie 
Rn A 
Adds Years to the NEW ae 
life of linoleum DESIGN 


Lin-Loc, made of durable viny! Hollow center 
plastic, seals out dust, dirt and completely conceals 
water. Prevents cracking and nail heads 

tearing of edges. 








@ Modern Factories 


® Office Buildings 
NEW DISPLAY @ County, State and 


CABINET Federal Buildings 
* Takes less than 1 @ Ships of Our Navy 


square foot of And the New Luxury Liner 


counter space. S.S. United States 
Holds eight 60 foot 


rolls of Lin-Loc—clear, Every year more and more Architects 
| gray, red, green, and Builders are specifying Chicago 
| , : “wheat 4 Spring Hinges because they are care 

ivory, tan, Diack an _ fully designed with many superior 
) ‘ed blue. features. They are smart looking and 
—_ oud ; streamlined to harmonize with modern 
No. 8-60 DISPLAY CABINET Contact your locol distributor 


architectural requirements 
Also available 4-60 Display Cabinet or write direct for complete Type BU2001 ee . . . ‘ 
Spring Hinges of Quality 


Holds 4 rolls of popular colors, information. Triplex 


HILDRETH-BAKER, INC. [Chicago Spring Ninae Co. 


Pa 1500 CARROLL AVE., CHICAGO 7 ILL 














15 Old Middlesex F 
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And Every Curve | 
Has A Meaning 


Random as this wire form appears 
4 










































to be, every inch is functional, engi- 
neered to meet the specific need of the 
customer. Most of our specially de- | 


signed products replace one or more | 
cast or machined parts at a real saving 
and do a better job, too. Let 
us help on your problem! 


M. S. Brooks & Sons, Inc., Chester, Conn. 


Since 1848 


BROOKS  HOGKS } 


in cost 





QUALITY GRINDERS 


... priced low to 
sell at FULL PROFIT! 








HEAVY DUTY (shown) retails $12.95 
Grinder-Polisher-Butfer retails $6.95 


A high quality grinder designed for hard 
usage. Ideal for home workshop, farmer, 
small garages, etc. Arbor is 13%" long, 
%* diameter, 4" on end. Takes up to 8” 
x 1" wheels with &* arbor holes. Two 
combination V -flat pulleys. Loose pulley 
locks with set acrews for double V-drive. 
Long wearing oilite bronze bearings with 
oil well on each end. Rests included. 


Write today for complete catalog 

FREE of entire nationally -advertised 
Deura-Tool tine. Includes attach- 

CATALOG mente for \" electric drills, saw 


mandrels, sickle attachments 


DISTRIBUTORS—good territories open! 


Dura-Too. 


CLIZBE BROS., Plymouth, Indiana 
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The administration is stepping 
up its efforts to cut down govern- 
mental competition with private 
business in a move by Budget Di- 
rector Rowland Hughes. 

In a memorandum sent to all 
departments and agencies Mr. 
Hughes asks for an expanded re- 
view of commercial and industrial 
activities now performed by the 
federal government. 

“Each agency is urged to dis- 
continue such activities unless, as 
shown by the evaluation, it would 


Government Competition With Private Business 
is To Be Curtailed Wherever Possible 


not be in the public interest 
procure products or services from 
private enterprise through ord! 
nary business channels,” the an- 
nouncement said. 

“Moreover, agencies are ais 
refrain from starting commer: 
activities which might be 
petitive with private business.” 

The announcement 
attention will 
such commercial activities as re- 
tail and 
munication and 


said Special 
be given later 


wholesale trade, 


COTT)- 


transportation. 





Predicts Record Year 
In Housewares Sales 

A prediction of a record year 
for the housewares industry in 
1955 was made at the National 
Housewares Show by C. M. Mc- 
Creery, vice-president of the Na- 
tional Housewares Manufacturers 
Association and vice-president of 
Revere Copper and Brass, Inc. 

“This is the first year that our 
industry has been completely free 
of the stresses and strains of war- 
time economy,” Mr. McCreery 
said. “As a result, we will be able 
to devote all efforts to the 
production and selling of civilian 
goods. Raw materials will be more 
generally available to all fabrica- 
tors than they have been in years.”’ 

According to Mr. McCreery, 
these factors with the forecasts 
of peak-level employment and na- 
tional income made by economists, 
indicate a record business year. 


our 


Television Set Output 
Forecast at 6,500,000 


Raytheon Manufacturing Co. ex- 
pects to turn out 25,000 to 30,000 
color television sets this year, or 
between 8 and 10 pct of the 300,- 
000 sets forecast for industry-wide 
production. 

The industry will make 6.5 mil- 
lion TV sets of all types in 1955, 
predicts Henry F. Argento, vice- 
president and general manager of 
Raytheon’s TV and radio opera- 
tions. 

He forecasts that prices of color 
TV receivers will remain high at 


least throughout 1955. Raytheon 
is offering three color models, one 
priced at $995 and the other two 


at $1095. 


Banner Year Forecast 
For Small Appliances 

The year 1955 will mark the best 
sales the history of the 
small appliance and housewares 
industry, predicts W. H. Sahloff, 
vice-president and general manager 
of General Electric Co.’s small ap- 
pliance division. 


year in 


He notes that the small appliance 
and housewares field is chalking up 
retail the rate of almost 
$1.2 billion annually, thus repre- 


sales at 


senting a considerable percentage 
of all sales volume. This percentage 
should rise steadily in 1955, says 
Mr. Sahloff. 

GE’s small appliance division, he 
adds, will introduce several new 
products this year incorporating 
the most modern electric features 
at what were termed “surprisingly 
low prices.” 


Sales Increase Forecast 
For Laundry Appliances 

A prediction of increased sales 
in home laundry appliances in the 
first half of 1955 is made by most 


members of the American Home 
Laundry Manufacturers Associa- 
tion. 


The prediction is based on the 
increase in population and homes. 
These appliances now have a sales 
rate that approaches 5,000,000 
units annually compared with fewer 
than 2,000,000 units sold in 1945. 
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Worth Selling! Worth Talking About! 
ARMSTRONG Sealing Compounds 


Quick turnover—that is what you want in a line of specialties. And quick turn 
over you can have with ARMSTRONG Sealing Compounds, because these products 
are a genuine necessity for every home. 











The distinctive labels on ARMSTRONG products insures buyer recognition 
a factor which will help to keep stock moving out and profits moving in. 


33 MAT Sas Rely-on 
MPOUN 
For Either Wood or Metal Sash CAULKING COMPOUND 


Protects Property — Saves Fuel 

















* retains its life- 





giving ols, stays An inexpensive way for home whers ? 
elastic, ond keeps eliminate Drafts, Dirt, Insects, Rust, Rot 
the bond between Unsightly Holes and Crocks Inside ond 

giass and sash side RELY-ON”™ odheres to practically any 
permanently intact. rfoce wood, brick giass, sfone, tile, 


cement, masonry Or poster 
“"33"’ is of smooth, uniform consistency that takes initial 
““set”’ at once. It can be painted immediately after appli- 





cation. “‘33’’ remains permanently E-L-A-S-T-I-C—never “RELY-ON” stays permanently E-L-A-S-T-I-C. It 
dries out or gets rock-hard. And never chips, cracks or does not dry out or become rock-hard and will not crack, 
loses its bond. Also ideal for patching nail holes and cracks chip or crumble. Available in both cartridges and in bulk. 





before painting, setting plumbing fixtures, etc. 





THE NAME OF YOUR NEAREST JOBBER WILL BE SENT UPON REQUEST 
Se tientacenree 


THE ARMSTRONG COMPANY 1001 East 103rd Street + Chicago 28, Illinois \ 
OTHER PLANTS: Detroit... Dallas... Richmond, California . . . Charlotte, N. C. 











Leading Manufacturer of Compounds for Glazing, Caulking, Sealing EST. 1911 





Wore Sates... Tore Profits 
WITH A STYLE 12 


ee 
BOLT DOWN THIS MIXER! 













Woodford Freezeless Wall Faucet 


Made By Specialists in Freezeless Valves Since 1929 New M i [ q f Q Paint Mixer! 
ASSURE CUSTOMER SATISFACTION fi 3 Works VIBRATION-FREE 
| OrKS ° 


WITH THIS MODERN CONVENIENCE 
on any Table, 


Bench or Counter! 


Exclusive ‘'Floet-A-Coil"' mounting 
mokes your Miller Paint Mixer prac- 
tically free from vibrotion—«assures 
fast, quiet mixing without belting 
down! Use i? anywhere — on table, 
bench or counter — it's compect and 
portable, yet sturdily constructed. 
Single and double can models for any 
size can from quarter-pints to gallons. 

















CHOICE OF INLETS 


® REGULARLY FURNISHED WITH LEVER 
HANDLE which provides more finger clear- 
ance but can be furnished with wheel 
handle when specified. The lever and whee! ee 
handies ore interchangeable and either can | % 
be used os ao loose key. Ww 











WRITE TODAY 








*® CAN BE USED IN FREEZING TEMPERA. for big FREE 
TURE—Weol! pipe drains out after each ustrated 
closing. Catalog 

*® SHUT-OFF THREADS ARE INSIDE BUILDING—Will not stick 
with frost or chatter as is possible in frost proof faucets with Miller Automatic Timer — 
shut-off threads in the outside heod. : r 

& QUICK OPENING AND CLOSING—Designed for long trouble ee eee 
tree service. maticaily stops mixer at any desired time up 


te |5 minutes. Can alse be used for any other 
motor-driven equipment 





See your wholesaler or write for information about 
our complete lime of freeszeless wail faucets. 


WOODFORD HYDRANT CO. enviacturing company 


DES MOINES 17, IOWA 9425-45 Seymour St. © Schiller Pork, Ill. © Gladstone §-3343 
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America’s 
“Brand Name" 
TANK BALL 


Ever notice the ease and speed of 
co sale, when you hond your cus- 
tomer the porticular name brand 
item he asks for? In Tank Balls, 
Woter Master is the one “brand” 
they DO ask for. 


Have a supply on hand and enjoy 
these easy soles. 


































By the way, osk your jobber about 
the added discounts on Water 
Masters drop-shipped from our 
worehouse direct to you 

































Get THE 
GENUINE 





The Hardware Man's 


TOILET TANK BALL 


America’s Largest Seller 


Stharus 10K 
REFILLABLE 
FASTENER ASSORTMENT 


NO. AS 954 


ALUMINUM SCREWS 











‘Answers the Grow! 
- pemond of the 8 


| Marke 
ins A COMPLETE 
DEPARTMENT IN ITSELF ° 
16 sizes of rustliess Aluminum 
festeners including wood screws, 
sheet metal 
screws ond hex nuts. 
ASK YOUR JOBBER OR WRITE US 


mechine screws, 










Shopping Centers To Increase For 20 Years 


To Accommodate Growth In Suburban Areas 


The need for new shopping cen- 
ters will increase during the next 
20 years in order to accommodate 
the gain in population and the 
growth of suburbs, predicts a de- 
veloping and leasing expert. 

“The tremendous post-war surge 


toward the suburbs, which led to 
the creation of the modern shop- 


ping center concept as we know it, 


should continue rather than dimin- 


ish through the years.” says Nel- 
son E. Finch, president of Harry 
Thoens Corp. 

“As long as the great middle- 
income family groups continue to 
find suburban conditions more at- 
tractive than city living, there is 
little likelihood that the trend will 
be reversed or even slowed. 


“Not only will new suburban 
areas be opened up and developed 
but existing ones, through norma! 
family growth, will increase in den- 
sity to further tax the retail facili- 
ties currently available. 

“Instead of a danger of 
building shopping centers, we are 
faced with the danger of under- 
building, unless we focus our sights 
on future needs and 
expanding communities with retail 
facilities to match their growth.” 

Mr. Finch notes that a gain of 
56 million in the nation’s popula- 
tion is predicted by 1975. 

He says that this means “build- 
ers of regional and neighborhood 
shopping centers are faced with an 
unprecedented opportunity.” 


over- 


supply our 





Home Building to Boost 
Demand for Gas Heaters 


Home construction and moderni- 
zation at high levels of activity are 
expected to lift sales of gas house 
heating equipment to new records 
in 1955, predicts the Gas Appliance 
Manufacturers Association. 

The group also reports that a 
total of 513,700 gas-operated fur- 
naces were delivered to distributors 
and dealers in 1954 for an all-time 
high. 

Shipments of gas 
burners 


conversion 
223,000, 
while sales of gas boilers exceeded 
73.000. 


reached almost 


Air Conditioner Sales: 
1.5 Million in 3 Years 


Retail sales of room air condi- 
tioners will reach their peak in 
1958 when an estimated 1.5 million 
units, worth more than $500 mil- 
lion, will be sold, predicts an official 
of Minneapolis-Honeywell 
tor Co. 

H. D. Bissell, the firm’s director 
of merchandising, expects that by 
1958 central air conditioning for 
homes will overtake room units in 
dollar volume. However, he says, 
sales of room coolers will be sub- 
stantial for some years to come. 

Mr. Bissell] forecasts that 7 mil- 
lion American homes will have cen- 


tegula- 
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tral air conditioning by 1965 and 
that some 150,000 new homes 
about one out of eight which will 
be built this year—will contain cen- 
tral systems. This would double 
the number of such installations in 
1954. 

He calls air conditioning “one of 
the real ‘boom’ 
age.” 


industries of our 


Damar, Inc., Announces 
3 Price Reductions 

Damar 
«yee 
has announced reductions in the 
suggested retail prices of 
products. Prices were dropped on: 
Magnetik Sweeper, $3.98 to $3.50; 
Klever Kleever, $3.98 to $2.98: and 
Foodmizer, $7.98 to $5.98. Latest 
addition to the line is a 12-in. 
standard Magnetik Sweeper to re- 
tail at $2.98. 


Products, Inc... Newark. 


houseware manufacturer, 


several! 


10-Year Guarantee 
On Wagner Sweepers 

The E. R. Wagner Mfg. Co., Mil- 
waukee, is offering a 10-year un- 
conditional guarantee on its new 
line of “Komb-Kleaned”’ 
sweeper. 


carpet 


Each sweeper bears a printed 
guarantee for the purchaser to 
sign and return as a record of the 
date of purchase. 


1955 


















Hoppe Products Provide 
Every Sales Advantage 


These never failing gun cleaning es- 
sentials are well known, highly re- 
garded, widely used and constantly 
ivestised. Gun owners ASK for them 
‘name. That's why Hoppe’s No. 9 
oSlvent and ypppe’s Patches, Oil, 
] 1 Cleaning Rods 
e ¢ causre to sell. Ask your 
obber about The Hoppe Line 


FRANK A. HOPPE, INC. 


2314A North 8th St., Philadelphia 33, Penna. 


G) 1 o 8; 


g.. BUSINESS WEEK calls it... 
a “The Biggest Boom in America Mining _ 
‘ history!” The uranium fever is everywhere! a eee priced right 


for quick turnover 


... GOOD PROFIT! 


——— 


| FIND OUT HOW YOU, 100, 
| CAN MAKE BIG PROFITS BY 


MR. DEALER: 


of 55 Cc oOmps 


UNTER! NO. 1400 Quality B & Cc _ Clamps are bound to attract 
6 GEIG a” on 
4 SELLIN = ment Consists attention—+sel! on-sight! Built to do a tough ob 


they keep your customers completely satisfied. A 
nutes ong meta! cis : 
1: takes only o few ™ ston Geek te wide choice of jaw openings and throat sizes for 


READ WHAT 
of your time fo drop vs @ wR. BILL BARBUS, 


standard pack every purpose. Frames are of especially heat 





: mean age 

line and it moy pasadena dealer, ' treated, Malleable iron for strength, elasticity and 
rs’ profit .“| never rea- 

housands of dollars P says: “! 

’ lized how much toughness. 

to you! money there is in , 


selling geiger 


eee ee DISPLAY THE B & C “ATTEN- 
e f., Oodag month!” BARBUS | 
. & le (oday hes 


TION GETTER" — see how easy 
it is to sell quality clamps. 









' FOR FULL DETAILS... | 


| 


prices, discounts, free 
tI promotional aids etc. 
TECHNICAL ASSOCIATES 


140 West Providencia Ave. 
Burbank, California 


a ee ee 










» Ask your jobber about the B & C line— 
profit the whole way! 






OTTON 






MFG. CO 









re BRINK & C 
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HARDWARE WEEK SPECIAL 





“ARCO ANGLE-BUFFER”’ 


The lowest priced right angle buffer and e 
sander. Swivel action between drill and buf- $ 
fer permits use at any angle on all types ofe 
surfaces. Complete with 542” polisher and e 
sanding disc in @ “shopper-stopper’’ 2-color $ 
display box. Regular List $6.50. $545: 

‘ * 


wee, 
eeeee 
eeeeeeeeeecCeeeeeeeeeeseeeeeeeseeeeeeeeeeeees 


Hardware Week Special 


DEALERS: Start cashing-in now! Order from ¢ 
your jobber or write today for catalog sheet. e 


ARROW METAL PRODUCTS CO.: 
140 West Broadway, New York 13, New York § 





r.. “ Little Giant ” 


LOW COST 
FAST SELLING 


This Little Giant Lewn Edger 
Te A me ee 
istied customers and moxi- 
mum profit 


it cuts with ease and efticiency 


hes self sherpening, serrated 
blade, full length handle and you 
con sell it for as low as $2.95 and 
moke o 50 per cent profit 
Don't poss up these sales - order 
your L.G. Lown Edgers from 
your jobber today. Free sales 
aids 
OO 
Lown ond Farm Tools or 
write ws for 


FREE catalog 





A FREE HATHAWAY SHIRT 
to Mr. Robert Sanders, Reliable 
Furniture & Hardware Co., 
Winnemucca, Nevada. Send us 
your shirt size. Also, free shirt to 
your jobber salesman who sells 
North Wayne Tools. Please send 
his name and company. 


NORTH WAYNE TOOL CO. 
Ockliand 1, Maine 
Bets + RINE RR SSRIS 
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gets Seok 


- 


¥ sas 
ae 


4 G&* 
= Just Valu ga® © 


lawn & Garden Book. 


Hibbard's Issues 1955 
Lawn and Garden Book 

The 1955 True Value Lawn and 
Garden Book of Hibbard, Spencer, 
Barlett & Co., Evanston, Ill., whole- 
saler, offers a complete line of mer- 
chandise for spring selling. 

The 24-page book is laid out in 
the sequence that customers will 
be interested in spring merchan- 
dise. First illustrations are of 
grass seed and tools for working 


the lawn, then tools for garden 
seed bed preparation, for watering 
the lawn and garden, tools for 


pruning and trimming, and so on. 
The outside covers are 
colors. 


in two 


Merchandise was selected to be 
of interest to customers in small 
towns and in metropolitan areas. 


Big Niner Circular 
Offered by Hibbard 


The Big Niner Circular is again 
available from Hibbard, Spencer, 
Bartlett & Co., Evanston, Ill, to 
help promote mid-winter sales. 

The four-page newspaper-size 
circular in three colors carries 
more than 100 items. 

It is designed to help dealers sell 
new merchandise and to assist in 
moving older stock during Febru- 
ary sales. 





Consumer Mailers 


New Wholesalers’ Aids for Dealers’ Use 











New Issue of Henry's 
Garden Book Issued 

The 1955 edition of the “Henry’s 
Garden Book,” a 32-page, full color, 
rotogravure, is now available from 
Supplee-Biddle-Steltz Co., 5th and 
sristol Sts., Phila. 5, Pa. 

This handy gardeners’ reference 
includes information on _insecti- 
cides, garden tools, lawn mowers, 
hose and accessories. 





Issues Hobby Month 
Merchandising Kit 

Hardware dealers can take part 
in National Hobby Month promo- 
tions during April by using mer- 
chandising and promotion kits pre- 


pared by the Hobby Guild of 
America. 
The month-long promotion is 


divided into four weeks: arts and 
crafts week, mode] building week, 
do-it-yourself week and photog- 





7 














raphy week. Each week has a sep- 
arate theme and program. 

For kits, send to the Hobby 
Guild of America, 550 Fifth Ave., 
New York 36, N. Y. 


New Home Study Course 
Available for Salesmen 

Hardware retail and wholesale 
salesmen interested in studying 
salesmanship can use a new cours¢ 
developed by the Internationa) 
Correspondence Schools, in Scran- 
ton, Pa. 

“Creative Salesmanship” 
written especially for home study. 
Texts fit a three-ring binder and 
can be carried for quick reference. 

The course is available also for 
employers use, under a selective 
unit plan which permits selection 
of subjects for specific training of 
salesmen. 


was 
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It's Plenty Practical . .. It's Plenty Profitable .. . 


The ALL-NEW 
UTILITY : 
BOX 


Here's the newest in $&T's 





~aal f tea... 
SS * ty Qe - 


Po. Se 





star studded, salesmaker line- 
up. Sell it for tackle, tools, sew- 
ing, as a security or cash box. 
Handsome Royal Tan baked 
finish, 


piece construction. 


enamel seamless one 



















ae est 
he 
WRITE TODAY FOR DETAILED SPECIFICATIONS AND PRICES. re 
STOCK THIS YEAR ROUND FALLS CITY MONEY-MAKER. Tgchlc See 
jase w Bu 


FALLS CITY DIVISION = 
STRATTON & TERSTEGGE CO., INC... 
P.O. BOX 1859, LOUISVILLE, KY. 





for the 
greenest 
lawn 

with the 
least 
al a 


KEES KRAWLER 
Automatic ““No-Work" 
Sprinkler 


Kees Krawler travels across the lawn 
under its own power, using hose as a 
track. Travels at choice of two speeds; 
throws two sprays; can be equipped with 
automatic shut-off. 

Each sprinkler individually boxed and com- 
pletely assembled except for the two arms. 
Packed with a wrench and extra set of nozzles at 

no extra charze. 

Three popular Sizes Model 100 (22 pounds ) ; Model 
iOl (28 pounds ) ; Model 102 (48 pounds ) Also Auto- 
matic Shut-Off. 


REX SPREADER 
For Seeding; Spreading Plant 
Food and Weed Killers 


Sturdy construction — 20 gauge 
steel; green and yellow baked-on 

» enamel finish; rubber ures. 14-inch 
spreading width; 13 pound capac- 
ity; adjustable feed control; net 
weight G! , Ibs. (Tires mounted ). 


Only $5.50 List, F.0.8. Factory 





Z 








ORDER FROM YOUR JOBBER 
aan Write P.O. Box 544 for Free Catalog 


F. D. KEES MFG. CO. 


BEATRICE NEBRASKA 
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HIGHEST QUALITY 
inside and out 


-DICKS-PONTIUS 
has it! 


INSIDE each OUTSIDE each 
package — the package — modern 
finest quality distinctive label 
compound which stops the 


made today. eye and starts 


the sale. 





PICKS -PoNTIt’ 


GLAZING 


D-P White Wonder 
Sealing Compound 


























— AUL RIN 
D-P Caulking Compound ut 















—_— D-P Caulking Cartridge 


Line up with Dicks-Pontius for dependable products, 
displayable packaging, bigger profits! 


Nationally advertised in Popular Mechanics, Popular 
Science, Family Handyman! Order D-P Compounds 
from your jobber now! 








The Dicks-Pontius Company + Dayton, Ohio 


Alexandria, Va. * Decatur, Ga. * Daealias, Tex. 
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. 


NON- 
FREEZING 








Outdoor water service 
the year around without 
danger of freezing or 
bursting pipes, Shutoff 
valve is below frost line. 
All brass and copper. 
Will last a lifetume. Also 
wall types. Write 

today for Bulletin 303. 


Order from 
your Jobber 


STRATAFLO PRODUCTS, INC. 


INDIANA 


FORT WAYNE | 


it's New 
* IN DESIGN! 
* IN SALES APPEAL! 


ORKNEY OFFSET 


6 ft. glass spinning rod 


bad This 
spinning 
Way 


radically new idea in 
rods is pointing the 
to new profit. The off- 
set handle reduces line slap, 
gives greater accuracy and 
distance. 18” handle, colored 
cork grip, aluminum 
and slide plates. 54” solid 
glass blade has 3 Premax 
taper-lock sleeve guides and 
top. Packed in cloth bag. 12 


per carton. We. 6 Ibs. 

Ne. 23A20 

(Price includes é 
U. > wane he ee ee 
Slightly higher 
in West.) ats 


The whole trade is talking 
about the all Neu 


THRIFTY 
oe 


LINE 
FOR ‘55 





or write 





Division 
5544 Highland Ave. 
Niogere Fells, N. Y. 


A& 
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ees. 


ask your jobber 


PREMAX PRODUCTS 


Chishelm-Ryder Co., tac. 








Promotions 








Supplex Corp. Releases 
Consumer Ad Campaign 


Supplex Corp., Garwood, N. J.., 


manufacturer of garden hose, 
has 


released an ad campaign in a num- 


sprinklers and spray soakers 
ber of national magazines to pro- 
mote consumer interest in Supplex 
products. 


Master Lock Features 
Special-Purpose Locks 

An advertising campaign to pro- 
mote special-purpose padlocks to 
hardware dealers was launched re- 
cently by the Master Lock Co., Mil- 
waukee, Wis., manufacturer of 80 


Manufacturers’ New Merchandising Plans 





different models and sizes of pad- 
locks. 
The campaign is geared to an in- 


creased demand for laminated } 
the 


particularly 


models. 


Cory Starts 60-Day 
Humidifier Campaign 

The Cory Corp. of Chicago, IIl., 
started a 60-day promotion drive 
recently for Fresh’nd-Aire humidi- 
fier. The drive, at the height of the 
humidifier season, is designed to 
help distributors and dealers with 
level through a 


sales at the local 


coordinated advertising program. 





Drive on Television and Radio Ad Frauds 
Reported in Metropolitan N. Y. Newspaper 


A drive to eliminate extravagant 
and fraudulent advertising on tele- 
vision and radio got under way in 
Brooklyn, N. Y. 

The district attorney for Brook- 
that 
and 


firms 
commerc ials 


lyn charged some use 


television radio 
as a wedge to enter homes by ad- 
items at bar- 


items 


household 
Such 


advertised. 


Brooklyn DA 
Onens War on 
TV Pitchmen 


Charges Gyp Ads 
Bring in Millions 
The Kings County district 

attorney's office today 
launched a drive on radio 
and television pitchmen who 
it charged annually fleece 
thousands of householders of 
“many millions of dollars” 
through Soudulent adv- 
in- 


vertising 
gain prices. se]- 


dom 


are 


sold as Accord- 
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ing to the district attorney, high 


pressure methods are then used to 
sell higher priced goods. 
He stated that this 


cost 


practice has 
householders and legitimate 
dealers millions of dollars. 
Different 
bait 
the ap- 
pliances and items like storm sash 


items and services are 


used as 


but it is 


in these commercials. 


use of electrical 


that were specially cited in the 
drive. 
Retail Bill Payments 
Show Slight Delay 

Retailers were paying their bills 
“shghtly less promptly” in Novem- 
ber than in August of 1954. but 
“more promptiy” than aie vear 


earlier, according to a survey by 


the Credit Foundation. 


Inc. 
Last November 81.7 pct of retail 


Research 


accounts were qiscounting or 


rate tor 


prompt. The 


82.2 pet and for 


August 


was 
November, 1953, 


> 
~ 


I 
Man 


on tne otner 


S| 


facturers and wholesalers. 


hand, were paving 
their bills a bit more promptly last 
November than in August. 


Tha see . ‘ . 
lhe indati lh is an 


e Natio) Assn 


affiliate of 
of Credit 


+h 
j 


Men. 


1955 




















STAINLESS 
STEEL 


BINDING en 
EDGING 


* NO MEASURING 





FOR LINOLEUM 








YOUR COMPLETE 
SELLING PACKAGE 


No. 20—12™% ft. Binding 


complete with nails 89 


* NO CUTTING 


° NO NAILS TO (Suggested Retail) 
COUNT No. 22—12% ft. Edging 


complete with nails a9 
(Suggested Retail) 


Ask Your Jobber No. 30— 18% ft. Bindirg 


. complete witn nails. $1.25 
Salesman or Write (Suggested Retail) 














UNITED INDUSTRIES, INC. 


231 S. LA SALLE ST., CHICAGO 4, ILLINOIS 





















E-Z-DIG 


DIGS HOLES THE EASY WAY NATIONALLY ADVERTISED 


For Planting — Feeding Soil -_ 
Watering Roots — Aerating 
Lawns — Many Uses. BETTER HOMES 


Just step on it, pull it up AND GARDENS 


. and there's the neatest 


EER 


hole you ever saw in the F FLOWER 

soil. A hit at every major | 

garden show during the | | GROWER 
last year. Digs up to 7” ) 

deep. Made of durable 18 POPULAR 

gauge welded steel tub- | 


GARDENING 


ing attractively finished. 


Advertised Selling Price 


2\4" diameter 


$395 


1%" diameter $2.95 


1%" diameter 
hand size $1.95 


A brisk-moving profit producer 
backed by national advertising. ~ . 
Normal deater drscounts. a ee 


If your wholesaler cannot supply, write direct to: 


PROGRESS PRODUCTS, INC. 


3160 W. 32nd St. . Cleveland 9, Ohio 
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THREADS 1° PIPE 4 TIMES FASTER THAN BY HAND! 







OSTER Ra 
LIGHTWEIGHT CHAMP 


LJ 


anew. 
POWERFUL 
privet 


eseieet 


Comprehensive booklet illus- 
trates threading advantages, 
construction features, acces- 
sories of the Oster No. 432 
Lightw eight Champ. Contains 
Time Study comparison chart 
and complete specifications. 





MANUFACTURING CO. 


Main Office and Factory 
2068 E. 61st St.. Cleweland 3. Obie 
New York Factery Branch Seales 
ond Service, 25-36 Jacksen Ave., 


Send for your free copy today. Leng Islend City 1. N.Y 


BUILDERS OF LOW COST THREADING EQUIPMENT SINCE 1893 


yt 


* : 


Magic NYLON is tough, exceedingly 
durable iS resistant to wear and 

corresion — withstands heat up te 300 degrees’ 

This means that Maynard NYLON 
Mixers are immune to wear and tear of 
hot water and strong detergent it 

means many extra years of 

trouble-free service 


NEW! “WHIRL-WHIP” Design! 


New. scientifically designed blades mix 
and biend more thoroughly with greater speed 
and tess effort. The conventional ‘‘whirt’’ 
supplemented by the whipping motion of 
the new blades, results in multiple 
mixing action. A single egg or a full 
bow! of batter mixes easily with 
out splattering 


BE THE FIRST TO CASH IN ON 
THESE SENSATIONAL NEW MIXERS! 


Ask your jobber or write for detaiig: 


May MAC wis co | 


a 7 rr 
ee a” 


1444 EAST COLORADO BLVD 
GLENGALE 5. CALIFORNIA 




















who CAN? you CAN! 


make MORE profits with 


EDWARD iscus 






















GAS CANS 


This complete tine of quality gas cans is made for 
volume sales! Competitive prices attract customers 

. Quality design and construction make sales. 
Result: EDWARD cans mean more profits for you! 





NO. 541 
5-Gal. Spout 
Can 


King-size capac- 
ity priced for fast 
sales’ Round red 
dome-top 
can, complete 
with . 
pour spout, heavy 
wire bail, woed 





roll handle 

other features 
Alse in 2. 2% 
and 3 Gal. sizes. 


and 











Ne. 523 
2-Gel Emer- 7 
gency Con 

Easy - on ~ the « 
pocket price with 
quality features! 
PATENTED re- 


versible spout, 
filter sereen and 

















Alse in 2‘ end 
5 Gal. sizes 

















WRITE TODAY for literature and prices. 


EDWARD CAN CO. 


2332 W. Byron St. * Chicago 18, Iii. 









































Engineered To Your Specifications 



























































@ Made of copper, plain steel, 
plated steel, stainiess steel, KA-2SM0. 


COO Der 








aluminum, brass. monel, pure nickel, 
Admiralty and Everdur or any suitable 
metal for open tank and all pressures. 
@ Seamless copper bal! floats carried 
in stock in diameters of 3°, 4°, 5”, 

6”. 7", 8, 10° and 12° for ‘open 
tanks and pressures of 25. 50, 100 
and 150 th Fieats in special sizes 
and pressures— 

@ Seamless copper bal! floats carried 
and 150 th Fileats in special sizes 
@® MADE TO ORDER. Stainless stee 
hall floats larger than 12” diameter 

























































































can be made up specially. Write for 
‘ VETAL FLOAT catalog 
Sows Ngee ne © Float: Manufacturers Engineers 
Metal Fabricaters Coppersmiths 
e Bronze Founders 











DEPT. HA. 








ARTHUR 




















ARRIS & CO. 


> ae 





METAL FLOATS 





To Help You Promote 
Father's Day Selling 

This poster can be used by hard- 
ware dealers for windows and with 
Father’s Day merchandise dis- 
Posters are available from 


plays. 





HOME IS WHERE DEMOCRACY BEGINS 


the Father’s Day Council, 50 E. 
42nd St., New York 17, N. Y. 
Wooster Rubber Co. 
Enters Plastics Field 

The Wooster Rubber Co., Woo- 
ster, Ohio, Rubbermaid housewares 
manufacturer, has entered the 
polyethylene plastics field by in- 
troducing three new plastic prod- 


at the Housewares Show in 


Chicago. 


ucts 


The new plastics are three flexi- 


ble dishpans that come in red, 
yellow and white. Two are made 
in standard round sizes and the 
third is rectangular for a snug fit 


in twin sinks. 
James K. 


these 


General Sales Manager 
Buckwalter that 
products will be manufactured at 
the Wooster plant. 


said new 


Westinghouse Sets 
New Sales Record 
Westinghouse Electric Corp., 
Mansfield, Ohio, announced that its 
last quarter major appliance sales 
reached an all-time high. 
1955 ranges and refrigerators 
introduced in November are 24 pct 


Sales of 
new 


higher than for the same months 
last vear. Predictions are for a 
highly competitive but generally 


good year in 1955. 


(Resume reading on page 15) 
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iobber's salesman about 


FULLER'S GOLDEN 
HUNDRED SALESMAKER 


with unique SCREW DRIVER 
TESTER and 


Fuller 





100 famous 
Screw Drivers! 


FULLER TOOL CO., INC. 


3522 Webster Avenve, New York 67 








Producers of 
Handie Tools 


Largest 


Amber 
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EXCELSO COILS 
And Parts 
* 
Single, Double 
Triple and 
Dual Triple 


a World's 
7 
DORMONT 


Unbreakable 
L Mfg.Co. 4 


1314 High St., Pittsburgh, Penna. 

















STAINLESS STEEL 


FASTENINGS OF ALL TYPES 





RIGHT OFF THE SHELF 


® Sheet Metal Serews @ Machine Serews @ Cap Serews 
® Set Screws @© Wood Screws @ Nuts, Washers, etc 
® Class 3 AN Drilled Fillister Heads. PROMPT DE. 
LIVERIES ON SMALL OR LARGE QUANTITIES 

Write for complete descriptive catalog 


_§\STAr STAINLESS SCREW CO. 






> -_—_ Telephone: Little Falls 4-2300 
‘ Gomme 649 Union Bivd., Paterson 2, N. }. 
CORROSION | New York ‘phone: Wisconsin 7-904) 


RESISTANT 





CHAIR- LOC 


Amazing New Liquid 
S-W-E-L-L-$ Wood 
* Penetrates weed 
them e-x-p-a-a-d 
permanent!y 
® Quickest and easiest way 
te fx leose chair rungs. 
legs. handles, dowels 
Gove-tails. ete. 
A Fast-Selling impulse item 
Write for Free Samples and 
Literature 


CHAIR-LOC CO. 
Lokeherst 3, N. J. 





17, 1955 














YOU’LL BE PROUD 
TO SELL 












V.S PAT no 
2 656.3357 


New All-Purpose 


LANTERN ___> 
BRACKETS 








® NO TOOLS REQUIRED @ QUICK SET-UP 
@ CLAMPS TO ANY SURFACE UP TO 334” THICK 
@® TILTS TO ANY POSITION @ NO LOOSE PARTS 
@ BUILT TO LAST ® LOW COST 


Fits 1 or 2 Mantle Coleman Fits 1 or 2 Mantle Kamplite 
A bracket designed and tested for complete adaptability, durability, 
and simplicity under the rugged conditions met by outdoor nen 
This bracket reduces fire potential while using gasoline lanterns 
indoors or out by providing sturdy attachment and platform. 


No More os aT ee 
Broken Or Lost ; a» 
lantens PN 





IF YOUR DISTRIBUTOR IS UNABLE TO SUPPLY YOU, GIVE 
US THEIR NAME AND MAIL YOUR ORDER DIRECTLY TO 


LANTERN BRACKET CO. 


142 SOUTH 26TH ST. OLEAN, N.Y 





Get Your Share of Increasing Sales! 






\ Af. 

KL WHO'S COINING MONEY WITH THE [Py 

\\Y y L2 Np | 
| 

MA 





4 
3 
™ 






ty 


a, 
_ 


Rm. i. . 
\\ ies 


& 























SI ciiisiinain } 
yi a) 
ny ZOGRy er 
a Q 


a 











7 
- 
. 
: 
7 



















ee | THE WOOD S$ 





WESTERN SALES MANAGER 
Wanted Immediately 


To build sales for leading manufacturer of watches 
and clocks in established Midwest and West Coast 
territory. Experience in selling to catalog, jewelry, 
Liberal 
salary and commission. Write giving history, sales 
experience, approximate earnings and background. 
All replies held strictly confidential. 


drug, and hardware wholesalers required. 


Box 200, Hardware Age, 100 E. 42nd St., New York 17 














ARISTO-MATS 


See Your Jobber or Write For Your Nearest Distributor 


HARDWARE AGE. FEBRUARY 17. 


1955 
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HOVEL & TOOL CO., PIQUA, OHIO 





7 
f f- 
e 
‘ 


—— ee 


Mester Money Maker 










“SECRET SERVICE” PADLOCK . . . No. 7 

Mere’: the maitest ‘ Mont famed 

secre ” « ” ituring 

ger 3 * ; rity 
} ee a heavy 

Dra : 3 o snNackila 

‘ ‘e 
] 16 ose 16 sho } y/té 
ertice ecoronce, 730 hey chonges 
- bf. J Order trom your whelesaler, 


Master Jock Company. Milwaukee 45. Wis. 
Wold 4 Largest Padlock WManufacturerd 


WORLD’S FINEST STOVE and 
ALL-PURPOSE UTILITY MATS 


More Sales! 
Greater Volume! Bigger Profits! 


ARISTO-MAT CO., 1718 E. 75th Street, Chicago 49 
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Classified Opportunities Section 








Help Wanted, Accounts Wanted 
Business Opportunities 
Representatives Wanted, etc. 


Set solid, maximum 50 words $5.00 
Each additiona! word .10 
Positions Wanted 
(Specico! Rate) set solid. maximum 
50 words $2.00 
Each additional! word 05 


Allow Seven Words for Keyed Address 
or Your Address 





CLASSIFIED ADVERTISING RATES 


BOXED DISPLAY AD RATES 
$8.00 per column inch 
5%, discount allowed for 4 or more con- 
secutive insertions of Boxed Display Ads. 


Cuts or special borders not accepted. 
Address your correspondence and replies to 


HARDWARE AGE 


Classified Opportunities Dept. 
100 East 42nd St., New York 17, N.Y. 


NOTE: Somples of merchandise terature 
catalogs, etc., will not be forwarded to box 
number odvertisers uniess occompaniec Dy 


sufficient postage for remailing 
No agency commission aliowed. 


HARDWARE AGE is published every 
Thursday. Classified forms ciose {5 
prior to publication date 


other 
coys 


order in form 


no? currency or 


Remittance must ccompany 
of check or money order, 
stamps 











Representatives Wanted 


Representatives Wanted 


Representatives Wanted 








EXCELLENT OPPORTUNITY 


America’s largest and best known com- 
pany in its field, in business since 1865, 
has openings in several protected terri- 
tories available immediately, to a manu- 


facturer's representative who calls on 
hordwore, variety, drug store, and all 
types of independent retail trade. We 


ore looking for sales organizations with 
two or three men who hove a following in 
their trade. This is a big ticket item of a 
high commission rate and the product has 
been proven in thousands of retail stores 
from coast to coast and from Canada 
to S. America. Ours is a line of Key 
Duplicating Units for which there is great 
demand. !t is primarily a hardware item. 
High initial order ond re-order commis- 
sions. We ship and bill the account. 
Even if you are calling upon jobbers, you 
will find this line attractive enough to 
devote time to the independent retail 
field. There is no jobber set-up on our 
line. lf interested, reply by letter at once 
stating the territory you cover and lines 
presently handled. We will arrange for 
on interview in your city soon. If arrange- 
ments are mutually agreeable, our Sales 
Manager will work with you in your terri- 
tory. Please include your phone number. 
Address your reply to 
P. O. Box 1322, Cleveland 3, Ohio 











MANUFACTURER’S REPRESENTATIVE 
WANTED >aiesman now calling on hardware 
and variety stores with two or three non-c: mflic cting 
ines. We offer a good staple line of 19¢, 39¢ 
and /%¢ paints, low-priced gallon paints and a 
nationally advertised line of popular priced paints 
on a2 commission Dasis This merchar dise has mass 
market appeal. Every store selling paints is a 
good prospect. Write advising age. territory cev 
ered. how often vou cover it and lir now car 
ried. Address Box 203. care of ne Ware AGE, 
100 E.. 42nd Street, New York 17, N. Y¥ 


Representatives Wanted 


PLASTIC HOSE AND SPRINKLERS 
Complete Volume Line Available At Once 


Most territories open. Highly rated multi- 
plant manufacturer will appoint top-notch 
representatives only. Must be experienced 
in wholesale hardware, housewares, super- 
market, drug, varieties and allied trades. 
Replies must contain complete information 
as to sales organization, territory, lines 
carried and references. All replies will be 
held in strict confidence. 
Write: Dept. 
P. ©. Box 228, 


SP 1, 
Chelsec, Mass. 











MANI a TI name REPRESENTATIVES 
WANTEI We hav st very practical and efhcient 
weed! ne to TT eT Marketed under ame 
Weed-O Matic kk xtracts weeds _by roots 
stooping, easy to use Potential arket ter 
Need representatives calling on wholesale or re 
ta lawn ind : irdet too . let if | wing 
parts of United States: South, far west, states 
bordering Great Lakes and Canada except New 
England. Also Montana North Dakota Mas 
sachusetts, Connecticut and Rhode Island Ca 
madiar and Mexican inguiries if vited Address 
Reply to Alston-Limerick Co., 2253 Pleasant Ave 


nue, Dept. H. Hamilton, Ohio 








SALESMEN—SELL PAINT BRUSHES 











Established firm seeks several men. now call- 

ing on herdware, paint stores, lumber yards 

for desirable protected territories. Liberal com- 

mission. Full detoils first letter 

Address Geox Neo. 166. care of HARDWARE AGE 
100 East 420d St.. New York 17. N.Y 

SALESMAN WANTED BY OLD FSTARB 
LISHED MANUFACTURER OF ALUMINU™ 
COOKING UTENSILS. Territories open: Minne 
sota North and south Dakota Northerr (als 
fornia Fastern Texas Line sold direct ¢ Hard 
ware, House! irnmishings, variety ind department 
etores. Ret resentative has exclusive a2 le ’ line 
mm territory assigned Liberal commuiss1 State 
fully territory now covering and what nes ¥ 
now se) Ada a8 | 4 ‘ e HARDWAR \ 
100 |] t 421 St New k % 


TT LT TT 
MANUFACTURERS AGENTS WANTED 
Connecticut Hardware Manufacturer want represen 
tatives om commission basis to sell a qu slit y line of 
solid bromee jimmypreof Deadlocks, Night Lat hes 
and Cylinders, competitively priced and nationally 
promoted. Territories open include: Va., West Va 
Onio, Mich Ne Dakota, Mantana. Wyoming 
(‘elorade, tal Wash Oregon and 
Northern California answer indicate present 
lines handled and trade called om, with 

etamples 
Address Box 244. care of HARDWARE age 
100 East 42nd Street. New York {7. WN 


type ; 











REPRESENTATIVES WANTED now calling 
m hardware, variet se and garden stores to 
sell our one por f water soluble ter 
ze Highest 


r tremendous eye ap 


MIT} ; PAC KALeS 
market Package 
peal hitet wnmis 
discount Address Box 7 ire 
42nd Street New 


anaivsis m the 
cesigned | 
jeaier 


AGE 100 East 
Y 


. ns ind 
| HARDWARE 


York 








EXPERIENCED SALESMEN 


with following among retail hardware and 
housefurnishing stores, to sell the most popular 
branded line of dog furnishings. Can be 
hondied as a side line. Liberal commission 
Choice territories open 











Address Box 232. care of HARDWARE — 
100 East 42nd Street. New York 17, N 
SALESMEN W ANTED BY DIREC T IM 

plate aha od alling on hardware jobbers, industrial 
supply Ses hain stores, large retaile rs and 
lomber vared complete line ‘ doot utts 
shelt hrackets screws steel and brass ctove 
bolts. nuts, brass hose nozzles, pruning shears and 
also st bolts and rews packed in plast ‘ 
tainers, et Maintain large stock for immediate 
ielivet Prices extreme! competitive Liberal 


ss ms Many ex sive territories nen 
Address: Box are Hianpware Ace, 100 East 
: Street, N ee % 


HARDWARE AGE, FEBRUARY 17, 


“ALES REPRESENTATIVE WANTED } 
SELL 1 eware, hardware and super } et 
‘ yo i¢ } I¢ ‘ 

is sideline. Present openings la 
{ 7 | Liadbama Mair a i M 
ess Box . care “Hap WARE A 
¢2nd Street, New Ye 17, N. ¥ 
FACTORY REPRESENTATIVE FOR 
bE. ASTER N }} N \ . ~ ithen NN ¢ ‘ i? ey, 
Ma at i District of ¢ wmbia K edge 
e tr e and ‘ ] iwers< . rtant \ ke 2 
we Y ¢ socket Ke he 
; ‘ +4 } Q Ou e es r 
rT tne " ‘ ler ~ ‘ ) 
i oO ‘ i c fF Ave ¢ ( . 
Oh ? 
TERRITORIES OPEN FOR TOBBERS AND 
whoilesaiers vering hardware im be lhed 
nes que een! 
[ mT 1 ti i ! A A-s } 
tercnaneg i c ipbinet ania et s c . 
all pee caw ie | P 
qd 1 sera iw 4) é 
nusua }Uuality ‘ e 
Actua n sight. 5S t 
ipen est ( mpa | " { h 
Mer - HB get t ! 
' 
MANUFACTURER'S REPS. 
In following fields Drug Voriety 
Stores. Housewores and Hardwere. 
For New Color Pack 
* > 
Nationally Advertised 
" I th 
Consumer and Institutional packager 


through wholesaler and retailer. 


In replying please give territory and 
type 
sented, and size of organization 


THE 


VISKING CORPORATION 
“miracloth” SALES 
400 W. Madison St. 
Chicago, Illinois 


accounts covered. lines repre- 











REPRESENT ATIVE WANTED TO CAI 
ON WHOLES ALE hardware law ircde 

de for new garden planting tool. Prefer repre 
entat ® ad : . BR = 
~ tter Ss are 4 ~ 

Ne \ i 
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Classified Opportunities Section 


Representatives Wanted Representatives Wanted Accounts Wanted 

































































r\ eRI-FN GC} ~ \ eS VER \ " : ony YTS WANTED 
Manufacturers Representatives Wanted ng re stores to § f Kentucks e 
Como ete ne a4 Exhous? Fo and Ven? 3+ on . . . ugt . eX Te 
cequipmen! Plast Pipe and Fittings Ant A, , ) . Mat wi : econ 
rreeze Meating Wire Units and many plastic oe 3 ca ‘es 
speciaity item Protected territories open to ~ 
sciesmoan covering aisfriOurors nm the Hoard : ) 
wore, Elect a! ond Plumb g field re : a \ . . B . HAR ~ \ 
Address Box No. 16 are of HARDWARE AGE > Ww v= ‘ : ‘ et. N \ 
100 East 42nd Street. New York {7. N. Y 
lL) YO ’ \ LIN ’ ' ’ \ A. \{ | hx rE SEN ‘ 
mY ; \i i\ } 2 wt i 
oe * , \ { \I j 
», rN 
‘ \ ; - 
; : 
= 4) \ 
‘ } ~ 
‘ ; 4 ‘ Rk \' \ ‘ 
Ny } 
REPRESENTATIVES Accounts Wanted - | 
<Giiing on -abine? nordware trade. woodwork 
ng moachinery—or m supply houses, to toke 
On excellent ne >¢ ong estab shed too man i \\ } ‘se ». VF \\ 
viacturer. Pleate state’ line handed. territory REPRESENTATIVES 
covered \I 
Address Box 238, core of HARDWARE AGE ee =. iene \ 
100 East 42nd Street, New York 17, N. Y. = nt gaat Ps \ 
: . ' ~ I . 4 
Yor ( : 
\\ 
> } ( ~ ~ \ RR Ir NV ANCUO ft 
‘ \\ * b. , 
Positi Wanted 
, EPRESENTATI . EW EN OoOsiTions anre 
¢ } 4 
al ‘\ ‘ 
\A 
’ . ,\ 4) \ 
\ * \ ." 
maestmith aancaiiitiieeety | MANUFACTURERS REPRESENTATIVE 
etethetiem has enen t By. SOUTHEASTERN STATES : | 
hardware , ore sity : retail wy y ‘ ale lia iware : ria Mul . , . ‘ 
rade aint sroware Ul eaiers q ‘ : haul ' Deals ears ‘Not 
et (ompiete qua t f iy ' repres« y | Lis ‘i 
competitively pr Str e acking nectior ” : rig VA eT) 
rT ommissior Wr fides Mify | , . 
Address Box 24/1, care of HARDWARE AGE 
100 East 42nd St.. New York 17. N.Y ' ware at we . 


























CABINET \RDWARE MANUFACTURER . 
ANTS REPRESENTA ! = ae Mat Manu! 1 M 







iy 





NEW ENGLAND COVERAGE OF HARDWARE 


. Paint, Wallpaper ond Lumber deolers ova 
. . , ' : able with worehouse fa ties Limited num 
, ber of items with strong potential w be on 
Heuend <n coetaten Caen eal Help Wanted 
eneah Gaia & ciaeeeeee — > > Address Box 240, care of HARDWARE AGE 

re 100 East 42nd Street, New York 17, N. Y 
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Classified Opportunities Section 











Business Opportunities 


Business Opportunities 





Business Opportunities 


























NEW PRODUCT 
IDEAS WANTED 


By large nationally known manufacturer 
for diversification program. Strong em- 
phasis on do-it-yourself, sporting goods, 
lawn and garden tools. Must be hi-vol- 
ume items adaptable to light metal fabri- 
cation. Will consider any arrangement. 
lf you have fresh ideas to fill customer 
needs in any of these fast-growing fields, 
this is your big opportunity to get your 
product on the market. Write us today. 
Address: Box 233, core of HARDWARE AGE 
100 East 42nd Street, New York 17, WN. Y. 








WANTED—MAIL ORDER ITEMS 


National Advertiser, reaching large home- 
owner audience, interested in adding few new 
items for mail order sales. Coan also use mer- 
chondise for needie workers and auto en- 
thusiasts. Details to 
Address Box 248, care of HARDWARE AGE 
100 East 42nd St.. New York 17, WN. Y. 























LADD'S DISCOUNT BOOK 
600 PAGES 
4 limited supply of this famous and useful aid ir 
quickly determining net discounts from multiple dis- 
count quotations is avallable. As long as the supply 
asts these will be sold at $12.50. Send check wit! 


A LADD'S DISCOUNT BOOK 





Henry Fasig, Publisher, 253 NW. E. 111 St., Miami, Fie. 








. AN MANUFACTURE! of 
- nners t higt wishes 
5 : i til 1 ard 
rie : re 
R Address 
| * Ni A r } ast 4 
\ 


HARDWARE—Thinking of going into business 
tor yourself Here is one worth investigating 
Hardware, sporting goods, electrical appliances, 
genet supplies (modern store). Will sell stock, 

res and building $65,000.00 of stock and fix- 
tures $15,000 with five year lease, located in Phila- 
lelphia area. Address Box 222, care of HARDWARE 
AG! Fast 4 | Street, New York 17 ‘ 


: ¥ . * ara’ ‘ rT >» tT) 
k. ra rt , \ . . 4 | \ r I 
. ‘ << : ane? 





Wholesale and Retail Builders’ Hardware and Fac 
tory Supply Business Established Over 50 Years 
Annual Volume Approximately $200,000. Middle 
West Location. Owner Retiring. Principals Only 


Address Box 231, care of HARDWARE AGE 
100 East 42nd Street, New York 17, ¥. Y 











Retail Ha: 


‘ entra | ™ is ¢ . ‘ art a 


FOR SALI 
ears n | 














100 E. 42 St. 








Hardware dealers all over the country have discovered that it pays 
to keep your eyes on Hardware Age for ideas and advice that mean 
more money in your pocket. Help on store management problems, 


merchandising ideas, market news, more new merchandise descrip- 
of other hardware people are just a few of the regular features 


of Hardware Age that have caused more dealers to invest in sub- 


scriptions to Hardware Age than to any other hardware magazine. 


HARDWARE AGE 


The Hardware Dealers’ Magasine 


tions than published by any other hardware magazine, and news 


New York 17. N. Y. 
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TIPS ON 
TOOL PROFITS 


Mr. “Do-It-Yourself” 


WANTS THE TOOLS 


>) ‘7 
Mr. “Expert ay, 


HAS ALWAYS USED! 


Today, people who once couldn't replace a blown fuse 
are finding the fun of using tools. And they're finding 
that better tools mean better work. No wonder theyre 
picking the tools used by the “professionals''—fine tools 
like XCELITE screwdrivers, screwholders, nut drivers, 
pliers and wrenches. And if you'll check the above 
catalog, you'll see why XCELITE has been satisfying 
the experts for over 35 years. Have us mail you a 
catalog today! 


XCELITE, INCORPORATED 


{Formerly 

Pork Metalwore Co., Inc.) 
Dept. G 

Orchard Pork, N. Y,. 





NEW 
IMPROVED 
FASTER 
SUPER 
POWERMET 





A TESTED PROFESSIONAL TROUBLE-FREE 


ELECTRIC PAINT REMOVING TOOL! 


FOR THE BIG, NEW, DO-IT-YOURSELF marker 


Features Here's the new, faster Super Powermet 
Electric Paint Remover that peels 

@ Removes point 
os fast as 3'% 
sq. ft. per min cutting butter with a hot knite. Con. 


paint to bare wood grain as easy as 


sistent consumer advertising in lead 

@ Heats ready for seas ct . & 
vse in ing newspapers and national maga- 
60 seconds zines is telling ‘‘“do-it-yourselt’ home 
@ Operates on owners how Super Powermet saves 
AC er OC 


e868 f. UL ap- 
proved heater 
cord 


@ Retails at $11.95 Write for big profit details today 


, energy and money. Absolutely 
not a gadget but a working tool 
sturdy, dependable and efhicient 


enough even tor rental use 


SHEPHERD MACHINE & DIE CO. 


15215 Chatfield Ave Dept. HA-2 Cleveland 11, Ohie 




















y,~ MARSHALLTOWN 


<(CVUR TNT [MARSHALLTOWN | 





184-D Tool Box 


Here's a seamless one piece steel! tan! 

box with 4 cantilever trays. Special 

arrangement for socket wrenches in 

me tray. Positive adjustable divid 

ers Continuous piano binge, side beoits 

and center hasp. Baked green enamel ham- 
mer-tone finish. Seamless construction keeps 
water out—tools dry. Size: 18"x!10%"xi3". Avail- 
able in 6 and 4 tray models in both 18” and 21” 
sizes. Jobbers and dealers write for catalog. 


SIMONSEN INDUSTRIES. INC. | 
1414 S. Michigan Ave., Chicago 5. it 


HAS NEW EXCLUSIVE 
FEATURES 


|. New double hook tip 

2. Graduations and figures on both sides of blade 
3. Military type lock 

4. Right to left, left to right reading 


“You give two rule efficiency, one rule economy when you recommend 
this new Tufboy.” 


T 


HAR hoy ts A 





New %" Utility Drill 


poe il $38: o5 


Push this Black & Decker 3” Drill 


e Extra power for tougher jobs 
e Has famous B&D-built motor 
e For service & installation work and advanced craftsmen 


Order from your B&D wholesaier—listed in phone 
book Yellow Pages under “Tools—Electric”. 
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Builders’ Hardware 24 if iu. 


7s 


Fits today’s home-planning picture! 


Designed to meet every requirement for 


A hardware 
fovorite 
for over 
50 yeors 


but o few of tne 


' feasons 


year ‘round service and dependability 


Consider the odvontages of having c 
hordwoare products from which to choo 
fectured to one high standard of quality 


300 individvol 
e—and oli are mony 


Over 


Fine bosic materials, precision construction and operation are 


wit y Not ong! of Ster! ng '% the 


ever-growing choice of discriminating builders everywhere. 


TO 


MANUFACTURING 


STERLING 
iLLINO'US 















“CASTERS 
and GLIDES 


on Pages 353, 354, 355, 356 
of July 22 issve 


HARDWARE AGE DIRECTORY 








fi 


SPRINGS ARE 







Sian 
stock 


made. 


plated Springs. 





Casy 


Order from your jobber or write us 


Gardner Wire Co. P2.%%a°8°.4" 


TO STOCK WITH 


Gardner's 
SPRING CABINETS 


\ single convenient metal 
drawer holds 128 selected 


springs, 40 most popular 


sizes, in coded com- 
partments. Larger 
assortments come in 
2 and 4 drawer 
cabinets. These are 
top quality, preci- 


Boxed refills shipped from 











Waren World's Best Selling 


DADO SAWING WASHERS 





; 
: 4O DIFFERENT CUTS WITH REGULAR CIRCLE SAW 


| OVER 250,000 SETS SOLD 
, in Demend—Notionclly odvertsed « Demonstrations « Gvoronteed 
\ | : ‘ik Quvolity. Warren—the Sales leader ' 
j Y Moke Money —Popwarly priced $4.95—dealer discount 3344 of — 
Steody profit producer 


' Self-Selling —free action duploy « 





Folders « Gouge boord. Worren 


Washers —oc pick-up seif-seller. 


Triel Order — Of six sets (Shipped POST PAID) brings soles aids free. Stort 
moking money with Worren todcy ! 


WARREN DADO SAWING WASHERS CO. 
Dept. 102 Box 98, North End Station, Detroit, Mich. 











Ace Rubber Pro 
Acme Quality Paints 
Allen Prods. Corp 


Aluminum Co. of Americe 


Farm Roofing Div 62-63 
Pigment Div 03 
Screen Cloth Div 36-37 
American Chain & Coble Co é 
American Floor Surfacing Mch 
Co 200, 20 
American Grease Stick Co 242 
Americon Mch. & Fndry., © 
Fioat-Lock Corp 26 
American Pad & Textile Co. The 
Sportswear Div } 
Aristo-Mat Co 253 
Armstrong Co., The 245 
Arrow Metal Prod. Co 248 
Atkins Saw Div Borg - Warne 
Corp 24 
Atias Screw & Specialty Cc 260 
8 
Bakelite Co. Div. of Union Co 
bide & Carbon Corp id 
Ballonoff Meta! Prod. Cc 226 
Bassick Co., The 152 
Bennett-ireiand, in 214 
Bernz Co., Inc., Otto 27 
Bethlehem Stee! Co 0 
Bissell Carpet Sweeper Co 84-87 
Biack & Decker Mfg. Co 257 
Blair Mfg. Co i78 
Bolens Prods. Div.. Food Mchy. & 
Chem. Corp 43 
Bommer Spring Hinge Co 234 
Bonney Forge & Tool Works 2! 
Boonton Molding Co 177 
Borden Co., The 225 
Boylie-Midwoy, inc 239 
Brink & Cotton Mfg. Co., The 247 
Brooks & Sons, inc., M. S$ 244 
Buch Mfg. Co 47 
Buffalo Bolt Co Div. Buffalo 
Eclipse Corp 48 
Bull Dog Corp 266 
Cc 
Cal-Dak Co., Inc., The 189 
Camillus Cutlery Co yt 
Compbel! Chain Co 183 
Campbel!-Hausfeid Co 24) 
Central Can Co 212 
Chair-Loc Co 252 
Chicago Spring Hinge Co 243 
Chicopee Mills, Inc 262 
Chi-Name! Paint & Varnish Co 147 
Cincinnati Tool Co., The 210 
Clarke Sanding Mch. Co 2 
Clemson Bros.. Inc 20 
Clizbe Bros. Mfg. Co 244 
Colorado Fuel & Iron Corp 169 
Colorizer Assoc 193, 253 
Columbian Rope Co 42 
Consoweld Corp SS 
Container Corp. of America 83 
Cooper Mfg. Co 219 
Corbin Div.. ?. & F 260 
Crescent Plastics, inc 215 
Crown Rubber Co. The 232 
D 
Domor Prods... inc 242 
Dayton Electr Mfg. Co 78 
Dozey Corp 79 
Dearborn Stove Co 233 
Dempster M Mfg. Co $2 
Desmond-Stephan Mig. Cc vt 
Dicks-Pontius Co. The 249 
Disston & Sons. in Henry 6-17 
Domes of Silence 260 


C File Mfg : 19 
Dorr t Mita. Co 2$2 
Drak Elect Works 2 
; t de Nemours & Co 
E Orgor Chem. Der 
« ; Chem. D 8.59 
Du Meta! Prods. C 73 
E 
EZ arden Too! C 2 
: pose Mch. D 6 
Edwords C ° 2 
Edwords C ; 
E Mig The 2 
Emerson Elect Mig. C 65 
Enterprise Mfg. C Th 6 
Evo Pp C 
Consumer D “ 
Foultiess Caster Corp 258 
Federal Too! Corr 79 
Fiint & Wo 3 Mfg. C 85 
Float-Lock Corp 26 
Fronkliin Glue C %% 
Fuller T C rn 252 
G 
Gordner Wire Co 258 
Gates Rubber Co 50. 161, 243 
General Electr Co 
Wiring Device Dept 30-31 
Genera! Filters Te 2 
Genera! Metalware Co 20 
Gillespie Varnish Co 260 
Giobe-Unior 219 
Goldblatt Too! Co 99 
Goodrich a, 2 
industria! Prod. Div ith 
Goulds Pumr , “6 
Graham Co John # S 70 
Grainger w. WwW 78 
Greenlee To Co 7 
Gries Reproducer Corp 3 
Griffir Mig Ce GS. WwW 70 
Griffin Mfa. Co 229 
Grote Mfa. Co 9) 
7. 
Hager & Sons Hinge Mfg. C oo ae 
Hamilton Mfg. Corp 68-69 
Hompden Watch Co 253 
Hanson Co. Henry L 234 
Horris & Co... Arthu 252 
Heller & Co W C 260 
Hemp & Co. Ir 3 
Hildreth-Boker 243 
Hodel! Chain Co 2 
Hooven & Allison Co. The Sé 
rioppe nc Frank A 247 
Hustler Corp 259 
Hyde Mfg. Co 97 
independent Lock Cc 9 
indestro Mfg. Co 73 
ingersol Stee! Div Borg-Warne 
orp S7 
irwin Auger Bit C The 
Jenkins Bro 5A 
P 
Koiser Alum. & Chem Corr 39 
Kees Mfg. Co F- C 249 
Keil Lock Co ' 93 
Kester Solder Co 4? 
Keystone Stee! & Wire Co $4.55 
Kilgore, inc 05 
Kimble Gioss Bar OD Owe 
nois Glass Co 229 
Kle & Sons, Mathias 98 
Kwikset Soles & Se e Ce 
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Index to Advertisers 





- 


Londers, Frary & Clork 
Lantern Bracket Co 
Libbey Gioss Div. Owen 
Giess Co 
Libbey-Owens-Ford Giass 
Window Glass Div 
Lowe Bros.. Co., The 
Lux Clock Mfg. C The 
/ 
Mansfield Sanitary Pottery 
Morshalitown Trowe! Co 
Martin Stamping & Stove 


Master Lock Co 
Master Rule Mfa. Cc 
Moynard Mtg. Co 
McG Meta! Prods. C 
McGrow Electric Co.. Toastm 
Prods. Div 
McKinney Mfa. Co 
MidContinent Adhesiv . 
Miller & Co | Rober? 
Miller Mfg. Co 
Monsanto Chem. Cc 
Plastics Div 

Morteli Co. J. W 
Murphy's Sons Co. Robert 
Myers & Bro... Co. F 

N 
Notional Cash Register Co 
National Gypsum 
National Mfg. Co 
National Meta! Prod. Co 
National Presto dJustries 
Nesco - 
Niagara Chem. Div 
Nicholson File Cc 
Noble Mfg. Co 
North Wayne Ty 


Oster Mia 


Parker Mfg 
Penberthy 
Pfiveger 
Pittsburgh P 
Brush Div 
Paint Div 
Store Front Div 
Plastic Woven Prod 
Piymouth Cordage Coa 
Piymouth Rubber Co 
Power Prod. Corp 
Pratt & Lambert 
Prods Div 
Corp 


Co 


; - - Gm a 
ecto ° 


() 


i) 


ote Giass 


Premax 
Pressure Can 
Prods 


Cordage M 


Progress 
Puritan 


R PM. Mfg. Co 
Raybestos-Manhotta: 
tos Textile Div 
Red Devil Tools 
Red Jacket Mfg. Cc 
Remington Arms 
Repub 
Rivco Drip-Seo 
Riviere Prods. Co 
ocket Devices Corre ° 
Expansion Boit 


on an 


~ 


tee 


°) 


Root 
Rovo E| 


. ; 
> 


260 
245 


48.49 


250 


25! 


i58 159 


Ss 
Safe Padiock & Hdwe. Co 228 
Semson Cordage Works 163 
Sargent & Co 38 
Sovege Arms Corp., Firearms Div. 109 
Schiage Lock Co 217 
Schwartz Mfg. Co 53 
Scott-Atwater Mfg. Cc 108 
Sharon Bolt & Screw Co 246 
Shelby Spring Hinge Co 190 
Shelton Tack Co 231 
Shepherd Mch. & Die C 257 
Shuford Mills. In BC 
Simoniz C 66-6 
Simonser dustrie 2 
Smith & Sor Seyr SI 
Snel! Div Parker Mfg 24!) 
Soule M 33 
South Bend Toy Mfg. C 213 
Southern Saw Works 239 
Standerd Too! C 19 
Stanley Works, The 22-23 
Star Metal Prods. Co 184 
Stor Stainiess Screw Cc 252 
Stevens Walden. inc 240 
Stewart Electric Co. S$. J 4 
Stratafio Prod in 250 
Stratton & Terstegge C 
Falls City Div 249 
Sunset Line & Twine Co 227 
Sunshine Chemical Cx John 239 
Supreme Prods 205 
Swift & Co 218 
Swing-A-Way Mfa. C 0 
Sylvania Electr Prod 9 
Syncro Corp 33 
] 
Tane In A 
Technical Asso 24 
Toledo Pipe Threading Mch. C 202 
Toolkraft Corp 29 
True Temper Corp 2 44.45 
Turnbuckles. Inc 78 
Turner Brass Works Th 227 
UV 
Union Steel Chest Corr 49 
United Industries, Ir 2 
United States Stee Corp 
American Stee! & Wire Div 6C 
Universal Metal Prods. C 184 
Upson Bros in 180 
Utica Drop Forge & Tool Corp ig 
¥ 
Vichek Too! Co 04 
Ww 
Woagner Mfa. Co. E.R 17% 
Worren Dado Sawing Washe Co. 258 
Waterbury Lock & Speciality Ceo 
The 211 
Water Master Co 246 
Weller Electr Cors Z 
West Bend Aluminum Cc 
Western Lock Mfg. Co 35 
Westinghouse Electric Corp 
Bryont Electric Div 94 
Wheeler Sales Training Institute 
Eimer 259 
White Mountain Freezer Co ne 
The 95 
Wickwire Spencer Stee! Div 169 
Wilcos-Crittenden & Co. Inc 240 
Williams Co. The 207 
Wood Shovel & Too! Cc The 753 
Woodford Hydrant Cc 245 
f 
Acelite ' 757 
Yatoo Mfg. Co 223 
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KING ae OF THE ROLLER SKATES 











THE SKATE WITH 
THE 


500 MILE ° 

cusnanre | SCE King 
. 

EXCLUSIVE “SHAPED TO THE SHOE’ COMFORT 


HUSTLER CORPORATION 


STERLING, ILLINOIS 


et 


ZU 


RUST 


ZUD Qe RUST & STAINS 


om BATHTUBS SINKS bottons of COPPER POTS 


TILE FLOORS - AUTO BUMPERS - METALS 





AF te, 
ae i) a 


o'G varanteed by ™ 


NATIONALLY ADVERTISED 





In leading consumer publications with 89 000 000 100d Househee ping 

CIRCULATION covering 45,000 cities, towns ond villeges. “2! — 

LiFe SAT. EVE. POST ©6000 HOUSEKEEPING © LADIES HOME It 
THIS WEEK AMERICAN WEEKLY «COUNTRY GENTLEMAN © BETTER HOMES SE GRONS 
*FAMILY CIRCLE © PARENTS MAGAZINE + FARM JOURNAL * FAMILY WEEKLY 
*Gril *McCALL S MAGAZINE © AMERICAN HOME * PROGRESSIVE FARMER 
* BETTER LIVING © EVERYWOMAN 'S * WOMAN'S HOME COMP. + WESTERN FAMILY 

* HOUSEHOLD SUCCESSFUL FARMING «© AMERICAN FAMILY * CAPPER S FARMER 

* SUNSET * PATHFINDER * WEEKLY STAR FARMER © CAPPER S WEEKLY 

* PARADE *CHRISTIAN SC. MON. © WEEKLY NEWSPAPERS + OAILY NEWSPAPERS 


STEADY YEAR ROUND REORDER ITEM 
FREE ZUD SAMPLES included with merchondise 


RUSTAIN PRODUCTS P.0. BOX 502 FAIR LAWN, NI 


TRY IT YOURSELF! 
SEND FOR FREE SAMPLE 








MAKE MORE MONEY AS A 


anesual | 


LET ELMER WHEELER'S PROVEN METHOO HELP YOU 











Good hardware salesmen make big monev—$10,000 

$15,000 a vear and up You can do the same with the 
proper training. The famous Elmer Wheeler 
Hiome Study Course shows vou how learn 


to use the sizzle-selling secrets others tind 
tested sales rechniques that 
of salesmen 
Approved by Stat 
of Illinois Education and Registration Dept 


successful 
work 
and leading companies 


Endorsed by thousands 





Low cost, easy terms. Send for FREE u 
formation about Elmer's Secrets of Success 
ful Selling. Learn how YOU can make more money NOW 
and in the future. Write or phone toda, 
ELMER WHEELER 
SALES TRAINING INSTITUTE. Home Study Div. Dept. HAS! 


664 North Michigen Avenvwe, iilimess SUperios 7.1764 


CONDENSATION 
| RUST 


with just a mt and a can of 


thet 


Chicage I1, 














Terrific, new scientific discovery literally 


paints 
condensation and rust on cold wetter pipes. air conditioning ducts, 
steel bosement windows 


eoweoy 


Completely eliminates old-fashioned pipe wrapping and cumber 
some insuletions. Peckeged in consumer ond commercial sizes 


Please send complete infermetion NOW before the season sferts’ 

’ 

1 NAME (Please Print 

' 

' ADDRESS ; 

' ‘ 

: CiTy STATE ' 
’ 

1 Wholeselers : Agents A tew desireable territories still eveilebiec , 









Rivco DRIP-SEAL 





Box 5815 °* Columbus 21, Ohio 











BETTER STORE 


FIXTURES 
FOR LESS - 


by nw 
ae 
ty pe 
eae g 
se 

















os SOURCE 


Through the years Atlas Screw & Specialty 
Co. has proven by PERFORMANCE, that 
they are a source of supply that can fill 
ALL your fastening requirements. By 
means of modern manufacturing facilities iv Q 
and diversified equipment ATLAS can 
produce your minutest as well as your 
largest component requirement. 

Leading distributors and jobbers have found ATLAS a 
reliable source for their needs. ATLAS can handle the job 
right—the right fastener, the right quantity, at the right 


time. 


PS. You'll increase your volume and year-round profits, too. 












BOLTS | INTERCHANGEABLE—ADJUSTABLE 
NUTS | ‘“PEG-BOARD” BACKS 

| Write for catalog No. FH TODAY 
mn ll W. C. HELLER & CO. 











MONTPELIER, OHIO 















The World’s Most Widely-Used Builders’ 


moe seer 


4 


: ‘s HOW 
= HERE'S A Teak 
rel Lau x BIC 

MAKE M : VOLUME 

cor YOU: QUICK TURNOVER 
& SMALL INVESTMENT 
* FULL 40% — PLUS GROSS PROFIT! 


BULL DOG CREAM REMOVER 


Remeves over 20 coots of point, varnish, et 
BULL DOG LIQUID REMOVER 

Slower drying — faster acting 
os intl ane BULL DOG HOLD TITE 
ree FREE ILLUSTRATED Cleans ond dulis old finishes without removing 
_ Me oe FOLDER. BULL DOG BRUSH CLEANER 


*» MISCELLANEOUS HARDWARE Fast, strong, therewgh ection. 


P & F CORBIN DIVISION, The American Hardware Corporation BULL DOG CORPORATIO 


. - 13S DEY STREET JERSEY CITY. 
New Britain, Connecticut, U.S.A. = , osy 





, 


DOMES or SILENCE Furniture cuives 











NATIONALLY ADVERTISED 


















RUBBER CUSHIONED REGULAR | a 
One set on a card. One set in a bex. oe So — 
12 cards in a box. 12 boxes in 8 ead Glider tor = 
Sizes—114", 1%", carton. Sizes _— ee a. Be 
1-1/16", 17, %" 1%", 1%", %", =e 

> ‘ ’ ’ 4”. 3%”. yw’ SiIZES—1” base, =. 7 = 
%”. %”. 4 on card: 1%”, > i 

2 on card: 1%", 


2 on card. 
Drive into uni- 
versal secket er 
5/16” hole. 











Ask your jobber. if be is net supplied, write 
DOMES of SILENCE Diviciee of ROBERT E. MILLER & CO., INC., 35 Peari S#.. New York 4, N. Y. 
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KEEP TOOL HEADS 


TIGHT 


STEEL GRADY WEDGES 


US 


They never Come loote 


with 








—— 


| lt ee on O87 ANS oe 


‘Baker's mart | 
Dozen: —_ = pear anooes 


- J-ID7 SK TI 











| <F 4 iAi/ VO om, 


CJ Toons 7 \) 


























from 


Rod Devil 


That's right — 13 for the price of 12— 13 plastic bags of 
Red Devil Steel Grady Wedges at the regular dozen price. 








These have been specially packaged and spe- 
cially carded to make a colorful, sales-building 


display for you for Hardware Week. Do-It 


4 ‘if 4 YY) Al . +h . " > > ‘ 17 rec +} " 
Yourself has made these faster sellers than 
Each display holds 13 units—each unit a carded transparent 
evel easily detachable polyethylene bag containing one each Size 
T he wedges | ive ay itente 1 enti lec vr 2,3, 4,5 and 10—proved for yeors the most useful assortment 
to fit and hold in all sizes of hammers. hatchet: YOUR COST—For Hardware Week Only—$2.00 per dis- 
ea" ahi84 MJ7itUi ii i ; Ph BACALL >» sical si > 
play of 13 cards. RETAIL VALUE—$3.25 
and axes. Plated to resist rust and provide 


YOUR SPECIAL HARDWARE WEEK PROFIT—$1.25 per 
display: 62'2°% mark-up. 12 DISPLAYS TO A CASE 
WEIGHT per case—15 Ibs 


eye-appeal. Once driven they stay driven 


they “barb 





into the wood — will not chip o1 


break under the heaviest hammer blows. 





iaesiiiieen "initial 


ASK FOR 


GWC 1 GRADY WEDGE 
ASSORTMENT 


Red Devil Tools 
* IRVINGTON 11.N.J.U.$S_A 


f 


ff f i) nf 4 ff . : fF 7T 
j & Y ff _ Hf as |) te ey | 
i $Fa gh Bf(Rrges /- 





» & 








Now! NBC-TV plus LIFE magazine help you sell 


CHICOPEE 
FIBERGLAS 
=a"  §CREENING 


Chicopee Mills, Inc., 





